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consumer education for grades 8°12« Material is arranged under three 
levels: (1) Beginning • Level , with units covering grades B and 9;f(2) 
Intermediate Level, with units covering, grades 10 and 11; (3) Jj) 
advari>(s;ed Level, with units coveri,ng grade ^2 and Home and family 
Livingc<^rses, "^ach unit includes a conceptual diagram of the major 
i'deas to emphasized, an overview, g^^neral objectives, subject 
matter content or generalizations, learning opport;unit ies. and 
resources, evaluation procedures, a bibliography, and an a^^pendix, 
which contains- a variety of material, including examples of 
evaluation device^, suggested learning activities and related 
materials, and a glossary of terms. It is stated that the guide has 
been planned for students from a variety of sooioeconomic backgrounds 
and cultures, with differin^^ interests, needs, and abilities. (LH) 
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0 FO^JOHD 

With the passage of Public Law 90-576 "vocational Education Amendments 
of 1968, emphases have been directed topeard the teaching of consumer education 
(Part F,, . sectipn 161), teaching the disadvantaged, and the development and 
improvement of curriculum (P4rt I, Section 191, a). This curriculum 'guide 
'was developed in response to requests . for help by^ vocation^^ome economics 
teachers in ..the State of Louisiana- 

In the sxoitiiner of 1970 the State Department of Public Education, Vogational 
Education Division, Hon| Economics Section^ co-sponsored three-week workshops 
in consumer education at, five Colleges and Universities in the State* of Louisiana. 
The workshop held at Lguisiana State University, Baton Rouge; was concerned 
vjith teaching consumer education as a separate unit in the secondary home 
economics curriculum. Home economics state department staff, home economics 
education faculty from "Southeastern Louisiana University, Southern University aiid 
Louisiana State University and. twenty-one Louisiana vocation^il home economics 
teachers participated in the workshop. , ' 

The purpose of this curriculum guide is to assist home economics teachers 
in planning j^ind teaching consumer educa-tion as a sepcirate unit at ^various 
levels - 8th, Home Economics I, II/ 111, IV and Home and Family Living, Th^ 
curriculum has been planned for students from varied socio-economic backgrounds, 
' from varied cultures and with varied interests, needs and abilities. 

The Consumer Education Curriculum Guide has been organized to include over-*' 
view6, major concepts to be emphasized, general objectives specif ic behavioral 
obiectives, subject n^atter content or generalizations, learning opportunities 

and resources, evaluation procedures, bibliographies and supplementary materials. 

/ 
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Ccmplete* and thorough evaluation procedures have not been developed but 
some suggestions are Included. 



The ideas pre=sentecl in thia guide ar6 to be used as work materials for 
developing a curriculura program in e@naui^r aduca\ion» Although sugjgeations 
frota many sources have been* used, no attempt has been madi to exhaust topics 
of interest in the field. This supplemental Bulletin No. 1171 ^111 be used 
in relation with Bulletin Noo 1150p ^^The Curriculum Guide for Home Economics 
in Louisiana" and other State curricultim bulletins- for ^ome economics. 

It is the hope of th^\^ersonne 1 who cleve loped this guide that it t-^ill 
be a usable resource in' planning curriculum in constimer education at 
different grade levels. 
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/ • PHILOSOP^iY AND INTRODUCTION 

\ ' - TO THE USE OF THE Gl^DE ) 

The term "con^uirisr education" as use^ in this publication means ^ 
educst ion designed , to help individuals and families impxo^^ their home environment 
^d the quality o€ persor^al and family living. It includes instructiorl in 
management of resources v/ith emphasis on selection, use and care of goods ^d 
services, spending plans and other consianer responsibilities."^ 

The American consumer *lves in a complex v;orld brought about by technological 
developments. The free enterprise system under which America operates has 
given its citizens the ^highest living standards in the v;orld. Unless the consiimer 
has knov;ledge, un'de*1:standing and skills on v/hich to base v/ise decisions, he 
is faced i*/ith x^^h perplexity. 

The teenagers of today ari^ the parents of tomorrow. They need experience 
in learning hov; to manage limited res^ources to satisfy their v/ants for goods 
an^ services. Problem associated v/ith the \ise of money have caused concern 
for young homemakers. The choices vjhich ^individuals make as consumers v;ill 
determine their standard of living and vjill contribute to the overall conditions 
of the societal framev/ork v/ithin v/hich they live. Consumer education can hel^ 
youth and adults to make wise decisions in the use of resources for the im- 
provement of individual, family smd community living. 

J - . 

In relation to each unit and grade level, this Consumer Education Curriculum 
Guide for Home Economics Teachers has been organized to include, the folloi*/ing 
parts: conceptual diagram of the major ideas to be emphasized; overviev; for 
the selected group for v/hom the unit is planned; general objectives for the 
unit;, specific behavioral objectives classified according to the taxonomies of 



'•A Guide for the Development of Consumer and Homemaking Education^. Department 
of Home Ecpnomics Education, University of Nebraska, Lincoln, Nebraska, 1968. 
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educational objectives^' ^' ^} subject matter content or generalizations^; 
learning opportunities and resources? evaluation procedures? listing of the 
selected bibliographies and ^appendices. The foregoing Organization of the 
guide p^vides the teacher v/ith a compact overviev7. 

Each grade level is separated by a colored page on which the conceptual 
diagram is printed. The follov/ing format is used to present information 
for each level. ^ 
tmJOR CONCEPTS TO BE E^CT>HASIZED: 



BEHAVIORAL OBJECTIVES; 



Subject Matter Content 
Generalizations 


Learning Opportunities and 
Resources 


Evaluation 
Procedures 









^ As the teacher uses the guide, it 'is advisable to refer frequently tq the 
generalizations v/hich support the concepts. Understanding of the generalizations 
is necessary for the teacher to give guidance to students in formulating their 



^Bj/oom, Benjamin S. ed. Taxonomy of Educational Objectives Handbook I ; 
Cognitive Domain . New York: David McKay Company, 1967. 

V 

^Kratv/ohl, David R. , et. al. Taxonomy of Ediacational Objectives Handbook :|:i 
Affective Domain . New York: David McKay Company, 1964, 

^Simpson, Elizabeth. "The Classification of Objectives^ Psychomotor 
Domain." Illinois Teacher > Vol. X, No. 4, Winter 1966-67, pp. 110-141. 

^ Concepts and Generalizations: Their Place in the High School Home 
Economics Curriculum Development . Report of a National Project. Washington, 
D. C.: Amf^irican Home Economics Association, 1967. - 
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ovm generalizations. At the end of each resource unit § selected bibliography 
is included. > Appendices v/hich give examples of evaluation devices, bulletin 
board ideas, glossary of terms, etc. are also included, 

A number of learning opportuniti/as is suggested for each concept based 

C 

on the belief ^hat students need to use and test information in many v/ays 
and in different "situations before generalizations can jpe formulated. 
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feEciNNING LEVEL 



Home Economics 8 



You and Your 



What money doe^ for you 
How teenagers^spend their 
income 

Where you get your income 
How to get the most from 
your income 

Good manners in shopping 



. INTERMEDIATE LEVEL 
Home Economics II 



Money Management/ Decision-mcikin^ 
and Use of^Resources 

Understanding the meaning of 
management 

Basic elements of management 
Values, goals , standards, 
resources, decision-making 

Management of re^^ources 

Family lEeeling about resources 
Need for money management 
Using money to achieve goals 
How culture and technology 
influence wants and goals 
Ways family members contribute 
to family income 

Tools that aid in money management 



Hope Economics 1 

Dollars and Sense 

Understanding money 
Understandihg consumer buying 
Buying food ^ 
Buying clothing for self 
Buying shelter 



Home Economics III 

Utilizing Family Resources for 
Effective Living ^ 

Factors influencing spending 
Designs for family spending 
Planning for family security 
Using business methods- ^ 
Influences on consumer behavior 
Economy, psychological, socio- 
logical , socio-economic 
Agencies and prganizations that serve 
and protect the consumer 
.Consumer rights and responsibilities 
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SCOPE AND SEQUENCE (continued) 



Advanced level 



Faiaily Finance 

Planning and decision-maJcing . 
Intelligent management of resources 
Legal aspects affecting the family 
Providing for security and protection 
Sharing the cost of government by taxation 
Consumer credit and lavjs 
Wage earning 

Home and Family Living 



Consumer Education for Young Moderns 

Planning learning experiences 
Role of the consumer in the American economy 
Values and goals 
l^gencies and organizations that serve and proteoL the consumer 
Consumer rights and responsibilities 
Managing family resources * > 
Consumer credit 

Consumer buying skills - - 

Effects of coi>sumer decisions on individual and family life 





BEGINNING LEVEL 

Early Adolescence 
Grade 8 




CONCEPTS^ TO BE EMPHASIZED 
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HOME ECq^^OMICS 8 
OVERVIEW 

Eighth grade home econoJittics students in Louisiana are usually ages 13 to 15. 
Many are intensely occupied with the developmental tasks listed Jbelow: 
^ 1. Relating to both^sexeSj of peer* group. ^ 

2. Assuming s^x roles. 

3. ' Accepting^ physique and using^ the body ifotrect^X^. 

4. Gaining the emotional independence of adults. ^ 

As a consequence of their occupation with these tasks, students tend to be 

* , • ■* 

self-oriented in their approach to consumer education.. Therefore, concepts and 
learning experiences which seem likely -to promote in each learner a feeliqg of 
opportunity for personal advancement were selected. 

At the same time, consider a tioij was given to the needs of families, com- 
munities, and society in general. Consumer competence appears to be' a goal worth- 
while to all. . ' 

A variety of learning experiences is suggested in order that each teacher 
may select or ad^pt those most suitable to each individual group, taking into 
consideration the time and facilities available as well as the concerns, needs, 
and intetests of the groups. Due to the short attention span of early teenagers, 
learning experiences selected are not long. 

Because eighth graders are most often beginning students of home economics, 
it is suggested that this separate Consumer Education unit be preceded by a strong 



unit in Orientatiofi to General Home Economics^ It is suggested that thes 



se 



selected concepts in consumer education be further developed as each succeeding 
eighth grade unit is covered. In this way, students can apply and expand basic 
concepts developed in this first consumer education unit in order to form a founda 
tion for more advanced concepts at the high school level. 
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Subject matter area: coii sumer Education " 
LEVEL: 8 

TITL^ OF THE UNIT:^ You and Your Money 

SUGGESTEI^.TIME: 3-4 Weeks , " | , 

, GEIERAL OBJECTIVES: , ' " ^ 

After having completed this initial unit^ Tn Consider Education, eighth graders 
are expectM to: 

1. Appreciate some the ways in which money works. 

cr 

2. Be -^are of how teenager^ use their income. ^ 

3. Understand some types and sources of income. 

4. Propose a plan 'for using money more wisely. • ^ " 

5. Practice better manners while shopping, 

> 

MAJOR CONCEPTS TO BE EMPHASIZED: 

ft 

What does .your money do for you ? 

Provides necessities of life 
^ ^ Achieves goals 
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Identify goals important to teenagers 

Goals that enrich personal and family life 
Goals that promote mental, emotional, and spiritual growth 
Goals that -help teenagers to be individuals and to develop special 
talents. 

vPutting goals in order of importance (priority) 

Setting individual *goals in harmony with family goals 

How teenagers spend their income 

What teenagers buy * 

Personal grooming supplies and services 
Clothing and clothing accessories < 
* Recreation 

Entertaining friends tbirthday gifts, parties) 
Savings 
Hobbies 

^ Other . . • 

How teenagers handle their income 

* • i'5 ■ 1,5 



.CoMpulslve buying and impulse buying ^ 
Spending plans, records . 



Where do yo u aet your income? 
Money Income ^ ^ ^ 




Earnings (baby-sitting, handicrafts, chores) 
Gifts 

Allowances " ^ 

doles , ,1 

Real Income - ^ , - 

Skills, abilities'^ knowledge , . . 

Respect for properj:y-v-use and care 

Coinmunity Services (Church, recreation center. United Givers, Health 

Unit, Police) , o 

Public Pro*perty (Roads, po^fts^ service, libraries, schools) 
Swan/ and gifts ^ - ■ ' *^ . 

^ Satisfaction in spending ^ , 

How do yoCi feet the most from your income ? 

Influences on purchasing decisions . * 

Advertising 
Brand , 

Price - . 

Labels ^ . V ■ ^ ' ■ * 

Guarantees ' ^ ' . 

VJarrarities , ' . 

Standards or criteria to use in buying petsonal graoming articles 

(or other articles) ^ 

Ifliat do you want this product to do? 

Will it do the job needed? - ' 

l-Jhat information does the label give? t , 

What ingredients does it contain? . - 

^ How does the cost of different brands compare?' 

VJhere to buy 

Buy ingredients and make, at home 

Retail mar)cets 

Discount stores 
Department stores 
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Speclilfcy (^stoTtes (drug s^^ites) 
Mail order . ' 

' .Do6r-to-<loor salegmen ^ , 

Comparison of coat in different store© and making at home 

^' ^ St&ps in becomjLng a good consymer 

How can/you pra ctice Sood manners in shopping ? . ' 

^ ^ -.^ ^ - ^ 

liiote: / Adapt "^ideas given here according to the different socio-economic^ levels 
and levels of- learning. 



\ 
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MAJOR CONCEPTS TO BE mPHASIZED: 



VJhat does money for you ? <> 

Key terms used in consumer education 
.Needs and goals met by motiey 
Setting personal goals 
Ranking goals™ in order of importance 
Personal goals in Jiarmony with family goals 



BEHAVIORAL OBJLECTIVES : , ' - 

Recognize a need for information concerning consumer education. 
Become acquainted, with some "key terms" used in a study of consumer education. 
Recognize Spme needs of teenagers vjhich are met by money. 
Bepome aware of how money helps one to achieve goals. ' , 

•Identify some goals important to teenagers. 
Rank persona^l' goals according to importance. 
Set indiv>mial goals in harmony with family goals. _^ 



/ 



.Subject Matter Content 
Generalizations 



Teenagers \ need to be- 
come interested in con 
3umer education in or- 
der to receive the 
most satisfaction from 
r their resources. 



•Teenagers can recognize 
^ome needs for informa- 
tion concerning consum 
er education. 



In order to learn abou 
"Your Money and You" it 
is necessary to become 
^familiar with ^ome key 



terms . 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Fill in one or more pretexts and/or 
checklists from Appendices A;B,D,E,F. 
Return pretes ts--corrQct them. .tMake 
a bulletin board related to consumer 
education using ideas from "Chcan^ing 
Times Resource Kit" Pamphlet/ pnd Bul- 



letin 4, Transparency 1 C* 



Examine general goals for unit. 

List several individtfal goals for unit. 
Keep this list for l(ater use. . Cooper - 
atively plan additional class goals. 
List on chalk board or' transparency 
for projection. 



Put word -list on slips of paper. Pu- 
pils scramble and draw items. . Pupils 
make key -shaped flash cards with word's 
on one Side and definitions on opposite 
side. 

^4ake a mobile u^sing key-shaped flash 
cards with words on one side and def- 
initions on opposite side. > 



Check students " 
pretests* 

Observe interest 
in bulletin boatd 
preparation. 



Observe students * 
reaction to com- 
mon interests and 
problems. 



Matching test from 
word list. 

Post-test, Appen- 
dix C 1 if Ap- 
pendix A 1 was 
used as pretest. 
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Subject Matter Content 
Genera 1 iza t ions 



YiQu as a consumer are 
influenced by your 
valueSp your goals 
and your resources irt 
arriving at decisions. 

Money can provide 
necessities of life 
such as food clothing 
shelter, medical and 
d<^ntal care. 

Money can help an 
individual to achieve 
goals. 

Some goals can enrich 
personal and family 
life. 

Some goals promote 
mental', emotional and 
spiritual groWthl 
Some goals can help 
one to develop special 
talents and to be more 
individual. 



Individual goals in 
harmony with, family, 
goals dan lead to 
increased family har- 
'mony . 

Goals can be tanked 
in the order of their 
importance to an in- 
dividual. 



Learning Opportunities 
and Resources 



Have a contest between te^o teams 
('a definition bee) practice in 
learning key wcrds. Appendix G 

Teacher intr^oduce conceptual frame- 
work from foresheet of this unit. 



Take' the list of goals prepared at 
the beginning of ' the unit and classic 
fy each according to criteria fftat^d 
in generalizations -at left. VJrite 
on board. Books 1,4,9 ^ 



Brainstorm or "popcorn" session to 
recall how family dj^cord can result 
from conflicting goiOs. 



Evaluation 
Procedures 



Observe students' 
efforts to gen- 
eralize. , 



• j 

From the priginal^ 
list of pers^al 
goals prepai^ed 
by the students 
at the beginning 
of unit, have them 
classify go^ls, ' 
rank them in brrter 
df importance, and 
Hiscuss ways In 
which .these ^oals 
mi^ht conflict x-Jith 
•f ami Iv ^oa 1 s • 
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MAJQR CONCEPTS TO BE ES^HASIZED : 

Hovj teenagers spend their Incomes 
What teenagers buy 

How teenagers handle their incomes > ^ 

BEHAVIORAL OBJECTIVES:' 



Identify the types of purchases made by teenagers. 

Determine various v;ays in which teenagers handle their income. 

Recognize the danger of compulsive ajid impulsive buying. 

Plar methods of record keeping as an aid to wise use of income. 

Appreciate the value of a spending plan as one form of effective management. 

Become avjare. of the steps involved in becoming a satisfied consumer. 



• 

—-=——= — ' 






^'uhippf MaffPT Cont"Pnt" 


*^ Learning Oppor tuni ties 




Evaluation 




And RpsouTCPS 


Procedures 


T^apn^ioPTQ hiiv x>oods And 


Recall items purchased during a' month. 


Note pupil par- 


servi.ceb oudi do*. 


n"i<?ni<?<; flriH rlAfl<i1fv fVip pxopnditureB 


^ticipation in 




t"ViiP ^fiidpnt"^ ViAfi madp Cl^msifv ac — 


class discus- 


T> 1 "J ^ a 


cofdinf to " 


sions, interest, - 


clothing and clothing 


Recreation and entertainment 


and enthusiasm. 


accessories 


Contributions 


recreation 


Hobbies ' / 




entertainment 


Dues . and school expenses 




^ gifts 


Savings 


5 


savings 


Treats 




* hobbies 


Clothing and clothing accessories • 




other 


(May use form in Appendix 1 to help 






in classification) 




The goals and values 


In discussing purchases as: V/hy did 


" In helping the 


of an individual influ- 


you buy this? Check those items 


student to eval- 


ence^ the items he pur- 


which gave the greatest pleasure. VJhy? 


uate his shop- 


chases . 


'I 


ping abilities 






present these 






discussion ques- . 






tions: Hox^ did 






ybu decide what 






to buy? Did the 






purchase achieve 






your goals? (Both 






short and long 






term goala?) 
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Subject Matter Content 
Generalizations 



The purchase of person- 
al grooming supplies, 
cosmetics ,and grooming 
services is considered 
by teenagers to be ^ > 
Important for the 
improvement of their 
appearance. 



-Wise dec is ion -making 
in relation to clothing 
purchases can help one 
achieve goals in keep-* 
ing with his resources 



Learning Opportunities 
and Resources 



Observe at various types of stores 
and record what you see teenagers 
buying.^ Compare results to the - 
student list to check variety. 

Make posters to illustrate Various * 
teenage eitpenditures (group work) r 

■ . ' ■ ^ - - 

List personal values (things which 
mean the most to them) in relation 
to home, work, money^ friends^ and c 
education. 

List some of the beauty aids and 
services purchased by 8th grade 
teenagers. Discuss b^efly the-^ 
necessity and importance of these 
aids. 

Review dUservations of articles most 
often purchased by teenagers. Rank 
/the purchases of grooming products 
and services for importance in groom- 
ing. * * 

Have one or several of the studertts^ 
^voSbnteer to ''dump" her cosmetics 
bag to reinforce the fact that this 
age group does purchase numerous 
grooming and .beauty aids. 

M^ke a count of. accent clothing and 
clothing accessory purchases made 
by class memb^s. Objectively dis- 
cuss soundness of these purchases'. 



Evaluation 
Procedures 



How did you pay 
for £he purchases? 
Did you or any 
other fjamily 
member haVe to do 
without something 
so you could make 
this purchase? 
Note pupil par- 
ticipation. 



Look for conte;it of 
posters and gtou^ 
participation. 
Open-end quiz to 
get the studejits , 
to gen'eralize, ^ 



Note participa- 
tion and check 
lists. 



/ 



Note discussion and 
evaluate ability to 
see beyond "wants." 
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Subject Matter Content 
Generalizations 



Planning a wardrobe 
invo Ives organiz ing 
resources to supply 
clothing needs. 



Teenager-^ spend a larg 
portion of their 
income for recreation 
and entertainment. 

The use of resources 
for recreation and 
socializing are impor- 
tant far proper :deveh- 
oping of the social 
skills, . 

People save all kinds 
of things --time 5 money 
energy, odds and ends, 
and national resources 

One can be taught the 
value of saving money. 



There are many forms 
of savings.. 

Saving requires plan- 
ning and a purpose. 



Savings can affect the 
vjay people live, 

A systematic plan for 
saving and spending 
one^s income can assur 
a more balanced dis- 
tribution of one's 
wants and needs. 



Learning Opportunities 
and Resources 



Invite a fashion consultant or high 
school leader who is well-dressed 
or an Extension representative to 
speak on the Importance of planning 
clothing purchases before buying, 
adapting v;hat you have to present 
needs,; using your resources ^to 
stretch v/ardrobe money. 



List some favorite recreational 
activiti*es of this age' group, Com- 
pute the.»mount spent on a fex-/ of 
these activities and multiply by 
the average number of times this 
activity ^^glj, enjoyed i^lthln a 
sp<^c^fic period of time. Pamphlet 
and Bulletin 2 L J 



Class discussion--"l,niat I Save," 

Bulletin board --KEEP TRACK OF YOUR/ 
MONEY 

Discuss the advantages of saving 
some money and the -places one might 
put savings. 

Pamphlet and Bulletin 2'^K,Book 
5 pp, 249-271 

Invite a local banker or represen- 
tative of savings and loan company 
to speak to the class on why^/^o^;, 
and vjhere to save. 



Use overhead projector to show 
transparencies from Resource Kit for 
Teaching Consumer Education Savings 
Kit, Pamphlet and Bulletin /4 



Evaluation 
Procedures 



22 



22 



In a hypothetical 
situation have 
the students ^lan 
for the purchase 
of clothing and 
accessory items 
they really wau.li 
, , , Evaluate, 



Analyze the expen- 
ditu^s. Have 
students evaluate 
in terms of their 
values. 



Subject Matter Content 
Generaiizatioas 



An individual °s choice 
about saving depends 
on his personal values 



By* planning one can 
earn mojiey i-jith his 
savings. 



Saving now can make 
it possible to buy 
something really wanted 
later on. 



Learning Oj^por tunities 
and Resources 



The need for self- 
expression is a factor 
contributing to the 
popularity of creative 
hobbies for teenagers . 



A popular source of 
income for teenagers 
is gifts. 



Discussion: VJhere would you go If 
you had $5 and v/anted to open a 
savings account? How would you go 
abput \t? DoQs it make sense to 
shpp around for a place to save? 

Emphasize being concerned about 
savings safety and interest to be 
earned. 



Evaluation 
Procedures 



Periodical 2 pp. 35-36 

View film A Bone for^ Spotty , Film 1. 

Have pupils explain and comment on 
^uch proverbs as: 

Dig a V7ell before you are thirsty. 
He that buys what he does not I'Jant 
will soon vjant what he cannot; buy. 
Money is a good servant but a bad 
master. 

A penny saved is a penny earned. 
Money is a guarantee that ije may 
have what we want in the future."^ 
Of saving cometh having. 
Money is like an arm or leg- --use 
it or lose it. 

He vjho has a chjoice has trouble. 
Encourage stud/ents to add others. 

Share hobbies among the class. 
Discuss inexpensive hobbies , profit- 
able hobbies, fun hobbies. 

Students talk about or demonstrate 
their most interesting hobbies. 



"Popcorn" situations on occasions 
on which teenagers might receive 
money gifts. What are the usual 
amounts? How is gift money usually 
spent? Do they have any different 
feelings about the use of gift money 
in light of vjhat they have learned? 



Include a similar 
type problem in 
a test to see if 
thiere is transfer 
of learning. 



Note pupil intejiassU 
Evaluate demons tra- 
t ion s ac c or d ing to 
criteria which has 
been developed. 

Note responses to 
observe changes in 
attitude because 
of unit learnings. 



Subject Matt(?r Content 
Generalizations 



Learning Opportunities 
and Resources 



Planned spending helps 
individuals fit pur- 
chases info long- 
ranee plans. 



Planned buying along 
with intelligent use of 
consumer information 
and past experiences 
tei^d'to increase sat- 
^ isfactions with goods 
^nd services chosen. 

, The use of past exper- 
iences helps one to 
maktS a better plan and 
keeps a better balance 
amon^ x^ants , needs and 
money . ^ 

The ability to plan is 
4 valuable resource for 
the consumer and can 
help increase his sat- 
isfaction v/ith goods 
and services chosen. 

Everyone has resources 
which he uses ^o reach 
goals that are impor- 
tant t,6 him. 

Individual or family 
goals are best reached 
by planning the use of 
resources, substituting 
one resource for ano- 
ther and being crea- 
tive. 



Read to the class some of the case 
studieTs in The Spender Syndrome 
regarding financial difficulties 
of various families. Book 8 

Discuss the value of knowing before 
shopping what is wanted, money 
available, and long term planning. 
List the advantages and disadvantages 
of a shopping plan. 



Explore the need for planning by 
using personal and group stories ^ 
case s tudies . 



or 



Present a variety of fot'ms for 
keeping daily expenditures. Guide 
pupils in selecting one for their 
own personal uae. Pamphlets and 
Bulletins 2 A, pp. 11-12; 2 K,pp. 
8-11 



Consumer Education Resource Kit ^ 
Budgeting Packet. Pamphlet 4, 
VJorksheet 1 



Choose an easy to use spending plan 
for recording personal expenditures. 
Try it out and report to the class. 

Discuss the importance of keeping a 
record of money spent such as: 

Gives basis for future spending, 
reveals values of the individual. 

Shovjs vjeaknesses in spending habits 



Evaluation 
Procedurifes 



Test for infor- 
mation on tdpics 
reported in 
class. 



Have each stu- 
dent evaluate her 
plan after use. 
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Subject Matter Content 
Generalizations 



The giving of gifts is 
a po()ular and gratl^ 
fying expenditure for 
teenagers. 



Having one>s oxm money 
helps one to become 
more secure^ provides 
opportunities for 
growth In money manage- 
ment and gives pres- 
tige. 

The way one uses his 
money is more important 
than the amount he has. 



Learning Opportunlt 
and Resources 



VJhat are the most frequent occasions 
on vjhich teenagers give gifts? How 
can they be prepared for these times? 

Introduce^ the idea of a spending 
plan as a method of keeping track of 
one's income and expenditures. Pam- 
phlets and Bulletins 1 A, pp. 6-11; 
2 Asp. 12; 4^p. 5 1 ' , 

Summarize information learned in 
class. >v • 



Pretend you ha^^^ $100.00 to spend 
as you please, ^^ow would you spend 
it? Have students make a plan and 
"shop" for their purchases. Resource 
Kit for Teaching Consunjer Education, 

Changing Times, "Creating a Bulletin 
Board and Related Activities on 
Spending," 1970. I'amphlet and Bulle- 
tin 4 

t 



Evaluation 
Procedures 



Indicate on progress 
chart successes in 
acquiring habits 
that may help ^hem 
to spend i;heir money 
more wisely. Have 
each pupil check 
his progress reg- 
ularly on the 
chart. 

Note pupil respon- 
ses and their abil- 
ity to make gener- 
alizations. 

Observe s tudent 
tesponses in re- 
lation Xo the 
follox'jing: 

I'/hat kind of choices 
did they make? 
Were they neces- 
sities, luxuries, 
or gifts? Did 
they spend all of 
the money at once? 
Could they give 
reasons for choi- 
qeg)? Did students 
lave difficulty in 
accurate pricing? 
Did anyone choose 
to save? Can they 
ansi'/er questions 
about savings in- 
stitution^? Did 
students respond 
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Subject Matter Content. 
Generalizations 



Learning Opportunities 
and Resources 




In 1963 the nation's 
22.5 million teenagers 
spent an estimated 11 
billion dollars of 
their o\m money to 
satisfy their needs 
and desires. 

Teenagers handle their 
incomes in a manner 
corresponding to their 
goals and values--for 
e ach ind ivid ua 1 this 
is different. 

Management is necessary 
in all areas of family 
living. 

Compulsive buying can 
be described as the 
urge "just to .spend 
money." ^ 



The use of a spending 
plan acts as a deterren 
against impulsive btpyini 



Get impressions from the class on 
this statement. 



Evaluation 
Procedures 



Prepare a flannel board . or mobile 
depicting the different types of 
teenage spenders . 



Use transparencies ^'Dollar -Stretching 
Practices*' to stimulate discussion. 
.Transparency 1 A 

Discuss: l-^at is impulse buying? 
What is compulsive buying? Relate 
experiences vjhere pupils or family 
members purchased items impulsively 
or compulsively. View Film ^'Learnlne 
to, Use Money Wisely" Film 3. 

Discuss how spending habits can be 
improved based on the information 
obtained through their learnings . 



to the concept 
that every choice 
leads to a con- 
sequence? VJhat 
do choices made 
tell each stu- 
dent about atti- 
tudes and feelings 
about money?. 
Have each student 
sum up her atti- 
tude in a short 
sentence. Loolc- 
ing back, v/ould 
you change any of 
your choices? 
Give reasons for 
changes, if any. ^ 



Observe pupil's 
abilit>; to relate 
earnings to life' 
situations described 
by the teacher. 



Hav§ pupils evr3l- 
uate and summar- 
ize learnings " from 
this discussion. 



Note student 
suggestions for 
improvements . 
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Subject Matter* Content 
Generalizations 




A simple purchgg^lis't 
is an effective remind 
er and guide foi* the 
shopper to prevent 
overbuying. 

Our wants .may exceed 
our resources, there- 
fore budgeting is nec- 
essary. 



Thinking before buying 
can help one to ma?Re 
.wise choices. 



Some things are of 
value to people because 
they are available at 
a time when needed; 
some gain'^lue by 
being in a usable form.; 
others gain value by 
being available at a 
convenient place. 

Cost and quality 
comparison may save 
the consumer money. 

Using goods and service 
can result in consumer 
satisfaction. 



Learning Opportunities 
and Resources 



Helps determine changes that need 

to be made for greater sa,tis£ac tions 
from spending. Pamphlets and Bulle- 
tins 7, 3 B 

Discuss the necessity of recohcilij|g 
wants and needs v/hen funds are ^ 
limited to achieve satisfactions; 
analyze the meaning of buying accord- 
ing to v/ants, needs nioney. 

Discuss: What,th^ipgs should be 
included o<i a shop*ping list? Develop 
a shopping list for a party, Christ- 
mas gifts, etc. Pamphlet. 2 J, 

Give examples to show how pre-plan- 
ning aqd shopping lists can help 
you shop. Paujphlet 1 

Establish criteria for buying. 



Evaluation 
Procedures 



Discuss becoming aware of the basrc 
questions to be answered before 
buying. Pamphlets and Bulletins 



Examine the yellow pages of the « 
telephone directory to locate goods 
and services. List on chalkboard. 

3 Using mail order catalog, "shop** 
for accessories for your room, your 
home, etc. • . 



Ask a m^chant or sales person to 
speak on "Tips for Satisfying the 
Constimer. " 



Evaluate plan 
submitted by 
students. ' 
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Subject Matter Content 
Generalizations 


Learning Opportunities 
and Resources 


Evaluation 
Procedures 




Show and Tell--Bring to class one 
purchase which was satisfactory. 
Tell why. 




* 


Examine a publication giving infor- 
mation on an item of interest that 
classmates^ might purchase. Period- 
icals 3, 4 








a 

J 
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MAJOR CONCEPTS TO BE EMPHASIZED : 

Where do you get your income? 

Money income \ - ' 

Real income 

Satisfactions in spending 
BEHAVIORAL OBJECTIVES : 

BectJBW^pware of sources and different types of income for teenagers. 

Understand some of the various ways teenagers earn money. / 

Recognize some sources of real income. 

Respect and appreciate personal an^ public property. 

Take better care of personal property. ^ 

Appreciate some satisfaction and pleasure gained from money spent. 



Subject Matter Content: 
Generalizations ^ 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Income is of several 
kinds. 



Money income* is de- 
rived from earnings, 
gifts, interest, al- 
lowances, and doles. 



The ability of an 
individual to eafn 
affects his income 
and purchasing^ power. 



Read references and^ basic textbooks 
on^ differences in money, goods, ser- 
vices, and satisfactions. Books 6, 
pp. 344; 7, pp. 23-29, 70^ 
Pamphlet and Bulletin 5, pp.^ 44-49 

Discuss allowances , earnings , gifts , 
interest, and doles as sources of 
income. 

List sources of their money. 

Identify ways of earning, such as 
baby-sitting, handicrafts, and* * 
chores. 

Observe filmstrips on sources of 
family incon^ and answer questions 
on films. Filmstrips 2 A, E 

Discuss how education" changes the 
types of employment and thus varies 
amount of earnings. 

Discuss how spending can be influ- 
enced^ by earning. 

Invite a resource person to talk on 
part-time jobs and rate of pay. 



Check papers on 
questions given 
on film. i 
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Subject Matter Content 
G @Q@r al isa t lona 



Learning Opportunities 
and Resoui^ces 



Real income ia mater- 
ial or 'non-material 
resources other than 
money (skills, abil- 
itles, knowledge). 



Respect for and care 
of public and personal 
property can help 
stretph one's money* 



Care of personal prop- 
*erty can be a source 
of real income. 



Proper care and repair 
of personal clothing 



Make list of sources of jobs avail- 
able to teenagers in t;he community. 
Develop a poster or bulletin board 
which presents the idea -pf "Teenagers 
in the Community Earn ^eir Income 
By...** Add to the bulletin board or 
poster new jobs or opportunities for 
earnings which are discovered. 

Debate allowances versus ■^handouts 
(doles) . 

Have a resource person report on 
a hobby that became a money --making 
project. 

Have a popcorn- session on « things 
that are real income. Book J6, pp. 
342-348 

Discuss how WGork hours are* decreasing 
and leisure hours increasing. Tell 
how this could be converted into a 
source of real income. 

Make a list of activities you would 
like to do but don't seem to have 
time for. Select ones that would 
contribute to Ireal income. 

Discuss how taking care of school 
books, all school property, town 
facilities, and etc. is using tax 
money wisely. 



Discuss what is meant by "stretching 
money." 



Give examples of "stretching money." 

Discuss care of pe'i'sonal grooming ^ 
items. (Electric hair curlers, make- 
up -mirror, electric shaver, etc.) 
Identify care 6f personal property 
as a source of real income. 



Evaluation 
Procedures 



Observe contri- 
butions to the 
bulletin boai^d. 



Cite examples of how caring for 
clothes can be a source of real 



Check students ' 
lists. 



Check pupils* home 
economics books 
for^ood habits in 
care of property. 

Have students give^ 
examples of "stretch- 
ing money. " 
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Subject Matter Content 
Generalizations 


Learning Opportunities' 
and Resources 


Evaluation 
Procedures 


can be a source of 
teal income. 


Income. ' 


♦ 




Public property (roads, 
postal services, 
health unit j> libraries, 
schools)^ are- sources 
of real income. 


Check with town offlcla^^ on ex- 
penses in upkeep of public faclli" 
ties due to careless use. 

Cite examples of cases where public 
facilities are abused or misused. 








Use statistics from State Highway 
Department on cost of road maln°^ 

tenance because of litter. 

\ 






Swapping, gifts, and 
hande^rdovm items can 
bo sources of real 
income . 


Share with the class how your 
family has utilized these methods. 

Bring in or wear one Item that has 
been obtained by one of these 
methods. 


* 




Satisfaction in spend- 
ing can come from 
pleasure in use of 
what one *buys and not 
from the amount he 
opends . 


Have buzz session on how to be 
assured of more pleasure on money 
spent. 

Interview a family member, other 
relative, ot neighbor on pleasure 
received on one article bought in 
the last year. Report back to class. 


Check 
given 


reports 
to class* 
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How do you get the most from your Income ? 
Influoncea on pikrchaslng decleiona 
Standards for buying 
" ■ Whore to buy 

Becoming a good consumer 



BEHAVIORAL OBJECTIVES: 



Analyse why we buy what we buy. 

Set up standards for items to be purchased. . > 

Recognize possibilities for making some items and performing some services at 
home to save money. 

Become aware of a variety of places from which purchases can be made. ^ 
List some steps helpful in becoming a good consumer. 



Subject Matter Content 
Generalizations'" • 



Purchasing decisions 
are influenced by many 
factors. 

Advertising is an art 
which can be composed 
of clever tricks. 
Critical examination 
of advertising can 
assist the consumer 
in making decisions. 



Brand names Eiay 
influence purchasing 
decisions. 

Prices may influence 
purchasii^g decisions. 
Labels provide infor- 
mation which may be 
helpful to the consumer 

Careful examination of 
warranties and guaran- 
tees can yield infor- 
mation which is needed" 
for decision making. 



Learning Opportunities 
and Resources 



View films trip: 2 Q Supervised study 
or homework assignment , pages 45'='53^ 
Consumer Economics Book % 

View overhead projection df "Eval- 
uating Adverti^ng" Transparency 1 B. 
Collect -a vati^ty of acls for later 
analysis. Ex^ine for terms such 
as "jumbo," 'feiant," and "king si^e." 



Using ads, catalogues □ etc* compare 
the unit price of comjiirable items 
of different labels, yffiikllect labels 
Read them for contenlf^J^ 
provide copies of sevol^L simple 
warranties and guarmntlts^ Have 
students compare them. 



Evaluation 
Procedures 



Each student 
prepare a booklet 
which includes at 
least 5 ads, 5 
labels, 1 guarante( 
and 1 warranty 
and mount each on 
a separate page. 
Write your eval- 
uation of each 
"on the page. 

Given 5 bottles 
of shampoo, tell 
which brand 
costs the least 
per ounce « 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



If a teenager recog- 
nizes some, st&ndards 
to use in buying 
personal grooming art! 
cles, she may be able 
to &ake wiser (jhoices 
of these products. - 

Realistic standards 
reflect a balanoa 
between goals and- 
resources. 

One can decide what 
job he expects .each 
item to perform. One 
can study labels to 
learn how an item I 
should be used. The 
ingredients an article 
contains can affect 
its safety, cost , and 
efficiency. 

Comparison of several 
brands of similar items 
can help a consumer 
to make choices. 

Disappointment rather 
than satisf Miction may 
result from careless- 
ness in choice of 
products. 

Some products can be 
made at home at a sav- 
ings. Some services 
can be performed at 
home with a saving. 



Class members draw from a ''grab bag" 
the name of one common item which 
teenag\ers are likely to buy (omit 
shampoo) . 



Each girl sat up standards for the 
item then shop to ccmpare costs. 



Report to class on standards, 
ingredients, and cost. Books 1, 2 



Popcorn session on unsatisfactory 
purchases made by class members or 
their family members: list on 
chalkboard the reasons for dissatis- 
faction. 



List in class some common Items 
which are expensive if purchased 
ready-made. Examples: cheese dip, 
bulletin boards, purses, party in- 
vitations, toys, gamers, etc. Com- 
pare cost of homemade products with 
ready-made products. Assignment: 
Perform'a service at home such as 
a sh^mipoo, shoe shine, or manicure 
which can save your money. Report 
to class. 



Evaluation 
Procedure^ 



Judge reports. 



pijserve pupil par- 
ticipation and 
note taking. 



Evaluate reports 
of services per-' 
formed at home. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



The consumer has a 
vjide choice of places 
to make purchases. 

Purchases may be made 
ia retail, general 
and specialty stores. 

Purchases may be 
made from v/holesale 
houses and discount 
houses. ' 

Purchases may be 
made fj-om mail order 
houses . 

Purchases may be 
made from door-to-door 
salesmen. 

Purchases may be 
made from specialty 
salespersons. 

Each individual may 
acquire items through 
home production or 
from a variety of sales 
me thods . 

A person can become a 
better consumer if he 
is av/are of , some steps 
which can be helpful. 

Establishing goals can 
be helpful in guiding 
spending. Buying guide$ 
can provide practical 
and factual help in 

shopping. 



Each student make an independent 
list (possibly illustrated with 
magazine pictures or sketches) of 
items which can be made at home to 
save money. List sery^ces which 
may be performed at home to save 
money. 

Have an idea sv;ap on the subject 
"ICeep the Family's Money in the 
Family..'; 

Collect catalogues, sales brochures 
and ads. 

Discuss advantages and disadvantages 
of each place of purchase. 
Pamphlets and Bulletins 2,1. 

Ansi^Jer v/ritten questirons as film is 
viewed: Film 2 C 



Have a *V;hite elephant" sale or swap 
among class members. Pupils bring 
clothing articles, books, etc. for 
swap. . 



Read tcopies of Appendix H. 



Using old magazines and construction 
paper, illustrate 7 steps in Appendix 
H. 

Share ideas v/ith class. 
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Evaluation 
Procedures 



Check lists of 
items handed An 
by Individual 
students. 



Check Ideas contri 
buted by indivi- 
dual students. 



Check answers to 
questions concern 
Ing film. 



Observe attitudes 
about second- 
hand articles. 



Check each student' 
illustration. 



J 



MAJOR CONCEPTS TO BE B^HASIZED 



How ean you practice good manners in shopping? 
Consumers complaints 
Value of good manners 
Responsibilities of a consumer 

BEHAVIORAL OBJECTIVES:, 



Realize the v^ilue of practicing good manners in shopping, 
l^ppreciate the complex role of the consumer. 



Subject Matter Content 
Generalisations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Custosier complaints 
can be helpful to the 
merchant as well as 
to the consumer. ' 



The abuse of merchan- 
dise by customers re- 
sults in higher prices 



Role play a situation in which a 
customer has -a faulty product to 
return. Act out several '^different 
procedur<?s by which the complaint 
and re\^rn could be made. 

Determine the method ,which would 
be most effective. I\Tiich would get 
the best results? VJhich exhibits 
the most mannerly Sfpproach? Para- 



Observe the ro] 
playing. 



phlet and Bulletin- 
2, pp. 31-34 



4^* Periodical 



Send a task force of S^pr 6 volunteer 
to a near-by supermarket or depart- 
ment store to observe and take notes 
on careless shopping habits. Remind 
them to ask permission of the manager 

Plan to interview the manager after 
your task force has finished its job. 
(Make an appointment.) 
Questions they might ask: 

1. Can he estimate the annual cost 
in his store of careless shopping 
habits like those observed? 

2. Are there often poor habits that 
the task force did not notice? 

3. Has the supermarket or det)artment 
store ever taken steps to cut down 

on these habits? 

4. Have any of these methods worked? 

5. Could the manager suggest ways in 
which the class might help? 

Report back to the class the observa- 
tions and interview. 



Pupils prepare 
^uestian&Mn ad- 
vance of visit to 
the manager. 
Check questions. 



Discuss how class 
members might 
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Subject Katter Content 
Generalizations 



One of the best ways 
to become a good 
shopper is to shop. 



Students can related- 
concepts of consumer 
education in ways 
meaningful to them. 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



(A straight description of what they 
saw and the interview response.) 
Emphasize the added cost to the 
merchant due to consumer carelessness 
Pamphlet 8 

Plan a display or decorate the bulle- 
tin board with cartoons that poke 
fun at sloppy shoppers. 

Decide on a project to improve 
people's shopping habits. 



Draft an imaginary letter to a 
business firm to call attention to 
a product that failed to perform 
satisfactorily; to approve a policy 
or service; to complain about an 
inconvenience or a product; to make 
suggestions for improving a product 
or service. (This could be done as 
a team -teaching activity with the 
English teacher. ) 

Panel discussion by older home 
economics students. Responsibilities 
of the consumer to business and of 
business to the consumer. 

Report v;ays you can make consumer 
needs and wants known to the business 
community. . 

Review. 



bring this pi^ob- 
lem to the 
attention of the 
community. 



Check on plans 
and the follow- 
through on the 
project. 

Evaluate letters 
as to ability to ■ 
communicate and 
to the approach 
they took. 



Using words select' 
ed from key- 
shaped flash cards 
developed at 
beginning of^ 
unity students 
vnrite twenty 
statements con- 
cerning consumer 
education. Ex- 
plain that each 
statement 
should relate 
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Subject^ Matter . Conteut 
Generalizations 



Learning Opportunities 
and Reaburces 



Evaluation 
Procedures 



two or more 
"key wordB'#" 

Teacher judge the 
statement or gen- 
eralisation made 
by students, 

or 

Give a completion 
test in which 
''key words'* could 
be used to fill 
in blanks. 
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APPENDIX AO. 

■■i ■ 

PRE-TEST*^ 

When something is essential to a person's well-beljig and Is lacking, h^ Is 
^ said to have a . . ^ 

2. When a person has satisfied "his needs, he has attained one of his 



3. When one kjiows what a pers'on's goals are. It Is possible to determine what 
he I . .ft 

4. If a person has Indlc^ated what he values. It Is possible to decide If his 

are coi^slstent with these values. 

5. Very Sften a person's not necessarily compatible with * 

^ either his goals or his values, ^ 

6. The im)r^ or less specific targets toward which people direct their efforts 
are referred to^as ^ , 

7. Those thi^ngs v^lch have been identified as essential to the well-being of 
every individual are called , 

8. The set of beliefs'^ or the convictions which people come to feel they have 

to live up to are referred to as one's J , . 

I * ... ■ . 

Those neces^^y expenditures for which one can not determine exact cdsts in 
advance ar^ref erred to as expenditures. 

Those necessary expendit||^es for which bne has" made a speci^fic ccjmmitment 
by contract or by other agreement are called expenses.. 

11. The money available for spending and saving after taxes have been deducted 
is <;^led inc ome . 

|. 

12. Av term used to refer to current-choice expenditures that are not essential 
for the family's existence or for fulfilling prior commitments is , 
spending. 

13. A term used.^to encompass all expenditures required for maintenance of life 
and for fulfilling prior commitments 1^ spending. 

14. John's employer at the drug store withholds social security and federal 
income tax from his wages leaving weekly take-home pay of $37,20. This • 

^ amount represents John's j for the week, 

15. John is paying $2.00 a week for graduation pictures and $7,50 a week on his 
motorc5H:le, The^e amounts represent . . expenses. 



^Pamphlet and Bulletin ' 3 C in Bibliography 
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16. John and Sue are going steady. John took Sue to the Senior Prom which 

cost him a total of $25, including tickets, corsage, and supper afterward^ 
These costs represent C"-'^. spending. 

1?. Sue, who does not work while going to school, mus^it ask her parents for v 
money to' pay for each item she must buy; therefore it appears that she has 
no money for ^ spending. 

18. Sue wants to marry John as soon as they finish high school. She also 
wants to study nursing. These goals appear to represent a conflict in 
for Sue. 

19. John and Sue finally decide that they can marry and both will attend 
school. This solution involves the selection of alternate means for j 
accomplishing their original . 

20. Whenever John has extra money he likes to buy things for his mother or 

Sue. When Sue is working she likes to spend some of her money on her little 
^ sister or to surprise John. This suggests that John and Sue have at least 
one ' in common. 



APPENDIX A II, KEY 



1. need 

2. goals ' 

3. values 
A. goals 

5. needs 

6. goals 
, 7. needs 

8. values 

9. flexible 

10. fixed 

11. disposable 

12. discretionary 

13. non-discretionary 

14. disposable income 

15. fixed 

16. discretionary 

17. discretionary 

18. values 

19. goals 

20. value 
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APPENDIX B 
QUESTIONNAIRE* 

1. Do you know how your values and goals Influence spending? 

2. Do you keep a record of your spending to learn more about your actual 
spending habits? . 

3. Do you have a savings fund? 

4. Can you list some of the goals you hope to reach within the ^ext year? 
3. Do you balance spending with income? 

Can you adjust your spending plan to meet unexpected situations? 

7. Do you keep the items you own in good condition? 

8. Do you and your family* work together in planning the use of family ini^@me? 

9. Do you know approximately how much your family spends on you each year? 

10. Do you recognize the heeds of others In your family? 

11. Do you use a shopping guide to guide spending and avoid ''impulse buying"? 

12. Do you read labels, tags and seals attached to products and keep them 
handy for reference? 

13. Do you know when a bargain is a bargain for you? 

14. Do you compare prices and quality of different items before you buy? 

15. Do you consider wise use of time and energy as well as money before you 
shop? 

16« Is your shopping manner ""courteous and businesslike? 
17. Do you know. how tax money loused? 

Pamphlet and Bulletin 2 J in Isibllography 
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APPENDIX C I 



.POST-TEST* 

^ 

DIRECTIONS: 

Complete the "following crossword puzzle: 

ACROSS: ' ■ ' 

1. Something essential to a person *s I'^ell-being. 

2. Values nay be influenced by family and 

8. The money available for consumption and savings after taxes have been * 
deducted is called income. 

9. ^^o. 8 across can also be called "take pay." 

10. Values held by^ each family member may or may not with stated 

family values. 

13. ^In order to make use Df more money than one presently has, he may apply 
for this. 

14/ Current choice expenditures that are not essential for the family's 
existence or for fulfilling prior" commitments. 

17. The more or less specific targets toward i-^rhich people direct their efforts. 

18. To set aside an amount of money v/hich has not been spent for discretionary 
expenditures. ^ 

19. Individual or values. 

20. Income taxes are computed on a ^basis. 

DOWN 

2. Expenditures or cost. 

3. An individual'^ s values may or may not be compatible with those of his 

4. Functions of a consuming unit are earning and . 

5. The necessary expenses for which a specific commitment has already been 
/ made by contract or other agreement are called ^_ expenses. 

6. When one knows what a person^s goals are, it is possible to determine wjiat 
he . 

7. Those necessary expenses for which one cannot determine exact costs" in 
advance are referred to as expenses. 

11. The money a man works for is the money he . 

12. The money available for spending and saving after taxes have been deducted 
is called disposable ' , 

15. Leases are ^ 

16. A medium of exchange is . 



'^'<'Adapted from Pamphlet and Bulletin 3 C in Bibliography 
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APPENDIX C II ' . 

CROSSWORD PUZZLE KEY ^ 

ACROSS: . 



1. 


need 


3. 


friends 


•8l 


disposable 


9^ 


home 


10. 


agree 


13. 


loah 


14. 


discretionary 


17. 


goals 


18. 


save 


19. 


personal 


20. 


yearly 




2. 


expenses 


3. 


family 


4. 


spending 


5. 


fixed ^ 


&. 


values 


7. 


flexible 


11. 


eapis 


12. 


income 


15. 


rents 


16. 


money 



Adapted 'from Pamphlet and Bulletin 3 C in Bibliography 

.PROSSWORD PUZZLE 
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appendd: d 

r-lULTIPLE CHOICE * 

I 

I, Values a|re said to influence behavior. In that sense one can s^e certain 
behaviors and preferences as related to the values of an individual. For 
each of the statements below, circle the value which is suggested or iSn- 
plied. 

1. To have friends: ' / 

SECURITY FRIENDLINESS INFLUENCE NEW EXPERIENCE RECOGNITION 

2. To have people think ^^ell of sae: 

HELPFUmESS RECOGNITION .INFLUENCE FRIENDLINESS SECURITY 

3. To do what is right according to my beliefs: 

FREEDQ'l WOEKI-IANSHIP INFLUENCE RELIGION OEDERLIKESS 

4. To have influence with people: 

WEALTH INFLUENCE FRIENDLINESS HELPFULNESS RECOiSNITION 

5. To do things well: 

RECObNITION WORKMANSHIP SECURITY . HELPFULNESS FREEDffi4 

6. To have as many good things as possible: 

RELIGION WEALTH . SECURITY WORKMANSHIP NEW EXPERIENCE 

7. To be reasonably sure about the future for mypelf and my family: 
WEALTH roEEDOM ^AMIL^ LIFE RELIGION SECURITY " 



8. To have things neat, orderly^ and organized: 





RECOGNITION 


ORDERLINESS 


9. 


To do things 


for my family 




HELPFULNESS 


FAMILY LIFE 


II. 1. 


friendliness 




2.- 


recognl'tion 




3. 


religion 




A. 


influence 




.5. 


workmanship 




6. 


wealth 




7. 


security 




B. 


orderliness 




9". 


.helpfulness 





INFLUENCE \WORKMANSHIP SECURITY 
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APPENDIX E 
TEST YOUR DOLLAR SENSE 

The following test can help you evaluate yotT^ skill in the use of money. Give 

yourself 5 points for every •'Yes*' answer. If your score is. . .75 = 100, you have 

good dollar sense. . .50-75, you can improve. . .below 50, you really need to 

develop some ability to handle money. YES NO TO SOME 

, ^ , ' BITENT 

1. Do you have a plan for using your money? 

2. Do you occasionally keep a record of your spending 

to know where your money is going? 

3. Do you plan for large expenses such as 
Christmas and birthday presents, graduation costs, 
new clpthes or sports equipment? 

4. Do you know approximately how much your family 

spends on you each year? , ^ ^ ^ 

5. Do you know when a bargain is a bargain for you? 

6. Ik) you avoid buying things on the spur of the 

moment without thinking whether or not you really 

need them? ^ 

7 

7. Do you still wear and like the last four items of 

clothing you bought? 

8. Do you consult your parents before making major 

purchases such as a winter coat, ia suit, a record 
player^^^^a typewriter? 




Do you save part of your money for future goals? 



*Pamphlet and Bulletin 2 K in BiJ>4±ography 
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• 




• 

10. 


Can your spending plan be adjusted to meet 




• 




new situations without great difficulty? 






11. 


Do you know how to have fun when you're "broke"? 






12. 


Do you read labels and seals attached to mer- 
chandise before you buy?' 


— — 




13. 


Do jou keep your savings in a safe place away 








from temptation? 






14. 


Do you have any plans for handling future 




\ 




mone5^pr oblems ? 


i 




isV 


"^o^you promptly return money or items you "borrow"? 


— — T- — 




16. 


Do your expenses balance with the amount you 
have to spend'? 


^ ^ 




17. 


Do you look for facts about a product before 




o 




you buy? 






18. 


Do you keep the items you now own in good 








condition? 






19. 


Do you recognize the financial needs of other 




- 




members of your family as well as your own? 


- 




20. 


Do you know without looking approximately how 








much money you hav© in your pocket or purse at 


• 


• 




this moment? 
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APPENDIX F 



A SAMPLE QUESTIONNAIRE 
"You and Your Money" 
Goals: To identify sourcfes of income, amount of income, habits and attitudes 

about spending ang saving. 
Directions: Place a checll (^y in the column that best represents yoiir answer. 

Yes No Sometimes 



1. 

2. 

3. 

4. 

5. 

6. 

7. 

8. 

9. 
10. 
11. 
12. 
13. 
14. 

15. 

16. 

17, 

18, 

19, 



Do you have a regular 
Do you have enough mon|| 
Does your allowance la^ 
Do you ask yx)ur parentj 
Do you earn extra mone> 
Do you earn money on o< 
Do you have a part-timel 
Do you keep a record of 
Do you make a plan for 



llowance? 
y for your needs? 
t from payday to payday? 
for additional money? 
for chores around the house? 

jobs for neighbors? 
job? 

your spending? 
pending your allowance? 



Can you resist the spendUng pressures of friends? 



Are you allowed to use y\ 
Do you avoid buy\ing clot! 
Do you f eel , thatr ^tegnage 
Do you ma&e it a habit t 
compare quality and pric 
Is there someone at home 
with personal money probl 
Can you resist buying a b 
bargain? 

Do you think it is just as 
money as it is to earn it? 

Do you Itnov; what items must\\be included in the family 
budget? 

Do you think money spent f or\\recreation is wa&ted? 



ur parents' charge accounts? 
es you can wear only a few times? 
jboys and gfrls should go Dutch? 
go from store to store to 
before making a purchase? 
o whom you can go for help 

iS? 

gain just because it is a 

portant to know how to spend 



ERIC 
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APPENDIX G . * 

KEY WORDS TO- LEMN 

Swap--Barter--Direct exchange of goods or services. 

Expenses ^-Asuounts for which payment must be made. / 
lecords-'-Written accounts. 

Satisf ac tlon8--ThiEigs or events which give pleasure. ^ 
Consumer --One who uses goods and services. 

Allo'/^ance-'-A regular SEount of money given to an individual to be spent saved 

V 

. " or even lost. 
Income- -A gain in resources. 

Expand itares--SoBie thing that is used ox paid out. 
Goals --Objectives --Some thing one hopes to attain. 
Resources — Somethii;ig in reserve or ready if needed. 
Priorities — Rank or order. 

Weeds--Things necfeMary to an individual's well-being. 
Wants ---Desired. 

Advertls(3Eients--Int^0nded to arouse a desire to buy. 
Labels--Written description attached to an article. 
Brands — Identifying markis. 

Cciaparisons- -Determining how things are alike or different. 
Value- -Degree of importance; degree of worth. \ 
Use--To , employ or consumQ--how an item is utilized. ^ 

(Si 

t 

Care- -To show concern for. 

Criteria- -Standards by which decisions are reached. 
Market place, where things are bought or sold. 

50 

50 
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Guarantee — An assurance, something given by way of security. 
V/arranty — A statement of proof oi^ assurance. 
Customer — One vjho buys or v/ishes to buy. 

Budget — A plan for spending and saving. » 
Planning — ^Making decisions in advance. 

V/ardrobe««/lll of the clothing and accessories owied or used by a person. 
Cosmetics — Items uaed to alter appearance.^ 
Hobbies — Pastimes. -^^^ 

Entertainment—That v/hich causes one's time to pass agreeably or amuses him. 
Gift — A present or donation. 

Contributions — That v/hich is given for a particular cause. 
Currency — ^Medium of exchange such as money. 
Gimmick — A device used to ^cheat or deceive. 
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APPENDIX H . 
YOUR MONEY'S WORTH IN SHOPPING . 

1. Establish goals that will guide ybur spending. 

2. Develop a buying guide that will give you a practical and factual hblp 
in shopping. - ^ ■ ^ 

3. Develop well-planned shopping lists. 

4. Choose thfe best ^ times, and places for most efficient shopping. 

5. .Compare qualities p pxi.ce&^ and service^s to assure you the best value 
for your purpose. " * 

6. Decide on the method of payment which best suits your needs. 

7. Understand the part you play as a consumer-citzen. 

These seven steps will help you get your money's worth in shopping. At. 
the same time, through expert shopping, you'll help to reach the goals yoa want 
for better family living. 

REMEMBER ; - ' ' ^ 

1. ' Merchandise which la damaged or destroyed through careless or thoughtless 

handling by a customer must be paid for out af the profit a merchant makes 
on other items. ' ' 

2. It may be cheaper to Have an item delivered than to go to the store for 
it. the cost depends upon your facilities.' 

3. The time consumed in making repeated trips to the same store all during the 
week can pften be us^ to better advantage elsewhere. 

4e, Shopping lists can be made with the arrangement or the store in mind. 

Separate lists for separate stores are often han^y. 
5. Scanning newspaper advd'rtisements can help you to spot the items you^need., 
s Telephone calL^can also help you to locate 'what you need. 
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6, Many dealers will be glad to give a discount for caah paymest, 

7. The warranty or Qervice available should be coasidered in buying itasis 
, which wl^ll reguire service, 

^ 8. Government bulletino, consAnaer guides', etc, can give valuable information 

concerning quality, 

9. The cost of upkeep of many itesas can outweigh the initial coQt, / 
10. Services such as gift wrapping, delivery, credit, personal shopping, etc, 
should be considered as part of your return on your investment if you need 
to use tham. 

•^Condensed from Films trip 2 F in Bibliography 
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APPENDIX I*^' 
INCOME -OUTGO CHECK LIST #1 (Students) 
Where does it come from ? 
allowance 

special alloi/ance funds (lunches, clothes, etc.) 

earnings 

gifts 



VJhere does It ro ? 



candy 5 gum, ice cream, hamburgers , other snacks 
comic books, magazines, books, newspapers 
gifts 
hobbies 

contributions (charity, school collections) ^ 
movies 

repaying loans 

savings fo^ special purchfee in near 'future 
_ long-range savings in bank account 
_ bus fpre 

_ lunch ^ 
_ club dues 

_ sports equipment and repair 

_ school supplies v 

_ football, baseball games, etc. < 

_ concerts 

_ school plays ^ 

_ athletic fees 

_ dances 

_ class trips 

_ dating expenses 

_ phone calls 

_ skating fink, pool, etc. 
_ car parchasne 

_ car maintenance (registration, gas, repairs, insurance) 
musical imstrument, record player, etc. 
records 
hair cuts 

cosmetics, toiletries 
clothitfg 



jgj dres3taaking materials i 

clothing u^j^ep (cleaning, alterations, shoe^aaker, etc.) 



emergeuc Le^ 
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HOW DO YOU, MAKE A COMPUINT?^ 

VJe are told that teenagers have ten billion dollars in their collective 
pocket-book. That's a lot of money.' That makes the teenager a consumer of ^ 
no small importance. That also gives the teenager a responsibility that cannot 
"be ignoreio No one has the tight to- be careless with ten billion dollars. 

It isn't easy to be a good consumer. Even consumers are not necessarily 
good ones simply because they are informed. Regardless of how much we know about 
making wise selections of goods, we sometimes fail because xi/e^simply will not 
follow through on those things we know are good consumer habits. 

Most of the poor buys , we make are because of careless buying habits. Few 
of them are due to ignorance as consumers. To know hox^ to be a good consumer is 
one thing--tp be a good consumer is another. 

VJe all know that buying only from a retailer xdio has a reputation for 
reliability is a good consumer habit^ but do v/e always adhere to it? We know, 
too, that we should buy only those items that carry reliable, informative labeling 
backed by a dependable testing program, but how many of us ever read the labels 
and follow label directions, let alone limit our purchases to properly labeled 
items' 

^Yet suppose you have used the best o^f your judgment in buying something. 
Sjappos^ the item has failed to give satisfaction. How do you go about the business 
(9f makitig a consumer 'complaint? 

In the first place, be assured -the^ you have a right to expect value 
returned for the money you spend — that a reliable retailer, a dependable manu- - 
factiirer or prodiiQ^^OlSs just as much interest as you. have in your being a 
satisfied' customel'". He knows that satis-fied customers remain , good customers. 

Jf yoAi have bought from a dealer who does not enjoy a good reputation for 
the manner in which he does Dusiness, chances are you will have difficulty getting 
an adjustment on an item that has been unsatisfactory. But the American 
business community is full of fine dealers and manufacturers. It's up to you 
to support good business by ^giving it. your business. 

Be sure you do have a ^justified complaint. If you have failed to follow 
'package or label directions in the use or care of an item, you really have no ^ 
right to complain. If you have^ bought a so-called "big bargain" that has lost 
or had removed ' identification tags and, care labeling, you probably can do 
nothing about unsatisfactory performance. 

^ If you insist on buying fragile items because you^ think they are prettier, 

you should not demand sturdy performance. For instance, many of us know that 
service-weight hose give longer wear, but many of us buy the sheer ones because 
we think they are more attractive. If we do this, we mi^st accept the limita- 
tions of sheer hosiery. : - 

Following through on consumer complaints is costly in time and energy for 
you and it is costly in time, energy, and money for the retailers, tl/e manufac- 
turer and the producerb. So be sure your complaint is a justified one. 

, Now having satisfied yourself that you are justified in your complaint, 
the next step is to put yourself in the right frame of mind. Expect fair and 
courteous treatment in return for your o\m show of courtes-y. Just remember, 
the person who handles your complaint might very well be your next door 
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neighbor or your next door neighbor's cousin. Courteoi;^ pleasant treatment by 
you will prt)bably be rewarded by the same treatment for you. 

Even when you do not receive sympathetic treatment, it seldom helps to 
bluster and make threats. Yoii can be firm without being threatening. And you 
should be fim if firmness is needed. ^ 

So--you have a justified complaint, how do. you go about it? Depending 
on the item, you might return it to the stor^^^ where you made the purchase. Or 
it might be better to write to the manufacturer or producer. Complaints by 
telephone are usually unsatisfactory. First, the item in question is not ' 
available to the merchant or manufacturer for examination. You may fail to 
give all the needed information or the person at the other end of the line may 
fail to get it all down. And finally businesses are not always set up for 
telephone complaints; therefore your call may interrupt a business transaction 
and you may not have ther undivided attention of the person on the other end of 
the telephone line. 

On tjie vjhole it is best to make your complaints to a store in person. It 
may be even necessary, if you don't have the address of the manufacturer of 
the item. * 

If you do go to the retailer with your complaint, the following sugges- 
tions may help both you and the retailer: 

1. Return the article in a clean condition — the store people should not 
have to handle soiled articles. 

2. Try to accompany the article with the sales ticket and with any iden- 
tifying labels or in the original package. 

3* Avoid making returns during rush hours if possible. It is easier for 
the salesperson, the buyer in the department, or personnel in the complair 
department to give you considerate v^ttention when things aren't rushed. 

4. Try to avoid making returns near closing time. Remember, compilaints 
are time consuming; store personnel are as anxious^*t©.,^t away from the/ job on 
time as you are to get away at the end of the^i^chool da^>-^.^d they us/ially 
have end-of -the-day business duties to/jfer form. , 

5. Be sure you have all the facts--so you can register an intelligent 
complaint. 

6. If you receive less than courteous treatment, don't assume this is 
necessarily the policy of the company. Store personnel are only human; perhaps 
if you receive rough treatment it is a reflection of rough treatment given the 
salesperson by the customer ahead of you. 

7. If you do not receive satisfaction from the person with whom you deal 
first, don't give up. Firmly insist on seeing the next highest person in 
authority. )^nd keep on insisting until you are satisfied you have had fair 
treatment or until your appeal reaches top authority. 

8. Be courteous and pleasant--a smile will go a long way. 

With some items, consumer complaints are best handled by writing the 
manufacturer. This is especially true of package goods found on the shelves 
of the grocery store or supermarket and of equipment too large for easy return 
to the store. 

Be assured a reliable manufacturer appreciates your letter of complaint if 
its OTitten with dignity p» without rancor, and if it contains needed information. 
Your letter of complaint. is an indication that you have faith in the company 
even though you may not be happy ^with the company's product. Your complaint 
may be an indication of trouble with his pro4uct that he was unaware had existed. 
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The following suggestions may help you in writing such a letter; 



Make sure you have the correct address . You'd be surprised at the circuitous 
route taken by some consumer letters to manufacturers before they teach the 
jproper address. An improperly addressed letter may be responsible for a delay 
in your receiving a reply, . * 

Write a business-like- letter . This will be appreciated. 

Keep a carbon copy even if you must write a letter in long hand. Send a 
copy to the retailer who sold you the article. Indicate on the original 
letter that this carbon copy has beei^sent. 

Give all possible identifying information on the complaint item such as the 
brand name, the size, the color, the model number. 

Tell the price paid . 

Indicate where it was and when . 

Send what remains of the product in the original package if possible, if it is 
a packaged product. If it is an item of clothing or other easily portable item, 
send it with the letter but be sure ta insure the package. 

Give a clear concise statement of how the product has been unsatisfactory. 

Most such complaint letters will receive a prompt and courteous reply. 
Manufacturers spend vast sums of money to assure good customer relations prdgrams. 
They want your good will. Having worked in the home service department of a 
fine large company for more than ten years I can personally vouch for the careful 
personal attention given consumer letters --whether they be "brick-bats or bou- 
quets." An unjustified complaint will receive the same careful attention as 
a justified one. 

You should have an acknowledgment of receipt of your letter, if not a reply, 
within tV7o weeks. After reasonable time has elapsed, if you have not heard 
iErom the company, do not hesitate sending your letter to the president of the 
company. He may never see your letter but someone at the management level will ' 
see it and will act accordingly. 

Finally, again let me say that consumer complaints are expensive in time, 
energy, and money. ^ They may involve frustrating situations and therefore may 
require courage on your part. 

Of course, a combination of good informative labeling backed by testing 
programs V based on adequate consumer goods, standards, and good habits on the 
part of the consumer will eliminate most complaints. For example, there are 
national standards such as American Standard L 22, Performance Requirements 
for Textile Fabrics, or AS Z61, Terminology, Dimensions and Tolerances for Home 
Cooking Utensils, IJhen thert is general compliance with these standards and it 
is. so indicated by labeling and advertising, then the producer, the distributor, 
and the consumer will have a common language in dealing with the item. 




When the article is backed by an American Standard, each may knov/ exactly 
v/hat is wanted merely by knov/ing v/hat is in the standard. Each may be assured that 
the Standard has been developed by competent technical authority—that all. essen- 
tially concerned. vri.th it has had the opportunity to have a voice in its develop- 
ment. Not all labeling is informative labeling, but the consumer can have confi- 
dence in an item that carries an indication of compliance v/ith an American 
Standard, for she knows it is backed by a nationally recognized standards program. 

Business and industry do have an interest in the consumer — they do v/ant 
consumer confidence. 

^^ Teen Times , November, I96I, pp. 7-8. By Rose V. White. 
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BEGINNING LEVEL 

Early Adolescence 
Home Economics I 



GOALS 




ETHICS 



SATISFACTIONS 



BUYING 



CONCEPTS TO BE EMPHASIZED 

IV3 



HOME ECONOMICS I 
-^OVERVIEl^ 

0 / 

Since the ninth grader's chief interest seems to be pers'onal, it is 
suggested that the family life approach to consumer education be indirect at this 

r 

age level. Consumer education in ninth grade can help the student improve her 
personal life and, horizontally her family life, by providing a basis fqr deci^io 
laaking in the handling of individual resources, goods, services, time and money. 

r 

Early adolescence is the timeN^o build strong foundations pertaining to 
valuers and goals in earning and spending money. Teenagers spend a great deal 
of m0i^ey on their own personal wants and needs and need to learn the basic 
fundamentals in management. Therefore, the emphasis in this unit will be placed 
pn the personal approach. Since the interest span of this age group is rela- 
tively short, a few major concepts have been selected to be used in a^eek's 
span which may be. more meaningful than one longJer unlj^^, 

/^Learning experiences in, consumer education should demonstrate usefulness 
to the individual and family in their everyday^ lif e. The resources and methods 
can be the current experiences ofNthe students, their peers, families, and the 
teacher,^ as well as media such as newspapers, magazines, radio and television. 
In effect, this Wans that the materials need to be completely current. 
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MAJOR CONCEPTS TO BE E-IPEASIZED 

Didders tanding Money - -Money ^ VJhat Are You ? 

What is money? ^ 
Measure of worth or value 
Medium of eiichange 

Resource to achieve individual and family goals 
k good that can be bought 

lipportance of money 

Helps f^=Lfill individual and family desires for: 
Security 

Physical well-being (food, clgthing, shelter) 
Beauty 

Personal fulfillment 
Education 

Contributing to society 
Achievement 

A particular style of life 

Und erstanding Consumer Buying--Let 's Spend Our Money VJisely , 

Plan for purchases z 
Needs vs. wants 

Types of plans / / * 

Written, mental, visual or picture plans 

VJhere to purchase i 

Services provided by various types of stores 
Type of store and variation in cost 

Time to purchase ^ 

Effect of seaspn on price^j, quality 
Sales 

Kinds of sales (one-cent, after Christmas, white, etc.) 
Regular price vs. sale price 

How to decide true value of merchandise for individual 
or family 
Availability of money • 

Buying guides >^ 
Advertising 

Kinds of appeal used ♦ 

(fashi^, logic, prestige, identify ,.pr imitate someone, 
emotion) 
Media used V 

(TV, Aail, magazines, Ta<^o^ newspaper, personal) 
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Labeling 

Government regulations 

Informative labeling *a 
Content labeling 

Protection 

Guarantees and warranties 
Government inspection 
Seals of approval 
Trade marks 

GradeSj, Standards 

Standards of identity 

Shopping Ethics 

Consumer rights and responsibilities 

Buying Food 

VJhat determines how much money to spend? 
Number of people ^ 
Food patterns 

Likes and dislikes ' 

Ability to cook 

Time available to cook 

Amount of income 

Knowledge of importance of nutrition 

Planning for food purchases 

Different ways to plan purchases 
Wti^n and where to shop 

Comparison of cost of various food groups (meat, vegetables, etc.) 

Obtaining quality in food / 
Isabels on cans and packages 
Grades of meat, eggs, etc. g * 

Grades and brands for canned food 
Inspection 

Recognizing quality in fresh fruits and vegetables 

Buying and Acquiring Clothing for Myself 

Determining clothing needs 

Planing for clothing purchases 
Determining needs' 
Establishing priorities 

Obtaining quality 
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Label information, laws governing label)* on^fabric and garments 
Ability to recognize good quality constriiction 
Suitable for person and occasion " V\ 



Factors that determine housing needs 

Money available 
* Desires and needs of young couplaa 




SUBJECT MTTER AREA: Consumer Education 
LEVEL: Home Economics I 
TITLE OF THE UNIT: Dollars and Sense 
SUGGESTED TBIE: 4 to 6 VJeeks 

GENERAL OBJECTIVES: 



V/hen students have finished thia unit they will be better able to: 

1. Become aware of the meaning and function of money. 

2. Understand that each family lilember can^ contribute to Che famity income. 

3. Become aware of the different sources and different types of family income. 

4. Gain ability to obtain- more satisfaction from mopey spent for security, t 
beauty J, personal fulfillment, education, and a par ticular , st>jle of life. 

5. Understand possible causes for impulse buying when teenagers buy. 

6. Identify possible consequences of impulsive buying by teenagers. 

7. Recognize 8cm| of the social ancj economic forces in today's society which ^ 
influence personal wants and spending,, \ . 

8. Appraise the influence of values and goals \ipon individual spending and 
saving. 

9. Appreciate values and priorities in using one's money. 

10. Evaluat(^ personal choices as related to family finances prior to teenage 
decision making, 5 

11. ' Recognize there are many and varied influences in wants and g6als of family 

members, 

12. Appraise the use of self -discipline in managing one's money to reach one's 



goals. I ' 

13, Comprehend the relationship between buying practices and satisfaction achieved 
in using money, goods, and services. 
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14. Und(arstand labels j, grades and standards of consumer products in relation 



to making wise decisions. 

15. Recognize that the consumer has many rights a^ well as responsibilities 
as a shopper. 

16. Make wise decisions individually and in groups. 

17. Plan goals so that important values can be achieved. 

18. Recognize some of the complexities of living and decisions which young 
people make. ^ 

19. Recognize the importance of manag^ent of available resources for achieve 
ment ""of goals. 
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MAJOR CONCEPTS TO BE EMPHASIZED ; 

UiDERSTMDING MONEY: 
VJhat is Money? 

Measure of worth or value ^ 
Medium of exchange 
^ Resource to achieve individual and family goals 
A good that c^n be bought 

Importance of Money 

Helps fulfill individual and family desires for: 
Security 

Physical well-being (food, clotHingj, shelter) 
Beauty 

Personal fulfillment 
Education 

Contributing to society 
Achievement 

A particular style of life 
BEHAVIORAL OBJECTIVES; 



Know the meaning of money--what it is and what it does. 

Understand the relationship of buying practices and satisf actij3n to the use 
of money. 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
^ Procedures 



Knowing the meaning of 
money can help one to 
know i-zhat it is and i/hat 
it does. 

AiAyarene^s of money, its 
meaning and functions, 
develops an understand- 
ing of how each family 
member contributes to 
the economy. 

A person, through the 
use of his abilities to 
perform services, can 
extend or substitute 
these abilities for mone 



'' Money, l^at Are You ?" 

Teacher introduces 'Hello Dollars" 
by contrasting money with leaves 
falling from a tree, defines money 
and explains the meaning^ of the 
dollar sign^ Appendix A 

Complete Questionnaire "VJhere I Get 
and How I Use My Money." Appendix B 

Students and teacher cooperatively 
develop skit: "Recognize Your Money 
and Friends." Class presents in 
pantomime and identifies each char- 
acter: Money is Magic, Money is 
Everything, Money is the Root of all 
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Subject Matter Content 
Generalizations 



income. 



Values serve as guides 
in developing goals. 

Values and goals 
change vjith varying 
needs and demands of 
stages in family life. 

Goals influence the 
decisions one makes. 

Family incomes vary in 
sources, in amount and 
in frequency. 

The ability to earn 
affects income and pur- 
chasing pcflftr. One's 
choic^e of recreation 
activities can serve as 
a means of extending in- 
come. 

Income can be ranked 
according to different 
ranges : 

High-over $15,000 yedrl} 
Med. --$9-;.5,000 yearly 
Low--$3-4,000 yearly 

Clarification of goals 
and values help people 
in making decisions that 
can contribute to the 
achievement of goals. 



The selection of persona] 
or family goal^ in the 
order of their * importance 
(priority rating contri- 
butes to the satisfactior 



Learning Opportunities 
and Resources 



Evil. Line up characters in skit. 
Money Crazy^ Round Dollars Roll, 
Money is Not Important. 



Complete the section *^y Goals** using 
one side of manila folder. Appendix 
C - , 



Evaluation 
Procedures 



" Money Go Round " 

Study the community in relation to 
different types- of jobs available. 
Rank these as to income ranges--High, 
Medium, Low. 

Discuss sources of family income. 
Show filmstrips. Filmstrip 1 F 



List the three most 
impor t an t f unc t ions 
of money and read 
aloud in class. 
Compare and discuss 
their money values. 



Discuss importance of moi>ey. List 
values and satisfactions fn the family 
that do not depend on money. Contrast 
with those that depend on money. 



Summarize and discuss values in 
order of importance. Books 1, 10 
Bulletins and Pamphlets 9 C,F,J, 13, 
19 Curriculum Guide 1, pp. 263-266 
Periodicals IF ^ 



Write a paragraph 
about the values 
and satisfactions 
Ln the family that 

on't depend on 
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Sub jecty Matter Content 
General izationp 



pepple can receive 
from their decision- 
making! ) 

The family economy 
a££ec^ and is affected 
by the larger economy. 

Most people are 
ati!Bulate$i by the same 
or similar desires. 

Manufacturers and 
retailers recognize the 
buying habits of the 
consumer and advertise 
accordingly. 

Money is the meditm of 
eiichange and a measure 
of values. 

Money itself is of 
little value; the true 
value is using it 
wisely. 



Learning Opportunities 
and Resources 



Discuss why people want and buy.' 
Students will use GOALS folder as 
a basis for discussion. 

Arrange class in different teen 
circles. Each student labels him- • 
self as a different family member. 
Each family circle has $100 in 
play money and plans how tihey will 
spend their money. Each circle 
lists purchases on chalkboard and 
tells why these were made. 

Discuss kinds^ of appeals used in 

advertising: 

Personal interest 

Ego 

Love and pleasure 

Desire to remain young 

Desire to be attractive 

Need for security 

Desire for social approval 

Concern for basic physical needs-- 

f ood , c lothing ^ etc . 

Books 6 , 10 Transparency 2 Bu 1 
letins and Pamphlets 2, 3, 8\ 1,1,12 C, 
14,16 F Periodicals 1 A, B, J, G 



Evaluation 
Procaduras 



money. 



Discuss in writing: 
"Attitudes Affect 
Spending" 
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rnjOR CONCEPTS TO BE Et^HASIZED: 



Understanding' Consumer Buying: 

Plan for purchases ^ ^ 

Needa versus wants- 
Types of plans ( 
Written, mental, visual or , picture plans 

Where to purchase " 

Services provided by various types of stores 
Types of stores and variation In cost , 

. ■ ■ . * 

Time to purchase 

Effect of sea&on on price, quality 
Sales 

Kinds of sales 

One-cent, back-tc-school, white, anniversary, etc. 
Regular price versus sale price 

How to decide true value of merchandise for individual 

or family 
Availability of money 

Buying Guides ^ 
Advertising 

Kinds of appeal used 

^: fashion, logic, prestige, identify or .imitate someone, 
emotion. 
Media used 

TV, mail, magazine, radio, newspaper, person-to-person 

BEHAVIORAL OBJECTIVES : 

Understand a '^bargain" is a bargain only when it has real value to the consumer. 
Know that planning can Improve consumer buying. ' 
Understand that knowledge can save time and money. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



To spend money- wisely 
one needs to recognize 
some of the social and 
economic forces in to- 
day's society which 
influence personal want£ 
and 'spending. 

One needs to recognize 
the many and .varied 
influences on the wants 
and' goals of family 
member's. * 

Needs and wants can 
vary with both social 
and individual groups. 



NeediS and wants differ. 
Need is essential, want 
is a desire. 



There are various types 
of plans for the use of 
money . 

A' plan for buying is a 
necessary element in 
careful money management 



A buying plan includes 
one's goals and one's 
income. ' 

Buying is a skill to be 
developed .from early 
childhood through adult 
y^ars. 



" Let's Spend Our Money VJiselv , " ^ 

Make a list of fectors which influence 
buying: ^ 
Friends 

Feelings ^ 

Self -concept 

* ft 

Fashion versus fads 
Advertising • 
Parents • 
Sales personnel 

/ 

/ 

Discuss: "Do you ever change your 
mind about items you expected ^o 
purchase?" .What caused the change 
in goals? VJere the results satis- 
factory? 

Discuss the difference between 
needs and wants. 

Use yout goals folder and make a 
list of your personal needs and 
wants. Estimate the cost of each 
need and want. 

Make a list of various types of 
plans for spending: 
Written 
Mental - 
Visual 

Picture Plans 
Why is a plan for buyit 
What type af plan is 
Why? Discuss. 

What should a plan incite? 
Each teen group ^make a week's plan 
for spending a teenage allowance. 

Using a variety of newspapers, list 
the difference in cost of advertised 
goods. Books 6,11,13 Bulletins and 
Pamphlets 9 C, 10 Film 1 A Trans- 
parencies 1,4 c 




Evaluation 
Procedures 



Write answers to 
these questions: 

1. Do you always 
make your allowance 
last to the end of 
the month? 

2. Do you Invari- 
ab]y run short and 
have to borrow? 

3. When you receive 
your allowance, do 
you save some, no 
matter how little^? 

4. Do you oJEten run 
short because of 
buying on impulse? 

5. Do you often 
discover that your 
purchasfe is not; 
what you wanted? 

6. Do yOu know how 
much you spend 
each month? ' 

7. List 'five fac- 
tors that would 
help you to spend 
your money wisely. 
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MAJOR CONCEPTS TO BE EMPHASIZED; 



\ 



Understanding Consiaaer Buying 

Labeling 

Government regulation is 
Informative labeling 
Content labeling 

Protection 

Guarantees and warranties 
, Government inspection 
Seals approval 
Grad<?s and standards 
^ Standards of identity 



Shopping Ethics 
^ Consumer rights and responsibilities 

B^VIORAL OBJECTIVES : 

Knovj the value of labeling when buying. 

Become familiar with some consumer protf»ctions. 

Practice shopping ethics when buying. 



Subject Matter Content 
Genera lizatiQn^ 



Learning Opportunities 
and Resources 



Labels on products can 
be of considerable help 
to consumers. 

Labels f acilitate value 
comparisons when purchas 
ing. 

Knowledge can be expect- 
ed to have a positive 
influence on the consum« 
er. 



Teacher and cl^ass discuss meaning of 
word label. 

Each member of class lists what was 
on the label of' the haii;^piece, htfir 
dryer, or other grooming aid which 
, she recently purchased. 

Summarize information from labels 
on various types of grooming aids 
on chalkboard. 

Students examine labels on new 
grooming aids exhibited. 



Evaluation 
Procedures 
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Subject Matter Content 


Learning Opportunities 


Eva luation 


Geit^ralizations 


, and Resources 


Procedures 




Compare content of labels on dis- 






play products with that summarized 






from their recent purchases: 






Name of product 






Brand Name 






Trademark 






I'Jhere manufactured 




• 


Union made 






Size 






Construction 






Directions for care and use/ 






Guarantee 






Appendix E 




The truth in packaging 


Teacher discusses purposes , values. 




law is a result of con- 


and consumer responsibilities of 




sumer demand for reli- 


Fair Packaging and Labeling Act and 




able information. 


Federal Food, Drug and Cosmetic 






Act. Appendix F 






Observe exhibit of Labels made by 






teacher. 






Identify types of labels : 






Descripttive 






Economical < 




Grades designate from 


Grade ^ 




best to poorest. 


'Content 






Discuss why labeling is so important. 






W[iat additional information on labels 






would be helpful in decision-making? 






Emphasize informative and content 






labeling. 






Of what value are government regula- 






tions? 


it 


Price alone is not 


vvhy is price not always an indication 


* 


always a true indication 


of value? 




of quality. 






Cost and quality compar- 


Discuss relative ^costs p durability. 




isons may save the con- 


natural appearance, quality of var- 




^iffiier money • 


ious hairpieces. 
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Subject Matter Content 
Genera 1 iza t ions 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Grade labels and 
standards ot identity 
provide additiona]^ in- 
formation which can aid 
the consumer* in decision 
making. 



Grade labels and stan- 
dards of identity can be 
guides to quality in 
buying. 



What protection does the consumer 
have when purchasing? 

Invite a resource person from a 
Beauty School or a sales represen- 
tative from a Specialized Store. 

Bulletins ami Pamphlets 16 H. 
Exhibit of labels. 

Teacher emphasizes Federal ActQ^ 
such as Food and Drug, Labeling. 

What are responsibilities of the 
consumer in relation to eaq!h act? 

Examine an exhibit which teacher or 
students iiave made of: 
Guarantees and Warranties 
Seals of Approval 
Trade Miarks 

Compare content and values of each 
type of item. 

Teacher defines and shows display 
of grade labels and standards of 
identity. ' ^ 

Discuss advantages this type of 
labeling and standards of identity 
would provide for grooming aids and 
other purchases. Examples: 
Grade labels on canned food, eggs. 
Standard of identity on light bulbs. 

Building Your Vocabulary to be 
completed in notebooks. Appendix G. 
Game: Scavenger Hunt. Appendix 

Roi^ are grade labels gga^ standards 
of identity guides to quality in 
buying? ^ 

Display grade labels and standards 
of identity prepared by teacher or 
by students. Periodicals 1 H, 15 G, 
pp. 17-18 
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Subject Matter Content 
Generalizations 



Satisfactory shopping 
habits can be learned. 



Consumer and retailer 
both have rights and 
responsibilities . 



Each depends on the 
other to achieve his 
mutual goals. 



Learning Op^jortunities 
and Resources 



Buying p;ractices can 
be ref^i^ to the satis 
faction of the consumer 
in the use of his money 



List spec;,ific examples of how to be 
courteous shoppers . 



Prepare checklist of desirable 
shopping habits. Invite a retailer 
to discuss shopping habits he has 
observed. * 

Plan skits showing desirable shop- 

U^ng practices: 
eturning goods 
Sfeeking iuf orma tion 
Honesty 
Politeness 

Considering others ^ 
Caring for merchandise 
Film 1 B 

Buzz group: *VJhat are some of the 
buying practices you have observed 
when you have been shopping? Clas- 
sify the buying practices as either 
desirable or questionable. Book 13 



^Evaluation 
Procedures 



Write a paragraph 
telling the re- 
wards you coUld 
expect from using 
good shopping 
ethics . 



r 



Field trip to learn buying tips ^ 
from sales clerks. Guest speaker,,* 
sales clerk, to discuss buying tips. 
Books 10,11 Curriculum Guide 4 
Periodical 1 E 

Interview parents to determine buying 
practices associated v/ith purchases 
that v;ere of little satisfaction. 



Present problem 
solving cases which 
enable students to 
apply principles of 
buying. Example: 
*^Jhen given sim- 
ilar samples of 
merchandise to ex- 
amine, students 
examine and selec t 
one vjhich seems to 
be most suitable 
for given occa- 
sion." 

Coinpare choices 
and values made 
and support deci- 
sions. 
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Subjeot Matter Content 
G ei^e r a 1 i z ^t ions 



Proper l3( prepared ad- 
vertising can be in- 
formative and helpful. 



Learning Opportunities 
and Resources 



Consumer information is 
afvailable from many 
sources. 

Since prices and pro- 
ducts change rapidly, it 
is important that the 
consumer keep informed. 



Curricultsn Guide 6 Periodicals 
1 D, G, 3 D,^ ' 

Select standard items often purchased 
and have students coMpare price 
ranges, ^ 

Determine the different kinds of 
sales being offered. 

Discuss regular price versus sale 
price,, effect of season on price^ 
^^^quality^ etc. 

List the types of sales at which 
you can purchase general items: 
Pre-season 
After season 
Dollar Day 

Washington's Birthday 
Closeout 

Pay regular price + $1.00 and get 

two. 
One cent 

Periodicals --General (Current) 
Set up criteria for judging advertis- 
ing. 

Analyze basis for determining true 
value of merchandise for individual 
i&r family. Consider availability 
of money. 



Evaluation 
Procedures 



I 



Discuss other media used for advertis- 
ing: 

Radio, Television 

From the day"s radio or television 
.program announce the names of the 
programs j^ich are on during the 
class period. Ask x^iiich one they 
would like to see or hear. As they 
watch or listen, perform several 
tasks: 

1* Osie group should count the number 
of and time of commercials. 

1. A second group should list the 
content of commercials.' 



Bring four nei^- 
paper advertise- 
ments numbering 
them from 1 to A. 
Rate each on the" 
Advertising Rating 
Score Sheet accord- 
ing to number. 
Appendix I 



ERIC 



76 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



3. Third 5 list the types of appeal 
made by the advertising. 
Neecfe versus wants 
Fads versus fashion 
.Psychological (Prestige) 
Motional 
Factual (Logic) 
Identify or imitate 

Sunnnarlze ©nth© chalkboard by groups 
compare and contrast-making articles 
versus buying. 



Curriculum Quides 4,6 Bulletins 

9 K 

1 C, 3 A 



and Pamphlets' 9 
Filmstrip 1 Periodicals 
Appendices J, K 



r 

Evaluation 
Procedures 



6 
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MAJOR CONCEPTS TO BE EMPHASIZED ; 

Buying Food: 

VJhat determines how much money to spend? 
Number of people 
Food patterns 
Likes and dislikes 
Ability to cook 
Time available to cook 
Amount of income 

Knowledge of importance of nutrition 

Planning for food purchases 

Different ways to plan purchases 
When and v/here to shop 

Comparison of cost of various food groups (meat^ vegetables ^ etc.) 

Obtaining quality in food 

Labels on cans and packages 
Grades of meat^ eggs> etc. * 
/ Inspection 

Recognizing quality in fresh fruits and vegetables 



BEHAVIORAL OBJECTIVES : 

Spenid money wisely considering family food habits. 



Identify some food buying prayflces that help to extend the food dollar. 
Use information leading to wi&^gjecisions in buying quality food. 



Subject Matter Content 
Generalizations 



Learning Opportunities 
I and Resources 



Money and resource 
management can.be keys 
to wise^ buying. 



The amount of money 
available to spend on 
food ean influence 



Discuss the effect that the amount 
of money has on food buying. 

What factors determine how mu^:h 

money is to be spent for food? 

Income 

Values 

Time 

Individual needs and Jesires 
Number in family 
Food habj.ts 

V 

Discuss factors which influence 
decisions in buying food. Differen- 
tiate between needs and wants. 



Evaluation 
Procedures 
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Subject Matter Content 
Generalizations 



food pat terns • 



Food>\pat terns vary and 
can made flexible. 
Food c^n be served in 
different vjays. 
Patterna\of eating vary 
v/ith famMy values,, 
size of f^ily ^respon- 
sibilities\of family 
members J, eqiiipment and 
time available » for 
cooking. 



Desirable buying prac- 
tices can help stretch 
the food dollar. 

A good manager becomes 
familiar with buying 
guidelines. 




Learning Opportunities 
and Resources 



Each class member list on pass slip 
the factors which influence his 
family ^8 food eitpenditures and turn 
slips in to teacher. 

Observe shopp^s in a supermarket,, 
vjith special attentiQn being giyen 
to comparing those v/ho use lists to 
those v/ho do not. Make a list of 
differences in the vjay thfy shop: 
Items selected 
Amount spent 
Time spent 

Ready prepared versus uncooked foods 
l-Jho is doing the shopping? 

Examine food advertisements in 
nev/spapers. Check timely tips in 
food buying. Compare prices of 
various foods and other information 
about the foods. 



Show and discuss Films trip B 



Basic Four Building Blocks prepared 
by teacher or students. Appendix L 
Bulletin and Pamphlet 12 E 

^ "develop a buying guide vjhich includes 
Jays to plan purchases 
FJ.an how to spend your money 
I'limt to purchase 

How to get the most for your money 
How to select the best buys 
HoW\\to decide where you i/ill shop 
How %o decide v/hen you will shop 
Dete^ining the type of store in 
^Jhich you will shop 

■ \ 

Tour a ^^upermarke t , observing : 
Cost differences in prepared food and 

and uncooked food 
Cost differences in various types 

of packaging 
Various bMnds 



Evaluation 
Procedures 



Compare and con- 
trast observa- 
tions in relation 
to good buying 
habits.^ . 



List in notebook 
points vrtiich vjould 
help one be a 
better food buyer. 
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Subject Matter Content 
Generalizations 



The time selected to 
buy usually influences 
decision making. 

The smart shopper is 
aware of where, to buy 
and knows the current 
prices and services 
available. 

l-7her(^ you buy can make 
a difference in prices 
and* services. 



Food costs are deter- 
mined by the form in 
Tt^hich food is purchased 



Learning. Opportunities 
and Resources 



Arrangement of goods 
Space between aisles 
CoQKanience of location of items 

Different groups of students could 
be assigned a specific task to 
observe and record their observations 

List and discuss the types of 
markets : - 
Supermarkets 

Charge and delivery s>tores 
Farmer's market 

Special markets (Fruity seafood, 

poultry, meat, etc.) 
Roadside markets 
Delicatessen 
Discount stores 
Independent "stores 
Drive-Ins for take-out food 

Books 2j, 4j, 8 Bulletins and Pam- 
phlets 5j, 7j, 12 A Periodical 3 C 
FUmstrip 2 ^ 

Discuss these methods of buying: 
Cash 

Charge ' 
Food stamps 

Ba-rter • 



Review the forms in which food 

"ftiay be purchased: 

Fresh 

Canned 

Frozen 

Dried 

Instant 

Other 

Compare the cost of several foods 
available in different forms. 
Discuss relationship of coats to 
food values of each form of food. 



Evaluation 
Procedures 



Groups list and 
compare major 
points observed. 

Role play and 
©valuatet 
The Tired 5 Hungry 
Shopper on VJay Home 
From Work. 
The Rushing Shop- 
per. 

The Couple Shop- 
ping. 

The Family Shop-- 
ping. 

The Smart Shopper. 

Sunnnarize points 
one should keep 
in mind when buy- 
ing food for the 
family: 
Foop piitterns 
Modified diets 
Activities 
Likes and dislikes 
Time available 
Equipment 
Guests 
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Subject Matter Content 
Generalizations 



/ 

Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Im^lsive food buying 
can lead to waste of 



aril(£ 
money and food. 



Food prices can vary 
according to the 
^asop. Meat prices 
are usually seasonal. 



Overspending for meat 
may be destructive to 
family food finances. 

The number of edible 
servings can be used 
as a guide in buying 
meat rather than the 
cost per pound. 

Wise shoppers usually 
ask questions j> observe, 
compare, and try differ- 
ent foods. 



Groups of students visit several 
types of stores to determine rela- 
tive costs and food values of at 
least three forms of a specific 
item. For example: 
Baked potato stuffed in foil shell 
Instant potatoes 
Fresh potatoes 

Compare and discuss information 
obtained using chalkboard. Have 
s tudents arrange ^ observe ^ and 
discuss display of food compared. 
Appendix N 

VThy should impulsive buying be 
avoided? 



Discuss seasonal prices . For 
example: Beef is a better buy in 
v/interj, veal in the summer. 

Students check with parents to 
determine types of meats selected 
and v/eekly expenditures. 

Take a market field trip to show 
how careful shoppers choose meat 
products. Compare cuts and prices 
of meats, with emphasis on less 
expensive cuts. 

Discuss preparation required and 
food values. 

Contrast the number of servings 
obtained from a pound of ground * 
beef x^ith a rib steak of the same 
weight. Appendix M. 

Compare prices per serving. Consid- 
er seasonal meats and relative 
prices. 

Discuss meat inspection and grading. 

Determine your family's weekly 
expenditures for each food group. 



Complete in note- 
books: l/hat type 
of meat, grade, 
and amount will 
you need for a 
family of four on 
a budget of $25.00 
per week for food? 
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Subject Matter Conten| 
Generalizations 



Vegetables, fruits , 
milk products and eggs 
are often neglected 
in family food buying. 



The wise consumer can 
usually get more for 
his food dollar. 



Proper storage of food 
can save food values 
and money. 

The consumer has aids 
which can help guide 
him in buying. These 



Learning Opportunities 
and Resources 



How does ^he amount spent for meat 
compare v4th other food expenditures 

Books 2, 4 Bulletins and Pamphlets 
3, 9 D, 9 E, 12 A Curriculum 
Guide 3 



Evaluation 
Procedures 



Keep a v/ritten 
record of the 
cost 5 type p and 
amount of each 
food group used 
in your home for 
one week. De- 
termine the per- 
centage of the 
total dollar 
spent for each 
group. Discuss 
and compare. 



Compare meat expenditures wi th 
those f(^r vegetables, fruit, milk 
products and eggs. Hand in com- 
para tive survey. 

How can food preparation influence 
your expenditure for the various 
food groups? Curriculum Guides 
2, 4, 6 Bulletins and Pamphlets 
16 D Filmstrip 4 

List practices v/hich can save on 
food expenses . Include : 
Study the ads for sales and good buys 
Buy foods in season 
Know nutritional values 
Use cheaper cuts of meat 
Shop with a list 

Avoid overspending fot snacks and 

extras , 
Avoid impulse buying 
Shop as seldom as possible. 

Develop a check list that can be 
used in buying for class activities, 
Appendix 0 

Use care in storing, preparing, 
cooking and keeping foods. 



Discuss: '^at Is a Good Label?" 
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Subject Matter Content 
Generalizations 


Learning Opportunities 
and Resources 


Evaluation 
Procedures 


> . 

aids are : labels , gra- 
ding of foods and food 
lai/s. * 


7 : 

Draw up a checklist of the informa- 
tion given on v/hat is considered 
a good label. Appendix P 

Examine labels from different types 

of food. Summarize information on 

the labelSp such as: 

Quantity 

Kind of food 

Weight 

Specifications 

Ingredients 

Manufacturer 

Nutritive value 

Illustrations 

Grade 


Test over Using 
Labels as Buying 
Guides . 

Students bring 
examples of la- 
bels they consider 
excellent, fair , 
and poor. Clas- 
sify labels and 
set up exhibit. 
Evaluate exhibit. 



Industry and government Examine several food products that 
issue guides to- aid the have been voluntarily graded by 
consumer in wise food the United States Department of 

purchasing. Agriculture, a state or local orga- 

nization, such as eggs, dairy pro- 
ducts 5 and processed fruits and 
vegetables to become familiar v/ith 
grading. Curriculum Guide 6 
Bulletins and Pamphlets 1, 16 C 

Report on the various lai-Js pertaining 
to food, such as the Federal Food, 
Drug and Cosmetic Act. Include in 
reports : 
Purpose 

VJho administers law and how 
Indication of inspection- -stamps , etc 
Food to i^ich law applies 
Appendix Q 
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Take test to 
identify some USDA 
graded products. 
Examples: (meats) 
USDA Prime 
USDA Choice 
USDA Good 
USDA Standard 
USDA Commercial 

Set up checklist 
as a result of 
reports on Feder- 
al laws affecting 
foods. 

Give Food Pur- 
chasing Quiz. 
Upon completion 
discuss informa- 
tion in test. ' 



MAJOR CONCEPTS TO BE ^EMPHASIZED : 

Buyitig and Acquiring Clothing for Myself: 

Determining clothing needs . ^ \ 

^ Planning for clothing purchases 

Determining needs • • 

Establishing priorities ^ * 

Obtaining quality , 

Label information. Laws governing labels on fabric and garments. 
Ability to recognize good quality coi^struction suitable for person 
and occasion. 



BEHAVIORAL OBJECTI VES: 

Urvfjerstand the relationship of information provided by agencies and industry . 
ugh, labels and advertising to decision-making. 

Realize the importance of clothing purchase's in filling rieco'gnized needs. 

Recognize the inf luence-^^value patterns in the acquisition of clothing. 



V 









Subject Matter Content 
Generalizations 


k . ' ■ 0 . 

Learning- Opportunities 
and Resources 


Evaluation ^ 
^ Procedures 


Choices made in the 
acquis it ion, of clothing 
are* usually influenced 
by-^a person's value 
patterns. 


Buzz Groups, List on cards: ' 
Items of clothing purchased by in- 
dividuals in J;he last 2-3 weeks. 
Why items were purchased. 
Summarize , lists oji chalkboard, 

Eaph group sel^t ope item for 
discussion. For example : 
Sx-Jim suit 

Girdles " * , 
iBra ' ^ ^ . 
Panties 
! Duress ^ 
Appendix R 

Discuss reasons for purchases in 
relation to wise decision making, 

, • ^ 






Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluatldn 
Procedures 



Thrift is the absenc© 
of waste. 



Information given in 
labels and in advertis- 
ing by different agen- 
cies and industries 
can assist the consumer 
in dec is ion -making. 

Good vjardrobes need 
not be large. 



An individual can dress 
appropriately on a small 
budget. 



Every clothing purchase 
'can contribute w to fill- 
ing a recognized need. 



Discuss: Could you have saved 
money if you had checked your 
wardrobe and planned before pur- 
chasing? . : " ' 
Bulletins and Pamphlets 17 C, 18 
Films 1 C, 1 D Periodicals 1 I 

Groups buzz about points in 
^ films and then compare with reasors 
for purchases. 

N 

List factors to be considered vjhen 
purchasing a specific item. 

Discuss importance of planning 
wardrobe. Define inventory. 

Why is an inventory necessary v;hen 
^ planning? 

Analyze clothing inventory and 
needs in planning a proper wardrobe. 
What type of clothes do you need? 
To what extent do you consider 
^ color I'Uhen purchasing? 

-Appoint a panel to discuss the Ceen- 
agei^s lament: "I don't have a thing 
to wfear . " . ' 

Each class ^member inventory her ' 
wardrobe for next day using her 
folder: Appendix T 

Hovj can planning ahead help you to 
avoid costly mistakes or "hang-ups?" 

Make list^ of ydur clothing needs 

and wantsnfor the next six months*, •* 

Establish priorities of clothing, 
needs and wants. 

What determines^ how much you can 
spend for clothes? 

In your plan f^r spending consider 
ypujr resources: 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



The best clothing values' 
may be found in the 
medium price range. 

Atttactively dressed 
persons usually choose 
clothing wisely. 



Evaluation 
Procedures 



Imagination 
Time 

Ability to sev; 
Help from others 

Sharing of talents and abilities 

with your family 
Knowledge of buying 
Resources 

Keeping in mind the amount you can 
spend 3, check the items you plan to 
purchase during the next three 
months and estimate the cost of each, 
then total the cost of these, j Hov; 
does this total compare v/ith 
budget? ' ^ 

If you exceed your budget^'j, what can 
you eliminate? 

How does one handle unlimited v;ants? 

Discuss why teens are influenced , by 
their friends in regard to buying 
clothing. 

Have a "Best Foot For\-/ard" day. 
Each class member vjears her most 
becoming school outfit. Each tells 
the class why she thinks the lines 
are becoming and v;hy she likes it. 



Discuss hov; toyshop effectively: 
Knov; how much you can afford, to spend 
Follov; your spending plan. 
Consider your, present v;ardrobe as 

you shopt 
Shop only in reputable stores. 
Compare prices and values in several 

stores. 

Buy the quality best suited, to your « 
purpose. 

Learn all you can about the care and 

wear before you buy. 
Read the labels and hang tags. 
Pay close attention to the workmanship 
Check the fit and 'general €ippearance 

before buying. 
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Subject. Matter Content 
Generalizations 



Consumer information 
can be used v/hen buying 
clothes. 



VJisely selected clothing 
meets acceptable stan- 
dards of workmanship. 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Shoyj vJays the expenditure of money 
for clothing may be influenced by: 
Coordinated clothes 
Fad vs. fashions 
Quality buying' 
Care of clothes 
Simple clothing tricks 
Use of accessories 

Filmstrip 5 Bulletins and- Pamphlets 
4, 9 B, 9 G, 9 H, 12 F, 17 E 

Bring in and evaluate ready-made 
garments for labels , hang Jca%s\ 
differences in quality', Ji^rkmanship, 
and costs. 

Discuss labeling laws for fabrics 
and garments . 

A specialized sales or resource 
person could be helpful. Appendix U 
Books 5, 7, 9, 12 Bulletin and 
Pamphlet 15 

Discuss Federal Trade Commission 
Ruling on Silk Labeling: Appendix V 
.Books 5, 12 

I 

What other information is found on 
the labels and /or hand tags? , 
Fabric finish 

Care and laundering instructions 
Shrinkage 
Stain resistance 
Water resistance 
Permanent or durable press ' 
Sizes 
Dyes 

Fabric construction (Bonded , fur -like, 
lea ther - 1 ike , paper , kni ts ) 

List the types of sales at which you 
can purchase clothing. 
Pre-season 
After-season 
Washington's Birthday 
Dollar Day 
Close-out 



Test: "What I 
Your Label IQ? 
Appendix W 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Analyze wording in sales advertising 

in relation to value: 

Specially purchased 

Slightly irregular. 

Seconds 

Specific sizes 
Specially priced 

Compare at such-and-such a price 

Hold a panel discussion on I'jays 
clothes may be purchased: ^ 
Cash 

Charge ^ ' 

Lay -Away 
Installment 

React to the following: 

"It Takes More Than Money To Be 

Well-Dressed. " 
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MAJOR CONCEPTS TO BE EMPHASIZED ; 
Buying Shelter 

Factors that determine housing needs: 
Money available 

Desires and needs of young couples 



BEHAVIORAL OBJECTIVES: 



Understand the relationship of desires and needs to choice of shelter. 
Adapt 'housing needs to income. 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Family needs, desires,, 
soci,al value and in- 
come* are influenced by 
the choice of family 
shelter. 



The decision rentj, 
buy, or build- a home 
may depend upon values ^ 
economic trends ^ cost ^ 
family needs and income 

Families can adapt 
housing needs to abil- 
ity to pay. 



'1 



*'Your Home Is VJhat You Make It," 

Use a pdem^ such as 'Home/' by Edgar - 
A. Guestp stories about homep 
songs or quotations to discuss the 
differences in a house and a home. 

React to the following: "I like to 
see a man proud of the place in 
vjhich he lives; I like to see a * 
man live in it so his place will 
be proud of him," 1^ 
Abraham Lincoln 

List factors to be considered to 

make the most of your housing dollar; 

Determine housing needs. 

Decide where yqu want to live. 

Know how much you can spend on hous- 
ing >and related expenses. 

Decide irhether to rent, buy, or build 

Know/OTien and where to seek profes- 
sional advice. 

Lear4 to judge and compare different 
houses and apartments. 

Deci^he how to finance buying ot 
building. 

Buy^ insurance to protect your house 

and possessions. 
Preplan your moves to save time, 

energy and money. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Individuals vary in 
^their housing desires 
and needs. 



Transparency 3 Books 9^ 10, 12 

Dramatize a young couple planning 
for their first home. 

Apartment 

House 

Trailer 

What are the housing needs and wants 

of a young couple? 

Must fit needs and budget 

Convenient transportation 

Easy parking 

Good neighborhood 

Attractive appearance 

Police and fire protection 

Adequate size 

Near job 

Appliances for ease of maintenance 
Privacy 

Access to shopping areas 
Books 9, 10, 12 Bulletins and 
Pamphlets 16 A, 16 B, 16 E 
Curriculum Guide 6 



Judge and compare 
different apart- 
ments, housing and 
living quarters; 
use the checklists 
for Apartments and 
Houses . Test-- 
Choosing the Right 
Home. Appendices 
X, Y, Z 
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South Carolina. 1 ♦v'-i. \ 

West Virginia Retail^-r- A ociation. Consumer Education . Charleston, 

We s t V I r g 1 n 1 :i , \" ) • * J ■ 1 son Bu i Iding . 



FILT-IS: 



1. Louisiana State Department of Public Educatiori ; Vocational Education 
Division; ^tate Education Building; Baton Rbuge, Louisiana. 

A. "Understanding the Dollar," D.F. 10, (11 minutes, color) 

B. "The Shop Lifter," D.F^- 24. 

C. "Your Thrift Habito." ^ 

D. "Consumer Protection," H.F. 12. \ 

PERIODICALS ; 

0 

1. FHA'ers Mev/sletter 

"FHA'ers, Weigh Your Values," Winter 1962. 

2. Forecast for Home Economics 

A. "Are You a Good Money Manager?" November, 1966. 

B. "Making the Most of Your r-toney," September, 1968. 

C. "Deciding Where to Shop," November, 1968. 

D. "Budget Beauty," January, 1969. 

E. "Bargain Hunting Grounds," September^ 1969. 

F. "Put Your Money to Work in a Savings Account," November, 1969. 
^ G. "Your Money's Worth," December, 1969.-^ 

H. "V/hat You Should Knov/ About Guarantees," January, 1970. / 

I. "Facts on Foundations and Lingerie, Getting Yours," April, 1970 
J. "Getting Your Money's Worth," r4ay-June, 1970. 

3. Illinois Teacher 

"Games as a Teaching Technique," Vol. 13, No. 2, November-December 
1969. 

4. Ladies Home Journal 



March/ 1969 Issue 

5. Teen Times — Magazine for the Future Homemakers of America 
A. "Teenage Consumer," September, 1959. 

"Maine's Project," November-December, 1962. 

"Teenagers, Are You As Fit, As You Think?" February-March, 1964 
"Decisions; About Money," April-May, 1968. 
Projects in Perspective," Nq^ember-December , 1969. 

TRANSPARENCIES : 

Shopping for Money , Consumer Education Tremsparerfby Masters and Text, 
The University of the State of Nev/ York, Albafty, N.Y., 1968. 
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APPENDIX A 

A NEl'J LOOK AT THE DOLLAR 
Analyze the Dollar Sign Itself 




Begin by making a dollar sign on the chalkboard or on cardboard , then 
explain what it: ^represents. For present purposes^ the two parallel straight 
lines stand for income and outgo. Continuing the analysis 5 see how the dollar 
sign looks lying down. Here the curved line shows the normal ups and dovms 
of any budget. Important thing is to keep income and outgo as nearly in line 
as p<|^siblej, even though there may be temporary fluctuations. 



Source ; 

Show-How and Shox^ anship with Accent on Visuals , By Genevieve Callahan and Lou 
Richardson, lot^a State University Press, Ames, lot^a, 1966, pp. 67-68. 
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APPENDIX B 

SURVEY QUESTIONNAIRE ^ 
HOMEMAKING I - -CONSUMER . EDUCATION 

VJHERE I GET AND HOW I USE MY KONEY 

Goals: To determine sources of teenage income, amounts of income, attitudes 

and habits of spending and saving. 

Directions: Place a check (x) in the column to the left that best represents 

your answer. DO NOT SIGN YOUR NAME , 

Yes No Sometimes 

^ ^ _ _ 1. Do you have a regular allowance? 

^ " 2. If yesj, do y.ou receive from $1 to $5 per week? 

- (a) $5 to $10 per week? 

(b) $10 or more dollars per w^ek? 

f «. - [ 

3. Do you earn extra money for services at home? 



0 • ; . 

' 4. , Do you earn tnoney outside yo'»r hj^"^^*^ * 

If so^ how? ^ A \ 

5. If you earn money outside ycAr home, do y<ijur parents 

tell you how to spe'nd it? 

6. Do your parents give you money for personal expenses 

as needed? 

7. Do you receive money as g^' * ^ " " ^""^y, ' I-^L^^^^.k^^ 

^tc . ? 

y« ^ 8. Do yoti^ borrow money from your pajrents, or dther family 

members? ( 

9. Do you borrow money' from your friends? 

10. Do you promptly repay money you borrow? 



^ ■ 
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Yes No Sometimes 



11. Do you know i^ithout looking hov; much money you have 
in your^purse or xJith you nov/? ^ 

12. Djbes your alloi/ance cover all of your personal ex- 
Senses such as lunchp churchp gifts, etc.? 

Do your parents ask you to tell them hov/ you spend 
your money? 

14. Do you plan v;ith your parents hov; to use your money ?« 

15. Do you think your parents should knov; hov; you spend 
your money? i . ^ 

16. Do your parents feel that you spend money foolishly? 

17. Do you have a plan for using your money? ^ 

18. Does this plan limit ^our freedom of spending? 

19. Do you keep any type of record of the money you spend? 

20. » Do you plan ahead for large expenses? 

21. \po* you help with the support of^your household? 

22. Do you have a regular plan for savings? \^ i 

23. Do you Have a savings account for your funds? 

24. Do you have a piggy bank qr other plan for saving? 

25. Do you have a personal charge account? 

26. Do you charge on your family's charge account? 

27. Are you av/are that things use<J at school are paid for 
\Jtth taxes? 

28. Are you aware- that vandalism of public property in- 
creases the taxes your parents are required to pay? 

29. Are you considerate of other's property? 
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APPENDIX C 



^ " MY GOALS ' ^ 

• * ^ . 

•*Stuf f** or Things I vvant Soon 



«^ 

\ 

•»Stuff" or Things IrWant During The Next Year 



"Stuff" or Things I Want In The Future 



r 
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APPENDIX D 



GLOSSARY 



Adverti&ing'--The process of bringing the prospective buyer from a state pf 
awareness to that of preferring, liking, and buying a product. 

Allowance--A specified sum of money given to a child at regular intervals, which 
is his to spend, save, give av;ay or even lose. ^ 

Barter-^An exchange of goods for other goods. 

Better Business Bureau--An organization in most large cities to protect con- 
sumers* against unfair business practices. 

Budget--A plan based on an estimate of expected income, for spending, saving, 
and investing money over a period of time. 

Buying--The act of acquiring either an economic good or service by the giving ^ 
of either money or other valuable consideration. 

Charge Account- -A credit arrangement v/hereby a customer is pe'rmltted to charge 
purchases and to pay for them according to some predetermined plan. 

Consumer Credit--Debt incurred by individuals for goods or services for personal 
or family use and consumption. 

Cansumer-^A buyer of goods and services. 



Credit-^A means of obtaining something of value in exchange for a promise to 
pay at a future date. 

Credit Card--An identification card or plate which enables a consumer to use 
a charge account at specific retail outlets or for specific services. 

Discount House- -A retail store in v/hich lower prices are featured and a minimun 
of service is provided. ^ ^ 

Dovm Payment--The amount of cash required by the seller to initiate an install- 
ment purchase. 

Fad--A trend in buying for a particular product followed for a time V7ith 
exaggerated zeal. ^ 

Generic Name--A description coijbon to or characteristic of a whole group or class. 

Gimmick--Anything used by a seller ^to induce people to purchase something that 
they might not otherxijise buy. 



Consumer Goods--Goods intended to directly satisfy the wants of individuals and 
families. v > 
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Impulse Buying--The buying of merchandise at the time it is seen without any 
forethought or pre-planning. 

Income--The monev that is earned by (v/ages), business (profit) and property 
^interesf^or rent). 

Label--A statement attached to an article or a commodity describing its essential' 
characteristics, 

Money --Something generally aca?epted as a medium of exchange, a measure of value, 
or a means of payment, ' ^ ^ . 

Nee<J--A want of something requisite, desirable or useful, 

Price--The value of a product or service expressed in terms of money. 

Sales Tax--A tax on the sale of goods or services. 

Saving --Setting aside a part of income regularly, 

Want--A desire for something that vje feel will give us pleasure or satisfaction. 

REFERENCES FOR GLOSSARY 

the Language of Fanilv Finance . Norman, Oklahoma: Southwest Center f6r Educa- 
tion in Family Finance, University of Oklahoma, 

Kennedy, J.VT, et, al. Applied Economics , Cincinnati: Sou th-V7es tern Publishing 
Company, 1967. 

XiJebster°s Third Ne w International Dictionary . G. & C, Merriam Company, Pub- 
lishers, Springfield, Massachusetts, 1968, 
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APPENDIX E 
WIGS 

Dynel cannot be dyed or color riosed at home or in the beauty parlor because 
the color must be heat set. 

About 50 percent of all women's hairpieces sold in the Unl^^ States 
today are made of synthetic fibers. Of the synthetics j, the Mod acrylics such 
as Dynel (l),S.) and Kanekalon (Japan) ^ are the most widely used. The prin- 
cipal advantages of the synthetics are said to be that they are nonflammable, 
nonallergenic and washable. They a re reported to not retain odors and are not 
affected by rain or sunlight. Prices for a synthetic stretch wig may be as 
low as $30. 

The popularity and high prices of good wigs have attracted a number of 
"fast buck*' Operators. One technique has been to offer the prospective 
victim a wig at a low price or no priqe at all if she will sign an agreement to 
have it styled regularly by the supplier. Sometimes the gimmick is a card 
advising the recipient that she has '"won'^ an expensive wig in a recent contest, 
although she may be unav/are of having entered any such thing. The "agreement" 
for cleaning and styling may run for 12 months, or for a period that is not stated 
in the advertising. ' 



Source; 
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APPENDIX F 



CONFUSION IN PACKAGING AND LABELING 



Charles A. Vanik of Ohio is one Member of Congress i/ho has not contented 
himself i^^ith general charges of confusing practices on the part of grocery trades 
He has studied the work of tfie clever and resourceful men who design packages 
for the supermarkets and other stores that sell packaged foods and household 
supplies. 

Congressman Vanik sent members of his staff into the field to conduct 
studies of the proliferation of package sizes that makes it impossible for con- 
sumers to eompare unit-prices vjhen they are shopping. Many consumers wish, for 
obvious reasons, to make comparisons of costs per ounce or pex pint in order to 
determine which of several brands of breakfast cereals, detergents j, salad dres- 
sings and many other common super market and grocery store commodities is the 
best buy v/hen they believe the products are of the same type, or quality, or gen- 
eral usefulness in the home. ' 

They have every right to do this as they did when grocery products were 
weighed out and measured in their presence by a clerk with a scale, a set of 
iron weights, and pint, quart, and gallon mea3ures. Yet a great many marketing 
men regard it as their right to frustrate, by various expedients, consumers 
v/ho i/ish to make unit cost comparisons. 

Mr. Vanik reports no less than 24 different net weights of breakfast 
cereal packages, from 4 7/8 ounces for Snack Pak, ,5 ounces for Puffed VJheat, 
5v ounc^es for Treat Pak, 6 ounces for Puffed Rice, 6-^- ounces for Special K, 
to 15 ounces, and 1 pound 4 ounces for Frosted Flakes, 15^ ounces for Shredded 
l-Jheat, 1 pound for All Bran, 1 pound, 2 ounces for Wheaties. Mr. Vanik in his 
report refers to this as a ^'bewildering proliferation of sizes. Such diversity 
is regularly practiced by countless manufacturers besides those marketing break- 
fast cereals. The Bureau of Standards found 28 separate sizes of detergents, 
26 of toothpaste, in a single store. 

Mr. Vanik"s characterisation is clearly a well justified one. It's out 
of order for marketing men to refer to the wonders of the American system of 
distribution in the grocery trades when such a pointless, confusing medley of 
package sizes is permitted to continue uncorrected by the trades concerned. 

Manufacturers assert, with lack of proof, that the small and confusing 
differences are the result of the need to use standard size packages filled by 
costly automatic packaging equipment for products of varying density. There is 
a large flaw in this reasoning. A substantial number of food and other products 
are packaged in even volumes and weights: 1 pint, 1 quart, 8 ounces, 1 pound 
2 pounds, 5 pounds. (Coffee (ground and in the bean), flour, sugar, beans, salad 
oil and shortenings, butter, margarine, some brands of cookies, crackers, and 
cereal, mayonnaise, preiserves, syrups, a few kinds of candies and canned'goods ) 
These even values permit a discriminllting shopper in most instances to make 
quick mental comparisons. 

The slack filling of packages is so great in extent, with 20,30, even 40 
percent of air packaged along with the corn flakes, cookies, crackers, spaghetti 
or other common grocery product, that one must characterize as absurd manufac- * 
tu^er s assertions that a difference of k ounce (or, indeed, in many instances 
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even several ounces) in net weight is justified by any sort of packaging problems 
at the factory level, (Or by the need to use one size of box, instead of sev- 
eral , on the packaging line for different products of a similai^ type--corn ^ 
flakes J for example.) 

Another reason i/hy the manufacturers' argument fails to convince is seen 
in the observ,ption Mr, Vanik's staff made of quantity changes between two visits 
to stores, about a month' apar^. Every ^bserving consumer has noted that v/hen a 
manufacturer wants to make "a change in the net weight of a package, he does 
not hesitate to do so, and he does so often. It is only weight and volume 
changes from odd ounces to even numbers like 8 ounces, 1 pound, 2 pounds, 1 quart 
and one pint, and^'the' like that he finds inconvenient or a cause of an alleged 
increase in cost of production. 

Special K i.ms reduced in weight from 10^ to 10 ounces (with no change in 
price per package); Cocoa Krispies from 9 to 8^ ounces with an 18 percent increas 
in price per ounce, 40 Percent Bran Flakes dropped in quantity from 16 to 14 
'Ounces, a 12,5 percent reduction in weight with only a 2 ^/4 percent reduction in 
the price of a box. Package changes--if in the direction of giving less for the 
same amount of money — seem to present no economic or other obstacle that troubles 
the manufacturers. 

Congressman Vanik notes that the new Truth in Packaging Act might as well 
not be in force, for all one could judge by his staffs study of chain stores' 
shelves in t^e Distarict of Columbia, ;&nd he has a valid point there. The justly 
criticized "cents off" labeling abounds, too, to add to the consumer's difficulty 
in comparing prices and weights, 

N; Cri^co shortening was sold in the 3-pound can in October, 1967 at 89c 
(with\no "cents off"). The detergent All was 59c i'k October, 59c in December 
with nd^ "cents off" (no change in net weight), Som^hing ^'haywire" here, and 
decidedly puzzling to an observing consumer. In othei"--c^ses the "lOc off" 
really applies. Thus Hungry Jack packages of 60 4-inch c&k^ sold in late 
October at 45c (with "lOc off") and in early December at SScw^'tk^o "cents off," 

But how is the consumer to know when the price reduction is real and when 
it's just a lure to the consumer who doesn't know dast v/eek's or last month's 
price for a packaged article? 

An interesting element of Congressman Vanik's studies was the contribu- 
tioTfis made to them by stucients^ at a Florida Junior College, The students' 
survey ^i^^oi^ed that mandatory provisions of the new lav; v/ere still being ignored. 
For exampm^ the number of servings was being advertised v;ithout any statement 
of the qiaantt^y in a serving. Many cereals and^other products listed their 
weights in pounBi^ and ounces, instead of in ounces as the 'law requires (for more 
convenient comparisons of cosX per ounce, without need' to convert pounds and 
ounces to ounces befere the slide rule, or the consumer's capabilities in mental 
arithmetic, could be bbyght into play), 

Mr, Vanik "s studied and ours on deceptive packaging were not considered 
newsworthy by the newspape"^^ and magazine press. Grocery products advertisers 
have regarded publication oJr>i^uch practically useful and important news items as 
an unfriendly act that tends to discourage business concerns from rewarding 
newspapers and magazirKs with profitable orders for advertising space. 

In fact, about tx-;o years ago a leading grocery trade executive went to a 
great deal of trouble to persuade magazine editors that they should have writers 
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prepare articles that would put the packaging business in a favorable light, and 
so combat certain unfavorable publicity the trade was receiving as a result of 
a Senate Coimaittee's investigation of packagii^g practices. The Coiomittee 
hearings disclosed practices that many consvaKeYs found highly confusing* or 
deceptive and otherwise objectionable. 

Source ; 

Consumed Bulletin . Vol 52, No. 1. January, 1969. 
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APPENDIX G 



UILDING YOUR VOCABULARy 

Directions: Oa a separate ;sheet of paper,, v/rite e^ch of the terms listed in tTie 
coliSEn on the. left below. Read the three definitions to the right 
of each tfirm. After each ternip copy the definition that best 
matches it in meaning* 

* 

1. descriptive label a. A statement found on a product that itemizes impor- 

tant information about the product, 

b. A tag carrying a message about the product to which 
it is attached. 

c. A statement carried on a product that promises the 
product will perform in a certain way. 

2. economical a. The largest size in which a particular product is 

packaged, 

b. The saving of money or other resource, 

c. Avoiding waste or extravagance in using money or 
other resources. 

3t grade label a. A label describing the materials from which a produi^t 

is made. ' 

b. A label found on some food products indicating the 
p amount of nourishment in the product, 

c, A label indicating the quality of the product 

4, label a. The brand name placed on a product by the manufacturer 

or seller, 

b, A tag, carton, vjrapper, or seal that carries a 
message about the product to which it is attached*, 

c, A tag attached to a product indicating its price, 

CHECKING YOUR READING 

1. Why is it more difficult all the time to get your money's worth? 

2. VJhen is one article considered to be a better buy than another? 

3. IJhat purpose does a good label serve? VJhat are some of the things a good 
label should tell you about a product? 

A, VJhy is it more important for packaged items to b(| well labeled than for 

other kinds of goods? \ 

5, If food grades are not* a measure of food values, i)^at should determine the 
grade to buy? ' ^ 

6, To what extent can you depend on labels to give you the information you 
vJant about the products you buy? ' ' 

Source : 

YOU AS A CONSUMER , unit 3, p. 120, 
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7. Hovj reliable is the information you find on labels? 

8. VJhat is perhaps the oldest method for judging the quality of goods? 

9. Give examples of some articles for vjhich inspection is the best way to 
judge quality, 

10, Hou can you determine quality when you buy something you know little about? 

11, VJhy is it usually advisable to shop more than one store before you buy? 

12, Does shopping arouiid to compare prices , quality , and quantity always pay? 
Gives examples of when it does and \jhen it does not. 
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APPENDIX H 



SCAVENGER HUNT 
Barbara Harris 



This game idea could be used by 4-H Clubs, FHA,, or classes, i-zith acjapta- 
tions as needed. It is here planned to teach information aboui^ labels and 
seals of approval to 4-H Club members. (In some groups, labels alone vjould be 
sufficient for one meeting.) 

Preparation required: Write lists of items to be collected and make 
enough copies for the group. In some cases, neighbors might need to be in- 
formed that "scavengers" vjould call. In other cases, the items could be avail- 
able at the meeting place or in the classroom. 

Prepare questions for follovj-up discussion. 

Rules of play: Divide group into pairs or small teams and give each team a 
list ofx items to locate. Designate time limit. ^ 

All x-jho collect their total list in the allotted time should be recognized, 
and the team collecting their list first is declared winner.* If none collect 
all the items, the winner is the one who collected the most. 

The discussion follows according to the objectives for the activity. Or the 
game can be made more difficult by having. each team explain their items or 
ansvjer questions regarding them in order to score for that item. FAjrther 
complexity can be introduced by having more difficult items score higher. The 
collected items could be incorporated into a display to share their learning. 

Examples of scavenger lists on labels and seals: 

List A 

VJrapper from corn flakes 
Wrapper from soup vjith more ^ 

noodles than chicken 
Wrappeir and instruction from 

a child 's toy 
Dinner roll OTapper 

List B 



List C 

Label from UL approved item 
Can from federally inspected meat 
Instructions from 100% vjool garment^ 
Box and instructions from small 

appliance 
White bread wrapper 



Wrapper from sugar coated corn flakes 
Wrapper from soup v/ith more chicken than noodles 
Label from Good Housekeeping guaranteed item 
Wrapper from USDA grade canned fruit or vegetable 
Tags from Perma Press item 

Source : 

Illinois Teacher . November -December 1969, Vol. 13, No. 2. 
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APPENDIX J 

• THE ADVERTISING CODE OF iy^lMICAN BUSINESS 

TRUTH. ...'Advertising shally^ell the truth, and shall reveal significant . 
facts, the'=eoncealment oJ' which would otelead "the public. 

fez: .^RESPONSIBILITY... Advertising "agencies and advertisers shall be willing to 
%V 1^°^ substantiation of claims made. ' - 

^,tMtE and decency... Advertising shall be free of statements, illustrations 
i^-^r iiaplications wliich are offensive to good taste or public decency. 

4. ^fc shall offer merchandise or service on its merits 
. a!!^efrSain from attacking competitors unfairly or disparaging their pro- 

°"^''^seK;vices or methods of doing business. . 

5. EAIT^^RT^ING... Advertising shall offer only merchandise' or services 
which M^^e^ily available for purchase at the advertised price.' 

6. GUARANTEAp\RHANTIES...Advertisi^ of guarantees and warranties shall 
be explic%m Ad^jertislng of any guarantee or warranty shall clearly and 
conspicuousf^isclose its nature and extent, the manner in which the 
guarantor or^|»rantor will perform and the identity of the guarantor or 
warrantor^ '' ■ " 

7. PRICE CMIMS .;*^^^ shall avoid price or savings claimf which are 
false or misleadi^^|.Dr t^hich do not offer provable bargains or savings. 

8.. UNPROVABLE CUIMS. l^rtising sh^ avoid the use of exaggerated or 
unprovable claims. %« ' F 

\ ' 

9. TESTIMONIALS... Adverti^^^ testimonials shall be limited to ^ 

those of competent witne^li^ v;kp are rejecting a -eal- and honest choice 
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\ Developed by: 



Advertising Federation of America 
'\\. Advertising Associatj^on of the VJest 
Association of Better Business 
Bureaus, Inc. p 
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TEACHING CHILDREN TO-ANALYZE TELEVISION ADVERTISING 
^ By Lee Bennett Hopkins 

Lee Bennett HQpkins is senior consultant. Educational Resources Center, Bank 
Street College of Education, New York City, New York. 

f> - * 

Within the past decade, television l^as become a tremendously important 
part of the child environment. Children by the million — across the nation, 
across the world-^can quote jingles, n^une their favorite television personali- 
tities and tell what color outfits Batman and Robin will be wearing. They mani-' 
pulatethe channel selector hour after hour, day after day, to tune in at 
precisely the right time the programs that they have selected for viewing. 
Television is a part of t:hildren's lives--and our'sj 

Long before the child enters school he is bombarded with ideas expressed 
in television advertising. A great deal of time and money is spent by manu- 
facturers each year to extol "the most stupendous movie ever" or to persuade 
a viewer that this is "the more chocolately chocolate." Hundreds of advertise- 
ments, most of them expertly produced, proclaim the virtues of certain products. 
«6ver and over again, day in and day out, to the vast, unresisting captive 
audience of children. 

' * The Institute for Propaganda^ Analysis has identified seven basic techniques 
of types of advertising. They are: , , 

1. Bad names ^ words with unpleasant connotation. 

2. Glad names ^ words c^onnected with pleasant feelings. 

3". Transfer , when you buy a product and you transfer ^our feelings to it. 

4. Testimonial , well-known persons endorse products. 

5. Plaiit folks ^ common man. ' : 

6. Stacking the^cards ^ telling only a part of the truth.v 

7. Bandwagon , "everybody's doing it."^ 

Projects , revolving round these seven types of advertising and related 
to television commercials could be an exciting and integral part of the elemen- 
tary school curriculum. Middle grade pupils especially, after several years 
of exposure to commercials, may have become aware of some absurdities or ^ 
anachronisms in vocal and visual appeals. 



^•institute of Propaganda Analysis. Propaganda Analysis . (New York: 
The Institute for Propaganda Analysis, 1938) 
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Introducing a. Unit on T(^levision Advertising 



To get children into a discussion of television commercials, pimple 
questions about advertising mig^t be posed byx/he teacher: * ^ 
Why are products sold? 

How are products sold? ' ' 

Who sells products? 

Following trfis basic discussion, one common product might be 
selected that most children have or use in their homes, such .as soap, or 
toothpaste. / 

^ Children could be asked to find out what brand of toothpaste is ysed x 
in their homes and why their parents buy specific brands. It might be ^ 
suggested that certain .factors be considered: - 

Size of container ^ ^ * ■ ^ ' 

Taste - ^ , 

Smell ^ ' ' 

Packaging / 

Relative , quantity ' ' 

Health value 

Price ^ , . 

Brand name , » 

Basic to these reasons would be advertising of that product."^ After 
brand names are given, the teacher could ask about television commercials in 
regard to toothpaste promotion to see if frequency of television advertising is 
related to frequency of mention of the brands most used by pupils. ^ 

Pupil Activities 

Let^us suppose that children in one class are asked by their teacher to 
compile a list of well-known television slogans, such as "Melts in your mouth, 
not in your hands." This list is duplicated in sufficient number to distribute 
as a quiz show to other classes, wherein "contestants" may identify products 
which advertising slogans promote. To enhance interest in this pro- 
ject, children are encouraged to give th^ir reasons for recalling certain 
slogans more readily than others and to say why easily remembered slogans affec^ 
purchases . ^ 

From this analysis, the teacher leads the children on to analyze audience 
appeal. At whom is the commercial directed, adult or child; teenager, house- 
wife, boy or girl? " ' . • 

Children could create and under their own direction dramatize their oxm 
television commercials, using consciously some of the persuasive tactics learned 
from earlier study. Effectiveness could be analyzed by the other members in 
tenhs of criteria set up by the class or suggested by the teacher. 

^alph Lee Smith, The BarHaln Hucksters (New York: . Thomas Y. Crowell 
Co., 1962), pp. 199-204. 
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Claims in television advertising might be e,x^ined. An adult's obs,erva- 
tion could be read by the teacher and discussed by t)id class, such as this 
quotation from Smith: 

...toys are ^xtensUvely advertised over television in 
connection with children's progress and tbe inflated list 
price has been prominently featured. Kiddies and grown- 
ups are both deceiv(^d into thinking they ar^ getting sen- 
sational bargains when they go to £heir local toy store 
and find out the prices. 

A survey of the prices of a number of leading toys, 
made by the Los Angeles Better Business Bureau and pub- 
lished in December, 1961, sho\«/s the way in which leading 
manufacturers have been using this device: 

Advertised Advertised 
[tem: List Price : Selling Price ; 

Biaseball Game $9.00 ^5.84 

R^dar Toy 20.00 ' lolss 

Computer , 10.00 6.77 

Lie Detector 5.00 3.32 

Baby Doll 15.00 9.64* 

Possibly a person connected with an advertising agency or a television 
studio could be invited to visit the class to speak and answer questions about 
television advertising. 

^Another rewarding project or phase of a project would be an interview 
with Iftcal merchants to see if television advertising influences their stocking 
of vajribus merchandise. 

• r 

I Culminating Activities 

• — ^ 

Field., trips might be pl-anned by the class to view a television commercial 
being filmed or to visit a local supermarket to see how many of the brands 
offered are advertised frequently on television. 

Using the list of the seven basic types of advertising, children can 
construct charts showing examples^ of one, several or all of these types employed 
in television commercials. Examples such as the following can be developed 
by the teacher to give children: 

Tommy saw an advertisement for a toothache remedy on 
television. The advertisement stated: «> 

Buy a bottle of ACHE -AWAY our own riskl The next time 
you have a tbothache, take ACHE-AWAY. If your toothache does not 

3lbid., pp. 15«16. 

*This list continues to cite 15 additional toy examples. 




Ill 



go away, bring the bottle back, and v;e'll happily refund' 



your money J 



St>%^ whetlier the connnents belov; are FACTS or ASSUMPTIONS: 
/jSJyf your toothache does not go away, the company will 
xLtefund your money. • « ^ 

ACHE -AWAY wants very much to relieve- you of pain. 

ACHE-AVJAY is the best toothache remedy on the market. 

^ ACHE-AWAY comes in a bottle. - - , - 

Follr^wing class discussion and analysis, the class may'^e interested 
in finishing the project and emphasizing the leargitig gained by ijriting and 
producing a play or preparing and duplicating a booklet about television 
advertising for dther classes. 



Teaching Aids 

Television sets : l^ere it is not usually a part of classroom, a 
set could be brought into the class for actual viewing of commercials during 
the school day. 

Films : ^ilms of television commercials might be obtained by writing to 
advertising firms or to television networks. 

Films trips : 'How People Buy,*' a black and white, free loan filiAStrip is 
available from General Electric Company, 1 River Road, Schenectady, New York. 

V 

Tapes : Tape recordings can be^de of the sound tracks of television"^ 
commercials to bring into the class. . 

Pamphlets : There are many pamphlets concerning consumer education. Ihe 
American Association of Acivertising Agencies, 900 VJilshire Boulevard, Los 
Angeles, California 90017, can supply th<^ teacher with up-to-date information. 

Books and Magazines : See References at end of article. 



Conclusion 

Teachers are sUrely increasingly aware that with the tremendous influence 
mass media have on youth today, the need for educating intelligent consumer's 
must now start even before the child enters junior high or high school. 

The school has a definite responsibility in educating youth, for it is 
probably the only institution whicH can present concepts of advertising and 
carry through, for a^ definite period of time, a project in.which there is 
concerted class effort and demonstrable learning therefrom. The value of such 
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a unit Is In the learning and enrichment in the language arts, mathematics ^ 
SQcial science, art, and in the development^of critical thinking, a goal well , 
within the reach of the elementary school child. 

\ 
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- • APPENDIX M 

YOUR BEEF BUYING GUIDE' 

ft 

LEARN TO FIGURE COST PER SERVING: 

The number of edible portions per pound is your best guide to the value of meat. 
The amount of bone and fat determines the number of servings (3^ ounces of lean 
per pound of beef). 



One pound of: 

Round steak 
T-bone steak 
Sirloin 
Porterhouse 
Round bone chuck 
Ground beef 



= 3-4 servings 
- 1 serving 
= 2 servings 
" 1 serving 
= 2-3 servings 
^ 3-4 servings 



LEARN TO LOOK FOR INDICATORS OF QUALITY: 

High quality beef is bright cherry red in color, firm, fine 'in texture with ade- 
quate .amounts of firm creamy white fat to giVe desirable flavor and jurfjiine^s. 
These quality factors are used in determining grades, packer brand names, and 
retail trade marks. Therefore, you may depend upon quality markings on^the cuts 
as a guide to the quality of beef you prefer. Brand names and tr^^e marks do 
not necessarily imply the same grade but are rather uniform within^each clas- 
sification. 






Louisiana Cooperative Extension Service. 



IJHOLESOHENESS : 



Wholesomeness refers to the health of the animal prior to slaughter and conditions 
or levels of sanitation v/hich are practiced during the processing, storage, and 
distribution of the meat product. Marks for wholesomeness are the federal and 
state inspection stamps. All meat and meat products traveling interstate must 
be federally inspected and will be identified by the round stamp. The State 
Department of Agriculture recently instigated an inspection and grading program. 
Products produced under this program are identified by stamps. State slaughter 
houses are licensed under the State Board of Health, Their permit numbers 
appear on meat products coming fsom these plants as illustrated by the rec- 
^ngular, stamp. This stamp does not necessarily imply wholesomeness. 
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APPENDIX N 

IRISH POTATOES— l-JHAT INFORMATION CAN YOU' FIND ON THE LABELS? 



Brand Name 

• 


Pkg. Content 
In Weight 


- 

Othei Information 
Found on the Package 


Cost 


Cost Per 
Serving 












2„ I 


- 








3. 










4„ 











5„ 










6. 










7„ 










8. • 










9. 










10, 










11. 










12. 










13. 










U. 










15. 










16. 










17. 










18. 










19. 










20. 











NOTE: One pound of fresh potatoes will yield 3 servings. Allow 5 ounces raw 
. ^ for each 3 ounces cooked. 

To find cost per serving: * ^ ' 

$,32 8 
Cost per unir divided by No. of servings ' = 

per unit 



$,04 



Cost per 
Serving 



Adapted from Louisiana Cooperative Extension Service, Louisiana State University 
Baton Rouge 5 Louisiana. ^ 
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APPENDK 0 

FOOD SHOPPING 
LIST 



^ F(X)D SHOPPING LIST 


Fresh heacs : 


Ort-The-Shelf -Products: 


Dairy Foods: 


Bakery Foods: 


Fresh Produce: 


Frozen Foods: 


^ 

iff 






V 








o 
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APPENDIX P 



USING LABELS AS BUYING GUIDES 
Under St and ing terms ^nd concepts: 

A. In the sp^e provided, wite th'e identifying letter of the term in the first 
coluriln th^t best matches the phrase in the second column. 

1. The first Federal law to prohibit 
the sale of mi&branded ^ood In 
interstate commerce. 

2- The Federal agency that. includes 
the Food ^nd Drug Aciministration 
among its divisions. 

3. Standards that enable products to ^ 
be recognized by common names. 

A. Standards partially based on the 
color and tenderness of food. 

5. Standards that state the amount of 
food a container must hold to meet 
minimum legal requirements. 

6. Labels that describe food products' 
in terms of sunnnary quality ratings, 

7. A Federal agency that offers food 
grading service to food handlers, 
producers, and processers. 

8. Labels that give specific itemized 
facts about food products . 

9. A Federal agency that administers 
lax^s concerning labeling of textiles. 

10. A law that classifies synthetic 

fibers into generic or family groups." 



b. 

c. 
d. 

e. 
f. 

h. 

i. 

j. 
k. 

1. 



Department of Agriculture 

Department of Health, Educationj 

and Welfare 

Department of State 

Federal Food and Drugs Act of 

1906 

Federal Trade ^ Commission 
Grade labels 

Interstate Merchandising Act 
Standardized descriptive labels 
Standards of fill of container 
Standards of identity 
Standards of purity 
Standards of quality 



Source : 

Student Activity Guide for Cona.umer Economicfl 
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Food packeifs frequently list more informatioin oh the labels of packaged 
foods thaa the Federal laws .require. Decide whether each of the items listed 
below is or is not legally requi^red information. Indicate your decision by 
pla6ing a check mark in the appropriate column. 



1. 


The common or usual name of the 


Legal ly Required 


Not Legally 1 
Required - 1 




product. 


1. 




2. 


The place where the food product 


2. 






was grown or raised. 






3. 


\ 

Recommended uses for the food. ^ 


3. . . 




4. 


The name of the manufacturer p 
packaged p or distributor. 


4. 




5. 


The net quantity of the packaged food. 


5. 




6. 


The number of pieces in the package. 


6. 





APPLYING YOUR KNOVJLEDGE: 

Insert a»label here from a can of peaches 

Refer to the label above to answer the following questions: 

1. Which items of information on this label are required by Federal law? 



2. l^at additional information do you think might be included on this label 
to help the consumer? Explain. 

3. a. Is the general ^verall appearance pf a label important? l^y? 
b. Is it important to the producer as well as the consumer? l-7hy? 
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a. In what ways do you think the serving suggestions on^thls lab 
are helpful to the consumer? 



(Ti 



b. In what way do you think they are helpful to the producer? 



0 
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cheese is aged for 

a. Increase 

b. Decrease 



APPENDIX Q 



FOOD PURCHASING QUIZ , 
a longer length of time, the price will: 



The appfes which you buy in March have most likely been: 

a. Stored in a freezer 

b. Imported fresp from southern states 

c. ^Stored from fkll in controlled atmosphere 



d. Kept, in cold 



storage 



the weight of a Tom turkey increases, you would expect the proportion 
edible meat to: 

a. Increase 

b. Decrease 

c. Remain the same 



:he average person spends about 23% of each dollar for 



ill cost more than if you prepare the same food from 



In the food store, 
non-food items: 

a . True 

b. False 

Convenience food s 
"scratch": 

a. . Always 

b. Sometimes 

c . Never 

' ' ! 

Low-fat milk and ^luid skim milk are the same product: 

a. True i 

b, F^lse ; / 

Americans eat less food totally than 50 years ago. Check whether we are 
eating more or les3 of the following foods: . 

a. 'Cheese Mare ; L^ss 

b. Poultry, Meat ' >iore ^Less 

Beef More Less 

d. Fresh Vegetables More Less 

If you wereVto find the following prices .for a ddzen grade A eggs in the 
grocery store, which is the better value? t 

a. Extra large ^at 59^ - . 

b. Large at 51c 

c. Medium at 47 <: 
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9. Food marketing costs have been divided into four categories. Which of these 
took the biggest shVe of the food' marketings bill last year? 
•a. Transportation 

b. .Labor 

c. Profits . 

d. Other costs such as advertising and rent. 

10. If you were to bu^r^300 pound side of beef for the freezer, about how much 
would probably be&aMe^ 

a. 25% ' - . . % 

b. 12% 

c. 45% * ' 

11. The grade of meat- really has nothing to do with tenderness, bu't rather with 
the wholesomeness of the product. 

a. True " ' / 

b. False 

12. Qidxy sour cream is: 

a. 'Cultured from heavy whipping cream * 

b. Cultured from whole milk *\ 

' c. Cultured from light cream • 

U. In 1966, fobd shoppers spent about what percent of their after-tax income 
for food eaten at hdmp? 

a. 28% 

b. 18% 

c. 43% ' ' V 
d\ 34% 

14. As the family income goes up, the dollars spent on food mdy increase, while 
the percent of income after tax ^pent on food: 

a. Increases 

b. Decreases ^ 

c. Remains the same . ^ 

^ A ' 

15. .Meat, poultry, and fisjj^ combined take about what percentage of our food doll 

a. 25% c. 39% ^ 

b. 32% - a. 46% 

16; When you sp^nd a dollar for food today, about how many ceots of the dollar 
go to pay the market costs? - ' 

a. 40f ^ c. 51(? 

b. 60c d^. 71? ^ 
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APPENDIX Q ' 

(Cotftlnued) 



NOW CHECK YOUR ANSWERS: 



1. 


a« « 


Increase ^ *^ 


2. 


c. 


Stored from fall (In controlled 


3. 


a. 


Increase 


4. 




True 


5^ 


**> 


Sometimes 


6. 


h 


False 


7 


<w # 






b. 


DOul trv* -mors 




c. 


beef--more 




d. 


frfilsh vegetables'-'^'less 


8. 


b. 


Large at 31c 


9. 


b. 


Labor 


10. 


a. 


257o 


11. 


b. 


False 


12. 


c. 


Cultured from Tlg^t cream 


13. 


b. 


18% 


14. 


b. 


Decreases 


15. 


b. 


327o 


16. 


b. 


60c 



^ 
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APPENDIX R 



FACTS ON FOUNDATIONS AND LINGERIE 
The "inside story" of today's up-to-the-minute fashions is you--your 
body and the foundations and lingerie you choose? These dainty under things -serve 
a powerful ^^pose in .addition to determining your shape and appearance m Chc 
styles you wear. What is more important is that they support and proted 
delicate tissues and encourage good posture. 

y The teen figure is always developing, and no one can say at Just what 
a , e thi^ development begins. It varies with each individual. Once your figure 



thi^ 



uegins, it*s an ever -changing process, and because of this, you should be fitted 

for size every three months. Outgrown garments should be discarded. A too- 

«)mall bra or girdle will cause discomfort and restrict freedom of movement, as 

well as decrease circulation and break down muscles and glands. 

Selecting a JSlze: Here's a measurement gauge that will let you measure 

yourself for a bra. Measure as high up under the arms as possible. If you 

measure an even number of inches, that's the size you wear; if it's an odd niimber 

f 

add an inch for your correct size. For example, 32 Inchests ize 32; 33 inches^ 
size 34. ' ' 

To get proper cup size, measure around your body over the fullest part of 
your bosom. If this is the same as your bra size, yojii need an AA cup; one inch 
more, an A cup; two inches more, a B cup; three inches more, a C*cup. 

There's an endless variety of bra styles arid fabric combinations, from ^ 
the lightest tricot "bpdy" bras, to cottons or blends, to stretchy bras made witu 
elastic. The style you choose should be determined by the size of your bosom 
and the amount of support needed. A proper-fitting bra will hold in place as 
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you move and breathe with you. 

Choosing a Girdle: A girdle should fit snugly^ but not so snugly that it 
rolls , .causes bulges, or cuts off circulation. It should stno'oth you, firm you, 
and moVe with you like a second skin. Most young fijgures don't need ''holding 
in," but may need gentle abdominal support and the firmness a stretchy garment 
provides. If you're slender, a simple stretch brief may add the tummy and 
derriere firmness you Qeed. 

Most girdles and panty girdles are made of lightweight* spandex power net 
(a foundation fabric luiitted from a- blend of spaade^j, a man-made elastic fiber, 
and. other synthetic fibers, such as Lycra). This power net is sometimes reinforced 
in strategic spots with heavier satin elastic nonstretcli panels. Therefore, the 
girl with the bulgy tummy should choose a frott-paneled garment. The heavy- ^ 
hipped figure should have firm side panels. The heavy-thighed figure should have 
a long-legged girdle or panty girdle with side panels. 

To help determine your girdle, measure y9ur waistline. If it's 24'*-25", 
you need a small; 26'*-27", you need a medium; 28"*-30", you need a, large; over - 
30*', an extra large. 

Buying Lingerie: Panties are not usually tried on at the store, but you 
can gauge your size for both regular briefs and bikinis by your hip measurements 
30"-31"°size 3; 32''-33''-size 4; ' 34*'-35"=size 5. E^fch additional two inches 
adds one 'size to your panty size, - ' 

Stretch body stockings, created to be worn under fashions, usually come in 
one size only and are elastic enough to fit all figures. Bodysuits (tricot 
bra and pants combinations) are sized according to the bust size. For example, 
if you wear a size 32 bra, you would choose a' size 32 bodysuit. 
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Slips are essential, serving as linings for fashions. They help prevent 
clinging and produce a. smooth line under whatever dress or skirt you wear. You 
bhould select your slips according to the type of fashions you wear the most. 
The straight slip, which is cut on the straight grain of the fabric (usually 
a taffeta or other con-cling fabric), has two side seams ^^nd is for the slimmer 
cut of clothes. The A-line also has two side seams, but can b^ either cut on the 
bias or on the straight grain; ^this shape is perfect for pleated ot flip skirts. 

The mini half slip usually measures about 12" to 15" from the v;aist to the 

hem. The maxi, designed for wear under midi^r maxi skirts, has a plain l)ot;tom 

or flounce at the hemline and measures 25" to 27" from waist^^to hemline. The 

chemise slip is a slightly shaped slip, without seaming under the bosom: The 

shorter version of this slip can be worn under all dresses. Chem'ises are sized 

according to -the bust size. When buying a slip, make sure the trimmings and f 

laces are well-attached and can be washed in the same manner as the basic 

/ ^ 

fabric of the slip. ^ ^ 

Caring for Foundations: Since perspiration and body oils harm fabrics, 
foundations should be washed after each wearing. Check the tag to see whether 
or not the garment is hand or machine-washable. Never dry foundations in a 
clothes drier; that would cause them to lose their elasticity and shape. Launder 
your foundations in warm, sudsy water for three to ten minutes at the most, lest 
your foundations wear out too quickly. Make sure you use a very mild soap or, 
better yet, a product designed especially for laundering foundations. Since there 
are so many different mixtures of fibers, be sure to read the manufacturer's 
hang tag for special washing instructions. 
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APPENDIX S 



GETTING YOUR I-fflNBY'S VJORTH 

The following quiz Is baaed on th^ three preceding pages and is planned to test 
your buymanship talents. Score yourself as follows: 100-90,' you usually get 
your money's worth; 89-755 you're a fair shopper; 74-60, you frequently spend 
more than you have to; und(^r 60, bett^er go back and reread the articles, 

I. A DASH OF SPICE 

Fill in the blanks in each of the following sentences. Count 4 points for 
each correct answer, all or nothing. 

1 

1. Cinnamon, ginger, cloves, and nutmeg are usually referred to as . 

2. Basil, oregano, tarragon, rosemary, and dill are generally referred to 
as . , ^ 

3. Most spices and seasonings should enhance rather than ov^power the 
flavor of food; however i is an exception to this rule, 

4. The ^ form of a spice will lose its flavor more quickly 
on your spice rack than the _^_____„__ form. 

5. Whole spices give up their flavor . so they should be used 
in dishes requiring cooking periods. 

6. If a recipe calls for a pinch of a spicej^, you should use approximately 



7. * Groutid spices should be added toward th0 of the cooking 

period. ^> 

8. The newest trend developed by spice man^^f acturers is the ' 

of spices to make the art of seasoi^ng quick and easy. 

9. ^nce spices don't change the chemistry 6f cookery, you can use them 
according to your own - as long as jrjqu don't alter the basic 
__________ of a recipe. 

II. BUYING BATH AND BED LINENS 

1. To amply stock your linen closet, you'll need t^^|]^ol lowing number of sheets 
for each bed: ^ 

a. eight ^^^^ 

b. si3c , 

c. two 

. 0 

2. M9st sheeting in this country is made of: 
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a. cotton 

b. rayon 

c. dacron ^ ^ ^ \ 

3. One indication of quality in linens is the nusber of threads per inch. 
Most percales, for example, have a thread count range of: 

a. 180 to 200 

b. 100 to 140 , . ' 

c. 275 to 350 

4. l/hite sheets and .pillovjcases shouTd be washed vjith: 

a. detergent and bleach 

b. detergent only 

c. mild soap and diluted bleach 

5. The most absorbent tov/el is the one v/ith: 

a. short loops 

b. long loops ^ 

c. sheared loops ^. 

6. A good quality towel should 

a. have neatly finished ends and selvages 

b. be spongy and resilient when crushed in your hand 

c. have a dense, even color 

7. To keep a towel absorbent, you should avoid; 

a. detergent 

b. fabric conditioner 

c. ironing 

8. Some advantages of fitted sheets are: 

a. they are easier to make a bed with ^ 

b. they give a more exact fiti^than non-fitted ones 

c. they are more comfortable if you are a restless sleeper 

III.. FACTS ON FOUNDATIONS AND LINGERIE (Circle correct answer) 

1. Because your figure is constantly changing, you should be fitted for n^ 
foundations every three months. True False ^ 

2. If your measurements over the fullest part of your bosom is two inches 
more than your measurement high up under your arms, you need a bra with 
a B cup. True False ' 

3. The most important thing to remember in selecting a girdle is that it 
should fit snugly enough to hold in any unwanted bulges. True False 

4. If you have heavy thighs, you should buy a long-legged girdle or panty 
girdle with side panfej^ for extra support. True False 
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5. To determine your girdle size, you should measure around the fullest 
part of your hips* True False 

6. To determine your panty size, you should measure around the fullest 
part of your hips. True False 

7. Some reasons for wearing slips are to prevent your outer garments from 
clinging and to produce a smooth line under whatever dress or skirt 
you wear. True False 

8. Both chemises and bodyaiilta are sized according to bust size. True 
False 

9. Since perspiration and body oils harm fabrics, foundations should be 
washed once a week. True False 

10. You should never dry your foundations in a clothes dryer since this 

would cause them to lose their elasticity and shape. You should launder 
them in warm, sudsy water for three to ten minutes at most and hang 
them up to dry. True False 



Source: 



CQ-ED > April, 1970. 
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APPENDDC T 



MY PRESENT WARDROBE 
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APPENDDC U 



TBCTILE FIBM PRODUCTS IDENTIFICATION ACT 



"In the United States the Tejttile Fiber Products Identification Act requires 
that all fabrics be labeled with (1) the generic or family name of fibers used 
in the order of their predoalaance by weight, (2) percentage by weight of each 
fiber if weight is 5% or morej, (3) the identity of the manufacturer either by 
naiae or by a registered identification number, (4) the country of origin if 



imported. The Wool Products Labeling Act requires that all fabrics containing 
wool be labeled by percentage used and by type=-»wool, reprocessed or re-used 



A fabric can be labeled silk, real silk, pure silk, or pure dye silk if it 
contains no metallic weighting and if no more than 107o consists of the necessary 
dying and finishing materials on white and colored fabrics.^If metallic 



wool--as well as the p^centage of other fibers in wool blends." 



APPENDIX V 



FEDmL TRADE COMMISSION RULING ON SlliC LABELING: 



weighting fie used the fabrio must be so labeleS^. 
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APPENDIX W 

WHAT IS YOUR LABEL t."^.? 
Labels are helpful and iaformatlve buying guides. Some information to be found on 
labels is required by law while other inforiEation volunteered by the manufac- 
turer. Check in the appropriate boK to the right as to whether the specific 
Information is required by law or given voluntarily in clothing and textile labels 



Information 


Required 


Volunteered 


Brand Nmae ■ 






Tr.adaTOark 






Country l^n wh^ch yaonuf actured 






UniotSi made 






Size 






Cpjia tract ion 






E(irformance 






pjuarante^Q 






Birection fdr care 






Direction for uae 
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APPENDIX X 



CHECKLIST FOR APARTMENTS 



attractive, well-constructed -building 
good maintenance and upkeep 

clean, well-lighted and uncluttered halls, entrances, stairs 
reliable building management and supervision 

attractive landscaping with adequate outdoor space for tenants 
locked entrances 5 protected from outsiders 
clean, attr-active lobby 



Services and Facilities : 

laundry equipment 

parking space (indoor or outdoor) 
receiving room for packages \ * 
convenient trash collection ana disposal 
adequate fire escapes 
storage lockers 
locked mail boxes 
elevators 

engineer on call for emergency repairs 

extras --window washing 5 decorating, maid service, shops, doorman 



Living Space in the Apartment :' 
adequate size 

convenient floor plan / 

suitable wall spaces and room sizes for your furniture 

. adequate daylight 
pleasant views 

soundproof. Listen for talking, plimibing, footsteps, equipment. 

attractive decarating and fixtures 
agreeable sise, type and placement of windows 
good ventilation 

easy cleaning and maintenance 

attractive, easy-£o-clean floors or carpets 
furnished appliances in good condition 
clean, effective heating . ^ - 

individual heat controls 

Source : 

Student Activity Guide for Consumer Economics > Third Edition. McGraw-Hill Book 
Co., 1966. 

.134 " " • 
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up-to-date v/iring 

conveniently placed electric outlets 

well-fitted doors, casings cabinets and built-ins 

''extras--air conditioning, carpeting, dishwasher, disposal 



CHECiaiST FOR HOUSES 

Outside and Yard : 

attractive, well-designed house 

suited to natural surroundings ' 

compatible with houses in the area 

good drainage of rain and moisture^ 
dry firm soil around the house 

mature, healthy trees, placed to give shade in summer 

convenient, well-kept driveway, walks, patio, porch 

suitable use of building materials 

lot of right size and shape for house and garage 

enclosed yard for childten 

parking convenience--garage, carport, or street 

distance between houses for privacy 

' sheltered entrv--^well lighted and large enough for several to enter the 

house together 
attractive landscaping and yard 

convenient service entrance 



Outside Construction : 

. durable siding materials in good condition 
^ solid brick and masonry free of cracks 

solid foundation walls six inches above ground level and eight inches 
thick^ 

weather stripped windows and doors 

non-corrosive gutters and doTOspouts , connected to ^torm sewer or splash 

block to carry water away from home 
coppfer or aluminum flashing used over doors, windows and joints on the 

roof » ^ 

. screens and storm windows 

Inside Construction : ' - ^ 

well-done carpentry work with properly fitted joints and moldings 

____ sound, smooth walls with invisible nails and taping on dry walls; without 

hollows or large cracks in plaster walls 
properly fitted, easy-to-operate windows / 

level wood fl oors with .smooth finish snd no high sdgss, wide gaps or squeaks 
well-fitted tile floors --no cracks or damaged tlles--no visible adhesive 
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good possibilities for improvements, remodeHjig»^ expanding 

properly fitted and easy-to-work doors and drawers in builtrin cabinets 

dry basement floor v/ith hard smooth surface » 

adequate basement dral^n 

dry, well-ventilated attic 

sturdy stairways with railings, adequate head room — not top steep 
leakrproof roof — in good condition ' 
adequate insulation for warmth and soundproofing 



Living Space : 



convenient floor plan and paths from room to room 
convenient entry with foyet and closet 

work areas (kitchen, laundry ^ workshop) wifeh adequate drawers, cabinets j, 
lighting, work space, electric power 

private areas (bedrooms, bathrooms) located far enough from other parts of 
the house for privacy and quiet 

social areas (living and dining rooms, play^ space, yard) convenient, com- 
fortable, large enough for family and guests. 

rooms conveniently related to each other --entry to living room, dining 
room to kitchen, bedrooms to baths 

adequate storage-closets, cabinets, shelves in attic, basement, garage 

suitable wall space and room size for your furnishings 

outdoor space convenient to indoor space / 

wihdov/s located to provide enough air, light and ventilation ^ 

agreeable type, size and placement of window^ 

usable attic and/or basement space ^ , • 

possibilities for enlarging the house if and as necessary 

attractive decorating and fixtures 

extras — fireplace"^ air conditioning, pori::hes, new kitchens and baths, 
built-inSj, decorating you like. * . r 
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The following pases describe action recently taken by individuals who 
may have to sel^l their homes and move to andther city within the next 
year or two/ Decide in each case whether the action taken was wise or 
unwise und.er the circumstances. Indicate your decision by circling 
t^ appropriate word in the answer column. Then briefly explain the 
reason for your decision. . 

1. A homeowner installs wall-to-wall carpeting Wise 

"in his living room, dining room and hallway. Unwise^ 

2. A homeowner undertakes an extensive land- Wise 



scaping program. Unwise 
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APPENDIX Y 



CHOOSING THE HOME 

A. Understanding Terms and Concepts . ^ 

In the space provided, write the identifying letter of the category of 
housing that is described by each of the phases listed below: 

a. An Apartment 

b. A House 

c. Both an Apartment and a House 

1. Less responsibility for upkeep and maintenance is placed 

on the occupant. * , , 

2. The distance from work and .the availability of shopping areas, 
schools and places of'worship should be considered by the 
occupants. 

3. This type of housing usually provides more opportunities for 
outdoor living. 

4. Generally, greater privacy and more living and storage space 
are found in this type- of housing. . " 

-- a f * 

5. In most communities a person looking for this type of housing 
has a wider selection of desirable neighborhoods. ' 

* 6. Janitorial services are sometimes offered to the occupants. / 

7. Services such as garbage collection, street cleaning and 
police protection should be considered by a prospective 
occupant. 

-\- <♦ 

8. In largiB cities this type of housing is more likely to be 
conveniently 1 oc ated in or near downtown area. 

9. Adequate storage space is important in this dwelling. 

10. A prospective occupant should always consider the effectiveness 
of the heating system and the condition of plumbing fixtures. 



Student Activity. Guide for Consumer Economics . Wilhelms, Heimerl., 'Jelley, 1966. 
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APPENDIX Z 1 



- THE C0NSUI4ER LOOKS AT ADVERTISING 
Applying Your Knowledge: 



Billions^ 
Dollars 



VOLUME OF ADVERTISING EXPENDITURES 
BY MEDIUM 




1950 ^ 1952 1954 



1956 



195S 1960 1962 



Refer to the graph shown above to answer the following questions: 

1. What general trend in advertising expenditures is illustrated by the graph? 



2. a« For which medium did businessmen consistently make their largest adver- 
tising expenditures? 



b. List some of the factors that make this medium so popular for advertising 
purposes • 



3. Name three types of advertising that would be included in the category 
of direct -mall advertising. 

a. c. ' 

b. ^ 

4, List as many forms, of advertising as you think of <; that would be included 
in the category labeled "Other." 
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INTERMEDIATE LEVEL 

Middle Adolescence 
Home Economics II 



RESOURCES 



VALUES 
AND 

GOALS 



/ DECISION y 

v5/ 




MONE 



MANAGEMENT 
IN 

FAMILY LIVING 



SHARING 



CONCEPTS TO B£ EMPHASIZED 
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OVERVIEW a 

According to |the plan in this curriculum guide j two co^c^ts in consumer v. 
education have been included thus far-- . 

Money and the teenager--8th grade level . ■ 

Function anjd use of money--H0me Economics I v 
At the Home Economics II level, emphasis is placed on the concepts of Money 
Management , D ec i s ion-Making , and Use of Resources . 

Adolescents need to find fulfillment of their developmental needs in a 

new kind of society. To satisfy these needs there seem to be no road maps. 
> 

Modern societal conditions point to the importance of efficient management ^ 
of money, resources, and the application of the principles of money management 
to the different aspects of living. It has been estimated that teenagers 
spend an average of nearly $500 *each year^ for goods and services nat in- 
eluding the ^necessities' no^rmally supplied by their families. . 

5ince an iricreasingly high number of women will be working outgide the, 
home, particular attention needs to be given to the application of manage- 
ment principles and to decisi&is which will need to be mada to assure 
family stability and well-being whe^i'^time, energy and money are limited. 

This resource ^nit is designed to give aid to^he teacher to help 
students understand their responsibilities for developing management compe- 
tence for th^i/r future families' security, happiness,^ and economic well- 
being. According to this plan, it is hoped by the resource unit developers that 
students will be able to apply generalizations found in the resource unit 
in their personal lives and to integrate^ this information into other ^reas 
of home economics. ^ , 



(^ Consumer Education in Lincoln High School . Mount Vernon, New York: Consumer 
Union, 1965, Sp- 5-6. 
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The home economics teacher Is encouraged to examine the learning 
experiences to adapt, select and/pr delete in any way which seems appro- 
priate to the students. As a result of experiences suggested in .this 
resource unit, Louisiana home economics students may be able to deal more 
intelligently with psroblems related to consumer education. 

6 
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SUBJECT MATTER AREA: Consumer Education 
LEVEL: Home Economics II 

TITLE OF THE UNIT: Money Management, Decision-Makiteg^ Use of Resources 
SUGGESTED TIME: 4-6 Weeks ^ ^ 

GENERAL OBJECTIVES: 

After having completed the unit •'Management in Family Living." a tenth 

grade student should be l?etter able to: 

1. Appreciate the place of management in family life, 

2. Apply the basic elements of management to personal and family living, 

3. Clarify the meaning of management in relation to the use of money and 
related resourced • 

4. Determine how income and other resources can be used to a maximum in 
satisfying immediate as well as long-range goals, 

5. Realize the values gained from effective money management. 

6. Develop knowledge, understandings, abilities, akills, and attitudes in 
order to make rational rather than emotional decisions, 

7. Consider cultural influences in evaluating the family's wants and goals, 

8. Become aware of modern technology as it relates to family wants and goal 

9. Understand ways family members may contribute to family income, 

10, Recognize the need for establishing a plan for managing the family's 
money income. 

11, Recognize tools that aid in money management, 

MAJOR CONCEPTS ^TO BE EMPHASIZED 
Understanding the Meaning of Management 
Basic Elements of Management 

Values--IJhat is important to you in life? 

Goals--VJhat do you want to do? To be? 

Standards-- Acceptable level of performance 

Resources-- V/hat you use to achieve goals 

H6 144 
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Types of resources 
Human 

Heal th , energy , t ime , 
Knowledge, skills, abilities 
Goals and values 



/ Material 



Community facilities and services 
Houses , equipment 

Decision-making--Possible vj^ys to achieve one's goals 

Characteristics of decisions 

r 

Interrelationship of decisions 
History of past events that relate to decision 
Risk involved in making choices 
Change brought about by decision 
Commitment required in making decisions 

Financial decision-making process 

Seek alternatives 
Weigh alternative^^ 

Require specific knowle4ge and information about consequence 

of each alternative 
Make choice 
Analyze 

Management of Resources in Families 

Family feeling about resources 

Need for money management 

Worth of an individual to the family 
Cost of an individual to the family 

Use of money to achieve family (?goals 
To meet basic needs of: 
Food , clothing, shelter 
Protection and security ; 
Self-realization j ^ 

Love i 

How culture influences family wants or ^oals 
Social positions of families / 
Standard of living 

Mother's role in directing expenditures 

in line with the standard of living 
Conspicuous consumption 
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Hew technology influences family wants and goals 



Providing variety of goods and services for families 
Offers many ways to solve family problems •for goods and 
services 

Creates problems of choice 
Ways family members contribute to family income 
Becoming good buyers 

Utilizing knowledge and skills in sharing home 
responsibilities 

Gaining knowledge and developing skill 
Tools that aid in , money management 
Planned design for spending 

I'Jhat families spend money for * 
Recbrd keeping » ' ' 

Handling money 

Bank accounts 

Cash 

Method of paying for purchases 
Cash (current salary, savings) 
Credit 



4G 
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MAJOR CONCEPTS TO BE EMPHASIZED: 



Understanding the meaning of management 
Management ^ 



/ 



BEHAVIORAL OBJECTIVES: 



jreciat-e the place of management in family life. 
Develop a workable definition of management. 
Recognige Qome effective practices of management. 
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Subject Matter Content 1 
Generalizations | 


Learning Opportunities 
and Resources 


Evaluation 
Procedures 

^ ' 


l-/hat is Management? ^ 


c 




Management is skillful* 
use of resources in 
order to attain certain 
goals. 


Introduce management with a story 
of teenage activities that involve 
some management abilities. 
Book 15 

Q 


Students under- 
line all phases 
of the story 

depicting a 
management 
process. (This 
could serve a3 
a pre- test) . 














* 
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Subject Matter Content 
Generalisations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



V 



Management can be 
learned . 



Management is studied 
for the purpose of 
increasing one's 
managerial ability. 



Read assigned materials explaining 
efficient management processes. 
Book 15 



Find some family situations using 
ineffective management processes 
(allowance, care of clothes, study 
habits). Analyze and point out the 
lack of planning. 



Plan several family management pro- 
blems. In groups of f ourj two 
students will be management con* 
sultants , and two will be the 
listening team. Consultants: 
analyze problems. Listening team: 
evaluate processes. The same ' 
problem may be given to more than 
one group to see how each group 
reacts. 



Suggested Plan <? 

Management Problem- 
Consultants' plan- 
Listening team criteria 
Effective points: 
Possible improvements • 

Class discussion 

l^y did same problem have 
different plans for solving? 
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Write a descrip- 
tion of a person 
considered to be 
a good manager^* 
defend statement. 

List ineffective 
management pro- 
cesses and tell 
how to 4evelop 
into desirable 
management 
practices . 

Wi^ite a summary 
of points in- 
volved in ef- 
fective manage- 
ment : 

Worlcable de- 
finition 
Management 
practices 
Vlhy ef- 
fective 
management is 
desirable 
Other ^' 



150 



MAJOR CONCEPTS TO BE EMPHASIZED; 



Understanding the Meaning of Management 

D 

Valuea and Goalg 
'Standards 
Resources 
Decision-Making 



BEHAVIORAL OBJECTIVES; 



Understand the meaning of the five basic elements of management. 

Apply the five basic elements of management into personal living pattern.- 



Subject Matter Content 
Generalisations 



Learning Opportunities 
and Resources 



Evaluation 
procedures 



Management y^tisfa^ion 
is individfual, depend- 
ing upon the placement 
of values, goals, 
standards, the use of 
resources, and the 
ability tp make 
decisions . 



Values are: 

the ideals and 
principles by 
which one lives, 
important ideas 
in life. 

guided which tend, 
to give direction 
K to Hfe. 

Goals are: 

specific aims and 
objectives that 
grow out of values 



Teacher or stu<fent use jLdea given 
belcJw and prepare a bulletin board: 

J Conceptual diagram 

^ Values 
* Goals 
Management ^—Standards 
^"Os. Resources 



Reso 
\ Deci 



8 ion-Making 



Participate in buzz groups to write 
the meaning of the first 3 basic 
elements of management. 

Exacgple: 



Terms our definition^ illustra- 
' " tions 



Value. 
Goal ^ 
Standard 

^Defi'niiffons class decides upon; 



Define terms 
value, goal / 
standard. 



Write one personal 
and family example 
for each term. 
(Keep papers so 
students can 
determine whether 
their under-^ 
standings' change 
as the unit 
progresses . ) 



l\51 
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Subject Hatter Content 
Generalizations 



Learning Opportunities 
and Resources 

1^ ^ 



Evaluation 
Procedures 



desired results ot 
aims . 

what you want to* 
do, to be. 



A Standard is: 



the quality or 
degree of ex- 
cellence desired 
by an individual 
for his own sat- 
isfaction, 
an accepted model; 
way in which one 
is expected to 
live. 

an acceptable 
level of per- 
formance. 

more specific 
than a value or 
goal and is 
definitely re- 
lated to some 
particular thing 
or a tea. 



Resources are factors 
available ot in re- 
serve for use in 
achieving goals. 



Make conclusions to Sferify the 
meaning of values, g^|||s, and 
stalndards. e,g. . val&j^ ^re^ "what 
people hold dear" - an^^jj^e '*why" of 
management; goals ar^^S^ ol 



management, or the er 
effort is directed, 
the degree of quality 
well" or measurement 
in relation to values 

Book 4 

Pamphlets 4, 7 
Curriculum Guides 1, 



1 toward which 
[ standard is 
[pr the "how 
I ma n a g eine n t 




React to the question: 

What do we possess or have 
within our environment that 
will help us to achieve some 
goals we have in mind? 

List on chalkboard and categorize. 



Define resources. 
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Examine a list of- 
values, goals, and 
standards important 
to their age group, 
and/^or family. 
Identify each and 
shqw the progres- 
sive development. 
(Key this to 
learning oppor- 
tunity,). 

Example 

Value Knowledge 
and under- 
standing 
Goal - College 

education 
for 
/ children 
Standard - Children 

apply 

them- 
selves 
to their 
potentia 

Students analyze 
a short story, or 
soap opera de- 
noting values, 
goals and 
Standards of 
characters . 

Use personal and 
family goals 
written previously. 
List resources you 
possess or have 
'^within reacji that 
will help you 
achieve these 
goals," 
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Subject Matter Cont€;nt 
Gemer a 1 iz a t ions 



Decision-making is: 
^ Making choiceis, 

* Determining what is 
best to do under 
given circumstajices 



The basic elements of^ 
management include ' 
go^ls, standards, 
resources , and 
decision-making which 
^re primary in. all the 
acfi?ivities of one's 
life. 
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Xfearning Oj^ortunities 
and Rei^ources 



Decide "What Should «I Do?" Plan a 
decisioft-making problem which con- 
fronts teen-agers. Students suggest 
solutions. 

Students write or relate some def- 
inite decisions they and/or the 
family have" had to make withih the 
last week. 



Complete bulletin board to 
summarize the five basic elements 
of management 

Values-Clothes for tn^ 

) /^Goals-Lots of them^ 
— Standards-Look like me 
" >^\Resources-Shop and plan 

\ Decision-Making-Buy or 
Make 
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Evaluation 
Procedures 



if)! 



Based on the 
decisions 
^students have 
had to mak^ 
for themselves 
-or those the 
family have made,' 
express ideas on 
p.aper • 
Were th^ 
decisions wise? 
Wh4t did you 
base your 
decision on? 
Were you in- 
fluenced by 
others? 

Which decision 
Would you 
change? 

What would you 
do instead? 
Others 



MAJOR CaNCEPTS TO BE EMPHASIZED: 

Understand the meaning of management 
Values and Goals 



BEHAVIORAL OBJECTIVES: 



Relate managerial skills to individual and/or family goals and values. 



Subject Matter Content 
Generalizations 



Values develop from 
experiences in the 
home, school, church 
and community. 



Values influence all 
the activities of an 
individual 's life. 



Jjearning Opportunities 
and Resources 



Use transparencies or reading 
materials to stimulate thinking and 
to present infuinuaLion. 

What are some of your values? 

Where do values come from? 

Transparency lA 
Periodicals 2, 4B ^ 

Determine what man values in life. 
Compile a list from class response. 
Students may add to the list already 
begun in previous evaluation. 

Appendix A 



In small groups, read, discuss, and 
report to class ideas concerning 
values : 

Values influence our action. 



Evaluation 
Procedures 



List personal 
values . 
Determine in- 
fluencing 
factors . 

Appendix A 



Students write 
personal 
activities in 
relation to 
their values and 
inf Inencirig 
factors . 

Appendix A, 
Part ^V 
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Subject Matter Content 
Generalizations 



Learning Opportunities' 
and Resources 



Evaluation 
Procedures 



Values can be ranked 
in their order of 
importance. 



Values and goals icay 
be similar as well as 
different for each 
individual and for 
each family. 



"VJe pay a price for what we 
value . 

A value, is a motivating process. 
Standards of right ^nd, wrong 
s ^ parallel moral values. 

Mature social values include 
concern for the needs of others, 
Values may be positive or 
n(ggative. 

Transparencies lA, IB 
Periodical 2 

Discuss priority rating of values, 
considering the most important 
first value and arranging values' 
in the order of'^ importance , 



Discuss the choice of one value over 
another when grouped in pairs. Give 
reason for choice. 
Example: 

Financial Success - Honesty ^^I will 
not lie or steal to make money." 

Transparencies lA, IB 



Give specific examples of how 
different individual and famij.y 
goals affect spending. 

Role play situations involving 
family members as they made decisions 
on a given subject. "What values and 
goals are reflected?" 
Pamphlets 4A, 4B, 4C 
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From students* 
value list, ask 
"What do you 
value most?" 
Number in 
order- of im- 
portance ' the 
10 values in 
priority. 

Appendix A 

Students arrange 
the 10 priority 
values in pairs.. 
Choose one value 
from the pair by 
underlining the 
word/ s . Give 
reasons for 
choice . 

Write some ways 
that values and 
goals are ex- 
pressed in: 
your home 
the money you 
spend 
"^your future 
plans 

the car you 
drive 

your activities 
your clothes 








Subject Matter Content 




Fva li!^if""frm 

CjVciXUClL. XUll 


Generalizations 


and Resources 

■ ■ 


Procedures 


• 




t* 

your associates 




* 


grades in schoo 






r L OIIl li.oL OL 












previously 






compile into 






z groups - 






Q^TTl^laT' ilnH 




< 


H^ f ^OT'ont" 






\7ii 111 fSlQ 

V a ^ u ISO • 


Individual values and 


^ Give example - **pretty- clothes be- 


Students V7rite 


goals may change , 


fore marriage vs. furnishings for 


and defend 


through experience and 


L.11C H^/W • vVlljr lloV^C illy VCiXUC9 




maturity. 


nH Pn/i 1 51 pVi^i nffpH 7 








Pi nH fyoP 1 <l 




Discuss reasons for changes. 


1 




I'Jfh ^ f'h -wnii 1 d vnii phoosp* An 




* 


o o n Q 4 \7 o ot" ■ino'VrtonD 4 \t o t/f o /I /I no*? 
cit,pciiaJ.Vc (J I. i. iicjvpclio i. y c WcUUi.Iig; 






Wliy; UJ-oCUoa ULllCL diui.ces Ueiseu 






on va. 1 IIP s 




Family goals and 


Speaker - '*How society may change 




values usually change 


the values and goals set by a 


which are 


with different stages 


family;*' 


typical of 


in the life cycle. 




a ixxerenc 






o #~ Q rr A a i t\ 
a LoLgeS Xil 




rftr - ' 
1. 


^hp 1 -{ f P 

L lie i. i. i. <C 






eye 1 e . 






Aoiv o LUvicnL.S LO 




fami i_v resonnsi HI 1 *l pa ^ n p^ipVi 


i.UcilLi.J.y ,LIlc 




cvcle 


Qt~^cyA f •FxlTTl^ 1 \7 


, - . \ 


Transparency IS 


life her family 






is in. "l^fhat 






are cne de- 






mands on iiQ. 






family income 






nov7 1 




Clarify the meaning of 


Develop prd-" 


members contributes 


QrlOT't" — t"P 1*111 CTO A 1 Q 
a IIU L L. L. C L 111 gUa X 9 


gressive diagrai 


to the setting up and 


1 oncT— t" PT*iTi crnsi la 


using cne o 


reaching of family 


intermediate goals. 


types of goals 


goals. 


Establish reasons why each f^Jmily 


and determine 
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Subject Matter Content 
c Generalizations t 



Learning Opportunities 
and Resources ^ 



Evaluation 
Procedures 



Organizing activities 
can help promote 
success in achieving 
goals . 



Values and- goals of 
the individual and 
family level are* 
affected by community 
and national values. 



Values and goals in- 
fluence every aspect 
of living including 
the way money is 
earned and used. 



Flearibility in 

standards: 

may help a family 
to adapt to chang-^ 
ing circumstances. 

allow families to 



member should understand the goals 
of all, ijidividually and as a family 
unit. 

Book 16, Pamphlet 4D, Appendijj;.,. A 



Establish guide lines for planning 
how tp achieve goals. - 

.Appendix A , 



Committee reports: 

"Values and Goals in America 

Yesterday, Today and Tomorrow" 

"Citizen Values - Backbone of the 
Nation" 

"Values'^in the U.S. Compared with 

Values in " 

(other Areas of the worldX 

Pamphlet 4D 

Giye specific example of how ^ 
family goals and values affect * 
spending. 

How do you get your money? 
How does your family get its 
money? 

How many vocations are represented 
in cl^ss? 

Discuss: 

how students set/^^standards for 
themselves. 

how parents set certain 
standards at home in the 
care of the home, and in the 
behavior of family, members . 
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the step- by 
.step process in 
attaining 
or 

Set up plans 
for reaching 3 
of your nuJst 
important goals. 

Using the guide- 
lines for orga- 
nizing activities, 
develop plans for 
a9hieving 2 or 3 
short- terra goals. 

Analyze state- 
,ments: 

How our nation 
affecta our 
values. 
The effect vje 
have on our 
nation. ^ 
International j 
effect of ' 
values and 
^goals . 

Students show 
how 5 items 
purchased 
recently re- 
flate to their 
goals and 
values . 



Subject Matter Content 
Generalizations 




live by their own 
values rather than 
those set up by 
society. 



/ 



1 ^ V 



The economic- system in 
the United States 
makes possible a high 
standard of living. 



Learning Opportunities 
and Resources^ 



How do standards influence manage- 
ment of activities? (example: 
home baked cake vs. ready baked) 

Discuss how flexibility of 
st^dards may enable a family 
to ^djust to ^change (examples: 
homemak^r who must hav^ an 
immaculately clean house i^ un- 
happy if standard is not reached. 
Importattce of being able to ^ad- 
just when family situation changes -= 
new baby, sickness, etc.). 

Curriculum Guide 4 

Di^cuas: The economy in the U. S. 
in comparison to under developed 
countries. 

Film lA 
Explain: 

^Standard of living - level at which 
families aspire to live. 



Leval ,of living - 



= 1 at which 



families actually do f^ive, based on 
ability to manage money and other 
resources. Book 16 



Evaluation 
Procedures 



0 
? 



List standards 
of living based 
on the U. $j 
image. ^ 
Parall<5jl with^ 
student level 
of living'. 
VThich level is 
student happier 
with? 

Written test^ 
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MAJOR CONCEPTS TO BE EtiPHASIZED ; 

/ Y 

Understanding the meaning of management 

Standards - Kinds 
Standard of living 



Understand the relationship betxjeen standards of society and those 
established by Individuals and families. 

Relate the level of living in families with the economic system of 
the nation. 



Subject letter Content 
Generalizations 



Individuals and 
families are in- 
fluenced in the 
development of" their 
standards by the 
society in which they 
live and by their own 
values and available 
resources . 

People who are in- 
secure, and not sure 
of their own values 
are usually the ones 
who place value on 
conventional standards . 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Determine, define and discuss two 

kinds of standards: 

Conventional: fixed and 
acceptable to a large social 
group. 

FicKible: deviation from a 
fiisced standard, usually based 
on, a changed value. - 



Write standards 
practiced in 
the home v;hlch 
students con- 
sider to be 
conventional and 
flexible . 
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mjoi^Qm^?TS TO m_jmMsum: 

Understanding the aieaning of management 

Types vof resources 

* ■ W 



\ 



Understand th4 types of resources available to families for managing 
their money. 

Use available i|esources wisely. 

Identify the relationship betx-jeen human and non--human resources. 



Subject Matter Coi|tent 
Generalizations 



Family -resources arle 
those hum^n and nonV 
human means available 
for achieving personal 
and family goals. ^ 

s 

Human resources ,are 
knovjledge, skills , 
abilities and ' \ 
attitudes which ^ne 
possesses . 



Non-human resources 
include time, enei^gy 
and health. 



Learning Opportunities 
and Resources 



Evaluation 
procedures 



Discuss the two types of family 
resources . 

Busz groups - list human and non" 
human resources each person in the 
group has. Discuss resources in 
relation to: 

different cultural backgrounds 
dif f.erent occupational back" 
grounds. 

List number of services you perform, 
such as setting your hair, pressing 
your clothes. Estimate money value 
of these services^ Consider other 
members of the fairiily and how they 
supplement the income through their 
services and resources. 

Transparency ID 
Watch Film 3. 



Keep record of 
resources used 
for one week. 





Money 


Hutnan 


Value 


Non- 


Money 


Human 


Value 



Analyze results/ 
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Subject Matter Content 
Ge ne r a 1 i 2 a t i o ns 



Learning Opp€)rtunities 
and Resources 



Evaluation 
Procedures 



Management of re- 
sourceo is a skill 
to be developed and 
applied from early 
childhood through 
the adult years'. 

Resources ar.e most 
valuable when 
utilized wisely. 



Set up standards/ for a good debate. 
Students present/ a debate: 
Side I - Human i^esources are more 
important in forming attitudes 
toward and methpds of money 
management . 

Side II - Noti-human resources are 
more important} in forming attitudes 
toward and methods of money 
management . 

(Emphasize at fend of debate the 
importance of /both types of re- 
sources 



/ 



Transparency 

Discuss how d person's goals, 
values, and Standards can be 
seen in the /way he balances his 
4jivestment ^f human and non- human 
resources. 



Give examples involving recent 
purchases 'or* activities that 
illustrate how resources were 
utilized wisely. Example: 
Buying jeyelryj^r dating 
activitij^^ at ^ome. 

Book 11 



/ 



Evaluate debate 
by students who 
observed the 
presentation 
using standards 
developed by 
class members. 



Teacher observe 
how students 
utilized re- 
sources from ' 
examples pre- 
sented . 



V 
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MAJOR CONCEPTS TO BE EMPHASIZED; 



Understanding the taeaning of management 
Characteristics of resource© 



BEHAVIORAL OBJECTIVES: ^ 



Identify limited and ^nterre 
Anolyze given situations and 
developing resources in thes 



lated resources. 

identify possible ways of 
e situations. 



Subject Matter Content 
Generalizations 



Resources are limited 
and interrelated in 
problem solving. 



Learning Opportunities 
and Resources 



Define limited and interifelated 
resources. Explain how and why 
resources are limited, Book 16 
Take » inventory of resources 
available to you, Describe a 
personal situation^ in which you 
have participated where management 
of resources appeared effective. 



Evaluation 
Procedures 



Discuss how the resource **money" can 
be converted into skills necessary to 
njake up for limited time and energy. 
Example: Woman employing help weekly 
wh;ile working outside the home. 
Bo0k 16 
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Set up a pro- 
blem situation 
for students to 
analyze showing 
effectiveness ^ 
of management 
of resources. 
Record re- 
sources you 
have avail- 
able to use 
in reaching 
your goals. 

Each student 
list vjays she 
used her own 
resources at 
home. 



lOO 



MAJOR COKCEFTS TO BE EMPHASIZED: 



Understanding the saeaning of management 



Human reoources 



BEHAVIORAL OBJECTIVES: 



Relate husmn resources to management. 

Plan alternative methods of developing huffi:an resources. 

Analyze your husaan resources and how they relate to personal goals, 

values and standards. 



Subject Matter Content 
Generalisations 



Learning Opportunities 
and Resources , 



Evaluation 
Procedures 



Human reoouircea include 
time, energy, ability, 
knowledge and skills. 



Give examples where time and energy 
have saved money and vic^ versa. 
Plan a time schedule for one day. 
Include scheduled activities, study 
time, leisure activities* 

Keep a record of time spent on 
activities listed above. 



List special skills. or abilities 
which serve as resources. 
Explain how you would use your re- 
sources in meeting a specific need 
or want. 

Transparency IC 



Write ways, 
time could be 
saved in daily 
activities . 
Keep a record 
of time spent 
on activities 
listed above. 
Evaluate time 
schedules. 
Make changes. 
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Subject Matter Content 
Generalisations 



> 



Learning Opportunities 
and Resources 



Panel discussion - **How to manage 
time in homemaking and other 
activities.!' 

Prepare bulletin board ^'Resource 
VJheel'' 

Girl .in center with rim of 
wheel divided in sections. 
On each section wtite one 
of the fol lowing : money 
and credit, time, energy, 
materials, skill and ability, 
knowledge aiid attitudes and 
personality trait^s. Use . 
wheel to show how ea<^h person 
in group uses thes-e Resources 
to get what i 3'^ wanted . Change 
picture on wheel to a picture 
of a family group. 

Demonstrate how you can substitute 
one resource for another. Example: 
A girl with limited money wanting 
an evening dress^ might make thte^ 
dress thus substituting her ability, 
energy, and time ifor money. Book 1 

Identify some goals of teenagers. 
E-xample: -Basketball Player 



Evaluation 
Procedures 



Keep a record 
of how you spend 
your time for a 
week. Analyze, 
record and list 
goals^to be 
achieved. 



Analyze the iTse 
of energy to 
obtain, goals . . 
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MAJOR CONCEPTS TO BE E^g^HASIZED; 



Understanding the tsieaning^of management 
Mafterial resouri^ea 



BEHAVIORAL OBJECTIVES; 



Recognise the material resourcaa^avQllable to you and your family. 
Understand the relationship of material resources to money. 



ERIC 



Sub ject^Matter" Content 
Generalizations 



Material reaouroea 
include: 



' Community facilities 

and services. 
* Houses and 
equipment, 

De^riding whether to 
use human or material 
resources ijavolves 
consideration of 
fiunily values and . , 
standards'. 



Learning Opportunities 
and Resources 



Compile a list of family and 
community facilities available to 
expand h^iman resources. Book 12 
Present a -report on those resources 
being used to achieve goals , which 
they could be using and which are 
of no use to them at the present 

^time. ^ ' , 

Interview pepple who „ have reached 
their goals. Ask them which re- 
sources they need to reach theit 
goals. LiSt t^o;se resources which 
you are going to have to develop in 

.or^der to reach your goals. - 
Discuss some ways of assessing the 
amount of resources in relation to 
other resources influencing decisions. 
Transparency IC 

Speaker. /^How Teens Can be of Service 
to the Community. Plan to partici- 
pate in a community activity such as 
March of Dimes campaign. Conduct a 
survey: Ask your family and friends 
for suggestions of community facil- 
ities and services of help available 
in your community. Book 4 . 
165 



Evaluation 
Procedures 



Have students 
react to 
speaker. 



\ 



Subject Matter Content 
Generalizations 



Learning Oooortunities 
and Resources ^ 



Evaluation 
Procedures 



Human resources m^y 
be used interchange- 
ably with marterial 
resources as a means 
of extendi^ng family 
income . 



Make a survey of leisure time activities 
available in community at little or no 
cost: library,' music,- art, travel. 
Hov; could these resources help member^ * 
reach some of their goals? 

Invite a resource person from a public 
utility^ or ^a. company which supplies 
service to discuss care and maintenance 
of household equipment. Bring to class 
examples which indicate care or main- 
tenanci^ given a possession influenced 
the lifi^ or the use of tjie item. 

Transparency IC 



MAJOR CONCEPTS TO BE EMPHASIZED ; 



Understanding the meani. 
Characteristics of d 

BEHAVIORAL OBJECTIVES f 

Identify characteristi 
Increase understanding 



ng of management 
ecisions^ 



s of decisions affecting teen-agers, 
of the decision-making process. 



S.ubject Matter Contept 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Creative decision 
linking is a function 
of interrelationship 
of knowledge. 

Disadvantages as well 
as advantages are 
usually inherent in 
the decisions involved 
in a decision or 
choice. 



Describe a. personal situation requiring 
a decision: "Shall I go to college?" 
"Shall I work after school hours?" 
Transparency IC 

Prepare a bulletin board - "Steps in 
management", to show characteristics 
in decision-making. 

Brainstorming session to get students 
to identify problems, present alter- 
natives, examine consequences and 
solutions. ' Book 16 
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Subject Matter Content 
Generalizations. 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Decisions made by an 
individxial and by 
families in the manage- 
ment of their resources 
usually affect the kind 
of living they have. 

In Weighing alterna- 
tives, a person antici- 
pates thfr> out- come 
associated with each 
possible choice. 

Experiences in making 
decisions about money 
can help people develop 
judgment in using their 
Tnqney . 



Speaker: Manager of Department or Food 
Store - show students how problem solv- 
ing steps involved in decision making 
are related to steps in the administra- 
tion of hi-s business. Emphasize - 
steps are usable for person in making 
any kind of decj.sibn or choice. 
Discuss how learning the habit of 
rational del:ision*making contributes 
to satisfying management. Point out 
that the different steps in decision- 
making are interrelated and further 
study will show how they are inter- 
related.,^ Example: Relate decisions 
to making money. 



MAJOR CONCEPTS TO BE EMPHASISED: 
Understanding the Meaning of Management 
Financial Decision Making Process 

BEHAVIORAL OBJECTIVES: 



ERIC 



'Identify possible solutions to i problem. 
Develop ability to make decisions with lasting satisfactions. 
Develop a sense of values where money ^s involved in one's life. 
Realize how individuals and families rationally^^make meaningful 
decisions concerning money. , r 



^Subject Matter Content 
Gfeneralizations 


Learning Oppprtunities 
and Resources 


Evaluation 
Procedures 


Xo make a decision one 
needs to be able to 
look at possible ways 
of solving the problem 
to achieve his goals. 


Ask students to read Belles on Their 
Toes or Cheaper by the Dozen by 
Gilbreth and Carey. 

Discuss <how decisions ean be made. 
Book 12 

Pamphlets IB, 5 
Transparency IC 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Eijaluation 
Procedures 



In weighing alterna- 
tives, a person usually 
searches for, weighs 
and determines the moist 
relevant choice'. 



The choice is the 
decision one makes^ 
after carefully exam- 
ining several courses 
of action. 



Set up guides for high school girls to 
follow in making decisions. 
Use role playing to dramatize decision 
iaaking. Transparency IC 

Analyze a situation to recognize the 
need for taking action and then making 
decisions in regards to the action. 
Use as examples: 

"A picnic has been planned for 
ten o'clock Saturday and I'm to 
mak<5 sandwiches." 
"School begins at 8 and there is 
a penalty for tardiness." Book 16^ 

Present skit "Multiple Decisions." 
Discuss factors influencing choice 
of cosmetic items. Pamphlet 2. 

^ 

Game: Distribute play money to each 
class member for use in deciding what 
to buy for $10 and $500. List pur- 
chases and determine values and goals 
involved. List values in one column 
and goals in another to show relation- 
ship of values to goals. 



Discuss the saying, "It's just a 
gamble because I don't know much about 
it." - . . 

Role play tliis situation: A girl who 
is selecting a dress can better predict 
the quality if she understands and uses 
information given on labels, if she can 
recognize fabric quality desirable for 
Mse of the garment, and if she can 
recognize durable construction. 
Transparency IC 

Make a list of the wants and needs. . 
Analyze these in terms of values. 
Book 3 



Make a list of 
personal goals 
that are im- 
portant at this 
time, arranging 
in the order of 
importance . Keep 
vjist for future 
plb^qning. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
* and Resources 



Role play a family council. Decide 
whether to buy a television or take 
a trip. 

Discuss values cherished most by the 
family. Transparency IC 

With the family decide on some goals 
in terms of lasting values, consider- 
ing alternatives. Book 15 

List on chalk board steps of scien- 
tific problem solving to the solu- 
tion of any problem. 

Use role playing to dramatize deci- 
sion-making - couple planning cost 
of first child or pros and cons of 
wife working outside the home. 

Discuss the practice of many women 
"shopi^ng around" before making a 
purchase . 



Clarify process of weighing alterna- 
tives by applying this step in deci- 
sion making to the folloxfing example; 
*^The gi*rl who is selecting an evening 
gown shops at various stores consider- 
ing possible dresses, comparing each , 
as to cost in relation to qualities 
desired, anticipating the outccme of 
each choice". Purchase a personal item 
for yourself following steps in deci- 
sion-making prodess. Bring to class. 
Prepare a written report on the item 
selected. State reasons for selection 

Present a skit showing a teenager 
faced with a difficult situation. 
Divide the class into small groups. 
Let each group make the decision. 
Appendix B 
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Evaluation 
Procedures 



Students identify 
choices 'they must 
make in school 
life. 



Compare resultia 
of the various 
groups . Weigh 
the advantages 
and disadvantages 
of each decision^ 



ERIC 
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Subject Matter Content 
Generalizations 



Evaluating the results 
of a decision is im- 
portant in preparing 
one for future deci- 
sions . 



Learning Opportunities 
and Resources 



Financial decisions 
widely used by fam- 
ilies often require 
specific knowledge 
and information. " 



Use examples of weighing choices, such 
as considering different vays class 
members may use an *af ternoon, weighing 
the possible outccme of each choice. 

Set up criteria for evaluation deci- 
sions. Class discussion 3nd reaction 
to the following statements: 

Choice in buying practices may 

be influenced by advertising . 

Promotional devices are designee! 

to appeal . 

Use of available guides can help 
in making choices . 

a. governmental choices. 

b. private enterprises . 
Write to companies that advertise 
statements of test requesting methods 
and validity of testing. Compare 
price of an item such as hair spray 
in all major stores in the community. 
Pamphlets lA, IB 

Transparency IC 



Evaluation 
Procedures 



Keep financial records of daily and 
weekly expenses. 

Speaker: Banker talk on sayings 
accoutit . 

Make a list of all the sources in the 
community where people can obtain 
specific information to help them 
make financial decisions. . . 

Transparency IC 

Tape interviews or panel discussion 
with three couples to determine how 
they make consumer decisions con- 
cerning saving: a young married 
couple, a middle aged couple and a 
retired couple. 

170 



Use problem to 
check achieve- 
ment . 

A newly married 
couple have an 
income ot $8000. 
The assets are 
a car, refrigera- 
tor, 'and stove, 
i.. List good 
purposes 
for borrow- 
ing money. 

2. VThat other 
- ' course of 

action are 
open to 
them? 

3. Decide what 
you would do. 

Evaluate decisions 
using criteria class 
developed. 
Appendix B 



Summarize by writ- 
ing your reaction 
to talks by couples 
in different family 
cycles . 
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MAJOR CONCEPTS TO BE EMPHASIZED: 

Management of money in families ^ 

Family feeling about money 

Cost "of an indiCidual to the family 
. Worth of an individual to the family 



B]£HAVI0RAL OBJECTIVES: 



Contrast fe<^ling about money in relation to values. 
Comprehend the' monetary responsibilities that parents 
have for family pianbers. 

Appreciate the importance of each person irfiithe family. 



ERIC 



Subject Matter Content 
Generalizations 



The value placed on 
money varies with 
individuals and 
families . 



Due to th& rising cost 
of rearing children, 
more effective managie- 
ment of moriey may be > 
necessary if families 
ate to -reach their 
goals, . 



Learning Opportunities 
and Resburces 



Discuss the foltowiiig cliches: 
"Saving for a rainy day** 
"You can* t take it with you" 
"Can't have your pie and eat if, too" 

Discuss the attitude: "It iBn*6 how" 
much money or material possessions we 
have, but how we* feel about it." 



Establish some dollar costs on rearing 
children. Discuss what USDA economists 
report: ^6, 000- $10, 000 family income, 
will spend $19 , 360-$25 , 000 to raise to- 
day's one year old to age 18. 
Poorer families will spend less and 
richer families will spend more on their 
children. 

Plan activities to determine: amount of 
money spent in rearing children; affect 
by family values, income, community; fi- 
nancing family emergencies; what is in- 
cluded in "rearing'a child**; resources 
other than money and how children them- 
selves might help defray cost. 



Evaluation 
Procedures 
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Write your family 
philosophy con- 
cerning attitude 
toward money. 
Does it differ 
from other 
students ' 
philosophy? 
Why? 

.With parents 
help students 
estimates amount 
parents have 
spent to date 
on her. 

Given specific 
family situations , 
each student com- 
pile goals and 
services the 
family will buy 
fq^r individ^ual 
children, and 

estimate the 
cost . 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Each family member is 
considered of worth, 
other than monetary, 
to the family. 

Appreciation expressed 
by family members for 
each othef^s contri- 
butions can add to 
family Sratisfaction. / 



Establish ways family members 
appreciative one to the other regard- 
less of monies involved. 



Panel composed of Mothers and students: 
DiscuaTs the worth of each family 
member from several assets (spiritual, 
moral , etc . ) . Determine responsibil- 
ities children have to their parents 
and the responsibilities parents haVe 
to their children. Book 2 

Small gjj-oups plan and present skits to 
the class, interpreting the. student ' s 
understanding of attitudes and feelings 
tovjard money ^ and the appreciation they 
have for family members . 
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MAJOR CONCEPTS TO BE EMl'HASIZED 



Management of money in 

Use of money to a(: 

BEHAVIORAL OBJECTIVES: 



amilies 

hieve family goals 



Identify the needs of f.milies and individuals for money management 



Subject Matter Content 
Generalizations 



Learning , Opportunities 
and Resources 



Evaluation 
Procedures ^ 



Money management is 
the process of plan- 
ning evaluating and 
when necessary, re- 
vising the use of 
income . 



Consider this question: Has your 
family or neighbor ever had anything 
repossessed? 

Read the newspaper^ brdng to class 
articles which indicate the need for 
money management , " 
Examples: 

Loss of home 

Reposs^^'ion of car 

Theft on money 

Loss of credit 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



The ability to manage 
money and other re- 
sources increases the 
needs, wants, and 
goals that may be 
satisfied with a given 
income. 



WriLe the name of: 

One item you have bought and have 

been very pleased with. 

One item you have bought and have 

been unhappy with. 

VJhat made the difference? 

Study available references on the need 
for money management. Books 15, 16 

List the things your family uses money 
to pay for each month. 

Ask your mother the procedure she uses 
to keep vjithin the family's income. 



Effective money manage- Study available references on the need 



ment can help provide 
'for the physical and 
mental needs of family 
members . 

Management of money 
rather than the amount 
of money' is often 
responsible for satis- 
factions within the 
family group. 



for money management. Book 17 



Make a list of some physical and 
mental needs Involving money manage- 
ment . 
Example: 



Physical Needs 



Food 



Mental Needs 



Education 



Discuss: •How is money management in- 
volved in satisfying these needs? 

What are some needs which do or do not 
require money? 

l/hat are some needs which are directly 
related to personal and family money 
management? 

Justify the relationship between money 
management and physical and mental 
needs . 

List some money management practices 
to use in meeting mental needs. 

173 



Analyze a given 
probl<Gm situation 
regarding money 
management . 
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MAJOR CONCEPTS TO BE EMPHASISED: 
Management of money in famili^a 

Use of money to achieve family goals 

It 

Basic needs: 

Food, clothing and shelter" 
Love 

Protection and oecurit^ 
Self --realisation 

BEHAVIORAL OBJECTIVES : 



Relate family gaals to the use of lEpney. 



Subject Matter Content 
, Generaligations 



Food, clothing and 
shelter are basic 
needs of man, 

Man continually plans 
ways to use his re- 
sources to meet the 
three basic needs. 



Every person needs 
protection and 
security. 



Learninig Opportunities 
and Resources 



Prepare bulletin board on ''Man's Basic 
Needs," Discuss man's basic needs. 



Identify some ways which can help man 
to utilise his resources to meet his 
basic needs. ' 



Discuss how these ways can be used to 
manage money more effectively. 



According to psychology, an individual 
not only needs physical and economical 
security but also emotional security. 
Book 16 

Charlie Brown describes it as being 
"one of the gang." Role play this 
idea. 



Evaluation 
^Procedures 



V/rite ways you 
and your family 
plan for and 
use resources 
for food, cloth- 
ing, and shelter 

Essay type test 
on the basic 
needs of man. 
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Subject Matter Content 
Generalisations 



Protection of man in- 
cludes safety from 
physical harm, disease, 
,and destruction. 



Families pay patt of 
their fax dollar for 
protection. 

Economic security is 
one part of the total 
protection of the 
family. 



What families do to 
create economic 
security is an indi- 
vidual matter. 



Every person has a 
need for **3elf- 
realization. " 



Self-realisation, an 
investment in self 
and in others, takes 
time, ei^ergy, knowl- 



edge and money. 



Learning Opportunities 
and Resources 



Survey your cornmunity for the dif- 
ferent kin^s of protective agencies 
"in it. 

List and discuss the protective 
agencies on state, national- and 
international levels . 



Invite a resource person from your 
city government to discuss protection 
and security provisions. 

Study available resources. Discuss 
the kinds of economic securities 
which can give protection to the 
family. * 



Evaluation 
Procedures 



Identify some ways families achieve 
security. 

Examples : work, savings , investment! 
insurance, etc. 

Study references . Books 14 , 16 
Explain the importance of self- 
realization. 



Discuss: How one can invest in him- 
self and in others. Give examples. 
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Group debate on: ' 
The sense of 
security you feel 
from having pro- 
tective agencies, 
or should one 
take them for 
granted? 



React to: 
I'/hat type of 
economical 
security would 
you recommend 
for a young 
couple vjith . 
small children? 
I'/hat protective 
securities does 
your family have? 
Support your 
answers with 
rational reason- 
ing. 



Write a paper on 
what self-realisa- 
tion could mean tt) 

""'■■/ 

Anaiyze: How much 
are you willing 
to give of your- 
self in trying 
to obtain Q^elf- 
realization. 

■ /\ 



Subject Matter Content 
Gene^ralizations 



The process of becoming 
a self- fulfilled person 
in on- going. 



Every person needs to 
love and be loved in 
order to feel secure. 



Research findings 
show that when some 
children were giVen 
^11 of the three basic 
needs (food, clothing, 
and shelter) and no 
love or companionship 
they died at an early 
age. ^ , • 



Families express love 
and show affection in 
different ways. ^ 



Love motivates a ^ 
person to use his 
resources to give 
pleasure to his 
family and friends. 



Learning Opportunities 
and Resources 



1. 



Suggest ways of oHaiijing self- 
realisation: \ 

l^y should one work for self-realisa- 
tion? 



VJrite a definition <&f love after 
reading 5 referencesi^. Discuss some 
television connnerciaXs concerned with 
love. 



Discuss: Is love a basi^ 
What does^- it do for us? 



need? Why? 



List some different ways of express- 
ing love and affection by ifamily 
members. 



List some things t^at your parents 
do for you because of their love " 
for you. List some things you do 
for your family or friends because 
of ' your love for them.* 
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Evaluation 
Procedures 



List five activ- 
ities that are 
bringing about' 
self- fulfillment 
for you. 

Collect 5 dif- 
ferent definf- 
tions of love. 
Determine the 
psychological 
effect of using 
the term **love" 
in TV commercials. 

Cite casea you 
have known where 
children were 
not loved . Mow 
did they react? 
Read^ and report 
on one research 
study showing 
the importance 
of love in giving 
a feeling of 
security. 

Observe person- 
ality traits in 
people who give 
love and receive 
love . Summarize 
the major traits 
in a written 
^er . 



Subjecct Matter Content 
Generalisations 



Learning Opportunities, 
and Resources 



Evaluation 
Procedures 



Sacrifice is one way 
of expressing love 
for others. 



( 



Discuss: 

The kinds of sacrifices one mkes. »^ 
(personal pleasure, material goods, 
etc.). 

The act of sacrificing personal 
resources enrichs one's life or helps 
in understanding the needs of others 



List: 

Personal sacri- 
fices . 

Family oacri- 
f ices . 

Why were these 
sacrifices made? 
Were you- willing 
to make the sacri- 
fice? 



MAJOR CONCEPTS TO BE EMPHASIZED: 



Management of money in 
Pulture influences 



families 
family ii/ants or goal£ 



BEHAVIORAL OBJECTIVES: 



Consider the influence 
family members. 



of family patterns on wants or goals of 



Subject Matter Content 
Generalisations 



Learning Opportunities 
and Resources 



^Evaluation 
Procedures 



The culture of a family 
influences family . 
wants and goals. 

Culture patterns are 
transmitted from one 
generation to another 
primarily through the 
family, 

Cultural patterns of 
living influence the 
way families earn and 
spend their money. 



Discuss the meaning of the term 
''culture." View Film: ''Four 
Families." Film 4 
Invite a minister to speak to the 
class on how cultures vary from 
one country to another. Ask some- 
one who has done extensive travel to 
speak and show slides depicting 
culture. 

Observe th^ cultural groups in your 
community. Discuss their patterns 
or ^tyle of living. 
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From the observa- 
tions made write: 
Identification of 
cultural back- 
ground . 

Contrast patterns 
of living. 



\ 



Subject Hatter Content 
Generalizations 



Learning Opportun^lties 
and Resources 



Evaluation 
Procedures 



Each family expresses 
its culture in a 
different v/ay« 



Within a culture 
therje are different 
le\nW.s of social 
positions held by 
families . 



Families in varied 
social positions 
place emphasis on L^e 
importance of money 
In different ways. 



Study library referei:\ces on various 
cultures • 

Cultured differences 'denoted in each 
group are: 

Rol€;8 of men and women. 
Rearing children. 
Use of leisure time. 
Present a panel composed of individ- 
uals of various cultures who discuss 
their family patterns and cultures. ? 

Discuss how families in different 
cultures live and their different 
sociaL^ositions . 

K3kct to the democratic concept: 
"All people are created equal;" " 
What is*" social position? What deter- 
mines social position? What are some 
different levels in cccicty? 



Study levels of living in ether 
countries. Cite s:f.milarities and 
differences with the levels^of living 
in the U.S.A. ^ 



Plan student interviews with business- 
men, finance companies, Better 
Business Bureau, etc. and find out hov7 
social position reflects on monies 
spent. Report' findings. 



From your re- 
search and ^lass 
discussion write 
a' paper on the ^ 
differences in 
family patterns 
and the similar- 
ities of the 
groups . 



Do you think that 
this concept Tof 
different levels 
of social posi- 
tion should be 
maintained? 
Support your 
answer. 

Thought question: 
Are people of 
different respec- 
tive countries 
satisfied with 
their level of 
living? Why? 
Why not? 

Establish a' 
pattern from 
interviews - 
Income: . 

Location of home: 
Distribution of 
income: 
Other: 

Summarize finding 
and write or give 
an oral report. 
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Subject Matter Content 
Generalizations 



i;;earning Opportunities 
and Resources 



Evaluation 
Procedures 



Standards of liVing 
depend not^only on the 
ataount but al6o on the 
kinds of goods and 
services consulted by 
f^amilies. 

A standard of living 
.is a deaired Ipvel of 
ILvihg families hope 
to attain/ 

A level of living is V 
the level at^whitjh^' 
faintly is prjesehtly 
living. 

Families may have the 
same incorhe but live 
by diff erent ^ standards . 



The role of homemaker 
can be one of frus- 
tration or one of 
fulfillment . 



Describe an unrealisti^c standard of 
living. 

How goals relate to standards? 



Discuss how families can bridge the 
drfferences between l^el of living 
and standard of living; 



Revievj-the definition for stantjard of 
living, ^nd^level of living. Explain 
,the dif fijrences . 

^Observe in yo6r community or within 
yonr peep group - . ^ 
^ Casea wher^ the level of living 

is beyond financial ability. 
^ What do you attribute this to? 

Interview a grandparejit or some other 
older citizen in the community to find 
how living standards have changed. 
Report findings to class. 

Make a list of homemmc^'s responsi- v 
bil^ties in accomplishing family goals 
and standards. Example: managing, 
attitudes, decisions, money plans. 

Suggest ways, that the homemaker can 
get the family members to share with 
pleasure the household responsibil* 
ities. ^ 

Role play a frustrat'ed homemaker; and 
a homemaker who is a good manager. 
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Subject Matter. Content 
Generalisations 



Learning Opportunities 
and Resources 



Consuming for the pur- 
pose of recQgnitidn is 
sometimes referred to 
as conspicuous con- 
S'Qinption or consump- 
tion for display. 

'Some ways of identify- 
ing *^dnspicuous con- 
sumption a^re: \ 
flashy' clothes 
excLusive -clubs 
' lavish enterta>i,n- 
ment . 



MAJOR CONCEPTS ^TO BE EMPHASIZED 



Give some <Sxamples of /Conspicuous con- 
sumption. Write a tl^eme on ''Conspic- 
uous Consumption. " 



Management of money in 



[amilies 



Teohnolpgy influence on family wants and g^oals 



BEHAVIORPiL OBJhlCTlVhy : 



Subject Matter ' Content 
Generalizations 



T;ec 
flu 
an<} 



hpology has in- 
enced the wants 
goals of families. 



Recognize the influences of technol<3gical changes on family goa 



Learning Opportunities 
and Resources 




Study available references on scien- 
4:ific advancements. Identify some 
modern technological changes which 
influence family life. 

List: Facilities and accomodations in 
your home that V7ere nat in your parents 
home when they were your age. 
Who should get Credit for these ad- 
vancements? 

What further advancements does science 
foresee for your generation? ' 
180, 



Evaluation 
Procedures 



From previous ' 
pattern^estab- 
lished on 
social position 
and values of 
money , deteifmine 
whether there 
were signs of 
conspicuous 
consumption in 
yo^r neighbor- 
hood , communi ty ,^ 
or town. 



J 



Is . 



Evaluation 
Procedures 



J. t 
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Subject Matter Content 
Generalizations 



Learning OppartuAities 
and R^sdurces 



Evaluation 
Procedures 



7, 



Technological advances 
have eliminated many., 
home tasks. 



Technology has caused 
families to make *^ 
choices, because of 
the variety of goods 
and services avail- 
able^ 



What technological advancements for the 
home have- come from the space program 
research? ^/ , 

Ask parents — Would thfy like t.o re- 
turn to the 'good ^e days'? ' 

Interview your mother and/or gra'nd- 
mother, Ask them to tell you about 
their responsibilities as teenagers. 
Compare and contrast the respdnsibil- 
ities with your own. Report t findings 
to class . 

List: Grandmother's responsibilities? 
your responsibilities? 
How do they differ? - ^ 

Did grandmother feel that she was im- 
posed on to do her chores? 
Would if you had to do the same 

tasks tooay? 
l^rhy? 

What responsibilities do you think 
your children'^will have? 

Name some factors which influence the ' 
consumer in choice-making. Name those 
factors that have influenced your 



choices . 



Prepare a display 
on several avail- 
able forms of • 
some foods , such 
^s: dehydrated 
apples, fresh 
apples, apple " ^ 
pie' filling, 
frozen apple 
pie. Choose one 
form of fo6d from 
all foms aj/ail- 
able. Use. the 
decision making 
procedure to 
justify your 
choice . 
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MAJOR CONCEPTS TO BE EMPHASIZED: 



Management of money in families ^ ^. ^ 

Ways family members contribute ^to' family income 
Becoming good buyers , . cu % 

Utilizing knowledge and skills in shari/ng home respon^il)ilities 
/caring for goods and property in the hbme - ^ 



BEHAVIORAL OBJECTIVES: 



Acquire knowledge, ability and skills in/ox^der to contribute to family income. 
Understand the importance of cooperatioiV by each family member to eKtend the 

family income. / u ^ 

Appreciate tjie satisfaction of family n^fembers working together to reach their 

-goals. 



Sub|j€Ct Matter Content 
Generalizations 



Lear/iing Opportunities 
and Resources 



Evaluation 
Procedures 



Acquiring knov/ledge, 
skills and ability 
can encourage wise 
utilization of fairtily 
resources . 



Collecting and study- 
ing information before 
buying can contribute 
to making effective 
decisions. 




Examine /reading materials, filma or film= 
strips -In the department on ways family 
member^ can assunie home responsibil- 
ities .y 

Read assigned materials on money 
practices. Book 17* 

Find out different names of agencies 
afnq wh^re information can ,be secured 
concerning* buying. 

Class study: Basic information to be 
InQi-jn before buying any goods or* 
ervlces. ' ' 

Curriculum Guide 6 
Book 17 / 
Pamphlet 4D 
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Compile guide-^ 
lines for secur- 



ing information: 



Sources 



Information 



Value 



List questions 
consumer would 
ask himself be- 
fore making k 
purchase^ 



Subject Hatter Ccmtent 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Planning purchases in 
advance and using a 
shopping list can 
contribute to effective 
buying. 



Coipparative shopping is 
one way to find the 
best values. 



As one acquires knowl- 
edge and skills, he 
is usually better able 
to share home respon- 
sibilities. . 

KnowledgeVcan have a 
positive irt«^^ence 
upon the use of 
pe rs ona 1 income . 



Price purchases (cosmetics, soaps, 
etc.) of the same type, same amount of 
money. , Some students make shopping 
list, others do not. Compare results. 
Discuss "impulse buying** ,and the con- 
sequences . 
Pamphlet 4D 



Students list different x/ays they 
^might spend $50. Defend choices-- 
which article is most needed? I^Thich 
would give the greatest satisfaction? 
Any purchases unnecessary? 
Book 17 

Plan a classroom shopping excursion 
using newspaper advertisements. 

Divide class into groups to shop for 
certain item?: ^ 
Role-play findings . 



Introductory thought. Discuss the> 
cliche '*What you don't know won't 
htirt you." Is this tirue with earning 
and using money? 



Plan a simple research study to find: 
' training needed as it relates 
to earning power. « 
buying' practices of people based 
upon rhjs kind of jobs they hold;^ 



Write a paper 
on the advantages 
and disadvantages 
of planned shop- 
ping. 



List items bought 
recently on Im- 
pulse: Evaluate 
satisfaction or 
frustration as a 
result of pur- 
chases . 



Shop for a spe- 
cific item in 
several stores. 
Compare quality^ 
prices, and 
store services . 

Paper and pencil 
test on buying 
practices . 
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Compile research 
data showing the 
relationship of 
job to training 
needed, ^earning 
powe^/, and buy-' 
. ing practices . 
Give oral repo^^t 
on research find- 
ings. 



Subject Matter Content 
Generalizations 



Through using one's 
skills and abilities 
to perform services, 
the family members 
can extend their in- 
come . 



Learning Opportunities 
and Resources 



Families may plan to- 
gether x/ays of devel- 
oping and utilizing 
^heir talents. 



Family pride may be 
accomplished, in 
addition to extending 
income, y^^^ families 
care for their goods 
and services . 



Cite cases of carelessness and waste 
that you have observed by teenagers^, 
middle aged and other groups. 
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• Evaluation 
Procedures 



o 

Discuss: Ways family members can 
supplement family income by assuming 
work responsibilities. 

the value of the ^do it yourself 

trend. 

x-jays family members contribute to 
family income by having the ability 
to perform services usually paid 
for. (styling hair, sewing, re- 
finishing furniture, making, home 
decorations , etc . ) 

Determine the dollar value of the 
homemaker's services for one month 
in the home and for the family. 

Involve students in problem- solving 
situations using the three stages jin 
successful management ; ' 

Planning 

Operating 

Evaluating 

Book 8 

Tradsparency IC 



Discuss : 

Ways the care of goods and 
property can be real income. 

Losses caused by carelessness 
or misuse of property. 

How personal pride in the home 
' may be reflected in the school 
and community. 



List work respon- 
sibilities assumed 
by each family 
member, and state 
value derived from 
the contribution. 
ConaJider distribu- 
tioji- of respon- 
sibilities . 
Calculate the 
real income 
value of each 
family member's 
skill . 



Develop a plan j 
"fot your family ^ 
that will give ' 
each family 
member an oppor- 
tunity to use 
his talents to 
the best advan- 
tage of all cpn- 
cerned . 



Compile a tx^o 
column list:" 
Ways I have con- 
tributed to family 
income by caring 
for goods and 
property. 
Losses I have 
caused by nisuse 
of goods aiid 
property. 
Write a short, 
paper on th^ 
misuse of 
public property, 
what you x*70uld 
like done about 
it , ' and x^/hat 

contributions you 
could make. 
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MAJOR CONCEPTS TO' BE EMPHASIZED: 

•Resources available to families for managing money 
Tools that aid in monfev management 

BEHAVIORAL OBJECTIVES: 



Develop an objective attitude toward the family having a planned design 

for spending. , ° - : 

Recognize the need of having a plan for spending money. 

Develop an understanding of b€ttCg a goad consumer. 

Recognize the importance of keeping records. 

Learn vjayg to keep finaricial records. 

Understand banking services provided for families. 

Gain some skill in handling a cash allowance. 

Recognize the value of credit in the American economy. 

Learn ways to utilize credit as ja part of money management. 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Every family needs s^om^ 
plan for spending its 
motley. 



Define 1)lanned spending. Present a skit 
showing a family situation in which 
there is a need for planned spending. 
Transparency IC 

Discuss values of planned spending. 
Book 4, Pamphlet 2" 

Keep a record of every expenditure you 
make for one week. Based on your rec- 
ord, set up a financial plan for 
spending weekly income. 
Book 13 
Pamphlet 3B 



Example: 
Fixed Expense 
Transportation 
Lu nc h 

School expenses 
Other 

Savings 

Emergencies 
Special purpose 

Book 17 , Pamphlet 4A 



Other Expenses 
Snacks ' 
Club dues 
Recreation 
Hobbies 
Grooming 
Clothes 
Gifts and 
^ ^Contributions 



List reasons for 
planning your 
expenditures . 



Compare what you 
actually spent 
with what you 
planned to spend. 
How can you re- 
vise your plan 
or your spending? 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



The way money is use^ 
by a family can affect 
their standard of 
living and their sat- 
isfaction. 



Record keeping can 
give a picture of 
past spending and 
saving as vjell as be 
a guide for future 
money management. 



Make a list of different kinds of 
taxes a family might pay during a 
year. Show relationship to planned 
spending. 

Reviev; the list of things for vjhich 
families spend their money. Group 
under "needs" and '^syants." 

Assign readings related to spending 
family's money. Give special att<^n- 
tion to such items as : 

Deciding on distribution of 

family income. 

Deciding where to buy. 

Ways to pay for purchases. 

Survey ways high school students 
spend their' money. Discuss the 
similarity or difference from 
national trends. 



Display sample records. 
Role playing: A family v7ho keeps 
records and a family v/ho do6s not. 
Book 16 

Use a collection of cancelled checks 
to shovj the value of record ^keeping . 
Discuss values determined from checks, 

Using an overhead projector, illus- 
trate simple record-keeping tech- 
niques . 

Develop and use a simple practice set 
for a teenager's expenditures for one 
month. Book 3 

Given the spending plan for operation 
of the home economics department pre- 
pare a budget for the department for 
one year. 



Summarize points 
to consider when 
deciding whether 
or not to make^ a 
purchase . 



Keep an account 
of the family 
expenditures for 
one month. Make 
a plan for budget- • 
ing income. 

1^ 

Write summarizing 
statemencs con- 
cerning the elements 
of good record keep- 
ing. 



Keep a record of 
expendicures for 
one monch. Analyze 
resul ts . 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



The family bank account 
is a method of handling 
money . 



An allowance is that 
part of onefe income 
allocated for use 
during a certain . 
period of time. 



Savings is that part 
of one's income set 
aside for future use. 



Investigate the services which banks 
offer families . Discuss advantages 
of each. Book 16 

Go on field trip to local bank to 
view banking procedures. 

Role playing: ^Opening a checking 
account; opening a savings account. 
Periddi-cal 2 ^ 

Practice writing a check correctly. 
(Overhead Projector) 

Discuss types and functions of a 
checking account. Book 11 

Demonstrate procedure for checking 
bank statements. Book 11 

Define: allowance . 
Invite parents and teanagers to 
discuss their ideas about the value 
of teenage allowances. 

Use illustrated cartoons on teenage 
money management as a basis for 
small group, discussion on advantages 
- and disadvantages of an allowance. 

Present skit involving parent and 
teenager who disagree about value 
of an allowance. 

Divide class into small groups to 
suggest amount and appropriate use 
of an allowance for the average teen- 
ager in the community. Report to 
class on discussion in each group. 

Discuss different ways to pay for 
goods . 

Panei discussi^eift-iO^ "The Hows and 
Whys of Saving" (Resource person 
from Building and Loan or Bank). 



Test ability to 
fill out a bank 
deposit slip, 
write a check, 
and check a bank 
statement. 



Analyze a case 
study of a teen7 
ager who had dif- 
ficulty in manag- 
ing her allowance 
Recommend solu- 
tions and ways of 
educating teen- 
agers to become 
more discrim- 
inating in use of 
money. 
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Subject Matter Content 
' Generalizations 


Learning OpiJortunities 
and Resources 


Evaluation 
Procedures 


The use of credit can 
make goods and services 
available when needed. 


Interview Credit Bureau staff member 
about credit, its uses and abuses. - 
Pamphlet 6 

Discuss advantages and disadvantages 
of credit. 

Ask retail store credit manager to 
explain to class how one can obtain 
credit. 

Survey community to find out what 
kind of credit is extended to teen- 
agers . 




* 


Brainstorm the advantages and dis- 
advantages of credit buying for 
various kinds of purchases and cost 
of credit buying. 
Film lA 

Pamphlet lA ^ 


Make a list of 
policies a family 
should' follow in 
using credit. 

Hand in paper. y 




Panel discussion on "Responsibilities 
of the Person using Credit." 
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"Four Families: narrated by Margaret Meadt Film ND. 60, 1960. Two 
parts one hour each. 
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PAMPHLETS 

!• Institute of Life Insurance , Education Division, 277 Park Avenue, New York, • 
New York 10017 

A. Date with Your Futur^, 1966 

B. Decade for Decision 

C . Dollar^, and Sense for Young^ Couples 

D. Making the Most of Your Money , 1966 

2, Cr, Penney Co., Inc ., Educational and Consumax Relatic5ns , 1301 Avenue of 

Americas; ' New York, N. Y. 10019. 

Decision Mi&k;fjig for C^nsumer^ , Playlet ♦ script . Record included. 

J. Louisiana Coope^^ative Extension Service . Louisiana State University,^ Baton 
'Rouge, Louisiana 70803. , 

A. Pay Now or Pay Later . Publication N^.\1426. 

B. Spending Out of Hand? You Need a Plan . Publication No. 1437 

4. Money Management Institute. Household Finance Corporation, Pruclential Plaza 

Chicago, Illinois^' 60601. 

A. Money Management: Your Budget Dollar , 1965 

B. Mind Youy Money When You Shop 

C . Mind Your Money When You Spend 

D. Your Guide for Teaching Money Management; 

<^ 

5. National Committee for Education in Family Finance , 277 Park Ave., New York, 

N. Y. 

^ Teaching Family Finance , 1966 

6. National Consumer Finance Association , 1000 16th Street, W. , VJashington, D 

20036. ^ . 

Consumer Credit and You . * ' 

' « . 

7. National Education Association , 1201 Sixteenth Street, N. W, Washington, D^ C 

20036. ' 

A. Consumer Education Workbook , 1968 

B. Teachers Guide to Financial Education , 1967 

8» U, S/Department of Agriculture . Washington, D, C, ^ 20250.* 

A Guide to Budgeting for the Young Couple Bulletin No. 98 * 

9. U.'S, Government Printing Office , Superintendent of Documents, Washington, D 
20402. 

Managiag Your Money : A .Family Plan 1964 
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PERIODICALS ^ . 

1. Illinois Teacher of Home Economics ^ 

'^Consumer Education,*' Vol. 13, No. 1 and 2. 

2. Pea)Oi_eyVs gorum ^ J 

'*The Rol§ of Consumer Education." Fall/Winter, 19^ftrv,,^ 

3. Penney *s Forum \ 

"Self -Actualization Through Management of Resources," Fall/Winter, 
1969. 

4. Teen Times, Future Homemakers of America 

A. ' "Teftns and Money," September, 1957 

B. "Youth-'Measure Your Values", September, 1961. 

C. "You and Your Values," February /March , 196^. 
- D. "The Teenage Consumer/Citizen," November /December , 1966. 



TRANSPARENCIES' 



1. Visual Products Division, The <i-M Company: St. Paul, Minnesota. 

f ^ 

A. Values and Goals , Home Economics No. 22. ' Catalog No. 3522. 

B. Family Cycle and Values , School' Health Education, Catalog No. 4963 

C. Rational Decision MakidR Process , Home Economics No. 25, Catalog 

No. 3525. 

D. Human Resources and- Personal Development , Home Economics No. 43. 
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APPENDIX A 
VALUE CHART 



!♦ Progressive Evaluation Chart 



0 




Prag^ssive Evaluation . ^ 


Orde\ of Use 
Columns 2, 3, 4, 1. 


(1) Rank 


(2) Values 


(3) Influencing Factors 


(4) Ai:tivity 


Example j 


Music 


J' 


' Home and family 


Sing in, church 
"5^hoir 



II. List of Values 

Economy 
Fatally 

Physical health 
AesthjBtics 
Leisure 
Equality 
Freedom 
Mental health 
Social prestige 
Religion \ 
li -locracy / 
1 radltion< 



Education 

Honesty 

Change 

Conformity 

Grades 

Children 

Loyalty 

Initiative 

Obedience 

Practicality 

Beauty . 

Individuality 



Extravagance 
Maturity 

Financial ^success 
Individual liberty 
Saving for the future 
Fa'ithf ulness in marriage ^ 
Family stability 
Respect for authority 
Dignity- and vjorth of ^ach 
individual 



^ Guidelines for organizing activities 



1. 
2. 
3. 
4. 
5. 

6; 

7. 



Set goals . 

List all activities to be accomplished. 
Decide which activity is most important** 

Arrange them in the order in which you will carry them out. 
List the necessary equipment and supplies. 
Plan for enough time to do each activity well and easily. 
Prepare for possible problems. 



IV. Organizing activities to achieve goals 



Goals 


- • Activities 
(fmast imp.) 

'^-I : ' 


. \ 

Equipment and suppl'ies 
■*' 


Time 
Involved 


Possible 
Problems 




/ M l 
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APPENDIX- Bi • 
CRITERIA TO EVALUATE DECISION MAKING PROCESS 

1. How good was my decision? ' ■ 5. 

2 Is the course- ^/action" I decided on worth the resources, I will have 'to use? 
3; What have I learned? Where can I use these Ideas- again? . 
4 How near have^ I .come toward attaining my goal? . ; 

5. What might have been the result if I had chosen another course of action? 

6. Woi'j that I have made my choice, am ? happy with it? ^ ^ 
7 ^ Did other a^cple profit from my decision, or vms I sopewhat selfish? -^J 

8. Did 1 use my i^sources in the mo&t effective ways? 

9. Did I reach the standard f lianted^to^r<|ach---and is it in keepi'og withM^rhat I I 
think is really most important? ^ - 
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APPENDIX C ^ 
PROBLEM SOLVING SITUATION 

( 

Jean is faced with the problem of deciding whether to plan' to go to college. 

She is a senior in high s^heoljrnow, has done very well in her stiidies, and until 

now has thought in terms of attending college for the next four years. Last 

summer sThfe had a job and was successful as a clerk in a gift shpp at a summer 
c ^ - • 

resort. The owner, who has other shops, has offered her a full-time position 

•■■ ■ " . 

after she graduates from high school. . 

1 

o 

If you were Jean, what factors would you consider in reaching a decision? 
VJhat values do you thi^k Jean should weigh very carefully? 



Starr, Mary Catherine. Management for Better Living. Boston: D.C. Heath Company, 
1963. ; . ^ ' \ ' 
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^PPENDIX D ^ 
CASE STUDY 

Marcia Meyers is a high school student.' She wants to go to business school 
after graduation. She and her family are saving money to help her reach her 
goal. 

To help save more quickly Marcia 's mother is v/orking outside the home. Hovj- 
ever, the Meyers family has been able to save very little. Marcia has beefi busy 
with outside activities and has neglected her wdrk at home. Mrs. Meyers is tired 
after vjork and does not feel like doing the housework. As ^a result the family 
has been sending out the laundry and eating more meals in restaurants. ^ 



1. What conflicts are there between the Meyers' goals and their available 
resources? 

2. How migh^: they solve their problem? ^ > 



196 




0 



APPENDIX E 

EVALUATION OF PREVIOUS LEARNINGS BY STRUCTURED DISCUSSION 

\ . ' ■ ' - 0 

Discussion may be used as an evaltiation device. The folljpwing sample Is a 
way of determining what had been taught on decision making at a previous meeting. 

A Dl3cussioh Structured with Questions to Evaluate 



State the Situation; 



4 



Start with the 
Question: 

Then ask: 



Continue with: 



Another Question: 



Last of All: 



Jane Doe,' in discussing her problem last week, mentioned 
the nervous condition of her husband and that when he 
comes home from work, he eats and goes directly to bed. 
She ttfen has the problem of keeping the children's activ- 
iti^es* fiom bothering him. 

(To obtain student participation but not to supply the 
student vjith the steps in decision making, we stfitrted with 
a general question, and observed the way the students 
thought through the situation. We then proceeded to other 
questions as needed to evaluate the students' ability to 
apply the steps of decision making.) 

What would you do if you had this problem? * 

- listen to remarks for alternatives. 

- what principles' are being applied? 

- Does it help to write down some ideas? 

- what "klternatives are suggested? 

- are suggestions plausible? 

- Dp you think it helps to think through an^ express what 
some of the possible choices might be? ( 

- How can we tl^ink through each idea and guess at what 
vjould happen if vje tried it? 

- How can vje know if we decide on the right choice of 
action? 



.19 
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APPENDIX E (CONTINUED) 



REACTION SHEET TO BE CHECKED BY VOLUNTEERS AND/OR CO-WORKERS ON THE 

STRUCTUIffiD DISCUSSION 

Did you observe evidence of any transfer or use of the concepts used in the 
"Decision Making" lesson as we reviewed today the problem brought up last 
week? 



Yes 



No 



- If so what evidence? 



— Did you expect to observe any evidence? Yes • No 

- What wag the most -interesting thing you observed today? 



II. 



List 3 things you thought best about the class. C 
1.' " , • 



2.. 
3. 



\ 



III.. List any criticisms of, or suggestions for the class that you- might have. 



. IV, 



erJc 



Did you think the discussion was vjorthvjhile as: 

1. A teaching techni^que Yes ^ No 

2. As an eval&ation device Yes No ' 
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INTERMEDIATE LEVEL 

Middle Adolescence 
Home Economics III 




CONCEPTS TO BE EMPHASIZED 

ERIC 



HQffi ECOWMCS III 
OVERVIEl'J 

The dynamic nature and interdependence of our society, the changing roles 
of American citizens and the problems confronting the consumer cail for 
effective teaching of consular education. Effective consumer education can 
contribute to vjise manag<^ent o5* family resources. Higher living standards, 
increased family security and greater satisfaction from the use of these 
resources could be enjoyed by all family meaibers. i 

This resource unit is designed for the teacher of middle adolescents as 
she guides them in their preparation for marriage and family living and in 
their meeting present family needs. Alth(^h the unit is planned primarily 
for girls, it can be adapted easily for classes of both boys and girls. At 
this'^age level, .these teenagers are striving for economic independence as well 
as developing intellectual s^lls and abilljties necessary for civic competence. 
.These students are making plans for their xuture families auid are beginning to 
assume some of their individual and fjpily financial responsibilities. Early 
marriages vjlthin this group necessitates-. a major need for teaching this unit. 

The first portion of this unit is a reviev/ of learnings from Consumer" 

Education units which these students have previously studied. 'The^majar 

empha'ses in this unit are placed on utilizing family resources and planning 

for family security. Teachers need to recognize that i.h^ use of this resource 

plan will vary with locality, cultui^al background, economic status and maturity 

of the students. Home Economics III is often a terminal course for many student 

'therefore, it may be advisable for the teacher to consider teaching some 

« 

concepts suggested in. Home Economics IV v/hich could fulfill future needs of 
'these particular students. ' 

*201 ^' ^ 
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SUBJECT MATTER AREA: Consiimer Education 
LEVEL: Home Econcmcs III 

TITLE OF THE UNIT: Utilizing F^nily Resources for Effective Living 
SUGGESTED TIME: 4 to 6 v/eeks ^ ' 



GENKRAL OBJECTIVES: 



When the student completes this Home Economics III Consumer Education 
unit, it is intended that he v/ill be better able to: 

1. Differentiate betv/een various factors affecting designs for 
family spending. ^ 

X 

2. Formulate a realistic design for family spending satisfactory to 
family members. 

3. Recognize the need for planning for family security. 

4. Demonstrate the ability to use simplified business methods in 
handling money. 

5. Become av/are of some of the various influences on consiomer behaj^r 

6. Evaluate useful' information from organizations and agencies that 
serve and protect the consumer. - ^ 

7. Acquire some insight into the rights and responsibilities of a 
consumer. 




iG9 
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MAJOR- CONCEPTS TO BE EMPHASIZED 



Factors Influencing In^vidual and Family ^Spending Patterns 

Why famrties, have different spending designs 
Values and goals differ 
sidles of life differ ^« ' 

Resources dif fer«- lneo2E:^<=.ab£litieSa etc. 
Standards differ 
^ Cultural backgrounds differ 

Socio - Economic level (low, middle^, af^Iiientj, ^disadvantaged) 

Designs for Family Spending 

Financial resources - income 
Fixed expenditures 
Flexible expenditures 
Emergencies %nd special goals 
Planning for necessities 

Planning for leisure ^ z ^ 

' Planning for transportation 



Planning for Family Security 



investing in education 

Cost of different kinds 6f education 
Returns on education 

Investing in insurance , . 

Life 

Health and Accident 
Property 
Automobile 




Other Investments 

Social Security and other retionfcment plans 
Savings 

Using Business Methods to Simplify Handling 
Money 

Checking accounts 
Keeping financial records 
\ Computing income tax 

Influences on Consumer Behavior 



The Economy 

Production - Gross National Product 
Consumption 

Consumer spending 
Government spending 
Business investment 
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Psychological Influences 



Preferences 

Advertising and Promotion 
Status artd prestige 
Quality and standards 



Sociological Influences 



Style of life of families 
Cultural factors 
Geographical factors 



Socio-economic Influences 



Income - low, miijddle , affluent , disadvantaged 
Agencies and Organisations That Serve and Protect the Consumer 



/ 



Government (Federal Trade Connnission, President's Connnittee on 

Consumer Interest) 
Educational 

Business - Voluntary provided by business and industry a 
Laws protecting the consumers 



Consumer Rights and j^esponsibilities 
Rights 

Responsibilities 



\ 
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MAJOR CONCEPTS TO BE' EMPHASIZED ; 

Factors influencing individual and family sending patterns - 
BEHAVIORAL OBJECTIVES ; 

Gain insight into the'-'dif f erent family life styles which influence individual 
and family spending patterns • 

Examine differences in personal and family values and goals to understand their 
influence on spending patterns. 

Relate the ways that differences in re^urces Influence individual and family 
spending pat terns • 

Become owore that differences in standards of living influence injiividual and 
family spending patterns. 

Examine different cultural backgrounds to determine their relationships to 
personal and family spending patterns • 

Become familiar with different socio-economic levels which influence individual 
and family spending patterns. 



Subject Matter Content* 
Generalisations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Family life style is the 
characteristic way of ^liv- 
ing of a family in impor- 
tant life areas such as; 
family organisation, family 
values and goals , occupa- 
tion, income, culture, eth- 
nic group, socio-economic 
level and resources. 

Awareness of family life 
styles can help* one better 
understand why individuals 
and family spending pa^- 
' terns differ. 



Examine differept family life styles 
in your community. 



Summarize in 
writing the 
characteristics ^ 
of three dif- 
ferent family life 
styles ybu have ob- 
served in your com- 
munity or elsewhere 



Review definition of family life^ 
style. 
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Subject Matter Content 
Generalizations 



Styles of family life 
are influenced by some 
' of t^e folloi-jing. fac- 
tor/: 

occupation 

income 

culture 

ethnic group 

family composition 

socio-economic level 

environment 

peer: group 

resources 

Differences in values 
and goals can influence 
personal and family 
, spending patterns. 

Values are the ideals 
and , principles by which 
.p'eop'ILe^ live. 

( Goals are specific aims 
\ and objectives that grow 
out of values. 

Values and goals affect 
persona b^rod family 
spending habits. 




Differences irr personal 
and family resources 
can influence the spend- 
ing plan. 



Learning Opportunities 
and Resources 



Explain different family life styles 
from case histories. Sho^J influences 
on spending patterns. 

Panel discussion of fqctors in- 
fluencing different family life 
styles . ' 



ERIC 



Review the term3 values and goals. 
Relate these terms to spending 
patterns . 



Identify some values and goals that , 
affect present individual and 
family spending patterns. 

Give examples of how personal values 
and goals influence family spending 
plans . 

Make poster illustrating typical 
values and goals of teen-agers re- 
lated to their personal and family 
spending patterns. Pamphlet 2C 

Work in groups to write stories 
ab<^t families wi^h different life 
styles. Each group define ^^alues 
and go^n^/ of the family in their 
story and make a suggested budget 
for that particular family when 
budgeting is studied . 

Review definitions of resources and 
give .examples of. types of resources. 



Evaluation 
PiTocedures 



2C3 
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Essay test on dif- 
ferent family life 
styles. 



True-false and com- 
pliBtion test pertain- 
ing to values and 
goals. 



* 









Subject Matter Content 
Gene ralisat ions 


Learning Opportunities 
* and Resources 


Evaluation 
Procedures 


Resources iijQlude time, 
energy, ability, 
knowledge, tools and ^ 
money . * ' : 


.Overhead projector and Transparen- 
cies 1, 2 ' ' 


> 


Effectiveness .of spend- 
ing patterns can be in~^ 
creased by combining 
twQ or more resources, 
(Examples might be the 
use of spar-e -time and 
the ability to type; or^ 
the use af spare time 
and the ab'j^Iity to sev,) 


Use problem ^6lving .situation to 
determine the influences individual 
and family resources hove upon 
• family spending patterns, 

^Show filmstrip, Filmstrip 5A 




^Resourc<as .change as 
family life cycles 
change « 


Identify the different family life ' 
cycles. ^ > • 

Investigate how individuals and 
family Resources change during the 
li'fe cycle, ' 




Individual and family 
spending plans can be f 
inf luenqed' "by different 
.standards of living. 


Define standards of living. Compare 
standards to levels of living. 




A standard "of living is 
a desired level of 
living related to the 
sum of all things a 
family has, how it 
utilizes these things 
and the additional 
things wanted, j 






A level of living is 
the level at which a 
family is presently 
living. 


• 


X 
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Subject Matter Content 
Generalizations 



The philosophy of life 
considered essential by 
family ^members can con- 
tribute to their 
standard of living. 

Standards of living are 
affected by the family's 
success as a consumer 
unit. ^4 



Family spending' pat- 
terns can be affected 
by cultural background. 

Cultural backgrounds 
can contribrrt^ to ^^afue 
which have^ a airect ef« 
feet on choices of 
short and long term 
goals thus influencing 
spending pfattems. 



Learning Opportunities 
. • and Resources 



Relate bow your philosophy of life 
affects your own or your family's 
standard of living. ' 



Have "a symposium consisting of a 
father, mother and student to discuss 
the -effect of the family's spending 
patterns upon their standard of 
living. 

Write an. original skit 
*'Keepring Up with the Joneses" 
to show, relationship of different 
standard? o'f -living to different 
spenditig plans. 

Define the term culture. 



Draw a conceptual diagram to. relate 
the terms goals, values, culture 
and spending patterns. 



Evaluation 
Procedures 



Write papers re- 
vealing attitudes 
about different 
cultural backgrounds. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
an^^esources 



Evaluation 
Procedures 



Different' socio- 
economic levels affect 
family spending pat- 
terns.' 

The socio-economic 
levels are low, mod- 
erate, affluent and 
disadvantaged . 



Inc9me is related to 
the establishment of 
the socio-economic 
group. 

Some families in lower 
economic levels may 
pay more for goods and 
services than families 
in other levels. 



Invite a resource person such as a 
social studies teacher or guidance 
counselor to discuss: 

location of various cult^ital 

groups in the state. 

differences in life styles of 
the groups. 

Using local town or city mapa, pin 
ppint different cultural^ g-roups 
living there. 

Define socio-economic levels^ 



Contrast thfe possible spending pl^s 
of each of these groups, 
low 

moderate 
affluent 
disadvantaged 



Discuss methods of paying which 
might caiise some families to pay 
more for their go'ods and services 
than other families. 
Example: 

lack of knowledge 
credit patterns ^ 
communication problems 
management practices 

Book 2 
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MAJPR CONCEPTS TO BE EMPHASIZED ; 
Designs for family spending 



BEHAVIORAL OBJECTIVES ; - , 

Recognize the different >;ays that families earn" their income. 

Become aware of the^real purpose of a design for spending.- > 

Compare similarities and differences of personal and family spending plans. 

4 ' ^ / ■ ^ ■ ' ' - ' 

Realize successful management of the food, shejlter and clothing dollars can 
be accomplished by looking at the total family expenditure.. 

Identi^ guidelines for managing the family's recreational doj^lar to obtain 
satisfactory family leisure time activities^ ^ 

'Develop judgment in planning for transportation expenditures to meet family 
needs. 



Sybject^Matter Content 
\ Generalizations 



Learning Opportunities 
'and Resources 



Evaluation 
Procedures 



When one becomes aware 
ol J:he different ways 
families earn their 
income, one is better 
able to realize the 
value of his total in- 
come . 

Money income may be 
received from wages^ or 
salary by the day, month 
or year, or from accum- 
ulated wealth or proper- 
ty held. 

Management is the most 
important addition to 
the family income. 



Discuss the different types of 
family income such -as money and 
non-monetary "income. Pamphlet 2A 



Relate the terms needs, values, 
resources, disposable income, ex- 
penses and living standards to the 
family income. Book 18 



Examine different w.aya of .earning 
and spending money in communities of 
v^rying sizes. • * 



Problem sblving 
test based on hypo= 
thetical family 
situation. 
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Subject Matter Qontent 
Generalizations 



Useful work or pc^rsonal 
service rendered by 
various members of the 
f tolly can be another 
valuable* contribiitrion 
to the income". 



Social wealth and com- 
munity expenditure? 
make a distinct con- 
tribution to the 
.family income. 

A budget is a plan 
which can help in 
managing the family's 
income and includes 
the foi;Lowing functions 

gives a picture of 

the family's/ 

financial situatioiji 

• establishes fixed 
expenses 

establishes flex- 
ible expenses 

allows for emer- 
gencies and 
special goals . 



Learning Opportunities 
^ ando. Resources 



Keep a record for a given time of 
the personal services you render ^lxi 
your home which make an addition 
to family income.'. 



List the personal services your 
mother, father and other family 
members contribute in your bome for 
which ^hey receive no money 
compensation. 

Conduct a survey to discover the • 
form of social income available in 
your ''community. 



Make a graph showing what happeife to 
the consumer's paycheck. 



Discuss: 

gross income 
disposable income 
d i sc re t ionary income 
withholdings 

Books 19, 21 



Evaluation 
Procedures 



Examine record, of 
pert^nal services 
and evaluate your 
contributions to 
family income. 



Give definitions of budget or the 
purpose of a budget. 
Books 19, 21 



Discuss the reasons for family 
budgeting. Book 15 
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Report survey in 
oral or -written 
form. 



Completion test 
on terms of budget 
vocabulary . 
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Subject Matter Content 
(leneralization 



A. budget, a design for 
'^pend-i.ng, is a financial 
tool which "^can help the 
individual or family 
achieve certain goals. 

The design for spending 
can be reasonable and 
planned toward a goal 
which lies within one's 
means. 4 



An individual or,^family ' ^ 
design for spending 
serves two main purposes 

estimating income . 

planning use of incom^ 

A design for spending is 
a plan allocating in- 
come during a set period 
and i^ based on estimate 
of funds available. 

A plan for spending 
enables a person to 
satisfy his short and 
long term objectives. 

As individual and 
family designs for 
spending are compared, 
one can become more 
a^are of different .di- 
visions in" an effective 
plan. 

Family spending plans 
differ because of 
various factors. 



Learning Opportunities 
and Resources 



List the advantages and disadvantages 
of a design for spending. 



Panel discussion on '*How Our F^ly 
Spends its Money." How do they 
differ' in meeting the needs,, values 
and goals of family members? Why do 
families not react to need's in the 
same way? 



Evaluation 
Procedures 



Discuss some purposes of 
for. spending. Book 19 



design 



Keep a record of expenditures for 
one week."* Discuss type of spending 
as it relates to needs, values and 
income. 



Debate problems in preparing indi- 
vidual or fami!|j^ spending plans 
developed by weekly,, monthly or 
annual -time periods. Book 21 



Essay test on- the 
real ^rpose of a 
spending plan and 
its divisions. 



Invite several adults , -parents , 
teachers ar\d business friends to dis 
cuss the particular systems they 
have found most successful in help- 
ing them to stick to a financial plan 
once ijhey have developed it. 



Discuss conditions in various com- 
munities that would make family 
spending plans differ. 
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Subject Matter Content 
Generalizations 



Learning- Opportunities 
and Resources 



Evaliiation 
Procedures 



The most effective 
spending plans are 
usually simple, flex- 
ible and include the 
following divisions: 

a list of long-term 

fixed expenses 

a list of regular 
current running ex- 
penses 

a list of more 
elastic expenses 
(flexible). 

An emergency, fund can 
enhance family spending 
plans. 

A look at the total 
family expenditures can 
accomplish mqre effect- 
ive mana^&me^rf€^^f food, 
shelter and clothing : 
dollars. | 

Successful management of 
food dollars can be ac- i 
complished by making thej 
best possible use of allj 
tesources available. 

The amount spent per 
family on food depends 
upon the following 
factors : 

family income 
number of persons to 

be fed 
amount of entertain- 
ing done 
price variations 
individual shopping 
and cooking skills, 



Make an individual or ffanily spend- 
ing plan using "case study" method. 
Follow a procedure which includes 
various divisions of the spending 
plan. Book 7 



React to the idea of maintaining 
a family emergency fund. Give pros 
and cons of iSund. 

Analyse a family's design for spend- 
ing to see the relationship of the 
total plan to food, shelter and 
clothing dollars. Book 21 



Discuss food spending plans in re- 
lation to other expenditures and 
suggest ways, for improving use of 
food dollars. Pamphlet 2B 



Study references on the average per- 
centage of disposable income spent 
on food in r,elation to other needs 
of families. Books 7s,8,18j,19 



213 

210 



Subject Matter Content 
Generalisations . 



Deciding on shelter ex- 
penditures requires con- 
sideration of present 
spending plans and 
^future earnings, 

A plan for family 
clot^iing purchases can 
result in effective 
management . 



Clothing needs are re- 
lated to other needs 
when cbntemplating 
availabl.e^. money.-. 

Awareness of guidelines 
in managing one's recre- 
ation dollar can lead 
to greater satisfaction 
from leisure time acti- 
vities . 

Recreation is an in- 
tegral part of life and 
as such deserves con- 
sideration when planning 

the use of income. 

>^ 

To plan expenditures for 
recreation wisely, one 
can analyse the follow- 
ing factors : 
mfoney spent 
money available 
possible methods of 
improving satis- 
factions gained. 
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Learning Opportunities 
and Resources 



Fill out form on 'Comparative Costs 
of Renting and -Buying," Discuss the 
total amounts in relation to present 
spending plans and future earnings. 
Appendix A 

Develop some principles of spending 
plans for clothing. Include the 
factors which determine the amount 
of money to be spent for clothing. 
Pamphlet 2E 

Buzz grx)ups discuss clothing needs in 
relation tq family income and factors 
determining the amount of money to be 
spent for clothing. Book 21 

Discuss the importance of planning 
for recreation in a spending plan. 



Use survey to determine: 

recreational facilities avail^^ble 
recreational fac es used by 

an individual ot family 
present recreational costs. 

Review factors affecting decisions 
concerning money a|\^^ilable for 
recreation. 



Brainstorm methods of getting more 
satisfaction frofli recreation dollars 
Book 7 



Evaluation 
Procedures 



List principles to 
use in planning for 
clothing expendit--*- 



ures 
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Subject Matter Content 
(;enera ligations 



Identifying guidelines 
for recreation activit- 
ies can lead to more 
effective use of recre- 
ation dollars. 



Planning for transpor- 
tation expenditures can 
help develop judgment. 



Transportation expen-' 
ditures involve costs, 
conveniences and ser- 
vices. 

Coming and operating a 
car can be a major ex- 
pense for. most indivi- 
duals or families. 

The family can affect 
savings in transporta- 
tion by doing the 
following : 

using public trans- 
portation when pos- 
sible 

buying commutation or 
monthly tickets 

purchasing a car for 
its performance 

selecting a new car 
without '*extrag** 

locating a good used 
car^ giving car the 
services needed. 



Learning Opportunities 
and Resources 



Group work to determine guid'elines 
for managing recreation dollars. 
Display posters Summarizing each 
group ' s work. 



Prepare transparencies to -stiiraulate 
discussion of the values' of planning 
transportation expenditure and of 
factors involved in the cost of > 
owning and operating a vehicle. 

Compare the cost of using a personal 
or family car with the cost of pub- 
lic service transportation. 



Groups use a flip chart to illustrate 
the expenditures of ^owning 'and op- j 
erating a car in several given \ 
situations* 

Invite a transportation expert to i 
discuss how families can economize | 
their transportation expenses. ^ 

Develop a list of the various types 
of costs incurred in^operating a car. 
Classify these as to fixed and 
variable costs^^^^ 



Evaluation 
Procedures 



^'Quickie Test" 
List three guide- 
lines an individual 
and his family 
x^/ould use in manag- 
ing their recreation 
dollars . 



4- 



Discuss a list of risks connected 
with car ownership. Book 14 



Open-end statement. 
"To me the cost of 
owning and operating 
a car implies . 
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MAJOR CONCEPTS TO BE EMPHASIZED ; 
Family security 



BEHAVIOEIAL OBJECTIVES: 



Become aware of the various methods of planning for family .security - 



ERLC 



Subject Matter Content 
(leneralizations ^ ^ 



Awareness of the various 
metjhods of planning for 
financial security can 
influence the total per- 
sonal and family design- 
for spending. 

Financial security can 
be provided through 
education , insu ranee , 
social security savings 
and other investments. 

Education generally in- 
creases the level of in- 
come and contributes to 
security in employment. 



Insurance permits the 
achievement of economic 
security through a sys- 
tem of periodic payments 
to xan insurance cdmpahy 
which extends protection 
in return. 

Life insurance can offer 
protection against eco- 
nomic loss to a person's 
dependents or his estate 
as a result of death. 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



List ways families provide for their 
economic security. Consider how 
families vary in their methods of pro 
viding security accor4ing to their 
values* Book 11 

Buzz gtoups show the relationship 
education has to the ability to earn 
more* money . 



Dpbat^e the value of education to a 
yibxingXperson who is seeking financial 
security. 

Listen to a local insurance agent ex- 
plain the various types of insurance- 



Discuss the basic types of life in- 
surance. Examples: straight, 
limited, endox-mient and term- 
Books 7,11 
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SulJject Matter Content 
CJeneralizations 



Health and accident in- 
surance »of fers proteciiion 
against loss of income 
^^ist^ng from accident \ 
or illness^ 

Property insurance pre- 
miums are usually fixed 
expenditures in the 
family spending plan/ 



Automobile insurance pro 
vides protection from 
the liability resulting 
from owning, "..operating 
or maintaining an auto- 
mobile or vehicle. 

Social Security is a 
federal system for pro- 
viding financial protect 
ion. and retirement pen- 
sions. 

Savings are usually the 
result of'planning and 
can contribute to 
family security. 



Learning Oppnrtunities 
and Resources 



Examine sample copies of life in- 
surance application forms to deter^ 
mine information required and mini- 
mum health requirements. 

Prepare a bulletin board which points 
out important elements of a life 
insurance policy. 

Participate in a bu2g sessiot? on the 
reasons^ consumers buy" health and 
accident insurance . 



ExpJ.fin the principles of property 
dn surance. Book 12 , 



Irivite an insurance agent to explain 
the various plana for property in- 
surance and to discuss the legal 
aspects. 

Become familiar with terms us6d and 
important features in automobile 
insurance policies. Book 11 



Class invite a resource person to 
emphasize protection provided through 
Social Security. Example: Agent 
from Social Security office. 



Invite a savings account represent^ 
ative to discuss the means of family 
saving to provide family security. 



Evaluation 
Procedures 



Multiple choice, tru( 
false and completion 
test on investing 
in insurance. 
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Subject Matter Center 
' rcneral izat i ons , 



Learning Opportuni^es 
and Resources 




,List*en to resource persens on a pane 
discuss the various types, advantage 
^^^.^aftSTMisadvantagea of financial se- 
curity an individual or family may ^ 
need. 
Example : 

education 
. insurance 
Social Security 
savings «v 
annuity plans 
other retirement platis 



Evaluation 
Procedures 



Problem solving 
test . Examine case 
studies of three dif- 
ferent young families 
to determine the 
most* effective method 
of planning for 
family secif^ity. 
Give support for 
decisions . 
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MAJOR CONCEPTS TO BE EMPHASIZED: 



Techniques^ for record keeping and businese»like procedures 



BEHAVIORAL OBJECTIVES : ^ 



Recognize the value of keeping accurate records for household management j> 
expense accounts and income taxes. 

Apprais? various method's of keeping financial records for personal and 
family use. 

<; 

Become aware of the relationship of personal and family record keeping 
to overall financial management. 

Develop ability to use time-saving record keeping techniques. 
Recognise the customer advantage of personal checking accounts. 
Sunnnarise the steps in maintaining a checking account. 
Explain some terms used in computing income taxes. 

Compute income taxes in several given situations. ^ 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Accurate record keeping 
can contribute to a sue-, 
cessful financial plan. 



One who manages well 
might be expected to 
keep records show^ing 
types of income, fixed 
and flexible expendi- , 
tures and receipts for 
expense accounts such as 
those for business or 
organisations. 



Discuss the value of keeping accurate 
records for household management, ex 
pense accounts and income tax pur- 
pose. Pamphlet 8 

Illustrate the kind and type of 
records needed if one is to use 
knowledge of past spending as a 
basis for<^ future financial planning. 
Book 12 Pamphlet 8 



Write a short 
paper summarizing 
the value of keep» 
ing accurate recocd 
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Subject Matter Content 
Generalizations 

i 



Methods of keeping per- 
sonal or family finan- 
cial records vaty ac- 
cording to values, goals 
education and family 
life pattern. 

Record keeping can help 
one to realise that an 

individual is not free 
to spend his entire in- 
come as he pleases be- 
cause of income taxes,, 
other deductions and 
obligations. 

The organisation used by 
every individual and 
family usually differs 
in aim and effect. ^ 



There is a relationship 
between the types of 
records kept for house- 
hold management and for 
a small business. 



Learning Opportunities^ 
and Resources 



Role pJ.ay a family situation showing 
the necessity for keeping accurate ' 
records and receipts when handling 
household management and/or ex- 
pense accounts.^ *' 



Examine the type of records and 
receipts necessary for income tax 
purposes. List records and receipts 
needed for income tax purposes. 
Pamphlets and Bulletins 2A, 2C, 
2D, 2E ^ 



Prepare a bulletin board entitled 
''Items to Record" illustrating 
samples of family records. 

"Show and Tell" session where stu- 
dents suggest techniques for de- 
veloping and maintaining household 
record-keeping systems. ^ ^ 

Illustrate the type of records and 
receipts necessary for income tax 
purposes and/or expense accounts. 

Compile a list of essential elements 
in any record keeping system. 

Invite the owner of a small business' 
and his wife to discuss the simi- 
larities of keeping household re- 
cords and small business records. 

Conduct a survey comparing the types 
of records needed for household 
management and fot managing a small 
business. 
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Evaluation 
Procedures 
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Trtie-False test 
on value of re- 
cord keeping an^ 
types of records 
to be- kept for 
household manage^ 
mentj, expense ac- 
counts and, income 
tax<*s See ex- 
ample in Appendix 



Use a written 
p rob lem° s i tua t ion 
test to indicate 
relationship be- 
tween home and 
business finan- 
cial records. 




Subject Matter Content 
CJeneralizations 



Through creation and 
use of time-saving re- 
cord keeping techniques, 
one can facilitate 
individual and family 
management. 



<7 



Learning Opportunities 
and Resources 



Banks facilitate the 
exchange of money in 
economy through the use 
of checking Recounts by 
which most mbney pay- 
ments are jn4de. 



Evaluation 
t^rocedures 



Interview parents concerning values 
they have learned from/ keeping 
systematic^ records. 

Present an original skit on confusion 
and time x-jasted by inept record 
keeping practices. 

Visit the school office to find out 
hou the school records are kept; 
Ask the secretary or file clerk to 
explain procedures used for keeping 
records. Consider ho^ these 
practices could be used in the home. 

Use overhead projector to show 
several different instruments and 
techniques for keeping family 
financial record's . ^ 

Develop and use a family finance 
practjice set for a one-mcmth period. 
Justify the decisions made concern- 
ing the record keeping techniques 
used. 



Invite a banker to talk about check- 
ing accounts, their advantages, 
services, costs and practices which 
caus(^ problems in maititaining check- 
ing accounts. Pamphlet 5 



Use a performance 
test based on given 
criteria in which 
time-saving 
techniques for 
record keeping are 
trsed. Some ex- 
amples of records , 
to be used are 
those necessary 
for family sit- 
uations, expense 
accounts and/or 
income tax purposes 

Write a brief 
essay on check- 
ing accounts, 
their advantages, 
cost and services. 
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Subject Matter Content 
Generalizations 



Checking adtounts offer ^ 
many ' individuals and 
^families a suamlified 
l)usiness me^^m for 
handling rhc^rt'^^^ 

Careful maintenance 6f 
personal checking ac- 
counts can* contribute to 
individual and family, 
money Management. 

There are several types - 
of checking accounts 
available to meet ^ 
various .consumer needs. 

Two commonly used types 
of choking accounts 
are regular and special. 



J 



Learning Opportunities 
and Resources 



Field trip to bank to oblserve faci- 
lities and learn about ' checking 
accounts. Ask a banker to shoV" and 
have students hold a thousand dollar 

bill. ,^ ^ ^ 

Discuss the practices banks expect 
of their customers ^in management of 
personal checking accounts. 
Book 12 



Panel discussion on how checking ac- 
counts serve consumers and the 
advantages provided. 



Role play the opening of a checking 
account at a bank. ^ 



Discuss "rubber'* and "hot" checks. 
How does a bank handle this problem? 
What are possible consequences in 
such a situation? 

^ Explain how banks report to cus- 
tomers oti the ^status of their ac- 
counts at a given time of the month. 

Use overhead projector to demon- 
strate check-writing and deposit- 
making procedures recommended by 
banks. 

Practice writing checks, filling in 
• the check stubs or register, making 
deposit slips and reconciling the 
monthly statement with the check 
book. Pamphlet or Bulletin 5 

Hel^ mother and/br father write 
checks, fill in the check register, 
make deposit slips and reconcile the 
bank statement at the end of the , 
month. Pamphlet and Bulletin 5 
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EvaTuation 
Procedures 



.True-false quiz 
on use and abuse 
of checking ac- 
counts. 
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Subject Matter Content 


Learning Opportunities 


Evaluation 


Generalizations 


, ' J and Resources 


Procedures 


N 


• 

Use a case problem to issue checks, 


Use a case pro- 




keep the necessary records and 


blem in which 




balance the monthly bank statement 


students pay 




for a given period of time. 


five bills by 






cnecK, Keep Lne 






necessary re- 






cords and balance 






the check book 






^and statement • 


wnen one unQeL^sLaiiuo luc 


uenne cerms usea in compULing in- 




terminology of income 


come taxes 'such as: 




taxes^ .BdJ'is more likely 


income tax 




to, be able to compute 


dependents 




his taxes correctly. 


Book 21 ^ 




xne reaerax income uax 


Bulletin board on income tax 




is the outstanding ex- 


vocabulary Tax Your ICnowledge. 




ample of a direct, pro- 






gressive tax in effect 






in America. * 






Income tax is based on 






the ability-to-pay 






system of taxation. 






All persons subject to 






income LaAes mubL iiic 






a federal income tax 






return by April 15, and 






a state income tax re- 






turn by May 15, 


• 




Federal and state lavs 


Y 




reqyire emp^loyers to 


V 




withhold a cettain ^ 






amount of tax from 






wages or salaries of 






all employees. This is 






called a withholding 






tax , 












A Fom W-2 must be sent 


Show fonns used in computing taxes ' 




in to the District 


and have students explain various 




Director of internaj. 


terms used. 




Revenue when one files 






hfs tax return. 
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Subject Matter Content 
« Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Whether a person com- 
putes his own income 
t^f«s or just prepares 
thiwpnecessary data for 
a tax consultant to use, 
he needs to have some 
knovj ledge of hov; income 
taxes are computed. 



An awareness of how in- 
come taxes are computed 
can contribute to one's 
understanding of the 
type of household rec- 
ords to be kept during 
the year. 



Have a CPA gr tax consultant talk , 
^^out: who must pay income taxes 
when tax payments are due; who must 
file a declaration of estimated 
taxes; types of records or receipts 
needed for computing taxes; explain 
terms and show samples of forms used 
in coinputing taxes; an4 discuss 
penalties^ for not paying taxies on 
t ime • 

Use a family problem situation to 
determine a family's total income; 
deductions; exemptions; and net 
income • 



Relate the importance of ^keeping 
accurate records to efficiency in 
computing income taxes. 

Use hypothetical figures to compute 
income tasfts for the year on the 
form available from local offices 
of Internal Revenue Service and 
Collector of Revenues. 

Indicate whether or not a declara- 
tion of estimated tax is to be filed 
in several given case studies. 
Book 21 



Use the opaque 
machine to have 
an oral identifi- 
cation test of ' 
various parts of 
form used for com- 
puting ta3;es based 
on the understand-" 
ing of terms studied. 



Practical. quiz on 
use of income tax 
forms in computing 
taxe^ of a given-^ 
family. 
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MAJOR CONCEPTS TO BE EMPHASIZED : 
Influences on consumer behavior 



BEHAVIORAL OBJECTIVES: 



Acquire some insight into ways the economy influences consumer behavior. 
Become aware of some factors which influence consumer behavior. 



Subject Matter Content 
Generalizations 



Learning Opportunities 
. and Resources 



Evaluation 
Procedures 



Knowledge of American 
economics can assist the 
individual in personal 
and family finance 
management and' iti his 
role ^s an informed, 
responsible citizen. 



The family economy af- 
fects and is affected 
by the larger economy. 



Define some basic teftns pertaining 
to economics such as: 

economy 

production 

consumption 

gross national product 
capital 

purchasing power 
profit 

mass production 

law of supply and demand. 



React to the statement: "Families 
are both producing and consuming 
units of our society." Explain how 
consumers can contribute to the flow 
of money in the economy. 

Invite an economics' teacher or 
businessman to discuss factors which 
tend to inhibit or interrupt the 
flow of money in the economy such as 
relationship of consumer speniding to 
business spending and government 
spending. 
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J|itching test in 
W)|ich terms are 
HiE^tched to 
definitions. 



Collect news 
articles using 
some of the 
terms. Explain 
Articles to class 
using the new 
terms. 

Make a poster to 
illustrate the 
cycle of econo- 
mics Involving 
the consumer, 
bus ine s s and 
the governmei|t. 
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Subject Matter Content 
Generalizations 



Productive workers not 
only earti money but can 
also contribute to the 
productivity of their 
society. 

Mass production of goods 
and services has made it 
p^^ible for more 
families to have current 
needs and wants. 

Spending of teenagers 
plays an important role 
in the national economy 
of their society. 



The standard of living 
of a nation is closely 
tied td the total pro- 
duction or gross 
national product. 



Learning Opportunities 
and Resources 



Discuss the role of the individual 
in a free-enterprise economy and 
the advantages of such an economic 
system. 



Trace the relationship of consume|r 
spending to business spending* and 
gove rnmen t spend ing . 
Books 10, 14, 15 



Consider how teenagers* spending af= 
fects the national economy. 



Investigate a rise or fall in the 
gros,s national product in relation 
to earnings and standard of living. 



Evaluation 
Procedures 



Organize a panel or bu^z group to 
discuss : 

What is a standard of living? 
How does it differ from a level 

of living? 
How do personal decisions on 
spending and saving affect the 
national economy? 
How does the national economy 
. affect personal saving and 
spending? 
What is involved in being a re=- 
sponsible consumer citizen? 
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Write a brief 
essay on "The ^ 
Role of the Teen- 
ager in the National 
Economy." 

Use a circle 
graph to show * 
the relationship 
of gross national ' 
product to a 
family's income 
in the last ten 
year. 

Play Jeopardy Game. 
Include categories 
on: 

vocabulary 

role of consumer 
in American 
economy 

Effect of GNP on 
standard of ^ 
living 

relationship of 
consumer spend- 
ing to business 
aad government 
spending. ^ 

See example in 

Appendix C^ 
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Subject Matter Content 
Generalizations 



Awareness of influences 
on -consumer behavior 
can contribute to great- 
er understanding of v;hy 
people buy as they do. 



Several factors can con 
tribute to consumer 
behavior. 

Most people are stimu- 
lated to buy by the 
same -desires . ^ 

Knowledge of buying 
behavior tend6 to in- 
volVe some knowledge of 
human psychology. 

Many people are unaware 
of why they buy as tl\ey 
do. 

When a person knows his 
basic purpose in life, 
it is usually easier 
X for^im to see the 
desirafe-le cl^aracteris- 
tics in his purchases. 



Learning Opportunities 
and Resources 



Prepare a bulletin board on **VJhy We 
Buy as We Do J' To fulfill desire 
for: 

physical well-being 
creativity 
social status 
learning 
attractiveness 
recreation 
saving 
habit 
comfort 
conformity 
convenience ^ 
, preferences ^ 
advertising and promotion 
quality and standards 

Research psychological, socio iogicu-. 
and socio-economic factors ^hich m;^^ 
affect one's buying ^havior. 



Evaluation 
Procedures 



last fi\Ke 



Write down the last fi^ articles 
you bought. Te^ what factors 
motivated you ta buy them. 



Keep a record of your tm;^chases over 
a short period of timeK^^iStrive to 
fihalyze factors influeipW your 
Duying behavior. Were f^fe purchases, 
satisfactory for your poroses? 
Explain why. 



Pre-cest. An- 
swer question 
*'Why do you 
think you buy 
the way you do?'* 
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Rank in order of 
importance and 
teli i^liy you 
bought these 
ari'Lc'^es. 
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Subject Matter Content 
(ieneralizations 



learning Opportunities 
and Resources 



Evaluation 
Procedures 



Observe the transparency on consumer 
behavior and motivation. 
Transparency 1 

Use case studies to better under- 
stand why people buy as they do. 

Collect examples of advertisements 
to analyze the psychological or 
sociological influences on a con- / 
sumer. Use newspapers or magazines. 

Read and analyze advertisements. 
Determine to whom the advertisements 
are slanted and the incentive 
used for buying. 

Recall advertisement slogans which 
exploit an individual's desire to 
give or have the best quality 
possible. 

Dramatize a family-buying situation 
to emphasize factors motivating 
■^^onsumer behavior. 



Ask a panel of adults what motivated 
them to buy certain items such as 
color TV, a particular car, etc. 



Read for background information 
such books as: Why People Buy by 
L. Cheskin and The Hidden Persuaders 
by V. Packer. 
Book 3 
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Analyze why the 
family members 
bought as they did. 
Make a question- 
naire on personal 
and family buying 
habits. 

Complete this open 
end statement: 
A primary reason 
for my personal 
buying behavior 
is . 



Give book reports 
on readings. 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Bu22 groups discuss some of the fol- 
Idwing topics: 

How do manufacturers use sales 
promotions (such as specials, 
prizes, displays, contests, 
demonstrations , inttodXictory 
offers, discount prices, f^e 
offers, trading stamps, loss 
leaders and referral sales) to 
attract customers? 

What is the use of status symbols? 
Name some examples of possible 
status symbols one may buy. 

Why is it important to own goods 

^ and services similar to those 
of your peer group? 

Explain hew an individual's or a 
family's desire for quality in 
goods and services could in- 
fluence his buying behavior. 

How can one's geographic! location 
influence his buying habits? 

Give examples of ways cultural 
background may affect one's 
buying habits. 

Contrast buying habits of lower 
socio-economic groups with 
those of middle and upper in- 
come groups. 



1^. 



Rank some psycho- 
logical and socio 
logical factors 
which you think 
influence teen- 
agers to buy as 
they do. 
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MAJOR CONCEPTS TO BE EMPHASIZED ; 
•Consumer information and protection 



BEHAVIORAL OBJECTIVES: 



Become familiar with the services of reliable government, educational and 
business agencies and organizations which aid and protect the consumer. 

Iden^^^.some consumer protection laws Yiow in effect.^ 

Determine some of the current needs for consumer protection legislation 
in Louisiana. 

become aware of some fraudulent practices used by individuals. 

Develop criteria for evaluating information and services provided by 
consumer protection agencies. 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Many agencies and or» 
gantzations can help to 
safeguard the consumer's 
interest and welfare. 

Legal Aid Societies, 
the Federal Trfde Oom- 
Aission and th'fe U.S. 
Food and Drug Adminis- 
tration are some ex- 
amples of government 
agencies vjhich can help 
the consumer. 

Two examples of business 
agencies who can aid 
the consumer are the 
better Business Bureau 
and the Chatnber of Com- 
merce. 



Use representatives of several agen- 
cies to discuss aid which their p 
respective departments give consumers 



Using the yellow pages of teTephone 
directory, make a list of the local 
agencies or services which aid con- 
sumers. For small or rural areas, 
use'^-directory of closest cit^ or 
town. Book 21 



Collect current magazine articles or 
newspaper items which give infor- 
mation about consumer proCi^tion 
problems and sources of help. 
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Subject Matter Content 
Generalizations 



Some of the publications 
which can edycate the 
consumer to become fami- 
liar with ways in which 
' Hie is and can be pro- 
tected are Changing 
Times , Louisiana Con - 
sumer^ Federal Trade 
Commission atid Better 
Business Bureau publi- 
cations. 



Individuals and fami- 
lies as consumers are 
protected by federal, 
state and local laws. 



Learning Opportunities 
and Resources 



There are areas of con- 
sumer affairs in which 
legislation in Louisi- 
ana can contriblit^e to ^ 
consumer protection. A 



Use overhead projector and prepared 
transparencies to stimulate dis- 
cussion on sources of consumer pro- 
tection. Transparency 2 

Show Filmstrip Protecting the 
Consumer . Filmstrip 6 

Obtain case studies from Better 
Business Bureau, Present as problem 
situation for class discussion. 



List some of the Federal Statutes 
that are of special interest to 
the consumer.. 

Book 21 ^ 
Pamphlet and Bulletin 6 

Read end analyze as a class, a 
legislative bill on consumer pro-' 
taction. 



Lawyer to speak on and interpret 
some of the laws which protect 
consumers . 

Recall consumer protection laws 
studied in other units.. 

Using the list of measures usually 
taken by state government in the 
consumer's interest, make a Survey 
and determine Louisie^ regulations 
now in effect. Book>^21 

4 

Survey to determine local ordinances 
protecting the consumer. 

Survey families and friends to de- 
termine some of the areas in which' 
state consumer protection is needed. 
Compare results with previous class 
surveys of laws in effect. 



Evaluation 
Procedures 
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Matching test on 
source of aid 
and services 
provided . 



Completion test 
on consumer laws. 



ERLC 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Louisiana legislators 
can help identify some 
of the current needs 
for consumer protection 
legislation. 



\ 



ncreased consumer 
awareness can help to 
protect consumers 
against unscrupulous 
individuals who cheat 
the public and prey on 
the uninformed. 



Through education, in- 
dividuals can learn to 
protect themselves 
against unscrupulous 
individuals . 

False claims, mislead- 
ing statements and . 
"free gifts'* often tend 
to confuse the consumer 



All groups of people; 
rieh , poor, educated, 
uneducated, young and 
old, may be victimized. 



State legislator talk to the class 
about some of the current needs for 
consumer protection legi9lation and 
tell about any pending consumer 
protection legislation. 

Draft a sample legislative consumer 
protection' bill which. is needed in 
Louisiana. 



Invite Chamber gf Commerce or Better 
Business Bureau member to discuss 
recent frauds ^nd deceptive practi- 
ces in the area or community and 
explain how to gua'rd against these 
practices. 



Keep a notebook or scrapbook of 
recent material from magazines and 
newspapers concerning fraudulent 
practices. Display project note- 
books. 

Role play a situation involving a 
"bait^and switch** technique used by 
a salesman. StresSs weak and strong, 
points in salesman's ^approach. 
Book" 17 ' ^ 

Present an origioal skit depicting 
telephone situations informing 
**customers*' that" they^'are a "lucky 
winner** of prizes or '**free services.' 
Book 17 ^ ' 

Ask students to bring in **bait and 
switch** material or **lucky winner** 
letters. 



232 



Prepare a check 
list giving se- 
lected consumer 
protection legis-= 
lation, identify 
those needed in 
Louisiana. 



r 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Unfair or deceptive 
business practices tend 
to cost the consumer 
money. 



Some organizations and 
agencies Enay have a 
more direct effect on 
consumer protection and 
services than others. 



The type of consumer-' 
protection needed can 
influence th^ choice of 
organization or agency 
to which the consumer 
would appeal. 

Through appropriate 
learning experiences, 
individuals can develop 
the ability to appraise 
consumer protection in« 
formation and services 
which meet one's needs. 



Make a bulletin board of ginonicks 
used such as "you may cancel any- 
time," various sympathy appeals^ 
"you have been specially selected/ 
or "special price for a limited 
time," to stimiilate discussid'n of 
cost to consumer. 
Book 14 

Pamphlet and Bulletin 9 

Evaluate case studies from Better 
Business Bureau in terms of cost 
to consumer. 

Use class notebook or scrapbook 
containing articles on fraudulent 
practices to determine cost to 
con^mer . 

Compile studies of information and 
services available to consumers. 
Set up criteria for evaluating in- 
formation and services. Include: 

location 

purpose (s) 

service (a) 

cost(s) 

eligibility of applicants. 
Books: 14, 21 



Analyze each 
appeal for 
validity and 
cost involved* 



Givetj^a list of 
services and 
agencies that 
protect consumers 
select the one/ 
ones that meet 
the needs of a 
selected family 
that has been 
cheated by a 
given fraudulent, 
practice . 
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MAJOR COrXEPTS TO BE EMPHASIZED ; 
ConsuEier rights and responsibilities 

BEHAVIORA L OBJECTIVES: 

Identify the rights of the consumer. 

Determine the responsibilities of the consumer. 

Practice knowledge learned regarding the rights and responsibilities of 
the consumer. 



Subject Matter Content 
Generalizations 



Recognize that consumer 
rights anh responsibil- 
ities can contribute to 
one's effectiveness as a 
consumer and as a 
citizen. 

Consumers in the United 
States have the follow- 
ing rights: 

tq be infonned 

to safety 

to chocJse 

to be heard 

to be protected • ^ 

Consumers have respon-> 
'sibilities in relation 
to each of the rights. 



The consumer's right to 
be informed is dependent 
upon the following - 
responsibilities: 

to keep informed of 
recent develop- 
ments and obtain 
information on 
. goods and services 



Learning Opportunities 
and Resources 



Show films trip "The Consumer 
Decides." 

Filmstrip 4 . ^ 



Identify some individuals who have 
worked for consumer rights and 
responsibilities. How have they 
helped the consiamet^-^ 



Identify and discuss rights of 
consumers. Determine reisponsibili- 
ties which go along with each. 
Publication 11 

Role play situation in which fail« 
ure to accept certain responsibili- 
ties results in loss of certain 
rights. 
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Evaluation 
Procedures 



Give a "Quickie 
Test^" List the 
rights and re- 
sponsibilities 
presented in the 
filmstrip. 



ERLC 



Subject Matter Content 
' eiieral izat i ons 



to read advertise- 
ments carefully 

to seek additional 
information as ^ 
needed ^ 

to check use and 
care instructions 
before buying 

to understand all 
performance claims 



Learning Opportunities 
and Resources 



Compile list of some of the perio- 
dicals and other publications 
which relate to informing consumers 
about goods and services. 



Read and discuss the Advertising 
Code of American Business, Determine 
the consumer' s responsibility, to 
read advertisements carefully. 
Pamphlet and Bulletin 10 
Book 21 

Bring to class various advertise- 
ments in order to identify infor- 
mation provided, ^ * 

Recall some responsibilities which 
consumers need to remember when 
reading advertisements • 

Using care and instruction booklets 
of department appliances, identify 
information provided in each. 
Determine responsibility of con- 
sumer in relation to this informa- 
tion. 

Prepare bulletin board shox^jing 
sources of performance ratings which 
would help the consumer to judge 
performance claims of consumer goods 
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Evaluation 
Procedures 



Evaluate several 
advertisements in 
relation to con- 
sumer responsi- 
bility. 
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Subject Matter Content 
Geneirallzatlons 



The consumer's right to 
safety is dependent upon 
the following responsi- 
bilities: 

to examine all pro- 
ducts for safety 
features 
to '^udy use-and-care 
instructions before 
laying and using 
to infom those re- 
sponsible if per- 
fo^arice is poor 
to study product 

safety ratings from 
^reliable sources 
such' as ''Consumer 
Reports . 

The consumer's right to 
cjhoose is dependent upon 
the fqJLl6v7ing: 

independent judgment 

and action 
selectivity 
buying of efficient 
products and ser- 
vices and refusal 
to buy those whiph 
are not 
i^honesty in consumer 

affairs 
recognition of mo- 
tivation to buy 
recognition of one's 

limitation of in- 
^ -come and other 
resources. 



Learning Opportunities 
and Resources 



Group projects to study and report 
on- safety ratings given various 
selected goods or products identi- 
fying source used. 



Bring to clas^ products or goods 
purchased by class or family members . 
Tell if each was a good or bad 
purchase basied on perforaance. 



Draft a letter to a business fim 
reporting unsatisfactory product 
performance . 



Review motivations for buying and 
basis for making decisions for 
buying. 

Bring to class newspaper advertise- 
ments, product labels or tags. 
DeterQiine what services are pur- 
chased along with product and what 
infomation is necessary for decision 
making. 

Bring to class guarantees and war- 
ranties from goods purchased. i 
Evaluate and discuss in tems of 
making guarantees and warranties 
work in the best interest of con- 
sumers . Books 14 , 17 

Recall shopping ethics and other 
phases of consumer honesty studied 
in previous units. Make list of 
these practices and use these to 
cite examples where dishonesty _on 
the part of the consumer affects 
his rights. 
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Evaluation 
Procedures 



Subject Matter Content 
Generalizations 



The consumer's right to 
be heard is dependent 
upon the responsibili- 
ties to: 

write protest letters 
knovj where to go for 
help * 

make suggestions for 
improving 

be informed of con- 
sumer needs 

support legislation 
for consumer pro- 
tection. 



The consumer's right to 
be protected is usually 
dependent upon the 
following: 

being informed of 

one' s rights 
being informed of 

existing laws and 
' standards 
being aware of con- 
sumer needs for. 
more information 
and protection. 



Learning Opportunities 
and Resources 



piscuss: If one has the right to be 
heard and the right to be protected, 
what responsibilities should he 
assume? Book 5 
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Evaluation 
Procedures 



Matching test on 
rights and 
responsibilities. 
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APPENDIX A 



WORK CHART FOR COMPARATIVE COSTS OF RENTING AND BUYING* 



EXPENSES 



RENTING. 



BUYING 



Rent 

Mortgage payments, including 
principal and imterest 



Taxes (Omit if included in 
mortgage payment) 

Insurance (Omit if included in 
mortgBge payment) 

Utilities (Omit if .included in rent) 

Electricity 

Gas 

Water 

Telephone installation 
Heat 

Maintenance 
Repairs 

Services for yard care, garbage 
disposal, garage or parking 
facilities 

Other costs 



TOTAL 



^'Hopkins, Charles. Consumer Education ; A Course of Stud> 
^West Virginia Retailers Association, 1969, p. 97, 



Charleston: 
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APPENDIX B 



Suggested Tests 



RECORD KEEPING (True-False) 



Directions: Indicate true statements with a plus (+) sign and false ones with 
a zero (0), 

<^ 

\. Keeping financial records is a valuable practice primarily for one v/ho 
vjants to plan a design for spending, ,3.^ 

1. One should learn the best way to keep financial records and then 
follow the method exactly, 

<? ' 

__3, Receipts are unnecessary when one is on a business expense account. 

4, Keeping financial records helps one to realize that an individxial ^ 
is not free to spend his entire salary as he^ pleases, 

CHECKING ACCOUNTS (True-False) o 

Directions: Indicate the true statements with a plus sign (+) and the false 
ones with a zero (0), 

__1, Checking accounts offer individuals and families a simplified method 
for handling motley, ^ 

1. Ti'/o commonly used types of checking accounts are savings and regular 
accounts • 

^3. Use of checking accounts facilitates the exchange of money in the economy, 
INCOME TAX VOCABULARY (Matching) 

Directions: Match the phrases in Column I with the i;ords in Column Hp 
Column I • Column II 

1. Total of all income a, net income 

b. April 15 and May 15 

2, A direct progressive tax Co gross income 

d, withholding tax 

3- dates • Co income tax 

f, January 15 j June 15 



/ 
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APPENDIX C ^ 
SUGGESTED JEOPARDY GAI-IE 

V- 

Directions: Choose a category from list given below, 
vocabulary 

consumer's role in the econoiay 
GNP 

Relationship of consumer spending to business and govexmment 
spending 

Sample answers and questions, 
ANSIJER: The dollar "value of all g^odg and services produced in a country, 
QUESTION: IJhat is gross national product or GNP? 

ANSVJER: Money spent by business and industry to operate factories, toolSj 
machinery and equipment, 

QUESTION: VJhat is meant by business investment? 

ANSIHR: a high standard of living, 

QUESTION: I'Jhat does our economic system make possible? 
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ADVANCED LEVEL 

Late Adolescence 
Home Economics IV 




CONCEPTS TO BE EMPHASIZED 
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HOME ECONOMICS IV 
OVERVIEW 

Thj.s resource unit is provided to assist home economics teachers in 
developing learning experiences for twelfth grade students* The teacher is 
encouraged to modify the sequence or any aspect of the subject matter content 
necessary to fit the needs of the learners* 

This unit is based on "Eight Essential Concepts" by Porter,^ The 
concepts are: planning, buying, barrcfwing, saving, investing, protecting, 
sharing and increasing one's earnings / 

Today's teenagers are tomorrow's parents* Students at the twelfth grade 
level are beginning to plan for their future family, parenthood or for their 
future individual educational or vocational plans. They need experience in 
balancing limited resources with unlimited and insatiable wants. Students 
need to realize tha*t proper use of what one earns ^s as important as learning 
how to^earn more. A primary task for any individual or family is to select 
realistic financial goals as p^rt of a philosophy of life, and pursue 4:he 
most direct eourse to teach them. * 



^Porter, Gerald, "Eight Essential Elem^ents for Achieving Financial Security.' 
J, Norman: University of Oklahoma. 
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SUBJ'ECT MATTER AREA: Consumer Education 
LEVEL: IV 

TITLE OF THE UNIT: Family Finance 
SUGGESTED TIME: ^0 Weeks 

GENERAL OBJECTIVEg : ^ 
Upon completion of this unit in Consumer Education, students will: 

1, Gain a greater appreciation of financial management. , 

2, Gain some ability in making financial records, for the family. 

3, Recognize the influence of personal and family values in f inane i^al 
decisions. 
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MAtgOR CONCEPTS TO BE EMPHASIZED : 

1. Planning and decision making. 

2/ Intelligent management of resources. 

3. Legal aspects affecting the family. 

4. Providing for security and protection. 

5. Sharing the cost of government by taxation. 

6. Cjonsumer credit and lav/. 

7. Wage earning. 
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MAJOR CONCEPTS TO BE EMPHASIZED: 



Planning and decision making. 



BEHAVIORAL OBJECTIVES: 



Recognize the importance of self-disdl^Jine in money management. 



Subject Matter Content 
Gener a 1 i z a t ions 



Achievement of goals is 
a likely result of 
planned spending. 



Lear^iing Opportunities 
•fnd Resources 



Discuss f inanqlSar responsibilities 
that must be ccmsidered by the young 
married couple. t; 



Organization is 'carry- 
ing out planed activi- 
ties in the use of 
money , 



Invite several yming married couples 
to present ideas^pn hovj they plan the 
use of their mon€fe<. 

M^ke a list of fiiM decisions 
th.it: must be made m the young 
married couple imm^piately before 
r-and a*fter marriage,! Compare these 
idoci.^. Teaching Ai^ 3 

Drfir.c: organization management, 
resoui\:c ^ goals, idefe, decision- 
makinc . oroblem solvife. Book 6 

I 

Use cartoons or film tm^ show the 
frustration of the unoManized 
family. Film 1 ^' 

Interview store manager ^^anker , 
tccicher and others to firvli out what 
organization means to thei^)„ ^ If 
possible use tape recorded V;^or the 
intjr'^'iew, 

Prepare a bulletin board using the 
idear To Organize is to Plan^ 

List some of the things one i^^ould 
organize as a part of planning. 
Examples: Ideas, resources, buying 
guide, goals, etc. Book 6, Pam- 
phlet 14 \ 
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Evaluation 
Procedures 



Check sheet on the 
financial respon- 
sibilities of 
young married 
couples. 



Contrast the re- 
sults of the two 
types of manage- 
ment that you 
observed in the 
.film 



tVt- 



Subject Matter Content 
Gene r a 1 i z a t ions 



Management involves 
decision making and or- 
ganization of resources 
to achieve goals. 



Reasonable decision 
making is related to 
problem solving. 



The decisions of indivi- 
duals and families re- 
flect differences .in 
choices^ of goals. 

Values serve as guides 
for choosing goals. 

Most people take into 
marriage values which 
the^ gain from their 
respective families . 

Planning is a means of 
resolving family differ- 
ences in favor of 
vjhatever is best for the 
good of the family. ^ 



Learning Opportunities 
and Resources 



Reviev7 steps in problem solving: 

1. Recognize whether a problem exists 

2. Face the problem. 

3. Seek theVause. 

4. Decide upon goals or course of 
action. 

5. Begin wording in positive way to 
carry out the plan. 

Book 6 



Evaluation 
Procedures 



Present a set o£ 
family situations 
involving financial 
decisions. Ask 
students to assume 
different roles 
and organize »the 
situations. 



When an individual rec- 
«il^ni7^. the relation- 
ship between establishing} living patterns, 
reasonable 'priorities 

251 



Invite three business representatives 
to discuss the relationship of 
organization and management. 

<^ 

Reviev7 steps in decision making. Set 
goals; (clarify values). 

1. Obtain information needed, 

2. Assess resources. 

3. Consider ways of reaching goals. 

4. Make choice or plan. 

\5. Put plan into action (or decide^ 

' on no action) » ' . 
6. Evaluate results. ' 
Book 6, Pamphlet 25 

Define priorities. /^Use a check sheet 
to analyze your attitudes in connec- 
tion with family spending. Appendix / 
Use this grouping: 

1. Those absolutely essential. - ^ 

2. Important but not essential. 

3. Those that could be eliminated. 
Book 6 

Divide into groups to discuss *Vhat 
are usual financial priorities for a 
young couple?" 

Role play a young couple involved" in 
a planning session as they make de- 
cisions on their needs, wants and 
goals. 



Examine case studies which reveal 
how family priorities determine 
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Subject Matter Content 
Generalizations 



and security in family 
finance, she will gain 
greater satisfactions 
in achieving goals. 



A financial plan is 
usually successful v/hen 
it meets the specific 
needs of the individual 
or the family. 

Methods of handling 
money vary with familie 
and situations. 



Learning Opportunities 
and Resources 



Budgeting can aid the 
family in achieving 
goals. 

A budget helps a family 
to live within a given 
income. 



Examine the spending patterns of 
various hyp6thetical couples who 
have different interests. 



Make a survey of individual families 
in regard to plans that have succeed 
ed and those that have failed. 



Identify possible caiises of failure 
such as: 

1. Unrealistic goals. 

2. Not enough money to meet all their 
needs . 

3. Not flexible. 

4. Did not make- use of all resources. 

5. disagreement about who should 
handle spending. "O 

6. Lack of self-diseipline in using 
the plan. 

Compare hypothetical money manage- 
ment plans of a young couple just 
married. 

Compafe with expenditures for same 
period. 

Analyze adjustments necessary for 
next period of spending. Periodical 
3 

Buzz session: "A budget is a tool 
one uses in managing money.'' 



Review the basic parts of a budget.^ 

1. Fixed expenses 

2. Flexible expenses 

3 . Emergency fund 

4. Special goals 



Evaluation 
Procedures 



Write a paper on 
"Establishing 
Reasonable Priori- 
ties Relating to 
Security in Family 
Finance. 
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Identify and list 
problems that may 
result when a fam- 
ily lives beyond 
its means. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Using budget plans 
usually involves adjust- 
ments to meet changing 
conditions. , . 

s ^ 



Sttidy ready-made budgets as a remind- 
er of expenses that may have been 
over -looked. Book 19 

Discuss: ,V7hat is the minimum on 
which a young couple could live 
comfortably in your community? 



^Review the family life cycle. Note 
the periods of lov/, increasing, max- 
imum and decreasing incomes. 

Discuss these cycles in relation to 
family responsibilities at the given 
periods. 

By^lletiri board could be prepared 
to catry out the preceding idea. 

Divide into groups and each group 
make a plan for spending for a spec- 
ific family. Use lov7 to average 
income and an early stage life 
cycle. Teaching Aid 2 



E\/aluation 
Procedures 



Coinpate expense • 
records with bud- 
gets and note 
changes . 



Recognizing value of 
keeping accurate records 
may give an individual 
or family the basis for 
making a plan for spend- 
ing. 

As an individual apprais- 
es different methods of 
keeping records he will 
be able to select tlie 
one best suited to his 
ovm needs. 



Present each stu- 
dent with a familji 
situation. Hav^ 
her v/rite an ana 
lysis of the situ- 
ation and plan a 
financial program 
for the family. 



Discuss: If one is to use past 
spending as a basis for planning, whal: 
kind of re'cords shquld be kept? 



Invite a teacher from the business 
department to show techniques of 
record keeping for household accounts 



Invite the owner of a small business 
and a housewife to compare their 
record keeping habits. 

Invite a banker to show: 

1, Writing and endorsing checks. 

^. Making deposits. 

3. Keeping a check register. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



4. Reconciling bank statements. 
Book 19 ^ 

Interview other individuals x*7ho 
have a system for keep^ing records. 



MAJOR CONCEPlis TO BE EMPHASIZED : 

Intelligent management of resources 
Buying, using and evaluating: 

Food 

Clothing 

Housing- -appliances and furnishings 
transportation 



Evaluation 
Procedures 



Write a summary of 
e 1 emen t s invo 1 ved 
in good record 
keeping. 

Have students list 
the ideas they have 
learned from this 
unit. 



BEHAVIORAL OBJECTIVES : 

Examine total dollar costs of goods and services before investing. 
Compare the entire cost of buying^ using and evaluating food. 







Subject Matter Content . 
Generalizations 


Learning Opportunities 
and Resources 


Evaluation 
Procedures 


Planning menus in ad- 
vance saves time, effort 
and money and may insure 
good nutrition. 


Pre-test '^Managing Personal Income" 
See Appendix A 

Give cases where one family planned 
meals, one did not. Students evalu- 
ate cases for use of time, money 


Use student eval- 
uation for case . 
studies . 



The manner in which a 
family plans and buys 
can affect how they live 



spent and nutrition. Book 3 

Discuss the following: "The Ways A 
Family Plans and Buys Determines How 
It Lives." 
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Subject ^a^ter Content 
Genfe'ta t iza t ions 



VJise management of the 
food dollar can provide 
savings, greater enjoy- 
ment from the food eaten 
and. better ^nutrition in 
individuals and the 
family. 



Family food costs vary 
with the size and com- 
position of the family, 
the values placed on 
food and the resources 
available. 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Examine a variety of media slanted 
toward young aduLts for all infor- 
mation on buying practices of food. 
Book 18 

Invite food specialist in Ejitension 
to present information on planning 
food purchases. 



As a class project^ prepare a series 
of articles for the school paper on 
buying and planning practices. 

Divide class into groups to research 
and report on Guides for. Food Shop- 
ping and Management. 

Break down a series of grocery bijjls 
and total food purchases separately 
for the four basic groups. 

Examine actual grocery lists girls ^ 
saved from parents and cash register 
tapes. Check off non-essential . 
foods and total amount speiat for them 

Students present skit to class: 
'How Much Food Will^ Ten Dollars Buy?" 
Bulletins 30, 22, Periodical 7 



Complete the 
f o 1 lowing : "Buy ing 
practices can be 
improved by .careful 
attention to... . " 



Analyze food budgets of several 
families. (Newlyweds, single persons 
families with young children, familie 
with teenagers, welfare, food stamps) 

Discuss the proportion of income 
families have spent on food. Period- 
ical 1, Bulletins 22, 17 



Make -a chart of / 
food shopping 
guides. 

Analyze nutrition 
received for the 
money spent. 

Figure per cent of 
mone^ spent on 
non-essentials 
in grocery store. 

Use "Guides for 
Food Shopping and 
Management. " 
Show how consistent 
attention to these 
guides can reduce 
family spending 
without minimizing 
nutrition. 

Students OTlte 
reports of their 
studies of food 
budgets. 

Figure percent of 
income each family 
spends on food. 
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Subject Matter Content 
Generalizations 



Understanding that fam- 
ily food cost varies 
may become realistic 
as student play the 
role of parents. 



Many times ^family food 
(J^ts vary with the use 
cpnvenience foods. 



Learning Opportunities 
and Resources 



wise buyer adjusts . 
Ma buying habits to 
€4ke advantage of good 
' ^Qd values in ^ the 
food market. 



Advertising is helpful 
but need not always be 
the sole guide in buying 



Evaluation 
Procedures 



Accompany parents, relatives,, neigh- 
bors or friends cm food shipping 
trips as a silent obser-^er. Note 
impulse buying. 

Invite a retail food merchant to 0 
talk on his ' observaticjns of shopper 
in action. ^ 

Study some commericially prepared food 
i-7ith some home prepared foods. Com* 
pute cost per unit measure of var- 
ious food. 

Have class committee set up a dis- 
play of common can sizes and equiva- 
lents and cost. - 

Plan a bulletin board on cost of 
convenience food. 



Use newspapers, radio and television 
to learn of seasonal food bargains 
and thrifty food management. 

Examine contents of several cans of 
vegetables to determine quality 
differences. Compare to see if 
there is really a cost difference. 

Conduct a tour through a s'^upermarket 
to observe how prudent shoppers 
choose product^. 

Use transparencies to illustrate the 
v^lue of paying careful attention 
to food labels and pt'oduct informa- 
tion. Book 19, Bulletins 39, 26, 17, 
36, Filmstrip 1 

Review newspaper advertisements for 
s tandard i tems . Note the s tores 
that feature "specials" or "loss 
leaders. " 



Have students 
develop ^ skit 
showing shopping 
practices learned 
about various 
families. Compare 
practices. * 



Compare ^convenience 
foods vs! home pre- 
pared foods. 



Each student figure 
on one food --can 
size, equivalents 
and\ cost. 

Stuotents report on 
food Comparison 
cost study. 
Compare findings 
as a class. 



Make a report on 
comparison of quali- 
ty and cost. Each 
student select one 
vegetable and bring 
together as a class. 



Evaluate labels 
as to content. 
Check label I.Q. 
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Subject Matter Content 
Generalizations 



Wise shoppers read, 
ask questions, observe, 
compare, buy and try 
out different foods. 



MAJOR CONCEPTS TO BE EMHHASIZED 



Intelligent management cJf 
Buying, using and evalu^t 
Food 

Clothing 

Housing, appliance 
Transportation 

BEHAVIORAL OBJECTIVES : 

Examine total dollar cos 

Examine total dollar cos 



Subject Matter Content 
Generalizations 



Oner's v>?ardrobe may be 
limited by the amount 
of money he can afford 
to spend on clothing. 

Buying clothing in the 
framev7ork of a plan may 
save one money. 



Learning Opportunities 
and Resources 



Have group decide where they would 
shop for a comparable l^st of items. 

Review chart for rating advertise- 
ments, ^ach student needs a copy. 



Develop a skit to show wise shoppers 
and poor shoppers. Periodical 10^ 
7, Bulletin 
parency 1 



32, Book 13, Trans- 



resources 
ing: 



and furnishings 

ts of goods (and services before invest 
ts in buying, using and evaluating clotiiing 



Learning Opportunities 
and Resources 



Discuss factors which should be con- 
sidered when planning a wardrobe. 



Discuss type of items that make up 
a suitable wardrobe. Bulletins 22 
30 

Inventory wardrobe, listing' all 
items, colors and sizes.. 

Using this list, determine how 
many different combinations of cloth- 
ing you have. Bulletin 32 
257 



Evaluation 
Procedures 



Collect advertise- 
ments. Rate accord- 
ing to chart. 

Write advertisements 
for foods which they 
would like to sell 
accorHln^ to rating. 



iiig in clothing. 



Evaluation 
Procedures 



Evaluate wardrobe 
inventory using a 
rating scale. 
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Subject Matter Content 
Generalizations 



In today "s competitive 
society, clothing and 
grooming play important 
roles. 



Learning Opportunities 
and. Resources 



A clothing budget and 
a plan for keeping 
clothing purchases 
within the planned 
amount may result in 
a more effective use 
of this portion of 
one's resources. 

An individual does not 
have to be wealthy to 
be well-dressed. 



A good wardrobe does 
not have to be large. 



Evaluation 
Procedures 



Invite clothing store manager to 
discuss the influence of the clothing 
market on the economy. 

Discuss how advertising influences 
our clothing x^yants and decisions. 
Book 5 



Decide x-jhat clothing is needed for 
your activities. Bulletin 30 

Reports on different x/ays clothing 
may be purchased. 

Discuss principles of budgeting 
for clothes and factors to deter- 
mine amount spent on clothes. What 
is gained by a plan? Book 19, 
Bulletin, 22 

With only enough money to purchase 
one outfit,, x->hich should you buy? 
Why? G^orkclothes 5 party, leisure, 
recreation^ Bulletin 22 

Make bulletin board of different 
advertisements. Analyze materials 
x-jhich add and those that do not add 
to consumer information. Books 5, 
19 , Transparency 1 

Invite clothing buyer for discussion 
on xjhat influences buying in stores. 

Present skit illustrating pressure 
tactics of sales persons. Show 
hox-j to resist such pressuring. 



Analyze present wardrobe. Plan 
clothing expenditures for coming year 
taking into consideration money 
available^ needs and wants. Bulletinii 
30, 32 



Two classmates given 
$100 each for basic 
wardrobe. Pl^n 
purchases. Justify 
decision. 



Figure percent of 
family income *to 
spend on clothing. 



Report to class 
why you reached 
these decisions. 



Discuss skit for 
strong and weak 
points. Make a 
list of these , 
points. 

Review students' 
reports on clothing 
plans for year. 
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Subject Matter Content 
Generalizations 



Proper clothing fit 
can influence the 
appearance and comfort 
as v/ell as addiag to 
the life of a garment. 



Learning Opportunities 
and Resources 



Set up guides for 
selecting clothing for 
quality, fibers, shape, 
v/r ink ling, etc. 

Compare values on the 
basis of quality, style 
and price. 



Understanding and using 
labels as a guide may 
enable one to make wiser 
purchases . 



Proper maintenance can 
increase the value of a 
wardrobe. 



Evaluation 
Procedures 



Discuss how staple food and shelter 
expenses are fixed and clothing 
expenses vary greatly. 

Brainstorm hov7 the following might 

affect clothing expi^nditures; 

fit 

fabric 

workmanship 

care. 

Book 19 

Invite Extension home economist 
to discuss factors to consider in 
selecting men's and women's clothing 



Visit a department store for in-store 
demonstration of a talk on fabrics 
and clothes. Examine ' clothing of 
various fibers and compare according 
to gjuides for shape, wrinkling, etc. 

Make a collection of labels taken 
from garments recently purchased. 
Analyze information they offer. 
^Filmstrip 2 

Discuss laws affecting labels . Bul- 
letins 32, 36, 25, 26, '17, Bool«5, 19 

Observe home economist give demonstra- 
tion on how money may be saved through 
home al te^ations . 

Discuss fibers , fabrics , workmanship 
and c lo thing care . 



Following manufacturer's 
instruction regarding the' 
care and handling of 
clothing usually prolong 
the life of a garment. 

Mendini?; garments as 
soon as repairs are 
needed can increase the 
service of the garmenf 



Observe reactions, 



Review quiz--Label 
I.Q. 



Bring garments that have been laun- 
dered or dry cleaned to show the 
differences in the two processes on 
various fabrics . 



Conduct a survey on wardrobe* mainte 
nance . Clothes needing repairs , . 
those not repaired, those repaired. 



Quiz on importance 
of proper mainten- 
ance . 



Report survey to 
class . 
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MAJOR CONCEPTS TO BE EMPHASIZED : 

Intelligent management of resources 
Buying, using and evaluating: " 
Food 

Clothing ^ - to 

^vHousing, appliances and -furnishings 
Transportation . . 



ERLC 



BEHAVIORAL OBJECTIVES ; ' ^ 

Examine the total dollar cost of goods and services before investing^ 

Estimate the total, cost of buying and using housing, appliances and furnishings, 



Subject Matter Content 
Generalizations 



Rational choice of lo- 
cation and site of 
housing Involves consl 
deration of needs, 
desires and activities 
of the individual or 
family. 



Housing decisions may 
influence relations in 
the family. 

The Heclslon of iJheth- 

er to oim or rent a 
•^wellln^ requires 
welphlnp of the psvcho- 
loplcal anH financial 
aHvQntapes and disad- 
vantages frotp the 
Immediate and long-term 
vlet^olnts • 



Learning Oppor tuni ties 
and Resources 



Make a chart of the possibilities 
at several price levels , 

Make a list of the types of housing 
aval lable in the coffimunl ty , Book 
19, Bulletin 39 



Use transparencies on housing. 
Discussion of: "The Effect of 
Conditions Outside Family 6n House- 
hold Management," Transparency 1 

Discuss factors to consider when 
making first housing decisions. 
Bulletin 32 

Panel tcr bring out advantages and 
disadvan^tages of owning- renting , 
Listing of ^ advantages and disadvan- 
tages brought out in panel discussion 

D'scuss the reasons most young 
marrieds live in a rented home, 

Invi te pe rsons (home owner , apar't- 
ment dweller and real estate agent) 
to assist class in making a check- 
list which would be helpful in , 
selecting a first apartment. Books 
16, 19 



Evaluation 
Procedures 



Compare housing-- 
Whaf is best for 
your family? 

Evaluate and compile 
findings of survey 
on types of housing 
available, > 



Discuss a checklist 
for housing- -houses 
and apartments. De- 
cide which is best 
suited for needs of 
young married couples 
and identify and. 
describe housing 
cond i tions , 
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Subjebt Matter Content 
Generalizations 



Housing may be a 
reflection or outgrov;th 
of the family life 
cycle . 



^Housing responsibili tie 
can be shared/by land- 
lords and tenants. 



Some limiting factors 
in the selection of 
housing may be scar- 
city of dwellings on 
the market, high cost 
of materials, inade- 
quate financial re- 
sources, governmental 
restrictions and lack 
of information. 

Materials and methods 
used in construction 
can influence total 
cost of **ho^using. 



Understanding the annua 
interest rate is impor 
tant in buying or build 
inp a home. 



Learning Opportunities 
and Resources 



Discuss the unique considerations for 
housing-- 

a. couple in armed services 

b. college 

c. job demands change in residence 

d. pre-school children 

e. school children 
Book 4 

Discuss hovj stage in family life 
cycle affects shelter needs. Book 19 



Det^ermine and discuss responsibilities Figure percent of 
of landlords and tenants. Make a landlords and 

survey of landlords and tenants • tenants who accept 

Ask if they know and live up to their responsibilities 
responsibilities. Book 19 and those who don't. 



Evaluation 
Procedures 



Compare various 
needs of different 
f ami lies , 



Compare needs of 
families because 
of life cycle. 



Committees study government and 
local restrictions on housing. 

Have an attorney discuss the legal 
aspects of home ownership. 



Discuss advantages and disadvantages 
of buying new home vs. used home. 

Bulletins22, 32 

Divide'-class into groups and make , 
a study of availability of all 
types of dwellings . Bulletins 22 , 
32 

Illustrate methods for figuring the 
true annual interest rate on home 
loans . Books 5 , 19 

Invite home builder to discuss the 
factors in the community and the 
economy that affects the cost of homes 
and interest rate on new homes. 



Committees report 
and identify* and 
describe restric- 
tions. 



Identify and 
describe advan- 
tages and disad- 
vantages . 

Comparison chart. 



Problems to figure 
interest rate. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



The annual interest 
rate may have a definite 
bearing on the cost of 
a home . 



Materials and methods 
of construction may in- 
fluence the form and 
cost of housing. 



I. 



Appliances in addition 
to the ba^c items may 
be for convenience or 
for pleasure. 

The purchase of appli- 
ances needs to be 
weighed against their 
cost. 



A person needs to 
determine the specific 
functions of the appli- 
ance before purchase 
in order to be certain 
that it will meet re- 
quirements . 



Discuss varying antDunts of interest 
paid on loans for periods of 20 
and 30 years. Book^ 5, 19 

Intervievj bankers, real estate agents 
savings and loan company representa- 
tives to determine basic requirements 
for obtaining long term loan for buy- 
ing ^ home. 

Make a study of the costs of various 
home building materials and methods 
of building. Books 8, 17, 19, 5 



Studen€s^ lis t\ appliances they would 
like to have hx_psn:ms of priority. 

Inventory appliark:cs in your home. 

Discuss appliance -needs , amount to 
pay and product ratings. Periodical 
1 

Make a study comparing the c'onvenienc 
and cost of certain appliances. 



Figure interest ) 
rate paid on loans 
for 20 and for 30 
years. 

Groups report on 
typeg of^oans and 
basic requirements 
for obtaining loans. 

Commit tees --report 5 
identify and de- 
scribe restrio;- 
tions. Read adver~ 
tisements, make a 
list of prices. for 
materials . Cohipare. 
Decide on best buys 
for building. 
VJritten test. 

Review lists. 
Make comparable chart 
ol all lists com- 
bined . 

Review advertise- 
ments. Make booklet 
6f price and ratings 
to go along with 
priority lists. 

for your needs-- 
which is more im- 
portant, the con- 
venience or the 
cost? Justify 
your decision. 



Discuss appliance requirements: 
size, installation, power, space. 
Bulletin 22 
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Subject Matter-Content 
Generalizations 



The function and the 
need of appliances 
purchased can go hand 
in hand. 



Maintenance of appli- 
ances may increase the 
value of them. 

When the consumer 
under^stands the infor- 
mation given on v/ar-' 
ranties and guarantees, 
he * becomes more av/are 
of the protections 
and worth afforded to 
him* 



Learning Opportunities 
and Resources 



^Specific coverages 
are needed '^for complete 
protection of applian- 
ces . 



Chang*es in society and 
in individual and fam- 
ily life cycles' influ- 
ence tjie d'emands made 
upon the quality and 
quantity of furnishings 
needed . 



Representative from gas and electric 
companies give aspects of pov/er of 
appliances . 

Extension or home service representa 
tive demonstrate use and care of 
various small and large appliances 
in the department. Periodical 6 

Discuss the hidden costs in an 
appliance. 



Compare v/arranties and guarantees 
for information given. Bulletin 32, 
Book 13 

Have appliance dealer explain 
v/arranties and guarantees, on certain 
appliances. 

Relate own experiences. Dealer 
discusses with students v/hat consu- 
mer responsibilities are in relation 
to warranties and guarantees. 

Collect and discuss v;arranties 
guarantees; seals, labels and tags 
' from appliances and household equip- 
ment. Periodical 1, Bulletins 32, 
39, Transparency 1 



Invite industrial arts teacher to 
talk about designs, styles and 
construction. Bulletin 5 

Questions, buzz sessioa about his 
talk. 

List the furniture found in most • 
homes. Divide list into needs and 
wants. 

Compare li-sts --Decide if they are 
correct. 



Evaluation 
Procedures 



Write reasons for 
choosing gas or 
electricity for 
power. 



Identify and 
desct ibe the 
hidden costs, 



Separate warranties, 
guarantees , seals -- 
for good and bad, 
complete or. incom- 
plete and information 
or lack of informa- 
tion. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources. 



6-' 



Invite an interior; d^^orator to 
show hovj furniture can reflect, per- 
sonal tastes, can conform to space 
requirements and to the type of home, 



Evaluation* 
Procsdur^s 



Set up overall 
plan for buying 
furniture. 
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t^QR CbfeEPTS TO BE EMPHAStZj^ ^ 

Intelligent^anagenient of resources 
BuytSgs using and evaluating^ 
-'"^ Eood * V 

Clothing 

Housing, appliances and furnishings 
Transportation 



BEHAVIORAL OBJECTIVES ; 

Examine t^e tatal dollar cost of goods aha'.services before investing in. 
transportation. ^ V 

a ^Consider the tital cost of transportation. 



Subject Matter Content 
Generalizations 



The decisibn to pur- 
chase a new or used 
car depends upon an 
individual's economic 
resources, personal 
likes and dislikes, 
desire to acquire 
status in the commun- 
ity and other factors" 
peculiar to each 
buyer. 



Learning Opportunities 
and Resources 



Discuss opportunities for renting 
'i car, rates ^ 

Compare cost of o\ming a car vs^cost 
of other transportation. 
Bulletin 39 . 
Bo^k 19 

Obtain information regarding* ad- 
vantages and disadvantages of new 
and used cars as guides for buyingo 
Use these guides and shop for one 
car. Report results. 
^ Bulletin 22 ; . 

i ' \ 

Collect magazine adyertisements 
dealing with new and used carso ^ 

Obtain copies of manufacturer's 
literature from new car dealers. 



Evaluation 
Procedures 



Rate car 
advertisements . 

Compare infor- 
mation given by 
various manu- 
facturers. 
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Subject Matter Content 
Generalizations 



One reason people buy 
cars ,is to satisfy 
needs and wants. 



The cost of financing 
ma inta in inR , and 
operating a car has a 
Hefinlto relationship 
to the total cost of 
the an toino^i le . 



y 



Learning Opportunities 
and Resources 



interview a dealer who handles two 
types of automobiles and discuss 
matter from his point of view. 
Compare the two types of cars and 
decide which is best for your needs. 
Justify your results. 

Ask adults who have two types of qars 
for their reactions to them. 
Bulletin 30, 22 

Discuss the necessity of an auto- 
mobile for young marrieds. 
Identify and de-scribe necessity for 
an automobile. 

Discuss factors that influence young 
people's desire to own a car. 
Establish reasons for decision. 

List ways family is dependent on car 
for transportation. i 
Decide if reasons are valid or not. 



Determine cost of other transporta- 
tion if one does not own a car. 
Compars^ p-ost of owning" a car agains'l 

: other transportation. 

^^Bobk 19 ^ 
Bulletin 39 

De t ermine cost of other transporta^ 
t i on if one, does not own a car. 
Compare cost of owning a car against 
other transportation. 
Rook IQ ' ^ . . 

Rn 1 letin 3Q J . 

Compute the average cost of d"^ivinp 
an automobile for one day. Consider 
^Mfferencps of compact cars, 6 cyl- 
inHers, and V 8 eng.'Jnes. 

Invite car dealers to'discuss manage- 
ment of automobile dollar. 



Evaluation 
Procedures 



Review react- 
ions. Observe 
students " 
> i;e act ions . 



Case study on 
problem sit- 
uation. De- 
cide on type 
of transportation. 
Justify decision. 



Figure various 
problems of mileage 
and gasol ine and 
wear on car. 
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Subject Matter "Content 
• Generalizations 



Maintenance of an 
automobile may be costl>i 
after purchasing if' 
proper care is not 
heeded. 

The buyer should 
carefully read a v/ar- 
rahty and be certain 
he. understands exactly 
what it contains. 



Learning Opportunities 
and Resources 



Buzz session. 
Bulletin 22 



Warranties and guaran- 
tees need to be speci-- 
fic in their protection 
of the buyer. 



Purchasing a car is 
not .determined by prica 
alone. 



List highlights. 



Check v;ith lending sources in the 
community to determine interest 
rate for used car l^oans , 

Check vjith dealers on service ; 
charges pf automobiles , 

Compare cost to service rendered. 

Obtain copies of nev; and used 
car v/arranties from car dealers. 
Compare , vjhich are better^ 



Evaluation 
Procedures 



Prepare a Drief resume of Louisiana 
lav; pertaining to .v/arranties , 
Analyze this to' see v/hat protection 
v;e have. Periodical 4, Books 5, 19 

Students relate experiences which 
they or their parents may have had 
with dealer's or^manufacturer 's 
warranties, 

Revievj v/arranties .made by various 
car manufacturers. 

Compare warranties on foreign cars 
with those on American -cars , Per- 
iodicals 1,4, Books 5, 19 

Make a chart or bulletin board on 
warranty protection, Foreign cars 
vs, American, 

, Discuss the need to consider overall 
value as well as price. 

Identify and describe overall values, 

Estimate cost of traveling S'O^miles 
(round trip) to have a car serviced 
by a dealer located out of town. 

Compare costs of , service in and out 

of town, ^ 
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Problems --Figure 
interest rate 
for car* loans. 



Compare the protec- 
tion giv^n by each 
manufacturer. 
Compare protection. 



Subject. Matter Content 
Generalizatiops 



Comparative shopping 
can materially reduce 
the. cost of acquiring 
a car. 



Automobile costs may 
be minimized through 
good maintenanace 
practices, good dri- 
ving practices and 
comparative shopping. 



Learning Opportunities 
and Resources 



Evalua tion 
Procedures 



Students develop case study describ 
ing family, type of car to buy, base< 
on criteria set up in class. Justi 
fy kind of purchase. 



Check newspapers and make a compar- 
able chart of prices quoted for the 
same make, year and model of car. 

Students consult vjith parents and 
friends to get information about 
car prices, names of reliable^ dealer; 
etc. 

Develop a list of various types 
of costs that are incurred in oper- 
ating a car. Classify as to fixed 
and variable costs. Book 19, 
Bulletins 32,39 



Prepare schedules showing : 

a, operating costs 

b. cash outlay based on variations 
in the operating costs. 

Bulletin 32 

Obtain rates for drivers and regis- 
tration licenses with drivers educa 
tion course and without. 

Discuss: How much this' rate has 
increased in ten years. 

Students write short reports on 
assigned topics. 

Prepare a bulletin board illustrating 
ways of controlling maintenance costs 
of a car. 



Analyze studies. 
A similar device 
could be developed 
to evaluate. 
or . 

Students give a 
true life-like 
situation in which 
they decide where 
to shop for the 
car and what person 
makes decisions. 

Class participa- 
tion in newspaper 
findings of charts 
made. 

Comparison chart. 



Analyze to see 
the cost. Use 
criteria deve- 
loped by class 
members • 



Compare schedule 
to chart made ear- 
lier to costs of 
other transporta- 
tion. 



Carefully read and 
study reports. 

Evaluate 
Bulletin Board, 
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MAJOR CONCEPTS TO BE EMPHASIZED: 



Intelligent management of resources 

Providing security, protection and recreation for family members 



BEHAVIORAL OBJECTIVES: 



Recognize the importance of total dollar cost of seturity, protection and 
recreation. 



Subject Matter Content 
Generalizations 



Learning/ Opportunities 
and Resources 



Evalu£^tion 
Procedures 



Insurance is used for 
security by most people 



Life insurance helps 
protect the family of 
an insured person in 
case of death or dis- 
ability. 

An insurance contract 
remains "in force, with 
guaranteed rights, as 
long as premiums are 
paid, provided there 
are no material misrep- 
resentations made v/hen 
the policy vjas taken ou 



Obtain material from nev;spaper an^ 
magazine advertisements about insur- 
ance. 

Examine yellow pages of telephone 
book to \in§ number , and types of 
insurance firms listed. 

Interview family and friends to find 
out how many types of insurance 
they have. Bulletin i8 

Show film "Life Insur ance--What It 
Means and How It Works." Film 2 

Insurance salesman discuss importance 
of life insurance. 

Discuss how life insurance and endow- 
ments provide security. Books 5, 
19, 10 

Obtain sample policies to review 
coverage provided. 



Summarize signifi- 
cant points from 
film. 
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Compare coverages 
of various policies, 



ERIC 



\ 



ERIC 



Subject .Matter Content 
Generalizations 



VariQus insurance pol- 
icies are made for dif- 
terent types ot people. 



It is desirable to 
review periodically 
an insurance program 
and make changes nec- 
essary to meet current 
needs . 

Various types of health 
aud accident insurance 
can be purchased. 



Learning Opportunities 
and Resources 



Evaluation 
Procedure 



Identify ar>d describe coverage. 

Prepare bulletin board of insurance 
terms to remember. Bulletin 18 

Read application for life insurance. 
Discuss importance of giving accurate 
information. 

Reviev; the different types of insur- 
ance: life, automobile, home, prop- 
erty, health, income and accident. ^ 



Identify and describe coverage of 
each type of policy. \ 



Determine hox-j much, a given family 
can spend for insurance. Bulletin 18 



Family's requirements 
and wants help determine 
insurance policy needed 
for them*. 



Planning the use of one's 



one's saLLsfnction of 
living . 



Consult hospital administrator tp 
discuss increase in hospital costs 
in t^n^years. Make a chart with 
information. Bulletin 5 

Compare costs in chart of ten years 
change in insurance. 

Investigate various types of health 
and accident insurance. 

Discuss medicare and medicaide in 
relation to hospital and personal 
insurance . Books 19, 5^ Bulletins 
39, 5 

Each student record his leisure time 



Give case study 
to students to 
determine type 
and cost of in- 
surance they can 
afford. 



Written test. 



leisure time can add to ^ ^for one week. Prepare a chart with 



different kinds of activities. - Indi- 
cate approximate length of each 
activity. Bulletin 31 



Students look at 
the whole chart to 
es=^imate who used 
leisure time best 
and cost. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Worthwhile leisure time 
activities may expand 
personality and help 
develop cultural 
interests , creative 
talents and social 
friendships . 



Report on outstanding leisure time 
activity. State time, location, 
activity, cost and V7hy day v/ill 
never be forgo t ten . 

Discuss importance of planning 
leisure time. Books 19, 11', 15 

Investigate vacation plans for: 

cost 

length 

ace omraod a t i pns 
places to go. 



Evaluation 
Procedures 



Rate each activity 
as to the pleasure 
derived : 

A. high 

B. medium' 

C. low 

Read, analyze 
reports. 



Identify and 
describe x-^hy it 
is important for 
anyone to plan 
leisure time. 
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MAJOR CONCEPTS TO BE EMPHASIZED; 



Legal aspects affecting the family 



BEHAVIORAL OBJECTIVES: 



Knowledge of the legal aspects affecting the family. 



Subject Matter ^Content 
Generalizations 



Every business trans- 
action involves a c(Mt:- 
tract governed by law 
to protect consumers 
and retailers . ^ 

Many ideas and terms 
constitute a legal 
contract. 

Any contract needs to 
be understood beforf^ 
it is signed^ 



A knowledge of consumer 
rights and responsibi- 
lities is important in . 
understanding contracts 
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Learnirig .Opportunities 
and Resources 



Discuss the making of contracts and 
the nature of a contract. Books 5, 19 

Panel to discuss the features of 
contracts. 

Assign reading on contracts. Book 
19, p. 358. List terms used in 
contracts. Books 5, 19 

Develop skit in ijhich someone was 
deprived of his rights because he did 
not know them and someone who knev; his 
legal rights and received rights. 



Evaluation 
Procedures 



Test on terms, 



Buzz session. 
Analyze each skit. 
Summarize • 



Divide class into groups. Each group 
wdrk on a project: 

a. essential el^ents of valid . ' 
contracts 

b. essentialr^elements of yalid offer 

c. ^ three ways to terminate a valid 

offer 

d. essential -elements of an acceptance 

e. three typiss of contracts that must 

be in writing before legally binding. 



Report to class 
(|) on project. Have 
authentic sources 
rtf or Information, 
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Subject Matter Content 

(i ene ralizations 
J 



Legal advice is often 
neede-d in ^some cases 
belore signing con- 
tracts . 



f.uniliari^y with the , 
concent of a contract v 
and the reputation of i 
the person or company 
involved can aid one j 
in deciding whether to 
sign a contract, 

^» 

There are many different; 
contracts that are bind-t 
ing : 

insurance 
marriage 
divorce 
death 



bankruptcy 

vjills 

mortgages 



■There /are agent^ies in 
the cfommunity which can 
/^Xid>irse one concerning 
-^^ontracts. ' 



Liearning Opportunities 
and Resources 



Books 5,-19, 16 

Discus s after reading : 

a, negotiable instriime'nts 

b, endorsements 

Have an attorney talk about che 
legal aspects involved in contracts, 



Discuss reasons for laws governing 
contracts. Bulletin 13 



Evaluation 
"Procedures 



Test on contracts- 
negotiable instru- 
ments. 

Describe aid to 
consumers given 
by lawyers^ 

Identify, and 
describe lavjs . 



I 



Divide class into seven groups. Each 
group investigate one type of con- 
, tract. Draw for topics. Bulletins 
13, 10; Books 5,^ 19, 16 



Present report 
to class. What 
is involved in 
each contract? 



Guest speaker from Lh<^ Better Business' 
Bureau or' the Legal Aid Society to | 
speak on protective services for the } 
consumer. ' 
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MAJOR CONCEPTS TO BE EMPHASIZED: 



\ 



Taxation 



BEHAVIORAL OBJECTIVES; 



Gain some comprehension of the tax program, its purposes, and how it 
affects family finances.. a 



Subject Matter Content 
Generalizations 



The pooling of resour- 
ces, both voluntary and 
involuntary, can make 
it possible for indivi- 
duals and families to 
pay for massive bene- 
fits that are desig- 
nated to make living 
more enjoyable. 



Taxes may cause great 
concern to the consumer 
v/ho generally complains 
about the great burden 
placed on him by local, 
state, and federal gov- 
ernmental taxing bodies 



r 



Learning Opportunities 
and Resources 



Make a list of ways we share our finan- 
. cial resources with others. Classify 
according to voluntary and compulsory 
categories . 

<^ 

Prepare a bulletin board which shows 
the different ways people share through 
Federal Tax programs. 

Buzz groups--Consider in addition to 
tax levies, v;hat are other ways that 
Americans fehare their resources? 

Collect cartoons ab<5ut taxes and other 
forms of sharing. Use as thoughtstim- 
ulator for discussion. 

Develop a brief history of social and 
economic conditions in USA that pre- 
ceded the levying of Federal Income 
Taxes . 



Evaluation 
Procedures 



f 



List ways of 
sharing f inan- 
cial resources 
with others. 
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>ubject Matter Content 
Gene ralizations 



To spread the burden 
of taxes among as many 
people as possible the 
three levels of gov- 
ernment in the United 
States use a number of 
different kinds of 
taxes . 

Together these differ- 
ent taxes make up 
what is called our 
tax system. 

Some oi LlTese taxes 
have been in exist- 
ence for a long time; 
some are fairly re- 
cent . 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



A lack of understanding^ 
of the tax structure i 
and tiie benefits de- j 
rived from federal pro-; 
grams may contribute | 
to the unwillingness 
of citijiens to pay 
taxes . 



Legislator, .social studies teacher, 
or other resource person explain to 
the class the uses made of income 
taxes col lec ted . 

Study free sets of materials on under 
standing taxes. Bulletin 38 

Prepare a bulletin board display v;ith 
the heading: '^Why Federal Taxes Have 
Increased'' Books 7,10,19 

Use the World Almanac and the Book of 
Facts to obtain current info'rmation 
about excise taxes , customs duties , 
the federal gift tax and local taxes. 
Extract data and make illustrations. 
Bulletin 39 



VJrite a paper on 
v;hy federal taxes 
^have increased in 
recent years. 



Follow the outline below in gaining 
information and investigating the 
various types of taxes . Outline 
may also be used to write resource 
paper on each major topic, or guest 
speaker- could be invited to clarify 
undti^r standing s • 

OutTine^of Content for Understanding 

Types of Taxes: 

Local Taxes 

Real Property 

Personal Property 

rtility Xax 

Retail Sales Tax 

Excise Tax 

Parish Taxes 

State Taxes (Louisiana) 
Retailers Occupational Tax 
Motor Fucl'^Tax 
Motor Vehicle License 
Public Utility Revenue* Tax 
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subject Matter Content 
Gerieralizatirons 




The fact that taxes are 
necessary doe3^^3hot mean 
that every tax is a 
good one. A good tax 
has three character- 
istics--it is fair; it 
is easy to collect; it 
is direct; and it 
does not have harmful 
economic effects. 

In a democracy one of 
tK^ most difficult 
decision^ governments 
have to make is vjhat 
kinds of tax to levy. 

Because the government 
needs to raise enough 
money to cover foreseen 
expenses, ^a plan needs 
to be formulated. 



Insurance Fees and Taxes " ' 

Cigarette Tax 

Withholding Tax 

Louisiana Racing Board 

Game aYid Fish Licenses 

Liquor I^icenses 

Federal Taxes 
Individual Income Tax 
Corpo^ajtional Income Tax 
Exeise Taxes 

Alcohol, tobacco, stamp, 
manuf ac turer * s , excise , 
retailer * s excise . 

Analyze various taxes by^'*Toolg of 
Analysis" > Chart: 
Book 19A 



Evaluation 
Procedifres 



Discuss the follovjing in relation to 

the tax program: 

Ability to pay 

Benef i t 

Progressive 

Proport ional 

Reg,ress ive 

Yield 

Stability 

Convenience in collection 
Incentive effect 

Debate whether or not taxing according 
to ability to pay is unfair to many 
citiz^ens. 
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Ansvjer the follov;ing 
hypothetical ques- 
tions, *'If you could 
provide leadership 
for revision of the 
federal income tax 
laws, what changes 
would vo't sueeest?" 
Why?" 



Write a paper on an 
assigned topic such 
as: "Louisiana Needs 
an Income Tax . " 



Test over under- 
standing terms- 
^nd concepts. 
Bulletin J9, pp 113- 
114 
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Subject Matter Content 
Generalizations^ 



Much study has been 
given to analyzing how 
taxation affects the 
i nd ividual . 

From these studies has 
come the "development 
o-f certain principles 
with which every/ cit- 
•izen needs to be fami- 
liar if iie is to vote 
int el 1 igently , 



Because of the com- 
plexity of tax lav;s 
some individuals pay 
more taxes than they 
are legally required 
to pay 'because they do 
not use'all the allov/- 
ed deductions. 

An individual may 
avoid overpayment of 
taxes uy empiloying a 
tax expert or by 
studying the tax 
forms . 

Responsibility for 
providing that tax in- 
formation is accu- 
rately and completely 
reported rests with 
the person filing the 
return and paying the 
tax . 

The payment of sales 
and excise taxes af- 
ford a contribution 
to the support of 
govprnment programs 
which serve individ- 
uals and families. . 



Learning Opportunities 
and* Resources 



Reviev/ famous* quotes"* about paying 
taxes , ' ' 



Examine the most recent national 
budget submitted by the President of 
the Unitecf States : What does it re- 
flect about the amount^of money col- 
lected through taxes? Bulletin 34 



Prepare a glossary of tax terms. 
Books 1,2 

Collect information and articles on? 
the taxes and use for class discus- 
sion and problem solving. ^> " 



Examine income tax return forms. 
Invite a tax consultant v/ho v7ill 
guide the class in completing the ^ 
forms (use hypothetical income and 
deductions) . 



Inv,ite the school personnel clerk to 
visit the clasa^and explain how 
tablets are used to^c'ompute with- 
holding for federal income and state 
income taxes . 



Make a list of some government serv- 
ices. Check those that are of ben- 
efit to you directly or indirectly. 



Evaluation * 
Proc^^res ^ 



Briefly describe 
the purpose of 
state and national 
program. 

Oral true ..and false 
test on sharing 
through stater and 
national prograjns. 

Cojisider and com- 
ment on the fol- 
lov7ing stat^ipent: 
"Taxes are what 
we pay for a 
civilized society. 
(Justice Oliver 
Wendell Holmes, Jr. 



277 



3 



Test on American 
sys tem of taxes . 
Book 19A 
Pages 115-120 



Write a paper on 
"Benefits I Re- - 
ceive from Gov- 
ernTTieot Services." 



ERLC 



subject Matter Content 
Gt-neraliza t ions 



Learning Opportuni t i,^s 
and Resources . 



Ca 



Kach .consumer cannot I List Llic services that government offers 
be his Own policemen, i to consumers. Indicate local gover^nment 
builder of schools and state, and federal showing which kind 
highways, and space- of government the service applies, 
'man, and at the same ' 
time carry out his ! 
vocational goals. i 



Indirect taxes give ! Discuss the tree schools, free highways, 
rise to the mistaken and free parks. 

ment services are j 

free . . | 

I 

Public facilities are | Discuss "Do Our SchoMs Benefit from 
♦made possible and i Fe4eral Tax Dollars?" "How Is Our 

maintained through [ School Financed?" 
expepditures of | 

money received .as i • , 

taxes . i , ' 

Look at graph in Book^lO, p. 427. c- , 
: Initate a. discussion of government 
^' , ; purchases. Give reasons as to v;hy 

• government purchases have increased 

at a faster rate than private pur- 
1 chases . 



Taxes can be reduced 
by citizens when they 
avoid the 'scattering 
of litder, misuse of 
public property, and 
reduce misbehavior. 



Write a paper on "Haw Can We Reduce 
Taxes By Caring For Public 'Property? " 
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Evaluation 
Procedures 



Write an essay on 
♦^Sharing Our Re- 
SQurces for a 
Better America." , 



Read the following 
article : Highv;ay 
Lit terbugs Are Jus t 
f Robbing Themselves . 
Answer the questions 
follov;ing it . 
Book '10,, p. 404 



>L-JOR CONCEPTS TO BE EMPHASIZED:, 



Savings, investments, and retirement prpgrams 



BEHAVIORAL OBJECTIVES: 



Evaluate tbe part that savings, i nves tments , ' and retirement programs 
p Lhy * i n ami ly security. ■ ' 



: 

-;uojt'Ct Matter C&^p^nt 
(ii^ne ra 1 iza t ions 



Learning Opportunities 
and Resources 



Saving is a technique 
of uoLag tinancial re- 
sources carefully and 
only ior the needs 
substantiated in th^^ 
familv value system 
U ii-volves the con- 
serving ot re source US 
by avoiding waste; and 
it can be accomplished 
Iw most families with-" 
out regard to the 
amount of income. 



Buzz Groups: List as many ways as 
possibletosave. 

Discuss: Why do families save? Why 
are some families able to save.while 
oLliefs are not? , 

buz'i Groups :» Upon what personal 
charactc:ri s Li'es do habits of saving 
d e p f ad ? 

Read i ng As s i gnment : The. value of 
regular ,^aVing in family financial 
management i" ' 
Books IEQ 19 

inv i t e a banker to d i s.cus s the va lue 
-of setting aside or saving a given 
•amount of money for each income in- 
terval. What are the advantages of 
this practice- for yoirng couples if ' 
established early -in their married 
life? . ' 



Evaluat ion 
Procedures 
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S'lbject Matter^'Gontent 
Generalizations 



One of the .guidelines 
f@<r successful saving 
is Lo 'save with a goal 
in mind'. 



Saving can be fun if 
one looks forward to 
using the money in 
the future for some 
purpose . 

The quest for security 
involves many aspects 
and one of the most 
important is man's 
desire for a feeling 
of financial security. 

The wise person may 
partially satisfy his 
desire for financial 
security by saving 
for two goals: Emer- 
gencies and the big 
chance . 

Everyone faces the un- 
expected, therefore, 
one should prepare for 
it. 

A family's values and 
goals can influence 
their selection of a 
savings plan and their 
enthusiasm with which 
it^ is implemented. 

A human characteristic 
such as self-disci- 
pline may be more im- 
portant to the success 
o^f a saviags plan than 



Learning Of)portunities 
and Resources 

9 V 



Jnterviev7 people of different socio- 
ecoTiomic levels to see hov7 thair 
goals have influenced their saving. 
How many included long-range goals? • 

a 

List ^'s many reas.ons as yoja can think 
of as ,to why a young perso'n might 
want to save. 

Plan and present a skit showing a 
family situation in which there is 
fun in planning. Contrast this vjxth 
a situation in which planning is not 
considered fun. 



Collect magazine articles which re- 
veal^bow regular savings have con- 
tributed to family economic security . 



Discuss: Can and/or should every 
family save A portion of its income? 
Is it reasonable to expect a very low 
income family to save? 



Dramatize a husband and wife situati'oi 
as they consider initiating a family 
savings plan. What factors complicates 
the planning of the savings project? 



Interview h(^memakers to obtain their 
ideas about the value of savings, 
techniques for managing savings, etc. 
Report findings to class. 
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Evaluation 
Procedures 



Analyze the meaning 
of fun in family 
planning. 



Summarize findings 
of each article.* 



Ansv7er questions 
on financial 
planning. 

'Book 19A, pp. 21-22 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



the amount of income'. 



People who^ usually 
\ack financial re- 
senves take -the first 
choice that comes 
along, therefore, they 
frequently make a poor 
choice. 



Xhe urge to save money 
is still present in 
the' majority of 
Americans . 



The habit of saving a 
portion of the: family 
income can help to pre 
vent the development 
of economic crises 
within the family. 



Persons who are suc- 
cessful savers usually 
follow such rules, as: 
deciding how much to 
save, saving regularly 
saving for something, 
putting savings to 
work and starting to 



Discuss the factors which may be ex- 
pected to have the most influence on 
saving. Examples: Personal charact- 
eristics, or the amount of income. 

InvLte an economics teacher or other 
qualified " individual to discuss some 
of influences from the larger 

economy which may have an effect on an 
individual or a^ family's attitude to- 
v/ard saving. 

Examine a statement Shakespeare said 

long ago and discuss the meaning in 

relation to saving - **There is a tide 

in the affairs of men. 

Which, taken at the flood leads on to 

fortune; 

Omitted^ all the voyage of their life 



Is bound in shallows and in miseries. 



•*^Contacrt at least five families to find 
out if they saVe money regularly and 
if so, hovj they do it. 



Divide the class into small groups to 
examine hypothetical monthly records 
of family expenditure^ . Consider the 
followi^ng questions: Where could some 
expenses be reduced by, (a) improvis- 
ing, (b)' sacrificing; (c) performing 
service for oneself, (d) using goods 
more resourcefully, etc. 

Give examples of successful citizens 
in the community who have been aided* 
in their success by learning to save. 

■^Julius Caesar, Act'^'IV, Scene 3, . 
Line 217'. / ' 



Evaluate findings 
from "these fam- 
ilies as well as 
student partici- 
pation in the 
assignment . 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



save as early in life 
as possible. 



Interviei^; families v;ho have been 
successful in their endeavor to save. 

Evaluate the •savings plan based on 
rules discussed previously for saving 
successfully. ^ 
BookslO, 19 \ 



Savings kept in a box 
under the bed or in a 
jar on the shelf are 
idle and are liable to 
be stolen. 



Production of goods in 
the economy decreases 
when sayings are 
stored ai-;ay and are 
not placed in cir- 
culation in the 
economy . 

The family's behavior 
in relation to savings 
may be influenced by 
the behavior of the 
large economy, in- 
cluding government 
saving and speuj^ing. 

If savings are placed 
in an institution, the 
money can produce fin- 
ancial returns for the 
saver and economic 
growth for society. 



Discuss: '*What is meant by the con- 
cept 'Cookie Jar- Saving? 'j' Compare 
Cookie Jar Savings and Christmas* Clubs 

Cite articles from net-zspapers that tel 
about incidents i-zhere families have 
lost large sums of money and other 
valuables kept in the house. 
Resource: Newspapers. 

Discuss the practice of "pigeon 
dropping . " 

Invite a businessman to discuss with 
the class the probable result of each 
family keeping its savings in a cookie 
jar. 

Play the Consumer Game . 
Teaching Aid 4 

Discuss: What events in history have 
caused some people to believe that it 
is dangerous to place one's savings 
in the care of a bank or savings 
institution? 



Ask a guest speaker to discuss the 
importance of accumulated family 
savings in the overall health of the 
economy. 



Prepare a list 
of factors that: 
(a) encourage 
family savings 
and (b) dis- 
courage family 
saving . 

List disadvan- 
tages of "Cookie 
Jar Savings . " 



List past events 
that have caused 
people to believe 
that it^j^ danger 
ous to place sav- 
ings in a savings 
institution. 
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Subject Matter Content 


Learning Opportunities 


Evaluation > 


Generalizations 

— ----- 


and Resources 

• 


Procedures 




•■- --■ ■ " ■ ■ - -■ 

Visit a bank savings department or a 


^ 




loan association and/or credit union 


r 




to find out services >offered to 


\ 

\ 


* 


cus tpmer s . 

• 


\ 


In an economy where 


HSvfe an economics expert talk to the 


Write a paper: 


wise use Is made of 


class concerning savings in r elation 


"The Effect of 


the accumulated savings 


to economic growth. 


Savings on the 


of individuals and 




Economy . " 


families , a higher 






standard of living is 






possible . 







There are a variety of 
safe, convenient 
savings institutions 
where investments can 
be made . 



Discuss: What are some of the reasons 
why i nd i vidua Is keep money at home 
rather than in some interest earning 
situation?. 

Invite a psychologist to discuss some 
of the attitudes <and beliefs people 
hc^ve about saving money. 



State an opinion 
about "Cookie Jar" 
savings and support 
the opinion with 
economic facts 
and principles. 

List reasons why 
some individuals 
keep their money 
at home rather 
than in a bank. 



The safest investment 
is the one in which 
there appears to be no 
possible chance of 
loss of the original 
inves tment . 

rhe purpose for which 
a person is saving 
money may affect his 
choice of a savings 
ins t i tut i on . 

One of the major 
reasons for investing 
money is to earn 
int eres t . . 



Conduct a survey of various financial 
institutions in the community where 
savings are handled. Find out how 
much interest each one pays, and how 
the interest is figured, annually, 
semi-annually , or quarterly. 



Use overhead transparency to show the 
methods for comput ing interest rates 
annually, semi-annually , and quarterly. 



Test on a savings 
program applying 
knowledge gained . 
Book 19a, pp. 25- 
26 
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Subject Matter Content 
Generalizations 



There are many cus- 
tomer services pro- 
vided by banks , 



Each savings' institu- 
tion has definite 
advantages and 
disadvantages , 



ERIC 



Learning Opportunities 
and Resources 



Divide class into family groups to 
solve the hypothetical problem of a 
young couple planning to deposit $300 
into their first savings account. 
What measures will the couple have to 
I take in order to be sure of obtaining 
I the best rate of interest for their 
I savings? 

j Reading Assignment: The economic 
i function of individual and family 
j savings. Books 10, 19 

1 Study and compare the services offered 
I by banks , 
i Books 10, 19 

Banker speak to the class concerning 
the services offered by banks, 

Compa,re the services offered by a 
' commercial bank and a savings bank. 

i 

I Discuss: Why some banks allow a 
higher interest than others. Why do 
banks have various types ^of savings 
plans which offer different amounts 
of interest? 

'Average the earnings of four young 
married couples in the community- 
Determine a realistic amount of 
money they could save each month and 
compute the amount of savings they 
would have in ten years, figuring a 
given amount of interest per year. 
Figure the interest annually, semi- 
annually, and quarterly. 



Book 19 

Compile a list of different savings 
institutions. Divide the class into 
buzz groups, and list the advantages 
and disadvantages of each institution 
lis ted , 



80 



Evaluation 
Procedures 



Objective test 
on banking 
services . 
Book 10 
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Subject Matter Content 
General Lzat ions 



There are advantages 
and disadvantages of 
different savings 
institutions. 

The purpose for which 
a person is saving 
money can affect his 
choice of a savings 
in:ii titu tion. 



Savings accounts are 
easy to open and can 
grow quickly when 
there is an organized 
plan. 



Learning Opportunities 
and S^sources 



Divide the class into v/ork groups. 
Select a specific savings institution 
and make a research study on the 
disadvantages and advantages and 
report this to the class. Discussion 
should be about 10 minutes. Books 
10. 19 



Plan a field trip to a bank and 
v/atch a bank teller demonstrate the 
proper procedure for opening a 
savings account. 



People who have money 
over and above the 
.mounts required for 
their immediate consumer 
speading can increase 
their well-being by in- 
vesting it in institutions 
which produce income, 
grow in overall value 
jnd provide other social 



Contrast the words Savings and 
Investment. 



Evaluation 
Procedures 



Select one of the 
follov/ing problems. 
Support your 
ansv/ers. What 
kind of savings 
plan would you 
select if you nver^ 
planning to open a 
savings account 
with $500? This 
is an account that 
you expect to grov/ 
v/ith in teres t , and 
you are reasonably 
certain that you 
vjould not have 
to resort to withdrai-/ 
ing the money on 
short notice. 

Show the relation- 
ship between the 
amount of savings 
and the interest 
that can be 
offer cd . • 

Examine case stud- 
ies of three dif- 
ferent young fami- 
lies and determine 
tl^e most appropri- 
ate place to put 
the amount of savings 
which they have 
saved. Give 
reasons to suppr.rt 
dec is icms . 
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ERIC 



Subject Hatter Content 
Generalisations 

> 



benefits . 



When cash reserves 
accumula te , families 
qfteti^ invest such re- 
serves in an investment 
program. 

All inves ting assumes 
some risk, but the de- 
gree of risk may be 
controlled through a 
careful and thorough 
study of the potential 
inves tment. 



When sizeable amounts 
of money are involved, 
the investor v/ill vjant 
to consider putting 
his savings in different 
places and in different 
forms . 



Land can be a sound 
investment. 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Buzz Groups: Describe the purposes 
and the advantages and disadvantages 
of investing. 

Make a list of various types of in- 
vestment opportunities in the com- 
munity and outside of the community. 



Invite an individual in the communit> 
to discuss different types of invest- 
ment opportunities . 

Panel composed of business education 
students discuss how to read and 
interpret the quotations of price 
listed by the New York Stock Ex- 
change. These quotations appear in 
the daily newspaper. 

Inquire about the trends in the 
community about land and property 
va lues , apar tment development , etc . 
Invite an experienced farmer to 
discuss farming and/or farm ovjner- 
ship as an investment. 

Arrange field trips to investment 
firms , real estate firms , art shoi-js , 
museums , etc, to observe some of 
the objects and operations involved 
in investing. 

Collect and discuss human Incerest 
stories that tell about hoi-j indivi- 
duals have turned a hobby into an 
investment venture. Examples: art 
collection, coin collection, collec- 
tion of precious metals, antique 
collection, horse racing, etc. 

Interview a family that made an 
investment in land over 10 to 15 
years ago. Compare pi:ice paid then 
and value now. 



Analyze selected 
case studies for 
I'jise inves tmen ts . 
Book 19 A, pp, 
29.-30 



^8 
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Subject Matter Content 
Generalizations 



Some principles an inves 
tor needs to follow to 
maintain maximum safety 
or reduce risk for his 
investments are: 

1. A primary concern is 
the preservation or 
safety of the original 
investment (principal) . 

2 . Qual ity securiti^ 
purchased at a reasonable^ 
price may provide safety 
of principal as well as 

a hedge against infla- 
tion. 

3. A thorough study of 
the potential investment 
is advisable before 
transacting a deal. 

4. All investments 'in- 
clude some element of 
risk. 

5. Investments can be 
evaluated periodically 
to see if significant 
changes have taken place 
that would affect hold- 
ing or liquidating the 
investment. 

6. The inexperienced 
investor needs to obtain 
the services of a 
reputable s tockbroker . 

7. The investor who stays 
informed on happening© 

in the business and 
financial world is usu- 
ally successful. 

8. Diversification is a 
hedge against across- 
the-board losses. (Don't 
put all your eggs in- 
one basket.) 

9. Speculative securities 
are primarily for persons 
who can easily afford to 
take a chance. 



Learning Opportunities 
and Resources 



Develop a list of principles the 
investor *can follovj to maintain 
maximum safety and/or reduce risk 
for liis investments. 

Invite investment broker to revievj 
thes^ principles. IJhat other "tried 
and true'* ideas can be added? 



Evaluation 
Procedures 



Present a hypothe- 
tical financial 
picture of a couple, 
married approximately 
10 years, vjith tvjo 
school-age children. 
Show their earnings 
and develop a budget 
for their expenses 
including an amount 
for investments 
vjhich might be con- 
sidered by the family 
as a source for their 
investment fund. 
Prepare a brief 
description of the 
possible investment 
including its plusses 
and minuses. Keep 
in mind the values 
of this family. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



10. 'Hot tips" should 
be ignored in favor of 
consultation vjith re- 
liable investment per- 
sonnel . 

American investors 

lose millions of dollari 

every year purchasing 

worthless securities 

on tips or hunches 

or by yielding to the 

sales pressure of 

f raudu lent o|>erators . 

Two im^^ortant facts to 
remember before invest- 
ing in any form of 
investment program are: 
Get the facts ^ and 
Know the risk. 



a 



Use the following table to compare 
the relative merits of several types 
of investments. 



Security 



Growth 



Income 



Safety 



1 , Preferred 
Stock 

2. Connnon 
Stock 
Bonds 



Discuss: VJhat are some sources of 
professional help for inexperienced 
investors? 



» i 
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Give the pros and 
cons of the connnon 
adage, "Don^t put 
all your eggs in 
one basket." 

Examine th^ follow- 
ing statement: 
"One of the most 
successful financiers 
of our century, 
Bernard Baruch, once 
gave the following 
advice: "If you are 
ready to give up 
everything else-- 
to study the whole 
history and back- 
ground of the market 
and all the principal 
companies on the 
board as carefully 
as a medical student 
studies anatomy- - 
if you can do all 
that, and in addi- 
tion, you have the 
cool nerves of a 
great gambler, the 
sixth sense of a 
clairvoyant, the 
courage of a lion^ 



ERLC 



s 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Mpney spent on education 
is an investment in 
future earning and 
satisfactions . 




Listen to a guest speaker or invest- 
ment broker describe the procedure 
that a begtr>ner in the investment 
business migiM^ rely on v;hen getting 
startled. 

Have a young (teenaged) investor 
discuss his experiences x-^ith his 
invest^ientSj especially how he got 
started and some of the decisions 
he had to make in the management of 
his investment. 



Interview people with differing 
amounts of education. Summarize as 
to investments and satisfactions . 

List advantages of investing in 
education. 



you have a ghost 
of a chance in 
Wall Street. ' 'I 

1. List tv;o 
important factors 
^mphasiz<pd in the 
statement. 

2. What benefit' wi: 
this be to investor 



Ansv/er the follox^ii 
questions : "Assumii 
that you h^id a def 
inite income that 
you wanted to invei 
v;ith maximum safety 
v;hat v;ould you 
select? Why? 

Write a paper on 
"Inves tmen ts impor 
tant at the 
present. " 



Consider and 
comment on the 
f ollov/lng : Assuming 
that you v;ere the 
husband or v;ife 
f a young family 
hat inherited $30( 
fr«(m the settlemen 
of an estate, v;hat 
type of investment 
would you recommem 
for the money? 
If your husband or 
wife disagreed, 
how would you try 
to change his/her 
mind? 
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Subject Matter Content 
Generalizations 



Apparently a great deal 
of ignorance about the 
Federal Government's 
social insurance progran 
exists among the Amer- 
ican people. 



Learning Opportunities 
and Resources 



Lack of knowle^ige 
about social security 
could prevent people, 
especially young 
married people ,from 
planning intelligently. 



■ f 

The conditions of 
modern life have in-^^ 
creased our dependence 
on a money income. 



Passage of the Social - 
Security Amendments of 
1965 has generated much 
thoughtful' examination 
of the Federal Government 
in the aVea of medical 
in^r ance. 




Brainstorm the follov/ing statemen 
365p000 persons v;ho are eligible 
old-a^e benefits do not collect 
themA Bulletin 33 



Compile^ a list of reasons vThy the 
above statement is true. Some of 
the reaSsons are: 

a. Lack of understanding of the 
Federal Government social insurance 
program. ^ ♦ 

b. Lack of knov/ledge of social 
security benefits . 

c. Lack of planning in early married 
life for Later security. 

Ex'amine the Social Security Program 
by having a Social Security repre- 
sentative talk to the group. 

Study the Social Sequrity Act. 
Books 10, 19 ^ / 

Collect pamphlets and newspaper 
articles' concerning Social Security. 
Bulletin 39 

Study and draw conclusions as to 
the need for government protection 
t;pday as compared to an earlier day. 

Compare: The United States Social 
Security Program to Great Britairis 
'^Cradle to Grave" Program. List 
major differences in plans. ^, 

Prepare a debate on: Resolved, that 
social insurance programs are 
detrimental to our economy. 

Read current 'materials which 
present both favorable and unfavorable 
views of government health insurance 
plans. . , ^ 

•> 

Debate the pros and cons of the , 
program. 



Evaluation 
Procedures 



Supimarize the outcome 
of the debate. 
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Subject Mattter Content 
G enex,gLMrz a t ions 



Four reasons America 
adopted social insur- 
ance laws are: 

1. Conditions^ of modern 
life have increased our 
dependence on a mouey 
income. 

2. In an earlier ^ay , 
the family v/as an inde**- 
pendent un£t that took 
care of old people as 
well as youn^* people. 

3. More people live to 
advanced ages; many 
are forced to retire 
at 65. 

A. Wealth of the Hnited 
States is enough not 
to let people suffer. 

Three broad divisions 
of the Social Security 
Act are the unemploy- 
ment insurance program, 
the old age, survivors, 
and disability insur- , 
ance program and med- 
icare program. 



Three specific aims of 
the unemployment insur 
ance program: 

1 . to provide some in- 
come for involuntary 
unemployed workers and 
their families. 

2. to help businessmen 
by -maintaining pur- 

' chafing power for the 
working population. 

3. to protect the Ameri- 
can vjay of life by 
seeing that Americans 
Have a partial guarantee 
against loss of income 



Learping Oppor tuni ties 
< an4 Resources 



Sjtudy reasons for adoption of the 
social Insurance laws. Discuss and 
suimnarize reasons for adoption of 
the Social Security laws. Book 19 



Evaluation 
Procedures 



Examine each of the divisions of 
*^the Social Security Act. VJhat are 
the advantages of the program? VJhat 
are the disadvantages? 

Ask the General Business Teacher to 
explain the divi'sions of the 'Social 
Security Act. 



Assign study projects related to the 
Social Security program. Examples: 

1. the meaning of the divisi^las. 

2. aims of the unemployment program. 

3. eligibility for unemployment 
compensation; A. eligibility for 
Security benefits; 5. disability 
insurance payments; 6. Medicare. 

Develop charts or diagrams on 
above topics. \ ^ 



VJrite a paper 
as to your opin- 
ion of the 
Social Security 
Laws as adopted. 
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Write a summary 
of the divisions 
of Social Security 
Act. 

List the aims of 
unemployment program. 
VJhat isvyour opinion 
of these aims? 



Subject Matter ^Content 
Generalizations 



Learning Opportunities 
and Resources 



To be e-ligiJbie for . 
unemployment compensa^ 
tlon, an unemployed 
person must: 

1. have been engaged 
in an occupation coverecjl 
by the law for a certair. 
length of time prior 
to his unemployment; 

2. be unemployed for a 
4^ specific pei^iod of 

3. be unemployed througti 
no fault of his oi-m; 

4. register an • ^ 
employment application 
at .a public employment 

office; and 

5. be idDle to vjork and 
bo available to work. 

In order to be eligible 
for ©ocial security 
benafttSp a person must 
work for at least a 
certain minimum period 
of tiine in an occupa- 
, ti'oh covered by Social 
SGcurity. 



iree riiles for keeping 
Social Security re(^rds 

1, take care of your 
Social Security card, 

2. Check the official 
Social Security earnings 
credited to you, 3, 
Keep documents that 

can be used to prove 
marriages and the date 
of birth of the members 
of your family. 



Evaluation 

Proced^yj^.^. 



In Book 19^ use 
the chart on page 
297 to answer 
parts aj,b,c of 
question 1 on 
page 303. , 



Check with students to discover those 
V/ith Social Security numbers and 
help those who do not to obtain 
application forms. 

Invite a payroll clerk of any 
company to explain the procedure 
for figuring payroll deductions, 
including Social Security, 

Demonstration: Teacher or pupil may 
demonstrate the rules and techniques 
for keeping Social Security records. 
Books 39, 10 , 

Prepare a bulletin board Follow 
These Rules , Use the three rules 
for keeping Social Security records 
that are available. Book 19, pp, 
300-301 



^ KJ v> 



List reasons why 
each person needs 
a Social Security 
number. 
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Understanding of 
terms and concepts 
of social insurance. 
Book 19 A, pp, 73-76 

Write a summary on 
the topic: What 
are some of the 
social and economic 
changes of the last 
century that led 
to the development 
of social security 
programs? 



ERIC 



MAJOR CONCEPTS TO BE MPKASIZED: 



Consumer cred|.t and lavjs 



BEHAVIORAL OBJECTIVES; 



Recogibize the value of maintaining a geod ^credit rating. 



Subject Matter Content 
Generalizations 



good credit 
is a valuable 
the consumer. 



rating 
asset for 



In qualifying for credi 
'the "Three C's of Credi 
are : 

Character 

Capacity 

Capi^tal 



Learning Oppdrtunities 
and Resources 



Discussv the characteristics that 
borrowersv must have before they are 
^ considei?ea\good credit risks by 
credit agencies. 

Interview consuiaer finance loan officei^s 
or bank loan officers to find out the 
ease or dif f icultyNqf obtaining a loan 
(as newlyweds) . 



Invite a loan officer toN:he class 
to participate in a simula^d sltuatioiii 
involving a young married couple as?^ \ 
they apply for a loan.. 

Examine loan application blanks lised^^ 
by several banlcs and consumer finance\ 
businesses in the community. . Book 19 



Evaluation 
Procedures 



/ 



Prepare a bulletin board on the 
''Three C's of Credit." 

Go on a guided tour of the credit 
department of a department store. 
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-Written test on 
character is tics 
of a person 
is a good credit 
risk. 

Written test on 
some questions 
often asked on 
loan applica- 
tions. 

Give a^rofil^^*. 
of -aPri' ir)dl?vidual 
td students and 
ask them to 
evaluate indivi- 
dual in terms of 
.of a credit risk 



Complete the 
following state- 
ment: Credit 



250 





.4 








Subject Matter Content 
Generalizations 


' 'Learning Opportunities 
and Resources 


Evaluation 
Procedure s 


4 

.0 * 


Discuss the advantages of a good 
credit rating. 


may easily be 
obtained by those 
who 


" >» 


Invite a member of the Credit 
,Bureau to discuss v/ays credit rec- 
ords are kept and checked. 




Consumer credit has 
not always been as 
popular as it is today. , 


Research, history and popularity 

of 'd'o'n&umer credit and report find- 

ings<<to class. Book 19 ' 




One can establish his 
credit by using it V7ell. 


^ \ ^ - 

Disct^s the advantages of using 
credit vjisely . 

\ 


List advantages 
of wise use of 
credit. 


V 

r 


" ■. ■ 


V 






- • 


> 


^ 




• 
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MAJOR CONCEPTS TO BE mPHASIZED: 



Cost ol credit plans 



Credit d^^nmitments 



BEHAVIORAL OBJECTIVES: 



Evaluate the dollar cost of various credit plans' before making credit 
commitments. , 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Proc,edutes 



Using credit costs the 
consumer "money . 



The more extensively 
vje use c^redit ,\drie less 
sicney -v.*e have'^* f otvo ther 



things . 



Knoi'Jledge of hoi/ to 
compu'te interest rates 
can. save money. 

Alti-purpose credit 
cards are no more ex- * 
pensive fehan other 
forms ol "^credit if 
one pays when due to 
avoid the interest. 



Check ^vertisements' in nex-Jspapejs 
for.intet^st rates^ on loan^t 

Collect' advertisements, for facts ^nd 
key words and ph^ai^es, vThich-. indicate 
propaganda. 



Construct an ad which i-zoulx} benefit 
the >c6iisuiner . 



FinanciaX expert explain the differ- 
enced in saying, commercial and savings 
anxi loan banjcs. 

Each student s^^^ect items and '*shop** 
for credit. 

Students compute interest rate on 
chalkboard or on a test. Pamphlet - 
8 



Each student clip 
advertisements 
and bring! to 
class . 



Assign students 
to watch TV ad- 
vertisements and 
evaluate. 
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Siibject Matter Content 
Gener j1 izii tions 



The cost of credit 
^ varies with the leading 
agency and the borrow- 
er's ability to pay. 



Learning Opportunities 
and Resources 



Shopping fox credit 
should be done intel- 
ligently . 



Tt> use credit v/isely, 
it is important to 
under<stand the many 
different kinds of 
lending agencies. 



Have a representative of a large 
credit company explain their pro- 
gram. 

'Discuss the reasons vThy certain 
loan companies charge more fpt^f 
loans than banks and credit HJm.6ns. 

Discuss the reasons v/hy persons 
v/ho have collateral can often get 
^^..^jcnoney at a lov/er rate of interest. 

Buzz session on importance of shop- 
ping for credit . 

Summarize the value of shopping 
for credit as one would shop for 
goods . 



Examine city directories, telephone 
books and nev/spapers to determine 
types and number of lending agencies, 

List and discuss kinds and types 
of lending agencies. Book 19 



Evaluation 
Procedures 



Crecjit costs differ 'with 
different loans. Some 
factors which cause thes^ 
cost differences are: 
Size of loan 
Frequency and number of 

payments 
Reason for loan 
Security or collateral 

required 
Additional charges 
Consumer's credit rating 

There are other costs 
to Credit other than 
interest. 



List factors 'v/hich cause interest 
rates to vary v/ith different people 
at various times. Pamphle ts3*5 , 12 



Students list other costs such as: 
Credit life insurance 
Service charges (processing, inves- 
tigating, handling, late charges) 
Pamphlet 6 



V 



Students^ list " 
reasons v/hy sev- 
eral types of 
lending agencies 
are needed in 
the community. 

Students make up 
a chart to use 
v/hen shopping 
for credit. 

Prepare a bulletin 
board on "Shop- 
ping for Credit" 
Evalua te . 



Write a paper on 
topic: "Why Lov/ 
Income Families 
are Sometimes 
Forced to Obtain 
Credit from Il- 
legal Lenders or 
Loan Sharks . " 



Write ^a one-page 
essay on one of 
these topics : 
"My Engagement 
Ring Will be Pur- 
chased on Time" 



'^0 9 
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Subject- Matter Content 
Generalizations 



Credit is readily^/ 
available to tno^ 
persons. It is ]so 
easy that t^milxes 
sometimes buy more 
than they can pay for. 



The amount of credit 
which a person can use 
safely depends on 
current income, future- 
expected income, size 
of family 5 family cycle 
and thrift habits. 

There are many types 
of and sources of ^ 
credit in today 's ^ 
society. Each type 
haS' its advantages and 
disadvantages. 

Service 

Utility companies 

Ddctors 

Dentists 
Sales credit 

Charge accounts (30 

or 90 days) 

Revolving accounts 

All^-purpose credit 

cards 

Ins t a 1 Imen t sales 
accounts 



Learning Opportunities 
and Resources • - 



Evaluatfon 
Procedures 



Representative of the credit depart- 
plent of a large department store 
^explain service charges. 



Invite a speaker to discuss the 
"Consumer Credit Code. "Pamphlet 19 

Discuss: "The factors that are 
important vjhen shopping for credit." 
Book 16 

Role play an individual shopping 
for credit. 

Study case histories of persons v;ho 
are applying for loans. Assume the 
role of the lender and make deci- 
sions regarding approval or dis- 
approval. 

List and discuss reasons x-zhy some 
retail s tores do not extend credit 
Pamphlet 15 - 



to consumers 



Students take a v/r it ten ( anonymous) 
poll af the types of credit used by 
class members and their families. 

List and discuss the types of credit 
available to consumers. 

Organize the type of credit in ; the 
form of a chart ^nd list under each 
the services that are usually ob- 
tained from each form. (Examples; 
automobile on installment credit) 



Discuss the meaning of short term 
credit, intermediate term credit 
apd long term credit. 

Make a list of factors x^hich cbntri- 
bute to the cost of credit. 
Examples : \^ ' 

1. Losses' due to ba'd debts. 

2. Returned goods. ) i 



^Tieddinss and 

Installment Credit" 

Credit Cards 
and Cares" 



List reasons why 
approval or dis- 
approval might 
be given. 



React to the state- ^ 
ments "Credit Cards" 
"Cost of Credit vs. 
Cost of Goods^ " 
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ERiC 



Subject Matter Content 
Generalizations 



Coupon credit plans 
Cash loans 



Credit should be used 
only vjhen the satisfac- 
tions of what is pur- 
shased lasts longer 
than the^ payments 



Learning Opportunities 
and Resources 



3. Extra clerical v/ork. 
A. Interest. 



Collect credit instruments such 
as: sales contract,,- promissory 
notes, credit cards, chattel mort- 
gages. Obtain permission to dupli- 
cate parts of one such as a sales 
contract so that each student will 
be able to examine carefully the 
"fine print." 

Speaker from a credit union t!o 
discuss structure and provisions 
for memberst)ip. 



Evaluation 
Procedures 



Visit a pBim shop, 
it operates. 



Inquire how. 



Discu^i 



the term "loan shark. ^* 



IntervievJ an attorney in the commun- 
ity _to find out^^about illegal lenH-^ 
ers. Discuss the activities or 
practices that make their operations 
illegal. Discuss where the illegal 
lenders are most prevalent. 

Discuss, "The Extra Cost of Being 
Poor." ^ 
Periodical 6 



Class members work on the following 
problem: "Determine the cost of an 
electric refrigerator under the 
following methods of purchasfe: 

' 298 .""-^ ' 



List the advantfge3 
of a credit union. 



Evaluate advanta- 
ges and disadvan- 
tages of different 
types of lending 
agencies. 

Students piake a 
summary of the var- 
ious sources cff 
consumer credit in- 
the community. For 
each find out: 

1. How to apply for 
a loan 

2. Maximum 'amount ^ 
you can borrow 

3. Maximum tiime 
limit on loans 

4. Method of repay- 
ment on loans 

5. True annual in- 
terest rate 

6.. Conditions , per- 
sotialities and ' 
special restric- 
tions. 



Subject Matter Content 
Generalizations. 



required to pay for it. 



Learning Oppor tunitJLes 
and Resources 



Ca^h 

Credit purchase ' from dealer 
Obtaining' a money loan to pay» f or 
refrigerator ^ \ 

React to tlfe parable "neither a 
borrower nor a lender be." 

Role play a scene of a young mar- 
ried couple trying to wrk out their ^ 
, f iTiancial problems . 

Interview a bank loan officer to 
discuss the terms of cash loans: 
(1) unsecured loans 
(,2) unsecured /installment loans 
(3) secured loans • 

Intervievj homemakers to find out 
sonie of their ideas about the ad- 
vantages and disadvantages of 
using department store charge ac- 
^pounts. Report fin,din^s to class. 

Discuss: "Does the s,tore have a 
right to sell your credit to another 
agency for collection?" 

Students list advantages" and disad- 
vantages of all-purpose credit card 
accounts. - . * 



Evaluation 
Procedurtss 



Check list of "Do's 
and Don'ts" to guide 
"the consumer in ' the 
wise use qf credit: 
Do: 

1. Shop ^s carefully 
when you use credit as 
v;he*n you use cash. Know 
your lender. 

2. Obtain a vnritLen 
.statement of all the 
.tej?ms and conditions 
in the eredit transac- 
tion. Know (in -dollars) 
exactly vjhat you are 
paying for the credit. 



IJiscuss the importance af all blanks 
of a contxact^being filled in before 
the consumer' signs. ' / ^ 



List the reasons 
V7hy certain types 
of loans cost 
more than others. 
Summarize the ad- 
van tag.es and dis-' 
advantage^' pf 
department store 
credit, 



List^ reasons for - 
precautions to be 
follov/ed in ' 
signing a contract 

• 4 
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Subject Matter Content 
Qener a 1 1 z a t ions 



3. Evaluate each use 
of credit to make 
certaiB that the extra 
cost is offset by the^ 
advantages in that spe- 
cific situation*; 

4. Do report at once to 
your source of credit 
if you find yourself 
unable to make a pay- 
s>ant. 

3. Do use credit only 
as a pre-planned part 
of total money manage- 

6. Do protect your 
crecJit rating by keeping 
your promise to .pay 
promptly. 

7. Check and understand 
the contract for amount j, 
data and terms^ before 
>XQU/buy. 

8. Make as large a down 
payment as possible. 

9. Believe only what is 
written, riot what is 
said verbally. 

10. Read and have all 
blanks of contract 
filled in before signing 
Keep a copy of aE con- 
tracts. ^ ■ ■ ^ 
XI. Be aware of penal- 
ties if one is unable 
to mak^ a payment. 
12f.* Be aware of restric- 
t4^ng of moving goods 

ought on credit. 

on' t; . ^ , . ' 
1^ Use credit to buy 
things you do not really 



2o Let the availability 
of credit lead- you into 
habits of extravagance. 



Learning Opportunities 
and Resources 
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Evaluation 
Procedures 



ERIC 
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Subjest Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



3. Take on commitments 
for monthly payments 
which exceed the money, 
you are sure you v/il 1 
have available to make 
those payment-^, 

4. Fail to make )pay- 
m^nts promptly and 
regularly. Don ' t let 
j;^our account become . 
delinquent. •» 

5. Use credit unless ' 
you feel that immediate 
posseission of what 

you acquire through its 
use is v7orth the addi- 
tional cost. 

6. Enter into a credit 
transaction v/ith any 
business or financial ♦ 
organization unless you 
know that it is reliable 

7. Be afraid to borrow 
if the benefits of 
buying novj are v/orth 
the cost. 

8. Be afraid to ask 
questions. Remember 
you are the buyer of 
credit. 

9. Be a soft touch for 
a smooth salesman v/ho 
uses an emotional 
approach or pressures 
you into a final sales 
on credit to take ad- 
vantage of a "special 
bargain. " 

10. Count on the x-zife's 
salary in any long- 
range credit plans. 

11. Sign a contract 
v/hich a salesman^of f ers 
to "hold" until you 
make up your mind. 

Most .dealers are re- 
putable, hov^'ever all 



Evaluation 
Procedures 



Students formulate and discuss 

list of "Do's and Don'ts" of credit. 

Book 19, Pamphlet 27 

Prepare bulletin board and posters 
on "Do's and Don'ts" of Cr^edit. 



List Do's and Dont ' 
of Credid^n a ifrit 
ten test. 



Coirjmittees investigate these terms 
and report findings to class. 



Evaluate reports 
given in class. 
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"Subject Matter Content 
Generalizations 



/ are not. Some gimmicks 
to Hatch .out for are: 
Acceleration or bal-^ 
loon clause 

Assigning Wages Clause 
The Add-On Clause 



teaming Opportunites 
and Resources 



Evaluation 
Procedures 
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MAJOR CONCEPTS TO BE EMPHASIZED ; 
Consumer credit and loans 

BEliAVIORAL OBJECTIVES : ' "^/-^ * ' ' ' 

Appraise both positive and negative aspects of credit prior to decision making c 



Subject Matter Content 
Generalizations ^ 



There are some advan- 
tage's to payifig ca^h,' 
as well as advantages 
of using credit. 
"Advantages of Cash : 

1. Sometime^ merchants 
grant discounts 'to 
customers who pay cash. 

2. The consumer is not 
as tempted to overbuy. 

3. The consumer can do 
a more efficient job of 
shopping, 'lie is not ' * 
restricted to stores in 
whiclf he has accounts. 

5. Stores which do. 
not have the large ex- 
penses involved in 
granting credit can af^ 
ford t^Q sell goods at 
lower costs. B^ shop-vn 
ping af these stores a 
^the consume): often 
save^ money. 

6. Cash buying allows 
a 'greater margin of 
safety. The consumer 
who has no debts can 
use credit as an emer- 
gency cushion. 

7. Psychologically it"' 
feei.s gbod not. to have 
debts. 



Leatnilig Opportunities 
and Resources * 



List on board and discuss advan 
of cash purchases. 
Book 19 ' 
Periodical 3 




. \ 
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Evaluatipn 
Procedures . 



List advantage 
of cash pur- 
chases ^ 



Subject Hatter Content 
Generalizations , 



Adv^tag'e-s^ of Using 
Credit : 

1. Credit i,s a con-, 
venience*. The consumer 
can ordjL'r* by mail or 
telephone' stnd monthly 
bills make record- 
keeping e^sy. 

'1. The credit 'cuatomer 
gets better service. 
Stores are careful to- 
please credit ^customers 
T'he credifi customer Is 

, considered a regulat 
custdmer . Returning 
goods is made easier 
and orders <nay be m4de 
on approval. 
3. C-redit is" a pay-|^s 
you^go-usc plan. 
4-. Cteditr is estab- 
Hs'Ked by use. The 

;confsumer ^^ho buys on 
credit and pays prompt- 
ly is* able to secure 

•credit for emergenci^\ 
more easily than the ^ 
consumer who has alway 
bought for ca«h. 

5. The consumer is not 
restricted to the cash 
he has at any given 

t ime . 

6. Credit can improve 
one's standard of^ 
living. 

7. One Hoes not have 
to carrv larpe- sum^ of 
mone^" . 

8. Pavfns.^ monthly by 
check enahlps one to 
K:eep a recorH gf 
expenH i tn^re s . 



Learning Opportunities 
and Resources 



Form a panel discussion on the theme: 
''Consumer Credit Problems" 
The roles taken by class members 
may be: 

1. A family debt counsjelor. 

2. A mother conjcerned with the large 
debts accumwlated by her family. 

3. A teenager demanding additional 
financial status with her friend. 

4. A wise consumer. . ^ 

5. A teacher of consumer economics. 
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Evaluation 
Procedures 



Written test on 
advantages ^nd , 
disadvantages of 
cash and credit. 



EKLC 



Subject Matter Content 
Generalizations 



questions before making 
a credit purchase. 



Depending on the way it 

is used, credit" can 
either be a help or a 
hindrance to the con- 
sumer. 

Many people use both 
cash and credit, which,-* 
ever is more advan- ' 
tageous in a given 
situation. 



There are both respon- 
sibilities and ^problems 
ip using cifedit. 



Learning Opportunities^^ 
and "Resources 



List items ^urchnsed" r6C6tit1y op 
credit. Analyze reasons for these 
credrt purchases. 



List ways in^ which credit can be a 
h^p and * ways credit can be a hin*^ 
drance . ^ ^ 



Set up criteria for deciding whether 
to use cash or credit. 
Have a debate on "Using Cash vs. 
Using Credit." 

Role play a family situation in which 
a decision is- to be made to purchase 
an item on credit. (Example- -auto- 
mobile) 

Invite the court clerk to speak tp the 
class about cas,es which deal x^ith^ 
family financial problems. 
Examine the court records section of 
nex^rgpaper to see the kinds of problems 
dealing x^ith money. 



Invite a counselor to speak to class 
about possible reasons why people 
overload their credit accounts. 
-Form a panel of, students and/br 
parents to discuss reasons people 
overload their credit accounts". 



/ 
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Evaluation 
Pirocedures 



Evaluate your 
former credit 
purchases in view 
of their advan- 
tageg at time of 
purchase. 
List question's or 
make a question- 
naire for credit 
purchasing. 



List rules or 
suggestions"^ for^ '* 
consumers to con- 
sider in credit 
purchases. 



Giv€J% situation 
of a family over- 
loaded, with credit; 
analyze for pos- 
sible Reasons and 
•make suggestions^ 
that could help 
family . 
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Subject Master Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Credit is a valuable 
tool for those who are 
able tQ.use and control 
it. 

y 



Th© 6ase of obtaining 
credit ejic our ages 
credit x-jhich may not 
always be advisable. 



The acquisition of 
goods and 0 services 
(Including emergencies) 
©ay be limited in the 
future if credit is 
ever over-extended, 

Unwise use of credit 
often leads to severe 
flioiiey problems and in 
many cases to family 
disaster, > 



Discuss and list results of too much 
debt and its relation to family 
relationships. 

Investigate to see if the community 
has a Family Debt Counseling Service, 
Invite a representative of this 
service to speak to the class. 
Discuss the functions of credit 
advisors or credit counselors. 

Interview a credit manager of a-, 
department store to find out what 
procedure he would suggest for cus- 
tomers/who experience some ,type of 
emergency and carinot pay their bills 
on time. Report findings to class. 



Role play a family situation in which 
a family has over-extended itself 
credit-wise. 



List;^hd diseiiss the problems thax 
jpia;y develop ^in a family as a result 
of unwise use gtf credit. 



Invite a judge from family court to 
speak to class on relationship o:^ 
money problems to family plroblems-. 
Investigate and report to class role 
of money problems in relatilfen to 
divorces ,' • 
Invite the county attorney to speak to 
the class on credit abuses 
Present a panel discussion and discuss 
this topic: 

"Does the consumer have any responsi 
bility to help protect other con- 
sumers?" 
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List suggested 
procedujres for 
consumers to 
follow, if unable 
to meet debts 
when due,^ 
Make a listing 
of the debtor's 
responsibility 
to the creditc5i:v 

Formulate poiftts 
which would 
help families 
not to> over" 
load 

in debt. 

List some fam- 
ily problems 
which may re- 
sult from 
money problems, 

Answer-What are 
the most fre^ 
quent probleirb^ , 
of the usears of 
credit? 

What are the 
possible causes 
of these prob- 
lems? 
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MAJOR CONCEPTS TO BE EMPHASIZED : 
Credit laws and the coTisumer 



\ 



6EHAVI0RAL OBJECTIVES : \ 

Understand credit laws as \they affect the consumer. 



Subject Matter Content 
Generalizations 



Fed^'ral and state laws 
regulate certain as- 
pects of the consumer 
credit business. 



Consumers in the U.S. 
have the right to be 
iiiformed and protected. 



Learning Opportunities 
and "^Re sources 



Evaluation 
Procedures 



Invite a local attorney/ to speak to 
the class on credit laws relating to 
the Consumer, 

List and discuss the protection 
covered and not covered by "Truth 
In Lending," " 
Pamphlet 4 * , ' 

Discuss or debate "F^cleral Regulations 
on Consumer Cr^tfit . 

Organise a panel of an attorney, 

banker, member of Office of Economic 

Opportunity or Community Advancement 

to present a program on: 

"Need for Changes in Consumer -Credit 

Laws 

Invite an attorney from Legal Aid 
Society to explain aid Xi/hich this 
organization offers , 
Pamphlet 37 

Panel of students discuss reported 
losses suffered by consumers and 
legal remedies available to them in 
the community. 
Pamphlet 16B 



Draw cc^clusions 
from panel dis-r 
cuss ion on,, need 
for clu^irtge in 
c,on'Sumer credit 
laws. 
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Subject Matter Content 
fk^neralization.s 



iny agencies and or- 
gaHizations, both 
public ai^ private, 
are available to a£^ 
the consumer in safe- 
guarding his interests 
and welfare *such asf* 

Private\ attorneys or 
law firms 

. Le^al Aid Societies 

Attorney Generals 

Federal Trade 
Conimission' 

Local and stat-^ 
' police 

Local prosecuting 
attorney's office 

Small claims court 

Local courts 

Consumer League 

Many agencies and^ 
organizations have 
been formed in rece/lt 
year^- to aid the 
cptlsumer. 



Learning Opportunities 
and Resources 





Invite a local attorney to speak 
class on organization available t 
the consumer. 

Invite a representative of Lp^al Aid 
to speak on services offered. 

Invite a sociology or business tea^ch« 
er to speak to class on agencies 
available to aid consiimer, 

Interviex.; a parish attorney tc speak 
to class on fun^ions of his office. 

Do library reading and discuss the 

following orgarrizationo: 
'Council of Economic Advisors J 

The Consumer Adviso|ry Council,,/*^ 



President's Committee on Consumer 
Interests . ' 

Federal Trade Commission 
Louisiana Consumer League 
^ok 19 

Invite a representative of some of 
the ^ove agencies to speak to class 
on "Trends in Consumer Protection." ' 

Invite a representative of Louisiana 
Consumer League to speak to class on 
the function of this organization. 
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Evaluation 
Procedures 



List functions 
of President's 
Committee in 
Consumer Interest, 



ERiC 



Subject Matter Cantent 
' t'ucral izations 



Thi*rc an legal pro- 
cesses which insure the 
» creditor of collecting 
his money such tis: 

Repossess ion 

Garnishment 

Wagt xXssignment 

Confession and 
Judgement 

Holdtr in Due Course 



Learning Opportunities 
and Resources 



Invite a member of the court to dis- 
cuss ^hese laws. " • *' 

Discus»s legalVvtierms • 

Committees do research and m^e 
report^ on each of these le^P terms. 
Sec Appendix C for definition of ' 
these terms. ' 



/ 
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Evaluation 
Procedures 



See Appendix B 
for some, eval- 
uation devices. 
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MAJOR CONCEPTS TO BE EMPHASIZED; 



Wago -earning • . 

BEHAVIORAL OBJE^CTIVES ; 

Become aware of some opportunities for increasing financial assets through 
invoJ-ving all family members v^Ho ate i^u^^intial earners. 



Subject Matter Content 
Generalizations' 



Changes in our economy 
influence the world in 
vjhich. vje live. 



People in the x^Drld qf 
worlc are usually in- 
volved in job changes. 



Learning Opportunities 
and Resources 



Brainstoming 'se€?ion on "How is the 
nation in which vje nox^ live different 
from the one ill which our parents, 
were reared?" \ ' . " 

Special reports on reasons for recent 
changes in our econc^ay. ^ 
1) Urbanization . 

Improved living standards 
Changing patterns of consumption 
New products and new processes 
Changing patterns of employment 
More yleisui^e ^fe^^^e^. 



2) 
3) 
4) 
5) 
6) 

BQok 10 



Find resource materials on history of 
*jobs in your area. 
' librar7 
iT newspaper office) 

courthouse recoms 

established busmess or factories 

settlers in community 

school records 

Each stxident take ^a type of job 
available and trace history of changes 
in the past twenty-five years. ^ 
Discuss and compile these findings. 



Evaluation 
Procedures 
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Oj^jective test 
on factors 
that affect 
our (^hanging 
edtonomy. » 



Writ^ a brief 
report on how' 
types of jobs 
have changed in 
your community. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



People vjho refuse to 
change ^jobs are less 
likely to increase 
earnings. 



A changing pattern of 
employment affects 
v/orkers needed. 



Employment changes 
may affect job train- 
ing programs. 



The education young 
people receive affects 
their lifetime careers. 

In general the less 
edjucation a worker has 
thfe more likely he is 
to be unemployed. 

An individual's choice 
of an occupation may 
help to determine hiff 
earnings. 



Invite a psychologist or counselor to 
talk to class on ability to adjust 
to change, "l*Jhy do some people 
resist change?" • 
Book 19 



Interviev; vjorkers in different oc- - 
cupations as to changes they have 
made. If possible, give cause and 
effect of these, 

^isit the vocational or technical 
school in ypur area to observe job 
training programs, Atrange for one 
of the leaders to discuss changes in 
type of training compared to past 
offerings. 



Conduct a' panel discussion on 
"Investment that you make in Educa- 
tion and training for a job may be 
the mo3t Profitable you make in a 
Lifetime," 
Book 10 



Invite the school counselor^ to dis- 
cuss procedures for determining oc- 
cupational interests, 

1) Learn your interest 

2) Know the job market. 
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Present hypo- 
thetical p.ro«. 
files of three 
employees • , . 
Select one for 
a promotion. 
List reasons 
for your choice < 



Present case 
situation con- 
cerning indivi- . 
duals who trained 
for jobs 'tx;enty 
years ago. 
Analyze any t 
need for, re- ; / 
training for tl/ese. 



Observe react- 
ions of students 
as they epply 
for hypothetical- 
jobs. 
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Subject Matter CoriJ:ent 
^ Generalizations ^ 



Learning Opportunities 
and Resources 



Over the long run the 
average* student can 
expect a Wk per annum 
. return on the m6ney he 
,and his parents spend 
on his education. 



Information given and' 
impressions' m^de in a 
^•'job interview may help 
\on«ii to make employment 
afecisions, 

■J . 



Give okit on '^Hiat ^re your chaaces 
for earning aud learning?" 

1) VJhere are you heading? 

2) VJhich road should you take? 

3) How will you pay the farej 

4) What special help can you get if 
you belong tb a minority group? 
Teaching Aid 3 

Prepare a bulletin board based ob 
the preceding ideas. 

Consult' '-t^ie nea5.es t state employment 

service for information on job op« 

portunities a^d aptitude tests. 

Report this to claso for discussion,. 

Debate the topic: "Advantages and 
Disadvantages' of Attending' College or 
Junior College,*' ^ 
Book 10 > . 

Discuss experiences if possiLble- — ho^'/ 
you feel about job interviews, 

1) llhat information did you have to 
give? 

2) What questions have you been 
asked? 

Invite a personnel mar^ger from a 
business to give points on job 
interviex^/s \ ' ' 



Study information from pamphlets and 
resource books on \<rriting a resume. 
Each student write one. 
Teaching Aid 3 

Role play several job interviex^/s . 
Make use of student resumes. , - _ 
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Mxlt^ IdQividtual 
•papers on "The 
Ipiportance of 
Hyrnan Relation^' 
ships in the 
WorLd of ^ Work." 



List points to ^ 
remember #bout 
applying for 
a job. 



Subject Matter Contentf 
Generalizations 



Skill 'in human rela- 
tionships may influence 
an individuals earn- 
ings. 



Learning Opportunities 
and Resources 



Interview personnel manager to discuss 
hov7 they consider human relationship 
skills in the hiring of employees. 

Invite individtials from various oc- 
cupations to participate in a panel 
discussion on "causes of employe^^ 
dismissal . - 

Examine case studies of individuals 
v/hose lack of ability to v/ork « 
favorably vjith others led to the 
termination of' their employment. 

Invite personnel managers, counselors 
and vocational directors to discuss 
human relationships j.n relation to 
job performance. 



Evaluation 
Procedures 



List causes of 

employee 

dismissal. 



on 
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May 1967. 

A. What Is Credit 

B. How to Figure the Dollar Cost of Credit ~ 

C. " Buying On Time 

D. Do ' s and Don * t * s of Credit 



E. Your Contract When Using Credit 



F. Reasons "For and Against Credit 3 1 
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BULLETINS AND PAMPHLETS: (cont'd,) 



G. Should You Use Credit , " 

9. Louisiana Cooperative Extension Service, Baton Rouge, Louisiana. 
A^ Credit Cards - Thirty Days to Reality May, 1968. 

B. Guidelines for Using Credit 

C. Pay Nov/ or Pay Later. 

D. Upholstered Furniture - What You Should ICnovj Before You Buy 

10. University o f California Cooperative Extension Service , Berkeley, Cal. , 

^ March, 1970. 
A. Before You Sign A Contract 
• ^ 'b. Buying on Time? Ways to Say Charge It! 
Credit . 
D. ■ Shop For Your Loan 

11. Cooperative Extension Service , College of Agriculture and Natural ^ - . 

Resources, Uni^;ersity of Connecticut, Storrs, Conn., 1969. 
Consumer Credit 

12. Cooperative Extension Service , University of Connecticut-, Storrs 06268, 

August, 1967. ^ 
Consumer Credit 

13. Cooperative Extension Service , West Virginia University, Morgantov/n, 

West Virginia, 26505. 

A. Contracts You Sign When Buying On Tij) 

B. How To Buy Health Insurance 

14. County University of Missouri Exj^nsion Center or the Mailing Room 417, 

South 5th Street, University of Missouri, Columbia. 
The Money World As Seen By A Young^ Modern , July, 1965. 

Cuna International, Inc. , Box 431^ Madison, Wis. 53701. 1966. 

A. Using Credit Wisely 

B. A Teachers Guide To Credit Unions 

16. Government Printing Office , Washington, D. C. 
A. Guide to Federal Consumer Services 
B V President's Committee on Consumer Interests 

^^17. ' ^Grocery Manufacturers of TVmerica , 205 East 42nd Street, New York, N.Y, 

A. The Lab^l T^lls the Story 

B. What Consumer s^ Th^ink \^ " ^ 

C. Your Gi^ocery Dollar ^ . * 

i8. Inst-itute of Life Insurance , Education Division, 277 Pcirk Avenue, New 
York, N.Y. 10017. . ^ ^ " 

• A.' Blue Print For Tonimorrow 

B. Buying Life Insurance 

C. A Date With Your Future 

D. Handbook of Life Insurance 
* 

E. How Much Life Insurance Is Enough ? 
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BULLETINS AND PAMPHLETS ; (cont'd.) 

F. Life Insurance Fact Book 

Making The Most of Yoiar Money - Lessons in Consume r Education for ^ 

Adults 

H. M oderns Make Money Behave 

I. ^ The Search For Economic Security 

J. Who Is The Man Sells Life Insurance? 
K. You and Your Family's Life Insurance 
L. Your^ Life Insiirance and Hov/ It Wo rks 

V), J. c. Penney Co. . Inc. , Educational Relations, 1301 Avenue of The 
'American's, New York, N.Y. 10019. 

"Managing Resources", Forum Fall/Winter 1969, pp. ^-l^-f 

20. Kiplinger Washington Editors, Inc. , Changing Times Educatio\3^^vice 

A. Family Success Book 

B. 99 Nevj Ideas on Money, Jobs and Living 

21. \upperman, A. B. Guidelines To Furnishing Your First Apartment br HomeS 

Baton Rouge, Joy's Baton Rouge's Furnitiire Style^ Center , 1969. ^ 

22. Money Mdnagement Institute . Household Finance Corpofation, Prudential 

Plaza, Chicago, Illinois. 
"^A. ■ Your Automobile Dollar, 1963 
* B. Your Budget Dollar , 1965 

C. Your Equipment E)ollar 

D. Your Home Furnishdnq Dollar 
«E. Your Housing Dollar , 1966 , 

J F. Your Shelter Dollar , 1957 
G. Your Shopping Dollar , 1966 

- 23. Tour Guide For Teaching Money Management , Department of Home Economics, 
Workbook on Consumer Credit, Kansas State University, Manhatten, 
Kansas , 1966 . 

24. National Association of Bank-Women , Inc., 333 North Michigan Avenue, 

Chicago, Illinois 60601. 

Money and the Young Wage Earners , October, 1967. 
* , "'•i^p 

25. National Association- of Secondary School Principals Cons umer Education 

Study , 1201 Sixteenth Street, N.W. Washington, D. C. 
A^ Effective Shopping 
\y B. Managing Your Money , 1947 

- 26. National Canners Association Consumer Service Division, 1133 Twentieth 
St., NW, Washington, D. C. 
It's on the Label 
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BULLETINS ATJD i-AMPHLETo : (^^t'd,) 



27. . National Consumer Finance AoBn. \ 1000 16th St., N.W. Washington, D. C 
200 36, 19<^;2. 

• Ha.s ic i-r incixjl; 'S in Family Money and 'Credit Management 
B . Con.mimer Credit and You ^ «. 

r' , . r;nan> ; n Fa ct s Yearbook 
D. It'^s Your Money ' > 

'28. Na tional Foundation For Consumer Credit , 1019 H. St., N.W. Washington 

r\ - ' "> r. n r. ; ^ 

A . { low Much -Jredi C an You Afford? ^ 

B. Using our Credit I nt>el lichen tly , 1 1967 

29. N«-v; York :;tate Bar Assn . 99 VJashington Ave., Albany, N.Y. 12210, 1967. 

B3ay itvj On Time 

30. office of Economic Opportunity , Program Devolopmeot Division, Job Corps. 

Consumer Education Course, Washington, D. C. % 

31. Office of thfi ^Juperintendent of Public InetK^ction , State of Illinois 

r,uide Lines for Consumer Education 



32. Sf^ar-;, Roebuck . and Co. , Conoumer Information Sories. Dept.. 730-Public 

Relations. 7401 Skokie Blvd., Skokie , 111. 60076. 
^-^^ Department Store In The Classroom 

33. . Social Security Administration , Baltimore, Maryland 21235, 

L I ^ 

34. n . F.^^DejIt of Commerce Office of Business Economios , Washington, D. C. 20502 

A. Business Statistics 

B. I Economic Of .The President 

35. ' U. S. Government Printing Office , Super;intend^nt of ^ Documents . 

Low Income Teaching Kit on Credit 

- - ■ 

'36. U. 'S. Department of Health, Education, and Welfare . Food and Drug 

: Administration, Washington, D. C. 20204. 
f Read The Label - It's Your Protection 

3?f U. $. j^^overnment Printing Office , .Superintendent of Documents, Washington, 
D. C. 20204. 

A Learning for Earning; New Opportunities for Paycheck Education 

B. V>nien You Use Credit 

C. Know Your Rights; What a Working Wife Should Know About Her Legal Rights 

38. U. S. Treasury Department , Internal Revenue Service, Washington, D. C. 
20204. Director National Training Center. 
A. The Farmer's Tax Guide, Publication No. 225 



B. Teacher's Guide , Publication No. 18 

C. Wall Chart , Form 1040 
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FILMS : 

1. Association Films/^ Inc. , 1621 Dragon Ifreet, Dallas / Texas 75207, 

"Personal 'Finance Planning" (11 minutes) (color), 1960. Free loan basis. 

2. Modern Talking Picture Service, Inc. , 3 East 54th Street, Nev/ York 

Nev/ York.' ' " 

'* "Life Insurance - What it Meeins and How It Works." 

•tf ^ ' . . . . 

FiLMSTRIPS: * " ' ' , 

' . / 

Crocker Series , - " 




"All About Packaging." 

/ . ^ m ^ 

Cornell , Louisiana Extension Service, L.S.U., Baton Roug'e,. Louisiana 70803. 
f "Be A Better Shopper." v 

CUNA International , Box 431, Madison, Wisconsin 537Q1: 
. '*Hovj to Handle* $300, 000 - A Little At A Tim^.*^ 

National Education Association , 1201 Sixteenth Street^ N.W. Washington, 

D. C. 20036. . : ' 

"Getting Credit." ^ 



PERIODICALS: »^ . 

1. American Region I^agazine ^^-^ 

"How To Stretch Your Inflated Mpney." October 1969, pp. 6->er. 

2. Better Homes and Gardens ' > ^ 

A. ' "How^To Hold/06wn Today's Soaring Costs." Jan., 1970, pp. 6-32. 

February, 1970, pp. 6-101.* ' : 

B. "Is There a Basic Spending Plan That; Really Works?". October, 1966, p. 8. 

3. Consumer Report s * • \ - - ' . 

"Bait the Hook With Merchandise." Xi^onsxamers yniqn of the United - 
-States, Inc., 256 Washin,gton Stjpeet, Mount Vernon^ New York,^* - ' 
September, 1965. . ' r ' ; */ 

4 . Forecast for Home Economics ' •> ■ • 

A. "Better Buymanship." January, 1970, p. 37." , ' * 

B. ' "Promoting Safer Use of Appliances." .February 1970, pp. 64-90./ 

C. -"What You Should Know About Gua^rait^eS* *i January, 1970, p. 39.. 

' ^ . • If ■ 

5. - I,llinois Teacher , Division of Home Economics Education, Department 

of Vocational and Technical Education^ College of Education, • * 

^ University of Ili-inois, Urbana, Illinois 61801. ^ 

A. "Curriculum Planning and Consumer -Education" September-October, 1969 

jand November-Deg;ember, 1969. ^ ' " 

B. "How Much FooO, Will Ten Dollars Buy?" Fall, 1967-68.^ * ^ , 

C. "Mr. Bates Goes to Court." Winter 1968-69. * ' ' ' 

D. "The Siqnature." Winter, 1968-69. 

6. Journal -of Jiome Economics ^ •* - 

%. ^"The Extra Cost of Being Poor," Vol. 62, No. 6, June, 1970. pp. 379-384 
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PERIODICALS (cont'd): 




7. U, S, News jand World Report - 

"Worry Grows: Paying Personal Debts," June 22, 1970. pp. &6-68. 

8. What^s Nev; In Home Econonacsx ^ 

"Oops! We ' d Be tter \q6 Shopping , " September, 1969. pp. 83-84. 

TRANSPARENCIES: - \ " ^ . 
' ^ 

1. 3M Company , Visual Products Divisions, .^t. Paul,. Minri. . 

A. ^Consumer Motivations and Behavior" 

B. . "The Effect of Conditions Outside Family and iioUsehold Management" 

C. "Values and Goals" 

D* "Period Furniture Designs" 

E. "Home Styles" 

F. "Consumers t Who? Why?vHow?^ 

G. "Zoning The Home for Better Family Living" 
Hi "EvaliS^ting Advertisements" 

I. "Dollar Stretching Practices for the Family Buyer" • 
J. -"Shopping Leaks In Family Spending" 
K. "Usirxg Credit With understanding" 

2. National Education Association, 1201 Sixteenth Street, N.W., Washington, 

Q, 20036. Transparency and text. 
"Shopping For Money", 1968. 

TEACHING AIDS: . ■ Q - 

1. Cooperative Extension Service , L.S^U., Baton Rouge, Louisiana. 
A. "Rating Chart For Advertisements" 

. B. "Selection of Goods - Shape of a Hair-Do" 

2. Kiplinger Washington Editors, Inc. , Editors Park, Maryland.' 

"Resource Kit for Teaching Consumer Education" (Spending, Budgeting, 
Borrowing, Saving, Earning) 

3. Western Publishing Company , Sch<^l Library Department, 850 Third Avenue, 

New York, New York 10022. 

Games: » , 

A. Economic System 

B. Ghetto 

C. Consumer ^ 



ERIC 




APPEND] 




.1 



MANAGING PERSONAL INCOlffi' " ' \ 

' i ' ' ' .'-'^ 
A. Sugi^ested Evaluation Device*^ 

/ I ' ' ' • • ■ . 

* MultipljS Choice Test* ' 

'^^.^^ ^^^^ might be' used to evaluAe in the objective "To increase ability to tu^ 
v/isely." It might also be used Is. a pre-test. ■ * ^ 



Directions: Place the letter off the correct .answer in Che appropriate blank. 



1. 




VJhen shopping for a pfoduct, the v/ise consumer alv/ays tries to: 

a. buy at the store |rhere.he usually shops 

b. buy in the store everyone knov/s best 

c. shop around amona different stores 

d. V buy only where trading stamps are given. " ^ ^ 



b. 
c. 
d. 



When buying ^ car, an electrical appliance, or asc^ other fairly e^sperrsive 
product, the >7ise consumer alv/ays tries to g^-ta price thiit is: 
a. a '*fair trade" / 

the manufacturer's list price . y 

the retailer's regular §ales pr-ice 
a price belowjSthe regular sales price. 

In order to save time an^^oney while in a supermarket, fhe wi^e cons-uiner 
doe^8...^ese ^two things>^ . ^ \^ 

a. depends upon ^[ve^ry of the family's needs ^ 

b. makes" a shpffping. list in advance 

c. laoks fjof "specials" (bargaih-p'riced items) 

d. hurpies through the' check-out counter. • " 

Before buying-' any canned, frozen, or dried food, or any household cleaner, 
drug or cosmetic, the v/ise consumer alx^rays: • ' 

a. opens the package 

b. looks for the 'Y/ell-knov/n brand 

c. buys the economy size 

d. reads the label. , 

Before buying any product in a ^grocery store, the wise consumer always 
looks for: 

a. the package that seems to be the largest of .all 

b. the premium that is offered on the* package 

c. the net contents that are on the package ' . . 

d. the package that has the most "cents off." 

Which one of the following brands and sizes of laundry detergents has 
the lowest price per ounce? . ^ 

a. brand A, Regular size, 1 lb. 14 oz., 29c 

b. brand A, Giant siz^, 3 lb . 1 % oz . , 77c 

c. brand B, Regular size, 1 lb. 6 oz., 33c 

d. brand B, Giant size, ^3 lb. 5 oz., 81c 
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p^re prices per ounce of different brands or of different sisesZ of 
same brands consumers need packages that: 
have designations as "Giant" or "King" size " 
h^ve tfTe same shapes and outside measurements 
hold standard measures, as one pound or one pint 
give the number of different uses or servings. 

The x-jise consumer always tries to; 

a. buy now and pay later ^, * \ ' ^ 

b. make the smallest down payment possible 

c. stretch the payments over a long time ^ ' 

d. saVe novj and buy later. * - 



'^Home Economics Department 
NichoUs State University 
. Thibodaux, Louisiana 
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APPENDIX B 



HOW men FOOD WILL TEN DOLLAES BUY? * 



One homemaker, knocking on the door of tii^other^^carries a hug§ bag of 



groceries containing the following: 



r gal. whole milk ■ 1 no. 2o can best- quality canned pei 

2 lb. pork chops ^ - . .10^ 02. potato chipf 

1 lb. steak ' ^ variety pack cereal 

1 lb. bacon . ^ 1 dos. large eggs 

2 TV. dinners ^ " 1 lb. butter^ 
8 pack ^careon coke or other pop ; I lb. fresh tomatoes 
1 frozen apple pie . 1 lb.' loaf oatmeal bread 

The second homemaker, who is abput to unload the two large' bags^ppf groceries 
which she just bought, answers the door. Her bags contain: 

10 lbs. potatoes " 2 do2. medium eggs 

12 qt. box of dry milk 1 no. 2 can Grade C .peas 

1 Ig^ box of cream of wheat .10 apples ' 

4 lbs. pork roast ► 2 lo^aves enriched white bread 

1 lb. hamburger »^ ? - ^ 1 46 oz. can tomato Juic^ ^ 

1 chicken .1 small head cabbage 

1 7 02 can tuna ^ ' . 2 lb, carrots 

1 lb. cottage cheese - ^ ^ 1 large can £ro2en orange juice 

1 lb. margarine , ' * 

Jane: ''Hello, Judy. Glad you stopped by.'' 'it looks like you've been to the ^tore. 
Come in. " ' - . ' , 

o 

Judy: "Yes, I'm tired and I need to rest a little. I'm really beat today." 

(Noticing the other bag) "Have you .bought groceries this morning, too?" 

Jahe: Yes I spent a $10 bill. I t^^as just about to put away all this." ^ 

Judy: "Just $10 ^or so much. I spent $10, too, and I only have one bag. How did 
you do, so well?" * 

• ; 4 - J . " ^' 

.Jane: "I <-an show^you as I put .things away." (She takes out her meats: pork roas 
(4 lb.), hamburger (1 lb.), tuna (1 can), (1 chicken).. "DidNyou get any 
meat?" . _ ; / . 



Judy: (T"^ng out pork chops ( 2 lb.)*, stdak ( 1 ^b) , TV dinners (2),. bacon (1 lb.) 
"Yes, I»got these yunmy pork chops. Don't they look good? Eight of them 
for just $1.92." ' ^ . , 

Jane: "I jbt pork, too, a pork roast--4'' lbs. fSr a little over $2. How much did 
your pork'chops weigh?" 

Judy: "I don't know.^Let's see. Oh, here it is. 1 lb., 14 oz. Hmnrni, 1 see you g< 
more for your money, but this will make a good meal." 
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> » ... * 

' ^ , • ' 

Jane: **I ho^e mine will m^ke tv;o good meals. Did you get any beef?" 

Judy: "A piece of steak. Not very big, but it will be good. That was 98$." 

Jane: "I got, a pocnd of hamburger for 59c. I think I'll make a* meat loaf this 
time. It will go a long way with, some rice or oatmeal 'added to it. Did 
you get ^ny more meatT" 

Judy: "These two TV dinners. 'They're sure handy when I don't feel like cooking." 

Jane: '^Yes, they ar(-, but so 'expensive . I hope you feel *like cooking most of the 
time. , I got a can of tuge for 27c. Did you ever try it with noodles and a 
can of celery soup. That's almost as easy a'& TV dinners." 

Judy: "No, but I must. I got a pound of bacon, too. We all love that." 

Jane: "I didn't get bacorj. Seems like it gll cooks away in fat. Not much lean 
meat for the children to grow on. I got a chicken. Mine "like chicken, 
and it goes a lot farther." 

Judy: "Yes, I gyess it does, pid you get any potato chips? My kids can eat a 
ton of them/' ' 

Jane: "No, I got my potatoes this way--10,lbs . ,f15r 59c. What did your chips cost?" 

Judy: (Looking to see) "Ten ounces for 59cl You really beat me there! You won't 
scold me for buying bread, will ypu?" (She takes out a loaf of oatmeal 
bread) "It's oatmeal, the very best, and only 33c." ^ 

Jane: "I got these tvjo loaves of ijhf'te/enriched for 39c." 

Judy: "You didn't: I»m surprised that you'd buy white bread though. * 

Isnjt this better for us?" / 

^ • % ' 

Jane: . "It has a little more food valu^, but enriched bread has a lot, too, and when 

it is so much cheaper, I ' t see buying the fancy kinds. 'What else did you 

get?" ) 

Judy: "I got a dozen eggs,' the grade A large kind. That's good, isn't it?" 

Jane: "I get them sometimes, but if the mediui^Uize is as much as 10c cheaper on 
the dozen, I get more for my money with/(it^em. This time they were. I got 
two dozen." . 

Judy: "I bet you'll brag on me for getting thiHallon of milk, won't you?" 

Jane: "Milk is good for us, of course, and the children need-four glasses a day. 

I looked at that gallon and thought--that ' s ,four quarts and for 20c tno^^ I 
can ge^ 12 quarts of this kind." (she pulls a box of dry milk out of h^r 
sack) "and the food value is almost the same. My children have learned ^to 
like to drink this, but if yours haven't yet, you eould mix it half and 
half and make your gallon go twice as far. I don't think they could taste 
this difference especially if you mixed it well and served it very cold." 
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Judy: '*Maybe I'll try that." ^ - ' ' 

Jane: "You can .also use this to make hot chocolate. Mix 1 cup of dry /milk, 1/2 

c^p sugar, and 1/4 cup (or 4 Tablespoons) of dry coco.§ together and stir intc 
7 cups of water. We drink it every morning for breakfast. It's a good stiacb 
too. Would you like a cup?^ (If facilities permit, Jane actually mixes and 
serves. After the skit, the "audience" might be served, too.) 

Judy: 'Tlhanks. I'll have to maUo^ some. Maybe this will'.keep the kids from crav- 
ing chocolate, candy. (T^ing out her 8 pack carton of "pop") "I hate to^ 
shp^-7 you thisl" 

Jane: '*You should 1 You know that has no food value. When the children ask for a 
drink at my house they get this." (She takes out a large can of frozen 
orange juice.) '^ould you believe that this vjill make as many glasses as 
your 'pop' and for about half the cost? I sometimes<r€j^^ze it into pop- 
sides too, and t;he other day I stirred 4 T. of dry milk into a glass of it 
and we had a brand nevj drink. Orange milk sljfakel" 

Judy: "Hovj do you think of so many things?" \ 

' ' \ 

Jane: "Oh, I don't think of all of them by myself. . I read magazines and talk to 
people'. Even the nevjspaper has ideas I can tr^^, and I get ^ome from TV-" 

Judy: (TakiKg^^ut. her Variety Pack cereal.) "Did you get any cereal today? I 
got this so the children could all choose v;hat they want.^ \ 

\ 



Jane: "Yes, I got this cereal to cook. I'll have 24 bovjls of mine \for about vjhat 
you paid for 8." \ 

Judy: VI can't vjinl" (Taking out a pound of butter.) "I had to haye butter today. 
Did you?" \ 

Jane: *'I got margarine. Butter costs about 3 or 4 times as much and\v/e like this 
just as vjell,*' \ ■ * 

^ ■ \ - . 

Judy: "I got some tomatoes. I guess that was a splurge, too, but thejf^'re so good." 

\ 

Jane; "Yes, they are good. We eat lots of them in the summer wlien we ^ave them in 
the garden, but now we drink tomato juice"( takes out 46 oz. can)^ "This will 
go quite a bit farther than those three tomatoes and it ^st les^, too.'* 



Judy: "I guess this can of peas x«jas a better buy than the tomatoes" (takes out 

np. 2 caft of a "best quality" ^and) . ■ 

Jane: "Yes, it was. I got peas; too." (She takes out no*2 can of a leaser quality 
and looks ^at the pri'ce on both cans.) "Mine vjas five cents less than yours. 

I'll admit yours will look prettier and taste better, but they don^t have 
any more food value." 

Judy: ''Did yoiT^et any dessert? I got this frozen apple pie." ^^ I 

Jane: ''I may have an apple pie, too, I got these apples at a pretty good price. 
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"We'll have sofn^' for dessert and probably some for snacks." 



Judy: "That takes me to the bottom of my sack. Do you have anything else?" 

Jane: "Yes, 1 have a box of cottage cheese, a siaall head of cabbage, and this 
two pound package of carrots. 1 use carrots lots of ways--grated with 
raisins and peanuts, cooked with beef or pork roast, or just plain raw 
carrot sticks," ' ■ ' 

Judy:* "1 v/ish 1 had gotten some. I see now how you got so much more than 1 did 
for your $10. How many meals can you make with all V^hat?" 

Jane: "t hat ' s a good question. Let'sTfl^d out." (Both girls plan meals, write 
their menus on blackboard or poster, and "place food in groups to show how 
it is used. Jane vjill probably get twice as many, and hers are likely to 
be more nutritious. In our class Judy, ran out of food after 2^ days and 
most of her meals were skimpy and unbalanced. Jane had 4 days of adequate 
meals. Vie assumed a family of four in each case.) 



V 



* lilinois Teacher Vol. XI, No. 1, Fall 1967-68, pp. '9-13. 
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APPENDIX C 



Wage Assignment 

Credit is ext^ded with the expectation of it^ being repaid. The borrower may 
give gr^jsater assurance of this by assigning to the creditor the right to attach 
his wages in the event he defaults in his payments. This procedure is called 
wage assignment. 

- Is wage assignment permitted in your state? Yes No 

- Is there a limit on the amount of v/ages which can be attached? Yes_ No 

Is the law uniform for all creditors, or are some creditors able to obtain 

\ , ^- ' ■ 
wage assignments while others are denied this? Yes ^ No 

If yes, i^hat is the pattern in your state? Coimnents 



- What other limits or limitations or requirements restrict wage .assignments in 



your state? ^ 



Note: Wage assignment differs from wage garnishment in that the assignment is 

o ■ 

made by a voluntary contractual arrangement. , Whereas, garnishment has 
the force of law behind it and usually requires court action. 
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Confession of JuHeement 

The consumer-obligor may give his creditor when %0nin0 a note or a con- 
tract, povjer to confess iudgement for the outstanrdn^p balance of the debt 
should he 'default. The. creditor then can obtain a lodgement (a dsLcision 
by the court)* by going to court and admitting debt for the de^htor. This 
is, sipninp a contract containing a confession of iud^ement clause the 
de^^tor waives his right ^ to appoint his ovm attorney, to any ludlcial pro- 
cess, to trial by lury^ and "confesses^' he owes the moneys claimed by the 
creditor. He is withput legal defepse in legal action instituted by the 
creditor to collect the debt. ^ 

Is confession of iudgement permitted in your state? Yes No 

VJhat types "df creditors, if any, are specifically prohibited from usinp 
this process in yonr state? 



Comment s regarding other modifications in use of confession of indgement 



328 



321 



Repossession 

Another method of assuring the creditor that the credit extended will be repaid 
or replaced i^ to allovj the creditor to take direct action. T^u^, if the bor- 
rower fails to make payments as scheduled in the contratt, the seller is given by- 
terras of the contract the right to repossess the goods. 

- Does your state lavj provide that the consumer be notif^d prior to repossession? 
Yes No 

- Does your state law allow the creditor 'the "right" to enter the premises of tTie 
debtor for the purposes of taking physical possession of the security ,vjithout 
judicial process and without being subject to action in trespass? Yes No 

" Does your state lavj allovj the debtor to move such property « 

within the state? Yes No 

out of the state? Yes_ No 

out of the country? Yes ^ No 

- Is the debtor- obligated to continue payments even though the goods have been 
repossessed? Yes No 



Comments 




^ , 329 



325 



s Hold(^r in Due Course 

OCt^ the s^eller does not have adequate capital tO' finance all of his customers, 
to replenish' his, finances he sells his credit "paper'* to a financial institution. 
Tifie consumer t|ien makes payments to t^is financial institution. This procedure 
enables the retailer to concentrate"" on sales , ^^leaving the banks and finance com- 
panies t6' concentrate oi^ servicing xredit. In this type of, situation the finan- 
cial institution becomes the holder of the paper and will be paid in due course . 
Thui, he is referred to as "holder in due course/' . 

Urn, if the item, purchased is defective, that is the car is faulty, the repaired 
roof leaks, termites reappear, or the furnace does not work, can the debtor stop 
payment until the deficiency is corrected? If he could stop payments, the bank 
or finance company v;ould suffer for errors or defects fq^r which they were not re- 
opOnsibLe. On the other hand, the consumer may no longer be able to contact the . 
o^riginal seller f particularly if he were a house-to-house seller who has left town. 

- Would the claim of the bank or finance company for continued payments , 
even for faulty services, be enforceable in court? Yes y llo 

^ . /> 

- ^ur aged mother or young newly married daughter calls to tell you that 
^ she has just signed a contract with a door-to-door salesman. After he 

has gone she realized she had been oversold*; yet, she had signed a con- 
tract. What recourse would your state law permit such "fodlish" consumers? 
Must she pay? Yes No " ' ^ 

- Does your state lav; provide for cancellation of contracts signed away — - 
from the place of business within 24 hours? Yes No 

^ , within 48 hours? Yes No • . 

within 72 hours? Yes No 
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Garnishment 



Creditors unable to collectjrom a debtor may turn to the cou^s f or-^ssistance in 
some states. With a courtorder the creditor can go to the defe^or's employer and 
"tap" the debtor's flow of wages even if the finance papers do not include a wage 
assignment. By court order the debtor's employer is required to make payment to 
the creditor, directly or via the court. 

Employers are sometimes harsh with employees whose wages are garnished. The employer 
may consider it indicative of financial irir^esponsibility . Furthermore, the 
garnishment results in added expense for the;^^ payroll department, requiring separate 
payments for the emplo^yee's creditors. The reaction of some employers is to dis"" 
miss the employee icnnediately or after rep^at^d garnishments. 

* 

Is the garnishment of wages alloxjed in your state? Yes J^o , 



In most states garnishment is restricted to situations when a court judgment on 
the debt has been obtained. Some states, however, permit a fornsal garnishtEent 
upon initiation of the^^^^wsuit by the creditor and prior to judgment by the 
court. In your state isg'arnishment possible? Yes plo ^ 

If yes, what, if any, restrictions are placed on the creditor so he may not 
collect "debts" not owed him vjhich the presumed debtor might contest? 



Under vjhat circumstances may a court make a judgment resulting in garnishment 
without the defendant (consumer) first appearing in court? 



If the creditor holds a "coutession of judgjagnt" previously signed by the debtor, 
may the court judgment be rendered without {iI;#ior notification of the wage earner? 
Yes__No_ \ 

Can municipal or county employees' wages or^^salaries be garnished.? Yes ^No ^ 

Since the livelihood of most tamilies depends on a regular paycheck, the loss 
of income through garnishment may cause gre^^f hardship to the creditor's family. 
The law, therefore, may place a limit as to the amount or proportion of wages 
which may be gatnished. Is the amount or proportion of wages that ma;^ be gar- 
nished limited in your state? Yes No . If yes, what i^' the limit? . 

If the amount of wages or salaries left after garnishment is insufficient to 
provide a misi^um level of living, «jiH ^ocial welfare in your state or county pro 
vide an allowance sufficient to remedy the deficiency? Yes ^No 



Comments :. 
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Price of Credit - Interest Rate 

In our .complex econony today there is a gigantic volume of credit 
transactions. According to the Federal Reserve Bulletin, May 196?, ,the total 
amount of credit outstanding at the beginning of the year vjas approximately 
$2,129 billion. One of the most startling statistics published in the Federal 
Reserve Bulletin, April 1967,*shov/s that consumer borrov/ing increased from 
$7 billion in 1939 to $95 billion in 196?. 

' The price of credit is determined by the rate of risk and \incertainties 
and the cost of gaining the use of a resource while somebody loses it. If the 

A 

interest rate is 6 percent on the amount borrowed per year^ a loan of $1,000 
will cost the borroiver $60 per year. The price of the credit is $60 and the 
total amount the borrower must pay the lender is $106&. The greater the risk 
or the more likely that the borrov/er will default calls for a higher rate of 
interest or -a greater credit price. 

In addition, each state establishes by law a ceiling on, the cost of credit. 
Interest rates exceeding the legal rates are considered usurious, and the 
- ^ practice of lending at usurious rates is subject to penalty. Fully secured 

loans, on homes or stocks, usually are extended at low interest rates betv/een 

percent and 9 percent On the other hand, credit costs for borrowing at 
retail stores and mail-order houses usually cost between 18 percent and 
22 percent which includes service charges. 

In order to keep up v/ith the current information on credit laws, it is 
wise to review stat^ and national legislation. The United States Congress 
passed the Federal Disclosure Act which went into effect July 1, 1970. 
:rhis Act requires credit-granting agencies to state the annual credit charges 
in terms of dollars and cents or perce'ntages. 

I ' ' 332 
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SAVIIgS^^WSTITUTIOMS 



Commercial ^ Banks 
1. 



Make loans (for home mortgages which are long term loans banks can lend 
no more than 66 percent of the current marlcet value for 20 years.) 



2. Provide checking facilities referred to as demand deposits. 



3. Sell savings or time. deposit^ and in 1:'etum pay an apatial interest rate ^ 
ranging from 5 percent determined by the tej^ of the savings deposit 

4. Sell certificates of deposit v/hich cost be^^^en $1,000 to $$0Q,000 dollars 
and are pieces of paper stating that spymch money 1ms been deposited for 
a fixed period of time at a fixed r^rtre of interest, ■ 

5. Most banks insure all demand^posits and time deposits currently .up to 
•$20,000 by the Federal DepcTsit Insurance Corporation. 

6. Offer safe depositjf^ilities. - 

7. Offer specia>^visory services for purchases of^securities and 
establishp^ of. trusts. (E^fer td U. S. Bonds) 



SavingSx^d Loaai jl33ociatij0ns 



Buy hom^ mortgages ^- (Federally chartered institutions may lend 80 percent 
to 90 perjfcekt on the appraised value of the home up to $33/125^ for 30 years 

2. Sell savings depo^^ssz>auid in return pay an annual interest rate of 
approximately 5 percent. 

- \ ' 

3. Sell certificates of deposit offering 5i percent \o 1^ per^cent depending 
on Trhe terms of the CD. . > * 

4> Are primarily intemediary institutions which borrow and lend money ^ . 

5. Many^of the institutions belong to the Fibderal Savings and Loan Jnsuranc^e 
Corporat-ion v/hich guarantees savings deposits up to $20,000. 

Credit. Unions v 



1. 



Sell shares to members, and their i^ no limit on the interest r^te which 
the union "can pay to the share holding member^ for their inves-^ment. 



2. Make loans to members at a cost of 1 percent per month on the unpaid balaric 
which is slightly more tlian''13 percent per year. 

3. Many credit unions are insured with the Federai/Savings and Loan Insurance 
• Qorporation. f ' . . V 
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United ^States Savings Bonds 
S eries E Bonds 

1. Yield 5 percent interest per year compounded semiannually and ^c an be 

' redeemed at full value at a maturity period of 5 yoars an(i 10 months. 

2. Can be redeemed 60 days after purchase date for original cost. 

3. Can be purchased and redeemed at commercial banks in denominations of 
$25 and up. ^ . . 

4. Are protected agsdnst loss due to theft or fire if a record of the 
serial' number, issuing agent ^ and issuing date is presented at a 
commercial bank. 

5. Do not require income tax pa^/ment on earned interest until bonds are 
redeemed. " ^ 

Series H Bonds . 

1. Can be purcb^Sftd in denominations of $500, $1000, and $5000 at face value 
with a iftaturity period of lO^ye^^rs. 

2. Are limited so that no more than $20,000 worth of Seri^s^ Bonds can be 
purchased by any individual per year. ^ 

3. Yield interest payments sent by the Federal Government every 6 months. 

4. Can be redeemed before maturity date. 

5. Are purchased and redeem|4 by the 'Federal Reserve Banks making 
application at commercial banks. - ^ ' . 



Interest .rates of time deposits, certificates of deposit, and U. S. Saving 
Bonds should b'e checked periodically as they are subject to change. United 
States Congress granted the Federal Reserve the authority to place a ceiling 
on interest rates paid to savers by conimercial banks and savings and lo§ns 
associations. - ^ , ' 



■^^Adapted from Wilhelm, Fred T.^ Ramin P. Heimerl, and Herbert M^^^^^lley. 
Consumer Economics Student Activity Guide and Teachers Manual ^ Mew York: 
McGraw-Hill Book Company, I966. ^ ~ ' 
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APPENDIX F V 

* - *^ . 

GUIDE FOR BUYING A USED AUTOMOBILE* ♦ 

I. Prelemlnary check on the lot. (exterior) 

A. Paint ^ 
• 1. Faded, scratched, pitted or peeling, needs repainting 

^ 2. Pry up rubber oft door edge^; look for differences in paint. 

/ If car has been repainted, look for other signs of overhaul; 

3. Look for lettering on dash painted over. May have been taxi 
pr police car. Reject such cars. 

B. Body 

1. Look to see if sheet metal is dented or scratched in several places. 

2. Probe door bottoias and fender joints for signs of rust or pitted pai 

3. Look for paint overspray or damaged metal on underside of trunk litt. 
(Lid may have been wrecked.) 

4. Open and close all doors to see if they are sprung or sagging. 

5. Check fit of hood and tjrunk lid to see if they latch easily; ^ 
^ 6. Loose door handles indicate hard use. 

C. Glass - • , • . 

1. Windshield cracked or scratched by wiper blades. 

2. Windows loose in door channels. - ' 

3. . Vents or windows cracked. ^ 

4. Wind6ws stiff or inoperative. 

D. Chrome 

1. Bumpers and molding rusted or pitted. 

2. Molding missing or loose. 

3. Bumper benp, crooked, or loose. 

4. Grille badly damaged oi^ rusted. V* 

V, 

E. Tires . ^ 
^ 1. If car's mileage is said to be less than 20,000, all tires should 

be of the same make and evenly worn. 
'2. Treads worn smooth. Not many miles left in them. 

3. Casing broken, chafed or bulging. 

4. Front tires show uneven wear (front end is out of aligimient). 

F. Suspension 

1. Weak or broken spring causes car to sag on' level ground. 

2. Bounce front of car. If it continues to bouncejj, shdcks are worn. 

3. Stoop directly in front of car about 20 feet away. If front wheels 
lean inward at top, they need alignment. 

4. Grasp the top of a front tire and vigorously push it in and out. 
Clunking sounds mean worn parts in the front-end" assembly. 

G. Leaks , - . 
,1. Look under* the car near the engine and transmisslia. Oily spots on 

the ground indicate leaks that may be cosily to refpair. 
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Leaks c ontinued ) 

2, Sfee if ground or frsme betieath radiator is wet witt^ water, 

3, Inspect the inner side of all wheals. Dark areas indicate leaking 
i wheel cylinders or grease seals, * 

Chassis " " * \ 

1, Look at the frame for weld narks or heated 'areas, 



II. Preliminary cRack on the lot, (Interior) \ 

A, Upholstery , 

1, Generally dirty 

2, Seats or back rests torn or fr'ayed 

3, Sprijags in seats sagging 

4, Armrests missing or frayed, 

5, Door panels torn or frayed, 

6, Overhead lining torn or frayed, 

7, Sun visors missing or frayed, ^ 

B, . Dash 

1, Paint scratched or pitted, 

2, Dash freshly repainted (Be sure car vasn*t a taxi,) 

3, Glove compartment loose, sprung ot '?^ft*t latch, 

4, Oil pressure gauge should read high on starting, then drop to 
middle of dial at a fast idle as engine warms. If indicator type, 

{ light should go out on starting,^ If gauge isAt^^normal, be careful, 

because engine beariags. might be worn, 
3, Fuel gauge not registering, 

6, Ammeter should show charge at fast idle, o!r if indicator type, 
should go out on starting. If tiot operating^ trouble may be in 
genei^tor or regulator, « 

7, Water temper aturp gauge not irking, 

3. Light switches brokdn (Cheek dome and back-up lights,) 

9. IgnLtion switch sticks, 
10, Heater and vent controls stiff br inoperative. 
U, Windshield-^per control stiff or inoperative. 

12. Radio (if equipped) not working. ' 

13. Clock (if eqiiipped) not working, 

14. Knobs missing on any dash controls, 

C, Intlsrior General 

1, Horn not working, ^ 

2, Directional signals not working, 

3, Gently rotate steering wheel. More than two inches of play before 
the wheels respond la unsafe, 

^4, Seat adjustment stuck or broken, 

5, Floor mats torn or worn, ^ 

6, Pedals worn more than mileage indicates, or new pedals, (Note 
carefully other clues to actual mileage', such as overlooked lu- 
brication sticker on door post,) , q 

7, Foot switch for dimming headlights not working, ^ 
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8. Brake pedal ©inks -slowly under steady foot pressure. This 
indicates a leak in the hydraulic system or woyn Hiaster cylinder. 
Check leaks again as previously suggested. 

9. Open door and look to ^^ar of car while you race the engine. 
Blue siaoke fro© exhaust tDeana a ring job is needed. b 

r 

III. Preliminary check on the lot (Engine) 

A. Engine Idling 

1. Oil leaks or rust on block (look closer for cracks in such areas) . 

2. Head cracked or welded. 

3. Manifolds cracked or warped. 
• ' 4. Is engine idling too fast? 

5. /Throttle linkage bent or worn, keeping engine from returning to 

nonaal idle after being raced. (Can be dangerous.) 

6. Sputtering sound when engine is racBd often indicates clogged 
jets or worn accelerator pump in carburetor. 

7. Air cleaner missing or damaged. 

8. Listen for sounds of knocking, grinding, squealing or hissing. 

9. Regular clicking noises in engine with hydr^aulic valve lifters 
is the tip-off that lifters may have to be removed, cleaned or 

replaced. 

10. Generator noisy. (Worn bearings.) 

11. Look fof traces of gas or oil on fuel pianp. Diaphragm may be worn. 

12. Water pump leaking or noisy. 

43. Radiator leaking or has rusted areas. 
14. Radiator hose leaking. 
. 15. Oil or bubbles in, coolant, could be> internal crack in block. 

16. Kneel besidiS car and listen for sputtering soi^nds that indicate 
pinholes in muffler or loose connection to exhaust pipe. 

17. Tailpipe rusted or kinked. „ 

B. Engine Turned Off 

1. Check oil level. If very low, car may be an oil burner or a leaker. 
Recheck for blue smoke in exhaust and oil drippings under car. 

2. Water droplets on oil dipstick may indicate internally cracked biock. 

3. Oil pan dented(Look carefully under recent model low cars.) 

4. Fan belt worn or frayed. (On a low mileage car, a worn belt suggests 
the mileage has been set back. Look for other indications of actual 
mileage. ) . ' a - 

5. Distributor cap or body loose or cracked. (If engine runs vjell^ there 
no need to check points and rotor inside distributor.) 

6. Ignition wires brittle or cracked. ' ' \ 

7. Look for bulgijig battery>case or cell tops., loose or cracked terminal! 
and cell connectors that mean battery is about finished. 

8. Remove wire from center of coil and crank engine for 10 or 15 seconds 
Starrer should turn engine over quietly and smoothly. 

9. Listen for clanking S9unds or broken teeth on flywheel gear while 
^' cranking engine as above. Entire flywheel may have to be repla<:^ed. 
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id, with coll wire still removed as above, cratak engine. Uneven cranking 
may indicate unequal coiopresslon caused by a burned or sticking valve. 

IV. "Road testing the car. 

A. Brakes ^ 

1. Pedal low, may need relining. 

2. Pedal spongy"— like stepping on a baJLloon. 

3. Brake ^ shoes grab or chatter. 

4. Brake shoes squeal or scrape. (Lining oiay be worn to rivets.) 

- 5.* Brakes pull car to one side when applied. , , , 

^6. Hand brake wonVt hold on hill. 

B. Ste.erlng - , 
1. Car wanders or drifts from side to^ side on straight, flat road. 
2/ Loose, uncertain feel of steering wheal. 

3. Make a series of "S" turns on a quiet road*. . Loss of power steering 
assist on quick turns or when parking suggests a defective pump, but 
could ^be only slipping drive belt. 

4. Steering wheel .binds on tight turns. 

5. Front wheels shinimy above 40 soph on smoojth roads (wheels need balancing.) 

6. Front wheels shimmy on rough roads at low speeds. 'Worn front end parts. 

Clutch 

1. Clutch (if maftual shift chatters when engaged). 

2. With hand brake set and transmission in second gear, slowly relea^ 
clutch pedal and depress accelerator. Engine should stall, or 
clutch is slipping. 

3. Check clutch pedal free play. Pedal should move 1 to 1% inches before 
it begins to disengage. If it doesn't, clutch facing may b^ worn. 

D. Standard Transmission 

1. Drive a block or more in each speed range and listen for regulajtor 
clicking sounds of chipped gearsi. 

2. Lever should move easily into all ranges when you depress the clutch 
and there should be no clashing of gears. _ 

3. Slips out of gear while driving™ transmission vjorn. 

4. Noisy transmission: bearings worn. 

5. Overdrive (if equipped) doesn't kick down or otherwise fdnctlon. ^ 

E. Automatic Transmission ^ 
' 1. Jerky when engaged in low or reverse.. 

2. Shifts tshould take place smoothly. - 

3. Transmission squeals, whistles or whines-'-trouble coming. 

4. Park position won't hold car on hill. 

5. Coast down a hill with the engine off. At 20 mph, turn on ignjj^tion 
and mdve level to low or driver-should start engine. 

6. Floor the gas pedal at 30 mph to opera te|^e klckdown. 

7. Seiector lever doesn't move easily. Linka|pe may be bent or out of 
adjustment. 
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F. Rear Anle 

1. R\m car at 20 mph and -listen for metallic clanking or grinding noises 
that indicate wear or damage. You will hear th%se noi^s better down 
a narrow ©treet lined with buildings. ^ ie» 

2. Alternately depress aiid release the gaa pedal to Jerk the car while 
in lEotion. Click© or thumping sounds mean too much play in power 
train parts. ' 

G. Engine 

1. Reduce speed ,to about 15 mph in high gear or drive range^ then 
accelerate. Sputtering, hesitation, or backing indicate poor car- 
buretion, valves or ignition. 

H. Wheels ' ' ^ . 
1\ Open the door slightly on your side and listen fpr the crunching 

sound of chewed-up wheel bearings. Don't con^ti^e the sound with 
clickifig wheel cx>ver8. 

2. Check for bent wheels by watching them while a friend or the dealer 
dtives the car down the street. / - ^ 
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I. Frame 
-1. W 

2. See if the wheels track. 



1. Watch the' car from behind as it is driven down the street. 



Speedometer 

1. Speedometer not working. „ . 

2% Needle flutters or vibrates. 

3. Tickings or grating sound indicates a kinked or very dry speedometer 
, cable. 

V. Final Walk Around Back on the Lot 
A. Last checks 

1. Recheck the engine to see that nothing has opened while on road. 
^ 2. Hubcaps missing. 

3. Wiper, blades missing or deteriorated. 

4. Cigarette lighter missing or inoperative. 

5. License plate brackets missing or damaged. 

6. Spare tire useless, flat or missing. O 

7. Jack and lug wrench missing. 

8. Wheel lugs missing or thread stripped. 

9. Radio antenna missing or bent. 

10. Try keys on all locks. Check inside door locks ^ 

11. Courtes#> lights or switches on door pillars not working, 

12. Serial numbers don't agree with dealer papers. Have the dealer 
rectify this error and prove title before you buy; or you might 
drive out with a hot car. - 

*Reprinted from: Laurence W. Erickson and Barbara A. Simi. Family Finance 
Education for Adults . Los Angeles: University of California Center for 
Tamily Finance Education, 1967. 
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^ ^APEEKDIXG' . ' ^ 

Resotarce People :^ , ' ' * ^ 

!• Your owi institution. ' 

a. Accoufiting teacher on income taiiea. ^ \ • 

b. >YkmB econcm^s teacher on food ^ 'clothing, etc, 

c. Shop te*ac!ier on furniture, autoSp electrical appliances.' 

II. Local cozaiEunity 

^ a; poctorp nus:se or hospital actoinlstcator on choosing a doctor, 
hospitalp medical care. ^ ' - 

ho Insurance salesmen o^ health, life, auto, property insurance. " 

c, . Oilers of stores on what to look" for when buying. 

d. Better Business Bureau and/or Chsaoaber of Cosamerce. " 
' e. Real estate agent. 

f. Representatives of banks, s«all loan coisipanlea, savings and 
loans, credit unions. . ' ' ^ ^ 

HI. Government sources. ' , 

• 1 . 

a. Food and Drug Administration ' ^ • ^ ' 

b. Bureau of Weights and Measures (State l!>epartELent« of Agriculture) 

c. District Attorney on frauds . ' 

d. State Bureau of Consunter Protection 

e. Legislators - local, state and'^federal 

^ f. State university Cooperative l3Ktension service 

g. Social Security Office (local) 

h. - U.S. Department of Agriculture ' 
1. Federal Trade Connnission 

j. Postmaster on postal frauds 

Resource Plaoes . . 

I. The stores. The product y^itselfl ^Actual visits to show, ail possible 
ramifications df ^hopping. Where, possible try to get a store owner 
or manager to open his store to your group after hours, such as a 
supermarket and in detail point out "how- to- shop." Exainple--aspirin^ 
(5 grains Ll.S .P. )-»compare brands and price. 

II. Plant tours x^here consiamer products are being made: An automobile 
assembly plant.f'^S^alry plant, a food processing plant, etc. 

III. Consumers Union has' an excellent tour of its facilities. 

IV. A "behind- the- scene" tour of a major department store can be most 
interesting. 
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RESOURCE PERSONNEL ' 

Throughout the development of this guide frequent reference is made to the 
use of comminity resource persons in carrying out curriculum experiences. The 
ingenious use of resoorc^ persons in t^ie^ cpcsminity has the folloxjing values for 
the home economics prog'rais^: ^ ♦ . , * ; 

(1) Provides a v;ealth- of ideas, knowledge and experience 
not othen-Jise possible, 

■-^ 

(2) Provides a ''link" to the community ; enables thfe f 
teacher to select objectives ^jjjich are relevant to 
community .values and goals'K ^ ^ 

(3) Provide^a basis, for community understanding and 
interest in the hqme economics curriculum. 



Shares the responsibility for education* x-jith the 
community. ' 

VJhen planning curricu^im units,, a teacher might ask herself, "X*nio are the 
individuals in this community^ that could make a contribution to the CONSUMER 
EDUCATION curriculum?" A chart similar to the one^on this page may be helpful 
in identifying resource personnel and coordinat^^^ng their contributions. 

Consumer Education Resource Personnel 



Background Area . 


Name of Individual 




Date 


Automobile Dealers 




j Concept, Topic or Contribution 




Bankers 








Better Business Bureau 
Representative^ 








Business Executives 




■ — ^ — - 




Chamber of Commerce 
Representatives 





✓ 




City Councilmen 




— ■ '■ — « 




Community Action 
Workers 








Consumer Credit 
Personnel 


^— 






Credit ]?ureau 
Representatives 
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Consumer Education Resource Personnel ° (continued) 



Background Ares J Naiae of Individual | 


Concept, Topic, or Contribution 


Pate 


Credit Counselors 






Credit Managers ' 








EiaJ)loyiiient Security 
Coasnission Personnel 


■ 






: — ~" 

Extension Specialists 








Federal Housing 
Administration 
Rep r e s en ta t ive s 




: 




Home Builders 


_ ^ 




— 


Home Economists 








Insurance Unden-Jritera 








Internal Revenue 
Service Representa« 
tives 








Judges 








Juvenile Officers 






Lax«7yers , 




t 




Legislators 









Loan Officers 








Marriage Counselors 








Merchants 








Parents 








Psychologists 








Public Service 
Company Repre- 
sentatives 








0 

Real Estate Agents 








School Counselors 
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CoBSumer Educatton Resource FersoQaQl -^ (contimed) 



BackRrouad Area * 1 


Name of Individual 


Concept, Topic or Contribution 


Date. 


Small Business Asoo- 
clatloB Personnel 






^Social Security Admia- 
IstratloQ Representa» 
tlves 








Social Workers 








3ociolo|^iste 








Stock Brokers 




* 


Students 








Teachers of Economics, 
Sociology, business, 
etc. 








Other 
































"J 
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Aeeelerate -speed up, to set forward ^ date' ^posaesslon 4>r of a payment 

Accouat-a contract arrangement, written or unwritten, to purchase .and take delivery, 
payment to be saade tatiaff as arranged; also a record o^ a transaction, 

A4d-0n chase -combining Xjew purchaQe with an olde.r one. addiag it- to an GKlattag 
installment contract 

Advertising-presentation of ideas., g<?ods, or. services to inform or to perooade the 
public^ - ' ' . 

Asiortisation-making periodic pay^nts covering the interest and part of the prin- 
cipal so as to gradually reduce a debto 

Annuity»-a contract yielding' fixed annual payment ^ ' 

Asset --anything owned that has value 

Automation-a manufacturing system in' which many or all of the processes are auto- 
matically performed or controlled by electronic "devices 

Aut.omation--the automatic control of a manufacturing process 

Automobile Liability Insurance -indemnity insurance covering the llabilitj^ for personal 
injury or property damage to others arising from operation of automobiles 

Bad Debt--a debt which is uncollectible 

Balance --the amount still owed on an account at any given time ^ > ^ 

Bankrupt --one, in an insolvent condition who has committed an act of bankruptcy; 
also one who has been formally declared a bankrupt 

Bargain--something° sold the price of which is favorable to the buyer. 

Beneficiary-'-^he party who is to receive the proceeds of a life insurance policy ^ 
upon the death of the insured . ^ 

^Better Business Bureau--an organization in^most large cities to protect consumers 
against unfair business practices 

Billing--the act of sending out i>ill3 or statements , ^ 

Blank Endorsement- -tlie signature pf the endorser on the back of the instrument with- 
out notation ^ . 

/ 

■""Board -of Direccors--a group elected by the stockholders to manage a corporation. 
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Bonds--^curities representing ^moneys borroKed, actually promiscory notes, setting 
" -forth the^.aereement between borrovjing company or government an'd the lenders 
(who hold the bonds oi: notes) * ' ^ \ * * 

Borrower-- the person who buys something on time or who borr^s money 

Broker-- the agent who acts for investors who want to 'btiy ox sell securities 

Budget--a plan Basemen art estimate^ of e:^pected .income , for spending, saving, and 
investing money eve ^ future period of t'me 

Buying- -the act of acquiring either an economic good or service by the ^iying of 
either money or other valuable consideration 



'*Call**--to demand payment immediately or at a specified date 



Capacity--in connection with the credit rating of an indi.vidual,j. capacity relates 
to his ability to pay his debts out of his current, income 

Capital--the value of a business' as meastfted by the excess of its assets over its 
liabilities 

Capitalism--an economic order or theory wherein the private ownership of capital 
and the existenc^vof the profit motive in production are recognized as being 
' fundamental 

Carrying Charges - -additional charges added to the retail price of goods for deferred 
payments 

Cash Reserve--an amount of cash or very liquid securities quickly convertible > to cash 
kept in reserve for special purposes or to protect against sudden emergency . 
need ^ ' 

Casuality Insurance- -insurance that covers losses caused by accident or negligence 

Charge Account~-a credit arrangement wheteby a customer is permitted to charge 
purchases, and to pay for them according to some predetermined- plan 

'^Charge Of f " -*-wr i te-of f as uncollectible, a loss because of nonpayment by -the, debtor 

Chattel--a movable po&session, such as furnityr'e, automobiles , floor coverings (as * ♦ 
contrasted to real estate, for instance); livestock, farm machinery, etc. 

Chattel Mortgage--a legal document in which personal property (chattels) is made 
security for payment of a debt but is- left in fche hands, of the clebtor so long 
as payments are kept up as contracted 

Checking Accounts - -amounts » of money kept w^ith a financial institution subjiect J:.o « 
immediate withdrawal on personal demand or by use of checks or ^'orders to pay" 

Character— in connection with the credit rating of an individual, character refers 
to an individual's willingness to pay his obligations 

Claim- -notification to an in"surance company that payment of an amount is due under 
' the -terms of the contract' ' 
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€©llatefal--the property put up to' "secure" a loan. If the loan is. not paid, the 
lender may get the property. 

Collision Insurance--insurance affording protection against losg arising from damage 
to one.'s*own automobile. This type of ins,urarice usually contains a deductible 
■clause. 

' ' . . . V V ^ ^ ' 

►Commercial Banks--banks that provide deposit facilities, checking facilities, grant 
loans, offer safe deposit facilities, and various financial advisory services 

^Commercial Loans--loans fqr business or coimnercial purposes as contrasted to loans 
for consumers * purposes 

Commitments--promises-, agreements, contract obligations 

Corapeti tive--meeting the prices or conditions generally available in the open market 
of a vicinity or area / - , ' 

Compound In teres t- -interest calculated on the total of the original principal and all 
accru^ interest payalents ^ ^ 

^®iSi^^RS??P^^^^sive Autompfeile Ipsurance^-liability insurance that protects the insured 
•^^^^^^l5|£ OS s^rom legal liability for bodily injury, illness, death, or damages 
""'^'X.i^^^^^^^^h^is property by a nonmember of his family. Homeowners and apartment 
dwerfo^^l^^^^^^&4.:5'^^s coverage most valuable. 

Conditional Sales ContT^'trt^t9ii>ij^^l^jJ^^ under .which the buyer receives 

possession af the goods "^^^^^^W^t^^^^^f^^.^^^^ the goods passes to. the 
buyer^wheri he has fulfilled his obi i^ati%^^:i#^:^2 ^ 

Consideration- -compensation , payment 

ConsoH Hate-- to' bring together several obligations under orce agreement, contract 
or note 

€onsume--to extract the final uses or services in a product or resource; to eat, 
wear, use up ' ' • 

Consumer--"ooe who uses or extracts the v^alues and services "from products made for 
'the use of individials ' / . • 

Consumer Credit--Ghort- term credit that enables consumers to buy goods and services 
and pay for them later • * . - 

Consiamer Econbrnics'-that branch of economics that deals with .economic activity 
a^rom the viewpoint of the u:ser of goods and services produced 

Consumer 'Goods--goods intended to satisfy 'the wants of individuals and families 

Consumer Loans--loans to individuals or families, the proceeds to be used f or- con- 
sutner,c:,as contrasted to business or investment, purposes 

Consumption--the utilization of the utilities of a good or service , 
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Contract--an agreement between two or more individuals or groups that is enforceable 
by lavj 

Convertible--sub ject to exchanging for something else--as stock convertible to 
bonds, or bonds to stock, or an asset convertible to cash 

Cooperative Business--"a cooperative organizatioa designed to provide services for 
its members • 

Corporate Bonds--the bonds or promissory .notes of a business, industrial or other 
private corporation 

Corporation--a corporation is an artificial being , 'invisible , intangible, and exist- 
ing only in the contemplation of the lavj, authorized by a charter that gives 
continuous existence to an enterprise without reference to the lives of the 
person connected vjith the enterprise. 

Currency--a medium of exchange, including coin, government notes, and bank notes 

Current Income- -vjages , salaries, profits', ox other income of the immediate period \ 
of time, this month, this year 




Custom--a long-established group pra^ice 



Credit--buying things and paying for them later, or borrowing money and repaying 
the loan later 

Credit Card--an identification card or plate which enables a consumer to use a 
charge account at specific retail ou^tlets or for specific services 

Credit Charge--mainly interest, hut includes other charges such as the costs of 
bookkeeping and investigation 

. Credit Life Insurance-- term life insurance issued through a lentf^r or lending' 
agency to cover payment of a loan, installment purchase'^br other obligation' 
in the event of death 

Credit LosseS5;,^he money lost by a credit-granting institution^ w.hen'^ a debf is not 
paid. This thss may be increased by the dost of collection activities before, 
the debt is f inall^y^^ritten off as uncollectible. 

Credit Rate--the, percentage tliat the credit charge bears to the average principal 
amount ' 

Credit Rati-ng--the appraisal of one's credit sti^anciing, ability and willingness, 
to pay obligations ^ ,,0^4 

^Credit Risk-- the chance of loss through nonperformance of a contract, nonpayment- 

of dabt ' > . , 

Credit Service Charge--the charge made for the use of credit facilities • 

Credit Standing.--one s present credit worthiness ^s determined by his past, credit ' 
performance . • • . 
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Credi&or or L^nder^-the person, store, firm, bank, credit union, or other organizatlOQ 
that lends money, or sells things or services on time 

ereditworthy--entitled to the use of credit facilities, possessed of good credit 

Credit Union--a cooperative association irfiose members join together for the purpose 
of saving laoney and making small, short-term loans at low interest rates to 
members o 

Default-'-failure to pay when due, or to meet any of the terms of a contract 

Deferred Payments-payment in a series of divided payments, in the future, on a 
contract entered into in the present 

o 

D8llnquent--a credit account which is past due, and for which the debtor has made no 
satisfactory arrangement with the lender for repayment 

DGR2a^^d--the number of units' of a good that buyers stand ready to buy in a market 
at a particular time at different prices 

Qep©sit--a sum |'of money left with a financial institution for safe keeping 

DGp0sitor--one 'who makes a deposit of funds in a financial institution 

Bepreciation--decreas^ in the value of property over a period of time due to wear 
and tear, and obsolescence 

♦ ' •- 
plroot Tax--a' tax paid ^y.the taxpayer directly to the government 

Discount Bpnds--bonds for which the financial return to the holder is the difference 
tyecween Che amount paid for the bond and the amount received when the borid has 
matured 

Discounting- "paying interest in advance by deducting it from disposable income 
ffter essential living costs have been met 

D&sposable IncBme-'^'the money received by the wage earner after deductions have 

been made for income tax, social security, and other deductions authorized by 
the vjage earner, This sum is. sometimes referred to as net income. 

Dividend-- the share of the profits of a corporation that is paid to a stockholder 

Double Indemnity--a provision in an insurance policy that expresses the willingness 
, of the unsurance company to pay double the face amount of the policy if the 
insured dies by accident 

Dovjn Payment--the amount of cash required by the seller to initiate an installment 
purchase 

Due Date--the prescribed time for making payment 

Duirable Goods--products into vjhich are built long series of continuing services, 
products that last and continue to serve, usually appliexi to "hard goods"-** 
metal, wood, etc. * 

Scoifioraics--that branch of social science concerned with p^i-oduction, distribution, 
and consumption of things people need or want 
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Economy--the ruanagetnent of incorne and expenditures of a household or government 
Effective Rate-'^'the actual r^tcTrn received by the buyer of a bond 
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Elasticity J, Principle of--money allocated for specific items during one period w^ll 
accumulate and can be used for the same purpose the follov/ing period 

Ehdf6rse--to ^rlte one's name on the back of a note, check, etc., as evidence of 
i¥% legal transfer , ^ ^ 

Endowment Policy — a policy under which the face amount is payable to the insured 
o^ specified future date if he is then living or to his beneficiary at the 
tfhife of his death if fhat should occur sooner 



Equity — ownership right or interest in property; the excess^J^.of assets over liabilitiei 

Estate-^everything that -a person ca^ns while living or the vjealth left upon his d^ath 

Estate Tax-'^a tax levied by the federal . government on inherited property . ' , 

Excise Tax"a tax levied on the manufacture, sale, or consumption of goods within 
the country 

Executor-'-someone designated to make sure that the terms of the vjill are carried out 
Exemption- -amount of income not subject to tax 

Express Warranty--a guarantee of a specific quality or performance feature 

Extended Coverage--protection added to fire insurance that covers various hazards, 
such as windstorms, tornadoes, cyclones, hail, explosions, riot, and smoke \ 

Fad-^'-a trend in buying for a particular product followed for a time with exaggerat^ed 
zeal ' / 

4 

Family Income Policy--a straight-life pblicy that has a decreasing term insurance 
rider attached. The term insurance p^Vides an income for the beneficiary for 
a specified period of time in the event that the policyholder should die before 
^end of the period in which the rider is'in force. The straight-life part of the 
policy is payaWe either immediately after the insured's death or after the 
expiration of the term period. 

Family Policy'="-a life insurance policy providing, in one contract, for insurance 
on all the members of a family 

b ■ 

Federal Bonds-^the promissory notes of a central government 

Federal Reserve System-^the semi-private top banking system of the United States, ^ 
CFeated by the Fed-eral Government, ov/ned by the banks of the United States, 
operated by a Board of Governors selected by the President with the consent of y 
the United States Senate 



Federal Taxes-'inclu^ies individual income tax, corporation income taxes, excise ^. 
t^axes, employment taxe 
miscellaneoiffe levies - 



t^axes, employment taxes, estate and gift taxes, custom, and a small group o^ 
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' PICA Taxes-^all taxes that are connected v;ith old-age, survivors, and disability 
benefits ^ 

* Fixed Assets--assets not easily immediately convertible to cash 

Forfecl^sure--'taki^ng possession of the property if the borrdi-jef- fails to repay the 

loan • • 

» 

Forf eit--'lose', let go, as giving up to a creditor some security when an obligation 
is not met 

Free Economy-a term describing the. American system of private lyo^jned and operated 
enterprise, wh^se feices are set by reasonable competition of supply and dcniand" 
free under^ the rule^ ^f law, free vjithin socially accepted limits 

Future Incomes-income that v;iXl be earned or received in the future 

* - » ■ (- 

\Garnishment--the legal method of obtaining money ovjed by a salaried person. A portion 

of each paycheck is withheld to be used in repaying the debt, until the debt is 

finally p'aid off 

Gift Taxr-a tax on large amounts, of property that are given ^x-jay 

Gilt-edged Bonds--the term giszen to bonds issued by established, tested, and vjell- 
knovjn organizations 

Giinmick- -anything used by a seller to induce people to purchase something that they 
might not otherx-jise buy 

Good Buymanship--'a sound sense of selection, price jjudgraent, coupled with intelligent 
management of income and expenditure 

Grade Labels--summary quality ratings affixed to goods 

Gro^s National Product--the dollar value of all the goods and services produced in 
a country 

c? • ' ' • . 

Group Life Insurance-"lif e insurance issued on a group of persons under a single 
master policy. This type of policy is usually issued to an employer for the . 
benefit of empl6yees. Fraternal grbups also make use of this type of insurance • 
coverage. / 

Hidden Taxes-- taxes . paid by. firms and included in tk^ price of a commodity, but the 
buyer is not aware of having pa:tdi^hem 

Homeowner '^s Policy-insurance that covers all the usual property and liability needs , 
of tVie homeoi'jng^r ' 

HoSi> ^'^al Expense Insurance--health Insur'ance that provides benefits that cover all 
or part of , hospital charges 

Implied Warranty--a guarantee of that degree of quality or fitness that the buyer 
has a legal right to expect 
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Impulse Buyer-«-one who is easily influenced and frequently swayed by the emotional 
appeals of the advertising industry. He buys compulsively and commonly makes 
purchase decisions on the spur of the moment* 

Impulse Buying«jjthe buying of merchandise at the time it is seen without any fore« 
thought or preplanning 

Income-- the money that is earned by (wages) ^ business (profits) and property (inter- 
* est or rent) , ' 

Income Tax--a tax on the income of individuals and corporations 

Indirect Tax — a tax paid to an indlvidAul or a private agency that then passes it on 
to the appropriate goyerranent agency 

Industrial Life Insurance-- life insurance issued in small amounts that is^^^rchased 
by vjeekly or monthly payments 

Inflation- -a decrease in the purchasing pov^er of money 

Installation Charges--extra costs for the installation for non-assembled goods or 
goods requiring some, additional work before becoming operative 

^/ . • 

installment Credit"-cre^4it in which repayment , including interest charges, is made 
by regular payments at specified intervals ^ 

Institutional Advertising — advertisements attempting to secure a friendly feeling 
toward a business or industry rather than to produce immediate sales 

Insutable Interest--the extent to whit:h a person ijould suffer .a financial loss if 
the property insured iJfere destroyed . * 

In3ured--a person whose life or property is insured 

Investment Company--an organization that combines the funds of it3 shareholders 
' and invests them in a wide selection of securities 

Investor--a person vjho commits his money to some activity that^ offers income or pro- 
fit > \ \ 

Labeling — descriptions on goods as to quantity and quality 

Lending Institution — one set up to lend money, making its livelihood out of ad- 
vancing funds to others 

Liabilities--responsibilities for the. payment of debts 

Li<in — the right of a creditor to retain certain goods or property as security for 
a claim or a debt 

Liquid Assets--wealth easily convertible to cash 

Liquid Securities--stocks , bonds, etc.', easily marketable and converted to cash 

Loan Rate--the charge at which loan funds can be had at a given time and at a given 
lending source 353 



Major tiodlcal EKpense Inaurance-^-a type of health insurance tl^t protects families 
against unusually large expenses resulting from prolonged illness or severe 
injuries 

Mdrket pi ace "•common term for any place where business is done; place where ^trading 
is carried on and where prices deveTop out of the forces of supply and demand 

flass Production--a naanufacturing technique tjtiat results in the production of goods 
and^ nortaally lowers unit costs 

Maturity Date of- "The date on which a loan, bond, or note copnea due and must be . 
repaid in full by borrower 

«• 

Medium of Exchange--anything that is generally accepted in exchange for goods and 
services and that represents a standard of value 

, e 

Medicare--a system of hospital and medical insurance sponsored by the federal govern" 
ment 

Merchant--one ijho aims to make a profit by buying and selling goods 

Moral Obligation--:a debt or responsibility whose pajrment or fulfillment is not based 
on legal rights or action \ 



Mortgage--a pledge of property as security for the repayment of money 

MiEtiaal Assent--the agreement betx^een all parties to a contract on the terms of the 
; contract 

Jfwtual Funds--investment compajnies that issue and sell new share's at any time 



fituai Savings Banks""banks specializing in savings accounts and offering only a 
limited number of additional services 

H^^tional Bank--a bank xjhose charter »is granted by the federal government, hence is 
under its control and must be a member of the Federal Reserve System and of the 
Federal Deposit Insurance Corporation 

fJafjional Wealth-"the sum of all the valuable material things owned by private in", 
dividuals and concerns and the different units of government 

Negij^tiable Instrument--a x/ritten promise for the payment of money It can be 

negotiated or transferred from one person to another as a means of exchange or 
Credit in place of money. 

■■ ■ \ 

Nonp^^ticipating Policy--a life insurance policy that does not entitle its owner 
tfe share in the surplus earnings of the company 

Note-iWritten, signed instrument noting a debt and listing essentials of the agree- 
ment to repay; v;here, v;hen, and in x;hat instalinents, etc. 

Obliga^ion"-an ajnourit of money or contracted performance one is morally or legally- 
bound to pay or catry out 
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Open-Account--at tfie time of the sale the title to the merchandise i^asses to the 
consumer and the store accepts the consumer's promise to pay for the goods at 
a later date 

Open-End Investment Company--an investment company that issues and sells new shares 
at any time 

Open-End Mortgage--a type of nsortgage agreement that permits the borrox^er to obtain 
more money at a later date under the terms of the original mortgage 

Open Stock-'merchandise regularly carried in stock or available so that additional 
matched pieces may be purchased at any time 

Original Balance--the beginning debt or obligation before any payment has been 
^ made on it to reduce it 

Outstanding'-'Still oi-jing, still unperformed 

Policya vjritten contract of insurance 

Preferred Stocit--the class'of stock that entitles the stockholder to preferential 
treatment of dividends, or the distribution of assets or both 

Premium--one of the weekly, monthly, quarterly, semiannual, or annual pay^nents, the 
policyholder agrees to make for an insurance policy 

Price--the value of a product or ^ervice expressed in terms of morfey 

Principal--the amount borroijed or fi^nced 

Private Enterprise--au economic system characterized by private oi-jnership, private 
property, the right of oi-jnership, and the use qf^ealth toiearn income 

Profit--the excess of return over expenditure 

Progressive Tax--a tax in which the applicable tax rate increases as taxpayers' 
incomes increase 

Promissory Notes--a vjritten instrument giving evidence of the fact a debt or 

obligation has been undertaken, setting forth the nature of the ptomise to pay 

Property-Damage Tnsurance--automobile insurancV^at covers the legal liability of 
the oijner ot a car if his car damages property belonging to others 

Property Insurances-provides protection to the insured against da,mage to real and 
personal property caused by fire, theft, windstorm, etc. 

Proportionate Tax'-a tax in which all taxpayers pay at the same, rate regardless of 
the value of the taxable property or income 

Ref inance--the rescheduling of payments on aif installment contract so that payments 
are usually smaller and spread over a long period of time 

Regressive Tax--a tax that claims a greater percentage o^. low incomes than it does 
of high incomes ^35 
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Release--instruraent signed by the creditor when he has been paid in full, authorisioig 
all who are involved to release, oiQke*void, the tEOrtgage or trust deed;* to 
. release the pledge of security - » ^ . ^ 

Repossession-- the act of the seller to reclaim goods when the buyer fails to meet 
the payments ' . * ^ 

.Revolving Account--a form of credit offered by retail storeg xjhereby the customer 
is granted a specific amount of ctedit. As repayment is made, the difference 
between the maximum and the balance is available to the shopper in the form of 
additional credit. 'A charge Qf 1^ perfcent per rabnth is usually made on-the 
outstanding balance. , ^ ' 

Risk-"the probability of loss to an insurance company by virtue of contract; an 
applicant for a policy » 

h 

Safe-Deposit Boxes-,-boxes in bank vaults that are used to store articles of value, 
such as important papers, jevjelry ; stocks and bopds 

Sales Tax-"a tax on the sale of goods or services 

Savingj^^-setting aside a part of income regularly 

.Savings and Loan Association--association Organized to pay interest on savings and 
to lend money to people for the purpose of buying or building a hottie 

Scheduled Payment--a payment promised at a particular time, or one of several pay- 
ments scheduled as to due date 

Secured^-guaranteed as to payment by the pledge of something valuable 0 

Secured 'Loans--loans that are made certain of payment by the pledging of valuable 
property to be forfeited in case of defau].t 

Securi ties"-stocks , bonds , insurance policies^and all vjritten instruments representing 
savings , and wealth invested ^ 

Security--goods which you give the seller or lender authority to sell if yoil fail, 
to repay your debt. It is the same as "collateral." 

Sharebo*lders--co-workers , of specific petrcentage of the whole 

Shares of Stock""units of ovmership in a company or corporation' 

Signed Instrument- -any legal agreement vjhich is written and signed 

Single Payment Loans--loans which are paid in full, on one (usually specified) date 

Special Endorsement--an endorsement that indicates the name^f the person to whom 
the payee wishes to transfer title to the negotiable instrument by the*v;ords, 
"Pay to . . /* or "Pay to the order of _ ." over his signature > 

Social Security"-old age, survivors, and disability insurance a compulsory con- . 
^ tributory social insurance plan for those working in covered occupations. It 
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gives a return in the form of monthly income payments ""in retirement yearS, or 
r6place8 part of earnings lost in the event of "the death or disability of the 
person insured. , • 

Standard of Living--the v;ay a family or the people of agnation live 

State Bank^-a bank that is organized as a corporation. It obtains its authority 
thrpugh a charter granted by the state in v;hich it operates. A state bank may 
be a commercial bank, a savings bank, a trust company, or an investment bank. 
It may also be a EEStaber of the Federal Reserve .System. ^ 

State Bonds-"a^^^^^vision of municipal bonds; promissory notes of a state 

Stated Charge--the published\ advertised, ox promised rate to be charged 

; 

Stock"~a share of ownership in\a business organized as a corporation 

Stock Exchange--a central marketXin which securities are bought and sold 

Stoc^-Split-"di^vision of the outsrahding shares of a company into a larger number 
of shades v;ith the same total value ^ . 

Stop-Payment--notice to a bank from a depositor not to honor a specific check 

Stockholders-- the persons v;ho share in\the oi-;nership of a corporation s ^ 

\ ^ 

Straight Life Insurance--lif e insurance W which -^premiums -must be^ paid f*or as long 
as^'the insured lives 

Strike-~the voluntary cessation of v;ork by\employees in order to enforce their ' 
demands on the employer 

"Take Home Pay""the amdunt of wages left tb the v/orker after taxes, and other 
deductions have been taken out^ 

Technological Unemployment--unemployment caused by the introduction of laborsaving 
machinery ^^^^ ^ 

Term Insurance--! if e insurante that is payable' only if the policyholder dies before 
the end of a specified period 

Time Deposit--a bank deposit that can be v;ithdrav;n only aftek; a specified period- 
of time or upon advance notice to the bank \ 

Ti t le - -ovjne^rship 

Title Insurance--an insurance policy that protects a homeowner against loss from 
title defects 

True Annual Interest Rate--the actual rate af interest one pays in one year ^ 

Unlisted Securities-'stocks and bonds not formally listed for tracing on any exchange 

Unpaid Balance-*-(the original) the difference between the purchase price and the 
dovjn payment plus trade in allowance or 'Other credit, if any 
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yalue*"*(a) the worth of anything in the marketplace-'^alue in'' exchange, "price" 
represents value as agreed to in an actual sale 

(b) the worth of any economic wealth, product, service, etc., to one posseesing 
it--value in uQel Many things not for sale have great value in use, which may 
at tlfEes be described Roughly in dolldr terms. ' . 

Wage Assigniaent-'-a provision in an installipe^ contract under which an employer 

fsiay be notified, that sjoiae of the wages qt a delinquent debtor nust be paid to the 
creditor / 

Wait:;e--give up, as in releasing one from sofoe perfortaance that co^ld b« legally 
or morally ehforced 



^er-'-a written instruiaent, signed, setting forth the, right at law or t'he privilege . 
that is^ bei.ng given up; iri business this is "dcnie usually for ,sotkB '%aiQable 
consideration** in ro^urn ^ ' 

• 1 - \ ' • - . ■ • 

Warranty-^a protaise made by a seller or his authorised agent con^eeraistg the quality 
of performance of merchandise 

li^hol esalT2^s-- persons . who sell to retailers or other middlemen ' 

Will-*a document by vjhich* a person at his death bequeathes his property to others 
Wlthdrawal-Temoval , is from ^ plac^ of deposit or investment 



\ 



/ 
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»PROTEaiON 



VALUES 



ADVANCED LEVEL 

Late Adolescence 
Home and Family Living 




DECISIONS 



CONSUMER 
EDUCATION 



CONCEPTS TO BE EMPHASIZED 



HOME AND FAMILY LIVING 
OVERVIEW 

• The home economics teacher realises that Aioerlcan society and it© use of d 
resources is becoming increasingly compIeK; tl^efore, a "Consumer Efducation" 
course is needed. It is hoped that this .resource unit can give diretMon to 
teachers when planning their home economics program in order to motivate 
students to make wise consiimer decisions. Choices that are involved in the 
decision making process are influenced by economic, sociological and psychalo^ 
gical factors as well as values held by families and individuals. 

This resource unit is planned to guide teachers in '•Homeland Family Living 
classes as they help ptudents become aware of and gain insight into consumer 
problems, such a^: food, clothing, appliances, automobiles, management, 
consumer credit /banking and insurance. The unit is designed for boys and/or 
girls at the Junior or senior level pn the assumption that these students have 
had limited experience in home economics. Consideration has been given tp the 
broad range of background, experiences and abilities of these students. The 
sequence and length of time' will need to be based on individual teaching 
situations. 

A variety of learning experiences is provided with the expectatloci that 
teachers will choose those that have potential for achieving goals for these 
students. Teachers are encouraged to be innovative an1i to work clcTsely wlth^ 
business, agencies and organizations j^l^it^^erve the consumer in developing 
a dynamic prograa in the community. 




' ^* r n 
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SUBJECT MATTER AREA:^ Consumer Education 
LEVEL: Home and Easily Living 

TITLE OF THE UNIT: Consumer Educatloia for Young Modems 
SUGGESTED TIME: 18 Weeks " 

GENERAL OBJECTIVES: 



It Is believed that if the teacher and students plan meaningful learning 
experiences felate^ ^td the accomplishment of these objectives that upon' 
completion of this unit the student should be able to: 

1. Identify the roles of the consumer in relation to business^ producer and 
government. ' 



2. Clarify one^s 6wn values and goals and see the4f relationship as a basis 
for consumer decisions. ^ V * 

3. Know"some private and public agencies, organizations and sources of 
information that can help consumers. 

4. Assume the rights and responsibilities of a consumer. 

5. Plan uses of family resources to obtain mairiymiTn satisfactions. 

6. Acquire shopping and buying skills needed tpi.^ solve consumer problems. - 

7. Evaluate the effect of consumer deg^Lsions 0n individual and family life. 
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MAJOR CONClSPTS TO BE EMPHASISED; 



Role of the ConauBier in the American Econoi 

The eiconomy 

^Production and' cons ipipt Ion 
Influences. On economy 
' Consume^ 
Business 
Goverrment 
Influetvces on consumer 

4 

Values and Goals . ' „ 



Values and goals * 

Styles of life " . ' 

Cultural backgrounds 

Socio-economic factors \ " 

Low- income . * 

Middle-income 

High -income - 
Different resources and standard^ ^ 

Agencies and Organizations that Serve and Protect the Consumer 
Govemjpent 

Federal Food and Drug Adminis ti:ation. Public Heal tb^ Service, 
President's Committee on Consumer Servicd^, etc. 
Educational 

Cooperative Extension Service, Consumer League, etc. 
Business 

National Grocery Manufacturing Association, Testing Laboratories 
\ Voluntary protection provided by business and industry 

Constmier Riahts and Responsibilities 

Consumer rights: 

Right to be informed 

Right to choose . 

Right to be heai-d 

Right to safety 
Consumer responsibilities: 

Need to be informed 



Managing Family Resources 

Developing a design for family spending 
Financial resources --income 
Fixed expenditures 
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Flexible expenditures 
Emer^gencies and special goals 
Planning for family security 
Investing in education 



Investing in insurance 
Life- 
Health and accident 
Property issurance 

Social Security 

Leisure 



Cpngumer Credit 



Cost of different kinds of education 
Returns on education 



Definition of consumer credit 
Using Credit to purchase 
Goods 
Services 
Money 
Establishing credit 
Credit Bureaus 
' , Credit 'ratings * 

Mutual trust ^ 
Sources of credit 
Dollar cost 
Interest rates 
Consumer credit laws 
Small loan laws 

Lavjs of contractual agreements (.fine print) 

Truth in Lending Law 

Retail Installment' Sales Act of 1967 

Consumer Frfifi^Acts of 1961 1967 amendments 

Wise use of credit 

Kinds of credit available 
ShNDpping for credit 

Advantages and disadvantages of credit 
Determining the need for credit 

Consumer BuyinR Skills ft^ 

Choice -making 
Planning 

Collecting and studying information 

Family necessities* V , 

Food 

Clothing 
Shelter 

^These are treated only in the sense that they fit into the total spending pi 
and should not take the place of separate units of study in these areas. 



364 



ERIC 



Transportation 



Effects of CoQsuiaer Declaiona on Individual 

GonsuiEer decisions reflect degrees of rationality 
Frobl^oQS created by spending pattern 
Knowledge of alternatives 





n 
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MAJOR CON CEPTS TO BE EMPHASIZED; 
Planning for learning experiences 



BEHAVIORAL^ OBJECTIVES r 

Plan learning experiences cooperatively so they are saeanicigful ^nd related to 
-^■-'^F^-rrr^ consumer education for individual and family living. 

=^^^^^^^^=== 

Subject^Matter Content ^^^w^^^^SlfJ^^ 



Generalizations 



and Resoiflrc€tiir~ 




Evaluation 



Teaching can become 
effective v;hen student^ 
have an opportunity to 
help plan class acti- 
vities and learning 
experiences. 

Everyone has a worth- 
while 'contribution 
to make. 



Varied backgrounds 
and experiences of 
students can provide 
excellent resources 
for class experiences 



Satisfactions can be 
derived from each 
other by vjorking to- 
gether on a common 
goal. 



Outline course on chalkboard, using 
"Outline" of this unit. Teaching Aid 
8 



Students make suggestions of topics 
they vjpuld like to study. 



Prepare bulletin board entitledj, 
'*lJhy Consumer Education?" Students 
print the outlinei^of unit on wall 
charts and cpde each topic in outline. 
Code folders for each topic identical 
to "outline for filing later for 
resource materials. 

Locate,, organize and file resources^ by 
topics. 

Clip magazine and newspaper articles 
for filing. 

Make survey of resource people who 
are members of students' families. ^ 
E3cample--Father" who is insurance agent. 

Set up criteria for selecting resource 
persons for class. 

Students and teacher plan dates and 
time for class vjork. 

366 



Observe facial 
reactions and com- 
ments to denote 
stude'nt interest. 



Consider this 
question: Have 
we secured ade- 
quate resources for 
solving our prob- 
lems in consumer 
education? 
Observe student 
interest and activ 
ity. 



0 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Write letters requesting information 
for class use. Teaching Aid 1\ pp. 
l26-27« 32-35 . 




^^^^^ 



idTrQ, ^/^i^ 




Evaluation 
Procedures 



3 * 
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MAJOR CONCEPTS TO BE EMPHASIZED: 



The role of the .consumer in the American economy. 



BEHAVIORAL OBJECTIVES: 



Understand the role of the consumer in the American economy. 

Recognize the need for consumer education for a more satisfying life. 

Explain the meanings uf Sj^eral words related to the economy. * 

Become familiar with a number of roles assumed by the consumer. 

Evaluate some of thp individual's and fanilies' Influences on the economy. 

Determine the influence of teenage sj^nding on the economy. 

Recognize the relationship of greater job opportunities of youth to increased ^- 
youth spending. 

Evaluate some influences of married vjomen in the dual role of homemaker-wage 
earner . 

Know how price changes reflect the economic conditions of the nation. 



-^5^v^4ect Hatter Content 
G^i^^fe^J^lz a t ions 



Thp consumer can make 
use of many types of 
goods and /or services, 



Learning Opportunities 
and Resources 



Everyone is a consumer. 

Economics is the study 
of the vjays people 
organize to produce, 
distribute and consume 
the things they need 
and want. 

Consumer education is 
designed to help indivi- 
duals and families 
improve home environment 
and the quality of per- 



p^^e a definition of the term: 




Read definit i oti^yi^^^^las s . 

Combine best ideas for class. 



Ask students to hand in def initto*mIJ^ 
of vjords related to consumer educa 
tion. 

Define and discuss: 
Economics 

Consumer Education 
Purchasing power 
Book 14 



Evaluation 
Procedures 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



sonal and iemily life. 

\ 

Work can enabl^ consu- 
mers to ©btain^goods 
and services b>\ provid- 
ing purchasing! power 
which is anothe^ term 
for money. \ 



Effective consumer^ 
education can h(^ip\onG 
to enjoy a more abun- 
dant life. V 

The consumer can play 
many roles in the i 
American economy. \ 



Discuss ways you can turn your skills 
into purchasing power. Eiiampleo: 
"Susie types a paper for Mary for 
$5.00. SuS'ie purchases a record that 
she has x^anted. " 

"John mows yards for the neighbors 
each summer and earns $20.00 per 
week. In turn hq has extra money for 
dates a clothes J, etc. " 



Some different roles 
assumed by consumers 
are : 

student- teacher , 
girl ^riertd, boy friends- 
cook, nurse, in-law, 
parent, daughter and son]^ 

An individual's time 
can be spent either as 
a user of goods, as a 
producer of goods 'or in 
leisure. 

The roles a person 
assumes determine his 
needs, vjants and desires 



Prepare bulletin board on: **Roles 
of the Consumer." 

Use 6-6 buzz sessions. List roles 
you play. Compile on chalkboard. 
Add others not listed. 



Consumer choices can 
affect the economy. 



Show Filmstrip 1 A\ 

Discuss some personal needs in your 
role as students. ; 
Example: Clothes for school ,^^ans - 
portation. j\ 
Discuss need§ and wants as a boy 
friend on a girl friend. 




Read about the role of the consumer, 
Book^l, pp. 1-15 
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Write a brief 
paragraph eval- 
uating concepts 
emphasized in 
Filmstrip 1 A 
OR 

Write, a para- 
graph describing 
''My Many Faces." 



Subject Matter Content 
Generalizations 



T 



Learning Opportunities 
and Resources 



The economy refers to 
the system people use 
to organize their work 
efforts in order to 
satisfy their needs and 
wants. 

Capital goods are pro- 
ducts that are used to 
make other products 
instead of being used 
for c o Lis uiiit^ L ion . 

The producer needs to 
satisfy the consumer 
in order to remain in 
the market. 

Consumption is the 
objective of all goods 
and services produced 
in our economy. 

Individual and family 
choices .affect and are 
affected by market 
conditions and marketing 
practices . 

A market exists i^hen 
^jages are exchanged for 
goods or when services 
are exchanged for wages. 

Consumers "vote" when 
they buy a particular 
p'roduct. 

'tree Market" does' not 
discriminate beti-^jeen 
worthvjhil^ and harmful 
goods and services. 



Discuss meaning of these v/ords: . 
Economy 

Production- -Gross National Product 
Consumption 
Capital goods 
Book 14j, pp. 1*-14 



Sh(^vj the relationship of the consumer 
to production and consumption. 
Appendix A 



Shovj Films trip 1 B 
26 



Book 14, pp. 16- 



Discuss conditions under v/hich a 
market exists. Give examples. 



Evaluation 
Procedures 



Discuss*: In X'/hat ways do consumers 
"vote" for vjhat they want? Give 
examples such as : 
high povjered sports cars,, etc. 

Debate: Do we have a tendency to 
assume that if a product is in the 
stores it is wor thxiThile? Give reasons 
for your answer. 
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Hand in a list 
of ten items that 
you thin^k are v/orth- 
while and ten you 
believe to be harm- 
ful. All of these 
items should be on 
the open market. 
Cite reasons for 
your selocMo- 



Subject Matter Cox^itent 
Generalizat ions 



Teenage spending plays 
an important role in 
the economy. 



Greater employment 
opportunities can pro- 
vide youth i/ith more 
money. 

Advertising is oft^n 
youth-oriented. 

Many products are cre- 



Learning Opportunities 
and Resources 



Estimate approximately how much you 
earn or receive as an allowance each 
month and for a year. ^r^^ 

Estimate approximately how mu^h your 
family spends on you e^h year. 



Cite references that indicate the 
amount pf teen" spending. 

Entire class sets up standards or 
some (^iteria to use in analyzing ' 
TV counnercials such as: themes p 
color,, appeal^ age of people, etc. 

Analyze one TV commercial designed. 



Evaluation 
Procedures 



ated to fill the desires for youth appeal. Name some 



(real or created) of 
youth. 




Research has shovm that 
the entry of married 
women into the labor 
force in America has 
changed the family life 
style. 

Many job opportunities 
have been created for 
child care workers and 
additional service work- 
ers because vjomen are 
working outside the 
home . 

Additional income can 
provide mpre money for 
necessities and lux- 
uries . 



products that have been made avail- 
able for the teen market. 
Eacamples: ^ 
tape recorders 
tr^sistor radio 
sjwrts car 
motorcycle 

.Discuss motivation for buying t^ese 
Jtems or similar items . 

Make a survey in your community to 
determine percentage of working mo- 
thers of students. 



Name five items 
that you have 
purchased recently 
and evaluate reasons 
for purchasing. 
/ 



team 



Divide s tudents into teams . One 
could list advantages x^hile the 
second team could list disadvantages 
of the dual role of x^romen. 



Establish a viewpoint about the 
statements belox;. Be able to defend 
your \^ viewpo int. 

'Vomen should never xjork' outside 
the home. " 

o h O 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Ec onomic c ond i t ions 
can affect the consumer 
because changes are 
reflected in price 
changes . 

By learning to use and 
care for products and 
items one buys , intelli- 
gent consumers can get 
full value and satis- 
faction from their 
purchases. 



Evaluation 
Procedures 



*Tyiarried women should be able to 
care for family responsibilities 
and seek satisfactions on a job 
outside the home." v 

"The place of a i^oman is in the home, y 

'Tyien should^ not be expected to do 
hou seizor k, " * ' 

Students react to these situations: 

"A quick frost hms Florida citrus 
crops so few oran^s are in condition 
for shipment." (DecSrease in supply.) 

"In 1969 p a major TV Manufacturer 
announced price decrease for 1970 
models." (Decrease in demand-) 

Give examples of how dhe consumer 
can help himself by correct use and 
care. of products. 

Read "Consumer Products**in Book 14, 
pp. 28-43 



Give written test 
tracing how the 
concept of the 
term "consumer" 
has changed over 
the past 20 years. 



A h-*^ 
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MAJOR CONCEPTS TO BE EMPHASIZED; 
Values and Goals 
BEHAVIORAL OBJECTIVES; 

Be able to define values^ goals and ideals as they relate to different styles ( 
of life. . 

Identify self valuea and goals as they relate to personal choices. 

Cozapare self values and goals to those held by other persons. 

Relate self ancj other °s values and goals as they affect consumerism. 

Develop some judgment aboat ho^s families arrive at goals. 

Be ablcKto show the relationships of home, school, church and connnunity exper- 
iences to family and individual values. 

Develop Judgment qf the effect that values and goals have on the way money is 
earned and used. 

Understand the relation, of values and goals of families to community and 
national goals. , - - ^ 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resourc 



Evaluation 
Procedures 



Values are ideals by 
which individuals and 
families live. 



Define values and goals. Book 4 

> 

Develop criteria for judging or eval- ^ 
uating a paragraph which each student 
will v/rite analyzing this own values 
and goals. ^ ■ 

Explain hox-/ your values and goals ' 
are expressed by; 

The home you live in, the money you 
spend, your plans for the future, the 
car you drive^ the activities you 
enjoy, the peaple you like. Bring 
to cl^ss pictures which depict typical 
goals and values. 

rJork cooperatively with students to 
levelop a form for them to use in 
nterviewing at least 3 persons to 
ather information as to how they 
irrived a^ their px^ values and goals. 
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Use s-everal open- 
end statements to 
check students' x^ord; 
understanding. 



0 



Subject Matter Content 
Gen^^llzatlons 



\ 



Families who hold 
similar values may seek 
different goals. 



Learning Opportunities 
and Resources ^ 

C> 



Values of individuals 
and families are affect- 
ed by experiences in the 
home, school, church 
and community. 



Report findings of the interviews 
by dividing into groups and summar- 
izing the ways values and goals were 
arrived at by the persons interviewed 

Observe several TV programs , dp read- 
ings, etc. Discuss the values of 
the persons observed and read about, 
gompare their values to the indivi- 
dual values held by the students or 
Lheir families. 

Read about or interview a person of 
another race or ethnic group and 
cite previously discussed values that' 
are in conflict with the person's 
bvn values. Teaching Aid 4 B 

Disc?uss how values and goals affect 
and are affected by individuals and 
consumer choices, « % 

Prepare a panel discussion as to how, 
goals of one family would be differ- 
ent from another even though similar 
values are held: 
Young couple just married* 
A family X'7ith two children 
A family with 2 teenagers son and 
a daughter). 

Role play situations such as: 
An engaged couple establishing goals 
for married life 

A family deciding which of several 
■'goals will have top priori^ty 

"Listening team'* lead the discussion 
to summari^ze the points gathered from 
the panel discussion and the role 
play situations. 

Each student take $10(J in play money. 
List 5 ways he/she would use this 
money. List in order of importance. 
Teaching Aid 4 A 
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Evaluation 
Procedures 



dge the quality 
of the findings 
and the presenta- 
tion based upon a 
"standard'* devel- 
oped by the class. 



Report briefly to 
class. 



Select a "listen- 
ing team" to gather 
speciflr points 
that aff,ect v 
goals families 
seek. 



Subject Matter Content 
Generalizations 



One's values and gqals 
can often be evident 
to others by one^s 
behavior and interests. 



Problems confronted in 
everyday living affect 
family and individual 
values . 



Values and goals of 
people differ according 
to the socio-economic 
structure of society. 



Values and goals can 
influence every aspect 
of individual and 
family living, includ- 
ing the way income is 
earned and used. 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



From the previous choices ^ identify 
the values expressed as past, present 
or future oriented. 

List some values you now have and 
classify them as to the influence of: 
hon^ and family 
friends and /or teachers 
religious beliefs or background 
community lavjs and customs 

Ask each 'person to write about' one 
item highly valued. Collect and, 
fead al6ud to see If class can guess 
who It is. Classify according to 
Influences previously discussed. 

Debate these topics : 

"Each individual is free to make 

his/her ovm choices." 

versus 

"Each individual is influenced by 
home, school, church, community," 



Gatfh^r informatloa on the sociological 
and economic class structure. 
Discuss how these socio-economic levjel 
affect family and individual values. 
Teaching Aid A B ^ > 

Read several case studies which show 
how different families earn their 
income and have managed their money 
in specific cases or situations. 
Discuss: 

evidence of different goals 
evidence of how values guided the 
.goals. Teaching Aid 3, p. 23 
Book 2 

Estimate, the age6 of a person in which 
■eacji of the following* topics might 
be a goal: 
a. home 

coloring books ' ' ' 
baseball glove 
>medical protec-ion 
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Select a group of 
students to keep 
score of good 
points brought 
out. Use a listen- 
ing team to screen 
the points. 



Using case studies 
of families, have 
students analyze 
how the goals and 
values of families 
affected the earning 
and use of income. 



Give 5 statements 
of i-/hy different 
ages or levels of 
maturity show 
different inter- 
ests. 



Subject Matter Content 
General Iz a t lons'^"^ 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Values and go^ls of 
ind 1 V Id u a 1 s . and f amil i e ^ 
are affected by coHiEun° 
Ity and nat;ional 
goals. 



Persons- of other 
nationalities may have 
a value system entirely 
"foreign** to- our Amer- 
ican value system. 



Lndividual and family 
/alues and. goals can 
ai&^ej^t tnelr consumer 
decisions ;li7hich in turn 
may affect^ the national 
economy. 



entertainment and dat^s 
evening dress. or tuxeda 
others ' / ^ 

After ages of these hay^ been estim- 
ated, discuss how values and goals 
change as one matures* 
Teaching Aid 4 A ^ 

List areas in ^whlch ind^yiduals " 
and families " Values and goats differ 
such as : ' \^ 

social 

p'ollticai ^ 
motal 

Inn^^lectual 
economic 

Discuss the differences and reasons 
for them. Book 7 

Divide class into groups to investi- 
gate current magazine articles that 
point up values and goals of: 
America- -yes terday , today , tomorrow 
Valines of American citizens as they 
relate to national goals. 

Compare some American values- and 
goals to the values and goals of other 
countries such as: Russia, Japan^ 
Indti^, Others in your community. 

Discuss and make some conclusions, 
that would crystallize the effects of 
these values and goals on consumer 
decisions. 

Discuss the importance of liow these 
decisions can affect the larger con-/ 
cept of natior^al economy.. 



/ 



Check the quality 
of groups' find- 
ings and research. 
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Discus open-end 
situations th^t 
would evaluate hovj 
well students com- 
prehend the concept 
of values and goals, 
or 

Establish situ- 
ations and use a 
multiple choice 
ty^ test. 
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MAJOR CONCEPTS TO BE EMPHASIZED : 

Agencies and organizations that serve and protect the consumer 
BEHAVIORAL OBJECTIVES: 



Become av/are of a variety of sources that can aid in solving consumer problems. 



Know som^ private' and public agencies , organizations and sources of information 
that can help consumers. 









Subject Matter Content 
Geaera ligations 

■ " 


Learning Opportunities 
and Resources 


Evaluation 
Procedures 


Consumer interests are 
served by private asso- 
ciationSj> business or- 
ganizations and govern- 
ment agencies. 


Show Films trip 6 

p 

Use nevjspaper and magazine articles 
that relate to consumer protection 
and discuss with class. Book 15 






Examine resources that are available 

and list agencies that will aid the 

consumer : ' 

local ' ' 

state 

national 

Append^ M 


Check sources 
that s'tudent;s 
have', listed. 


Locals business and 
service organizations 
can help the consumer. 


Invite local resource persons to dis- 
cuss "How Consumers Benefit From Our 
Services," Example: Better Business 
BureaUj, Louisiana Consumers" League, *' 
Other consumer agencies. 
Teaching Aid 5 


Have students 
x-nrite "thank you" 
note, telling how 
, speakers helped 
them in solving 
consumer problems . 
Appendix L 
OR 

Complete state- 
ment such 'as: 
The Better Bus- 
iness Bureau can 
help me by ..." 


Individuals may benefit 
from other, consumer "^s, 
problems. 


Conduct a sutvey of students' parents 
and/or neighbors about recent consumer 
problems : 

amount of money involved 
causes of difficulty 
how it i-jas handled 
V7as it avoidable 
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Subject Matter Content 
Generalizations 



Reliable manufacturers 
and retailers usually 
stand behind their 
products . 



Business organizations 
may serve consumer 
interests. 

GoveYnment agencies can 
help with certain 
consumer problems. 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Ask each student to bring a "lemon" 
purchase. Analyze why thi3 purchase 
was a "lemon. " 

Develop this "l6mon" idea in^o a 
bulletin board throu^ connniotees . 

Sugges tion : Unsatisfactory products 
such as: dishes that craze, <S4othing 
that shrinks p trimming that fades, 
zippers that won't zip, etc. 



List manufacturers' addresses where 
help may be secured if dissatisfied 
v/ith a product. Begin a list of 
sources and addresses. Maintain and 
further developover unit. Make a file 
on index card for the department. 

Discuss ways Consumers Union tests 
and rates products. Film 4 



Prepare reports detailing the consumer 
pfotectiotl available through federal 
agencies, such as : 
Food' and Drug Administration 
Federal Trade Commission 
Department of Agriculture 
National Bureau of Standards 
Public Health Service 
Post Office Department 
Government Printing Office 
President's Committee on Consumer 

Interests ^ 
State Extension Service 

Have a local representative of the 
Legal Aid Society, Office of Economic 
Opportunity explain how the associ- 
ation can help the consumer with his 
problems. Teaching Aid 3 B ^ 

Show and discuss Film 6 

Committee work: Add to card file of 
films by: Putting title of film, 
source and brief description on card. 



React orally tor 
VJhy I would not 
purchase this 
item again. " 

Develop checklist 
for good bulletin 
boards and have 
students rate the 
bulletin board. 
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O if i1 



Develop a list of 
protections that 
should be avail- 
able for consumers. 



Groups have "Bu^z 
session" at end of 
film; Suggestions : 
How does the Food, 
and Drug Adminis- 
tration help to 
keep food ai^ drugs 
safe? 



Siihl/prt" M^»I■^(PT" Con^Pn^ 




Ri7fli 1 1 la t" "f on 


n or* OT" i> 1 ^ ^ a t" ^ r^n q 




X L KJS.' <SU liJL vsa 




i^uunnjL L L<s<s coiicscu worcv on xxiiu 






svaluat Ion 3nd £111 out flltn atten^ 






dance and send sunrmary of evaluation' 






to the f 1 Im c omp any . 




XIKcJlc aL(c OL.il<sJL 


Discuss now the following org an is a 


Develop rating 


4 1^ ^ A ^ A /4 ^> ■ ■ ^ A 

jLUL(S]r (cS u(SQ giroups De*" 


tions and publications aid the 


scale of various 


s ld(ss govormnont and 


consumer : - . 


aids for the Con- 


priVauG DUSLU6S9 


/American Automobile Association 


sumer to seek and 


who csn aid tho consu" 


(how to buy tires; warranties on 


use before pur- 


TTl/OT" 
II1<S I. « 


auotmobiles J, etc.) 


chasing* 




American Bar Association 






National Retail Grocers Association 






AFL-CIO 






National Farm Bureau Federation 






Changing Times 






Consumers " Union 

X 
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MMOK CONCEgTS TO BE EMPHASIZED; 



Consumer Rights and Responsibilities 



BEHAVIORAL OBJECTIVES ; 

Identify the rights and responsibilities of the coiasumer. 
Practice one'^s rights and responsibilities as a consumer. 



A. 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



Consumers in the United 
States have: 
the right to choose, 
the right to be informe( 
the right to safety, 
the, right tp be heard. 



The consumer has obli- 
gations and responsibi- 
lities to become in- 
formed. 



Explore v/ith class their present ' 
knox'/ledge of v/hat they feel are their 
consumer rights 
.consumer responsibilities 
Book 11 : 

Teacher or students prepare poster 
or transparency of consumer rights 
and responsibilities. Teaching 
Aid 4, pp. 21/ Book 14, pp. 409 

Watch filmstrip 5 A 



Disa(iss vjhat consumer protection 
sbpuld^be provided by the government 
and I'jhat responsibilities should be 
left to the-consumer . 

Develop bulletin board with each 
student contributing. Theme; 
"Consumer Rights and Responsibilities 
Use red, white, and blue color scheme 



Read magazines and newspaper articles 
about consumer issues. Report to 
class important information about'., 
the issues and make some proposals 
for solving these. 

Identify Ways in v/hich the consumer 
can accept responsibility in regard 
to; 

Legislation 

Unfair business practices 
Louisiana Conaj;imers° League 
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Compile list of 
consumer rights and 
responsibilities. 



Judge quality of 
pictures and art- 
icles students 
bring in for ac- 
tivity. 

Develop multiple 
choice test of 
various consumer 
issues and pos- 
sible solutionis. 



Subject Matter Content 
Generalizations 



The consumer needs to 
become aware of the 
business man"s point 
of view. 



Individual consimer 
choices may affect 
other consumer choices. 



The consLHner must 
assume some responsibi- 
lities. 



Learning Opportunitiet 
and Resources 



^valuation 
Procedures 



Invite a business man to explain the 
business viewpoint of responsibility 
such as: 

Cost of shoplifting 
Upkeep of business 
Cost of service 

Discuss how one°s consumer choices 

affect other consumer choices. 

How are types and quality of products 

on the market influenced by products 

^purchased? 

Discuss the statement^ "The purchase 
of a product is a vote for it." 



The consumer needs to 
become aiiave of laws 
which aid the consumer. 



Before the end of 
class students 
write three state- 
ments regarding the 
most important 
things they have 
learned in class 
today regarding 
consumer choices ^ 
rights and respon- 
sibilities. 



Discuss ^ consumer responsibilities 
in relation to: 
Taking a garment on approval. 
Providing the salesperson information 
regarding desired purchases. 
"Biting" on "bait" advertising to 
encourage promotion in contrast to 
informative ads. 

Asking for informative labeling. 
Avoiding damage to merchandise 
(lipstick on dress tried on). 
Making a justifiable complaint. 
Showing courtesy to salesperson. 
Pamphlet 9 

Draft a letter to a business firm. 
Call attention to a product that 
failed to perform satisfactorily, 
complain about an inconv.enience or 
make suggestions for improving a 
service or product. 

Invite a lawyer or other person active 
in consumer affairs to interpret laws 
that affect the consumer. Allow time 
for a question and answer period. 

VJhat laws does Louisiana have to aid 
the consumer? 
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Write a "thank you" 
note to the speaker 
expressing how this; 
talk increased their 
understanding of 
consumer lax^s. 
Appendix L 



subject Matter Content 
Generalisations 



C®nauiaers need to be 
Informed about warran- 
tlsa and guarantees. 



Learning Opportunities 
and Resources 



Define warranties and guarantees. 
Bring to class a guarantee or warran- 



ty. Compare guarantees and warrantie^l. means to a buyer 



Evaluation 
Procedures 



Explain exactly 
what a warranty 



Discuss their values. **Sears Catalog 

Role play a situation,, siki^h asi 
'hashing machine breaks dcwi when 
©Ashine is less than 2 years old...** 

Read warranty from washing machine 
to see if this problem is covered. 

Invite a manager of an appliance 
service or appliance repairman 
to talk on 5 '"Common causes of break- 
down of appliances " or interview 
repairman and report to cliass. 

Locate operations manual for washer 
and /or dryer in the department. 
Have pne group report and demonstrate 
use of this machine. 

Discuss how improper use of the 
machine affects warranty and guarantee 

Make a file card for all equipment in 
the department. Note warranties and 
guarantees . Cards inc lude : Serial 
number J) motor number^ date purchased ^ 
place purchased^ address of m^nufac- 
turer^ original cost, source of 
service^ repairs made and date of 
repairs. 

Home project: Study manuals for 
equipment at home. Make card file 
for equipment. 



Explain the type purchases for which 
guarantees are most important. 



in 25 words or 
less. 



Ask class to 
operate washer 
and/or dryer. 



Judge adequacy 
of file for home 
project 5 based upon 
required card 
information. 
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_mJOR CON CEPTS TO -Bg E^S'HASI2ED '^\:^^ 
Managing ^fasjlly resources 

BEHAVIORAL OBJECTIVES; 



Become aware that the manner in which resources are ^^llzed determines a 



family ®s . standard of living. 

Evaluate the relationship of education to jo^ opportunities^^^. 
^tente interest in soae career opportunities. 



Understand the relationship of real income to fanily style of living. 
Acquire some ability in the use of family income. 



Become aware of the uses and advantages of money ^ banks, savings and their 
influences on family security. 

Understand the various kinds of insurance and their value to families. 



ERLC 



Subject Matter Content 
Generalizations 



An individual's resources 
may^ include money ^ income 
skills, time, energy, 
talent, knowledge, abil- 
ity, attitudes and pos- 
sessions plus goals and 
services provided by his 
family and conmiunity. 



Learning Opportunities 
and Resources 



De f ine the foil owing terms : money , 
income, resources , attitude, stan- 
dard of living. See Glossary of 
Terms, Appendix Q 

Interview grandparents or an elderly 
person to determine how standards 
of living changed over the last 
fifty years. 

Report on the different standards 
of living from articles read in 
boojcsg magazines, newspapers, etc, 

Compare the differences betx^een 
the following statements: 
A family's standard of living is 
based on its income. 
A family "s standard of living is 
based on its values and goals. 

Role play the problems that may 

ciTl.30 if ! 

a high school boy or' girl works. 
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Evaluation 
Procedures 



Give a xjritten test 
on definitions of 
words . 



Students explain 
reactions of 
persons inter- 
viewed. 



List information 
gained from 
comparisons. 



Subject Matter Content 
Generalizations 



^ucation and training 
increase opportunities 
to work and earn. 



Information about job 
op'portunities is 
a^yailable. 



Learning Opportunities 
and Resources 




mother works. 

a mother of a young child works. 

Investigate some sources of infor 
mation about job opportunities; 
guidance counselor 
newspapers 
employees 

friends, neighbors or family 
Class discussion oti ways in which 
real income may be increased and hovj 
talents can be used. Examples: A 
teacher taking in sewing or a 
high school student baby-sitting. 
Interview a guidaOiCe counselor 
about the community's vocational 
training opportunities.- 

Investigate training needed for 
specific jobs and if possible inter 
view employers aborut; jobs. Read 
publications of job opportunities 
in the guidance office. 

Write for resource materials on 
career opportunities and qualifi- 
cations for jobs. 

Begin collecting other materials 
for career folders. 

Make a list of sources of job 
^^^information in the community. 
^^^^OTiple: Agencies 5 Chamber of Com 

Invite a reipvesei^SiH.^eh^^^^^ia- 
tional trade school to discuss job 
qualifications J, opportunities, U.S. 
Employment Service, etc. Discuss. 

Investigate references to find ouL 
average life time earnings of per- 
sons V7,lth: 

high school education 
college degree 
drop-out 
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Evaluation 
Procedures 



Check students" 
ability to iden- 
tify jote v/hich 
require home ec- 
onomics WnovleHge 
and gkll 1. 

Compile infor- 
mation in a 
notebook. 




a(^ student make 
^^^areer folder on 
^o careers of 
it^tere^t to him 
or her. 



"s collect 
ifmation. Buzz 
s^sions on find- 

Objective test on 
material covered 
in the talks. 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation ' 
Procedures 



Real income is the 
amount of gooda and 
services that can be 
bought with money 
income. 



Compare the cost of timej, energy 
and money involved in obtaining 
a college degree or special voca- 
tional training x-zith that of a 
high school educationr 
Observe Filmstrip 6 C 
Debate these ideas: 
Hox*7 they feel about job interviex-zs? 
What jobs have they applied for?^ 
VJhat questions have they been asked? 
l^Jhat incidents made them feel un- 
comfortable or idomfor table? 
Would you dress or act differently 
the next time? . 

Discuss the different kinds of 
information they might be required 
to ^ive v/hen applying for various 
jobs. Examples: waitress, camp 
counselor 5 etc, 

Use points from debate to stimulate 
discussiono Drax^ some conclusions 
from the discussion that can direct 
* students^ thinking about the impor- - 
tance of education. 

Define: 

types of income 
money 

real income"^ • • , 

psychic income ^ 



View film 'Tylanaging the Family 
Income/' Filmstrip 5 B 

Students identify various soi^rces 
of family income , 

Listen to school psychologist or 
social worker make clear that psychi|c 
income cannot be measured in montey^j 
but in satisfaction, such as: 
mother cleaning the house 
making a pAe 

daughter cutting the grass 
success in school or in grade 
others % ' ' 



Write up an'linter- 
vieX'7 for a^job of 
your choice. 



Have panel of 
judges evaluate 
thedebate and list 
best points f rom « 
both sides. 



Develop a check- 
list for job 
interviei/s , 

Quiz on job 
interviews 



Test on managing 
income. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



The homfe manager and 
family Tnembers are 
faced with the problem 
of which resources to 
usep such^^as talents, 
skills and abilities, 
m6ney or services 6f 
others paid for or 
performed by family 
members , 



There are tv;o types of 
resources: human and 
non-human. 



Evaluation 
Procedures 



List a number of services you per- 
form such as setting your hair, 
pressing your clotheSp etc. Estimat^ 
the monthly dollar value of these 
services . 

Consider other members of the 
family and hov/ they supplement the^ 
income through their services and 
resources. 



Discuss the follovjing: 
Time you have for home production 
or service and time required to 
perform the task. 
The quality and availability of 
the product v;anted. 
Time it v/opld take to produce the 
product commercially, , \^ 

Skills and abilities of family. 
Equipment and supplies available. 
Money or credit available. 
Comparison of the cost of home goods 
to commercial goods. 

Discuss the tv/o types of resources: 
human--knov7ledge , abilities., skills , 
attitudes . ^ 
non-humanr- time J money. 

Discuss: "Human resources are more 
important in forming attitudes 
tov/aird methods of money management,'* 
versus 

'*Non-h;uman resources are more impor- 
tant tov7ard methods of money manage- 
.ment. 

Ident Other sources of family 
income such as: dividends, inher- 
itance, gifts; interest/ salary, 
v/ages, profits and tell hov; they 
fit family situations. Book 5 

Examine a pay check. List amounts 
taken out of check. Discuss: VJhat 
do v;e mean by take home pay? 



Multiple choice 
test on information 
received from 
discus'sion. 



Objective test over 
types of resources. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and ResD urces 



Evaluation 
Procedures 



The use of money 
affects the use of othei 
resources. 
Record keeping is 
important to wise use 
of money. 

Record keeping can be 
an aid in computing 
income. 



Budgeting is one way 
for the consumer to learp 
how to use money 
effectively. 



JRevleWj, discuss and illustrat^^X^ 
various kinds of income that ^ 
person or family may use as a^^'*^' 
resource. Contrast a consumer unit 
today with the family of the past. 

Interview a parent or other adult 
^and make a survey to get views on 
problems in managing the family 
income. 

Ask a tax consultant who special- 
izes in personal income tax to 
visit classroom to discuss common 
errors made by taxpayers. 

Obtain information about taxes in 
the World Almanac, 

Fill out a lJ-2 form in class for 
make believe families on their oi-m. 

Set up a plan for one of the fol- 
lowing r 

week " s alldwance 
v/eek's earning 

Buzz session on how families in 
different income brackets spend 
their money. Teaching Aid 4 A 

Stud^ different methods of keeping 
expense account. Display and 
examine the use of differfertt methods 
such as : 
small notebook 
check book ' 

envelope system' , ^ 

Students keep a record of personal 
expenditures for a week. Discuss 
how the money was spent and the 
value of keeping a record. 

Define budgeting needs, values ^ 
resources, disposable income, ex- 
penses and record keeping, 
387 



Make a report to 
the class. 



Written plans for 
a week's spending,. 



Develop checklist 
for use of family 
income. 

Give a test on 
"Managing Family 
Resources, 
Appendix E 
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Subject flatter Content 
Generalizations 



A budget involves 
estimating and planning 
the use of income. 



ERIC 



Learning Opportunities 
and Resources 



Differentiate betvjeen fixed and 
variable* expenditures . Look in 
Appendix F for family spending' 
record and vjork out family ^pend- 
ing plan. 

Collect and evaluate as many ^ 
• dif-ferent kinds and types of budget 
forms as, you can obtain from banks, 
finance companies, magazines, books 
corpor*ations , etc. 

Make/a plan for budgets to include 

the follov;ing: 

estimated income 

fixed expenses 

proposed savings 

variable living expenses "* 

emergencies 

Teaching Aid 6 J 

Plan a personal budget for the next 
month. Use examples given in 
Book 14, pp. 67,68 and 71 

Plan budget to meet your needs. 
Appendix C 

Discuss budgeting for the f ollovjing 
families: 

newly married couples 

double income 

irregular income 

inadequate income to meet needs 

Plan budgets for families of- 
various income levels . Example: 
^ Family of 4 vjith an iacome of $400 
monthly. See Filmstrip 5 A 



Listen to a credit counselor 
discuss money problems vjhich develop 
from failure to plan expenditures 
of income. 

Panel discussion on money pitfalls 
V7e encounfer: , • 



. Evaluation 
Procedures 



Check results of 
individual "s 
v;ork on different 
forms collected. 



Buzz sessiou after 
film. 
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Subject Hatter Conteiat 
Generalizations 



Learning Opportunities 
and Resources 



Eval uation 
Procedures 



Sav^ingSjj insurance and 
investments are I^^q 
to provide ^-amily re- 
sources. 



young couple--no child 
young couple --young children 
couple with teenagers 
middle age or retired couple. 

List reasons and advantages of 
saving. Book 5 

Investigate various methods of 
saving money , such as : 
credit union 
savings account 
insurance 
social security 
retirements 

Visit a bank to hear a banker 
discuss ban^B and bank services, 
List services that the bank offers 
depositors. 

Collect information from banks iit 
your community. Also leaflets and 
pamphlets about United States bonds 
Discuss the information found in 
the pamphlets. 

Observe and listen to a bank 
representative discuss: 
how to open a checking account 
how to open a savings account. 

Study and practice using printed 

forms secured from: 

banks 

insurance. 

Use the blank checks so that stu- 
dents caff practice writing checks. 

Watch Film 1 

Discuss this problem: o 

Cindy spends $5.25 each we^k for 

betvjeen meal snacks. Cindy had 

decided to reduce the amount to 

$2.00 and save the difference. 

Hovj much will Cindy save in a months 

half yea:e and a whole year? # 



Examination of 
checks written by 
students. 
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Subject Matter Content 
Generalizations'^ 


' ' s 

Learning Opportunities ' 
and Resources 


Evaluation 
Procedures 


/' 


Discuss whether or not h3r decision 

VAS ^ sjisp one 

Make other plans for saving on your 
o^ present allowance. 


% 


• 


Discuss why the s^afe storage of 
valuable ^family papers is a part 
of family security. Identify 
records that you think need to fee 
protected. 




0 


Prepare a brief report on 'Wiy 
Save?" Read sotae of the reports* 
in class. List reasons for saving 


Five minutes before 
end of class, have 
students write 
stritements tellinc 
what th9 have 
learned. . 




Invite an insurance agent to 

class to discuss different types of 

insurance available. 






Explain these terms: common mutual 
funds bonds social securitv ^ 
annuities, pensions, interest and 
dividends. 


Objective test on 
terms . 




Ils^np fiomfi pvamol PR of lifp ■fnsiiT«» 
ance policies -in class, explain some 
of the terms used in policies. 




Providing for family 
security is part of the 
financial plan. 

V 


Class divide into groups and empha- 
size the importance of life insur- 
ance in the United States. Stimu- 
late interest with these questions: 
(Each group take one question.) 
l^at are the three basic forms of 
life insurance coverage? 
Why is the average ajmount of life 
insurance- held by males 18 years ^ 
old or over higher than that- held 
by females 18 years old or over? 
Do you think the reasons for this 
difference are good ones? 
Other questions. 
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Subject Matter Content 
Generalizations 



Health insurance is 
necessary for hospital,, 
surgical, regular med- 
ical, major medical 
expense and loss of in- 
come protection. 

Complete automobile 
insurance coverage 
includes four types 
of protection: lia- 
bilityT^re and theft, 
collision, and medical 
payment. 



Learning Opportunities 
' " and Resources 



Evaluation 
Procedures 



Define these words: 
premium 
beneficiary 
policy I 

Observe Films trip 4 A Discuss 
the problem^ each case presents. 

.Ask a local Blue Cross representa- 
t ivtt to exp 1 a i n t u cl ass the need 
for health insurance . Bulletins 
and Pamphlets 3A, 3B 

Gc^ther information about the medical 
care program and present findings. 
Prepare a bulletin board display to 
illustrate the need for the four 
types of automobile insurance. 
Example : pictures of accidents 

Listen to a resource person 
explain different types of car 
insurance. Filmstrip 8 



Questions to ask 
students to answer 
in notebooks: 
U What items are 
coveted by health 
insurance? 

2. What determines 
the premiuHi rate 
on a policy? 

3. How do insurance 
companies protect 
themselves? 

4. What reqUir^e- . 
.ments must one usu- 
ally meet to get 
into a hospital- 
ization or gTou^ , 
plan? 



Obtain a copy of y\our family's home 
'owners* policy or fire insurance 
policy if possible. Answer trhe 
following questions : 

What items are covered by the policy] 
What does the insurance -cost? 
What is the amount of coverage on 
each kind of property (house, fur- 
niture) ? 

What acts by the policyholder wduld 
render the policy void? ^ 
What is the term and expiration 
date of the policy? 

Obtain a cop^^ oi an automobile 
policy and answer these questions: 
When does the policy become effec- 
tive? ^ 

^li.i t i i l lit' 1 : >urii . inn lint i)Y dam^ 
age the Insurance, company will pay 
for each risk insured? 
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Subject Matter Content 
Generalizations 



It 



Learning Opportunities 
and Resources 



Each student will need 
their Social Security Nc 
for college, selective 
service and for a 
driver's license. 



Leisure time is a 
resource that can be 
used to give satisfac- 
tion and happiness. 



What is the total cost of the pol- 
icy?' 

VJhat is the cos1t for each of thp 
various risks insured? - 
^Are there any restrictions in 
regard to the use 'of the car? 
Are passengers riding in the car 
covered in case of accident? ^ 
What responsibilities does the 
owner of the car have to give 
notice of loss or damage? 
If a suitcase or a gift package were 
stolen from the car^, would the loss 
be ,covered by theft insurance? 
If the driver were breaking a law 
when an accident occurredj, would 
the ^ losses be covered under the 
policy? 

If a policyholder were driving a " 
■ friend's. car and had an accident, 
whose ptolicy would cover the loss? 
Is the insurance active when an 
unlicensed or underage driver is 
using the car? 

Watch Film 3. Discuss film. 

Resource person from Social Security 
office explain the benefits from 
Social Security. 

' Students apply for Social Security 
number if they do not have one. 



Discussion on how sharing work in 
the home can be helpful to; every- 
one in the family, so that each 
person can spend time on their own 
individual interests. 



Evaluation 
Procedures 



Note evidence of 
interest shown in 
getting a Social 
Security number. 

Explain the state- 
ment, 'l^eiSure 
time costs money. " 
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MAJOR CONCEPTS TO BE MPMSIZED; 



Consuiiier credit 



ERIC 



BEHAVIORAL OBJECTIVES ; , 

Understand the meaning of credit. 

Respect the value of mutual trust. 

Understand the laws concerned with consumer credit. 



Develop Imowle/ige of ways wise use of credit can enhance an individual's or 
a ffisnily'^s standard of living. 

" i ^ -_ 



% Subject Matter Content 
Generalizations 



Credit is an economic 
tool that consumers use 
in everyday life. 



Credit is an agreement 
between the purchaser 
and creditor to pay in 
the future for immediate 
qse of goods j> services 
^^nd money. 



Credit is available 
from many sources. 



Learning Opportunities 
and Resources 



\ 



Take a "Consumer Credit Pre-Study 
Inventory Test" Sample included in 
Appendix J Teaching Aid 6 D 
Discuss meanings of words in pre-.test. 
Show Film 2 

Discuss the importance of credit in 
Americans economy. Book 14 Teaching 
Aid 7 



List sources of credit students have 
had extended to them. These could 
include parents, brothers, sisters, 
credit cards, stores, friends. 

List reasons for using credit, 

bringing out: 

convenience 

monthly utilities, etc. 
Investments for good living 
meet peak-load conditions- - 

fin^ce periods of deficit effect 
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Evaluation 
Procedures 



88 



Use open-end 
statements to 
test word mean- 
ings. For 
example: Jerry 
Jones is credit 
manager of a 
store. It is 
his job to check 
and approve 

(credit applica- 
tions) 

"Quickie Test". 
Name as many 
kinds of credit 
as you can in 
five minutes. 



Subject Matter Content 
Generalizations 



Credit involves mu 
trust. 



tjial 



Persons v/ith "good** 
reputations for making 
payments have less 
trouble in securing 
credit. 



The lov/est dollar cost 
of credit need not be 
the only consideration. 



Learning Opportunities 
* and Resources 



savings Book 14 ^ Pamphlet 8 B 

Students present skit or play: 
'"Who Gets the Credit?" National 
Consumers Association, Teaching 
Aid 6 H 

Invite a local official from the 
Credit Bureau to explain the im- 
portaftce of credit ratings. 

Fill in credit applications either 
broughtby the speaker or supplied 
by the teacher. Appendix B 
View Film 2 B 



Define the "3 Cs" of Credit: 
C haracter 
.C apacity 
C apit^l 
Book 14 

Investigate credit services of 
local retail stores, banks and 
other institutions. Bulletins and 
Pamphlets 10 A, 10 B 

Discuss the differences found in 
services and interest rates. Dis- 
cuss how applicants are rated for 
credit. 

Discuss the importance of: 
computing the cost of credit, 
shopping around for credit that is 
best for individual needso. Teach- 
ing Aid 6 D 

Compare different firms that either 

lend money or finance' go6ds. 

Discuss factors to be taken into 

consideration such as: 

helpful guidance 

dependability 

convenience 

length of terms 
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Evaluation 
Procedures 



Give five key 
queations from 
the play. 



Use film evalu- 
ation in Appendix 
G 



Give a situation 
type tes't to have 
students ana'lyze ^ 
the need for credit 
at]id the importance 
of the choice of a 
creditor. 



Subject Matter Content 
Generalizations 



A wise consumer under- 
stands laws concerning 
consumer credit. 



Learning how to use 
credit wisely may 
enhance the, individual's 
or family's standard 
of living. 



There are many kinds 
of credit available 
today, ^ 



The wise individual 
uses comparative methods 
in shopping for credit. 



There are times when it 



Learning Opportunities 
and Resources 



Evaluation' 
Procedures 



integrity of the plaice of business 
Bdoks 11, 14 Pamphlet 8 A 

Invite a local attorney to talk on 
topics such as: 
Contractual agreements 
VJage Assignment 
Garnishment of wages 
Penalties 
Add-on 

Other provisions 
Declaratioti of bankrupted 
Truth in Lending Law 
Retail Installment Sales Act of 1967 
Consumer Fraud Acts of 1961 and 

1967 Amendments 
Discuss what th(^se mean to consumers 
•TrJhat You fjught to Kpow About Truth 
in Lending/^ Pamphlet 3 

Investigate the many kinds o€ 
credit, such as: 
open charge 

budget account ^ ' < 
revolving account 
'service credit 
installment buying 
cash' loans * 
various Icinds of mortgages. 



Discuss ^ully the differences in 
different kinds of credit, Appendix 
H Teach ing^^d 6 Book 11 

Have a resource person from a 
retail store talk about- the kinds 
of credit. Include hQW a person 
gets credit, Bring'.out the interest 
and^ carrying charges and hox^ they 
are computed, ^ 

Compare the cost of buying ^n item 
for cash andv buying the same item 
on xredit,^ List the advantages and 
disadvantages of credit. Appendix 
I Book 14 

Work out problems that shov/ the 
^395 ■ ^ 



Use open-end 
statements to 
test student's 
ynd<&r standing of 
different kinds ^ 
of credit avail- 
able. 



VJrite a short 
paper on' *What 
Credit Has Meant 
to Me In My 
Lifetime/* 



Subject Matter Content 
Generalizations 



Learijilng Opportunities 
and Resources 



c? — : 

"end" cost of articles bougjit using 
several forms of credit. 

Discuss how young persons, can eval- 
uate thel^r situation and use their 
credit wisely. Book 14 Teaching 
Aid 6 D 



Evaluation 
Procedures 



£s advantageous to use 
credit. 



Write ~a composition 
showing how and 
when young couples 
can wisely use 
.^redit to build 
/ a higher standard 
/ of livings 



i>9, 1 
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MAJOR CONCgTS TO B E EMPffi^SIZED; 
Comaumer buying skills --Decision making 

> 

REHAVTOHAT. nRTEnTT^^E& I - . 



Recognize factors that affect consumer choices. 

Kqow the steps involved in decision making. 

Apply dec is ion -making processes to consumer buying. 

— : f 



Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



The buying of goods and 
services requires choice 
making. 

Decision. making is 
closely related to one's 
philosophy of life, 

Dec is ion -making skills 
might be acquired by 
following these steps :^ 
R/^cognize w|iether or not 
a real problem exists. 
Face the problem. 
Seek the cause. >, 
Decide upon a goal or 
course of action. 
Begin working in a . 
positive wa^ to carry ou 
the plans for solving 
the problem. 

Lack of education atid 
impulsive buying are bas 
ic problems in consvmier 
decision making. 

Important factors that 
influence consumer 
decision making are in- 
come, availability of 
goods 5 advertising, 
cus^ooB 5 fashion, imi- 
tation and desire for 



Read Book 14, 



44-52 



Discuss the steps in problem solving 
Use flannelboard or chalkboard. 
Book 7, pp. 39 . 

Ask volunteers to prepare a bulletin 
board based on steps in problem 
solving. 

Use situation to give experience 
in applying steps in problem solving 

"John has invited Mary to a spring U 
formal. He wants to senid her a ^ 
corsage, have money for * transpor- 
tation, refreshments at the dance, 
and possibly a mid-night breakfast. 
He has $10 saved," 

Analyze the problem by applying the 
five steps of decision making. 
Appendix A 

Divide sheet of paper in two 
columns. List in one column possible 
inpome or resources. List in other 
some immediate wants, Usitxg the 
list of wants, tell what made you 
want it. Book 14, pp. 47-52 
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Use problem-solving 
steps, in seeking 
the solution to 
the problem, VJrite 
and hand in. , * 



:io.o 









Subject Matter Content 
Generalizations 


Learning Opportunities 
and Resources 


Evaluation 
Procedures 


social approval* 

Custom probably has the 
strongest influence on 
the consumption of food 
and clothing. 

Custom can cause hard- 
ships for the consumer. 

Planned obsolescence is 
a system by i^hich a 
manufacturer adds nev 
features to hi$ product 
or radically changes its 
design periodically in 
order to encourage 
consumer buying. 


Discuss how customs influence choices 
of foods and clothing / 

Show a picture depicting a holiday 
season such as Christmas. Tell 
vjhy holidays affect our spending. 
Name other customs such as weddings, 
funerals J, coiranunity celebrations and 
discuss ways families can handle 
these situations with taste and 
maintai'n sound finances. 

List new features on the current 

models of: 

automobiles 

refrigerator 

sexrjing machines 

guns 

Discuss new features in appliances 
to determine whether they make the 
item more functional. 


/„ . ■ . ^ 

•a 

Select one item to 
evaluate. Write ' 
evaluation and 
hand in. 



MAJOR CONCEPTS TO BE ^HA SIZED: 



Consumer buying skills --planning 



BEHAVIORAL OBJECTIVES : 



Determine needs by using 


problem solving technique. 1 




\ 


Relate quality characteristics of an item to its purpose. 






Read and evaluate advertisements. 






Subject Matter Content ' 
Genera!}, izations 


Learning Opportunities 
and ResouKces 


Evaluation 
Procedures 


Planning can be' a means 
of' improving buying 
, skills. 


Read Book 14, pp. 150-167 







op 3 



Subject Matter Content 
Gener a 1 1 za tions 



Learning Opportunities 
and Resources 



Evaluatit>n 
Procedures 



An efficient shopper 
decides on hi§ needg^ 
decides quality char- 
acteristics desired ^ 
reads advertisements 
and makes a shopping 
list before beginning 
to shop.' 

Long range plans are 
important v;hen perma-* 
netie, or lonK*" lasting 
' goods are bought. 

There is some correla- 
tion between price and 
quality of goods. 

'Ti;o mental processes ♦ 
essential in buying are: 
l)efine purpose of buying 
Identify quality that 
serves purpose. 

VJhen a single purchase 
is to be correlated xvitb 
a v;hole program^ the ^ 
basic steps taken are: 
1. ,take an inventory 
of what you hope to 
achieve. 2. look ahead 
to what you hope to 
accomplish. 



Select a specific product that you 
mi^ht one day buy as a car, refrlger- 
'ator, stierecv or sports equipment. 
Collect information about the product 
and put in a notebook. Consider: 
How vjill the pi^rchase of the product 
fit in v;ith neeOT and long«=-range 
goals? 

Does the product lend itself to 

organized long range planning? 

List important quality characteristics 

wanted in the product. Make a rating 

scale and score various brands of 

this product. ' ^ 

Compare price with quality. 

Use Changing Times ^ Consumer IReports 
and Consumer Bulletins. ' 

Share personal and fanijLly experiences 
of ways of fitting purchases into 
long-range plans. 



Discuss x^ays to correlate a single 
purchase such as a sweater with a 
v;hole clothing plan. 

Make a vjardrobe inventory of clothing 
to determine what purchases are 
needed for a season. 

or 

Make a plan for priority buying of 
fishing supplies. 



It is helpful to keep 
a pocket size book fo^ 
shopping iatajjfor shirt 
sizes j> brands 3, sleeve 
lengths and stores where 
a certain brand item 
can be pur cha sled. 

The greatest value in 
making a shopping 1 is t 



Discuss types of information students 
need when shopping. List in note- 
books . 



Thi^ study ^y be 
donducted over a 
period of several 
weeks and a final 
report made to 
class. c. 



Discuss advantages of making a shoppin 
list. 
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Evaluate plans* by 
logic in decision- 
making.^ For in- 
stance, a tackle 
box should probably 
be purchased before 
bait so there would 
l?e proper storage 
to care for further 
purchases . 



T 



Subject Matter Cpntent 
General^.zatioris 



pjTohahly lies in the 
thinking one does v/hile 
making it. 

A list can help^one to 
^avoid impulsive buying. 



Learning Opportunities 
and Resources 



How cpu l d ^this -posiibiy hel^p^ s-ave ©eae^ 



Students tell some items bought im- 
pulsively v/hile on a trip to^the store 
for bread. 



Time and energy are tools Discuss v;ays time and energy may be 



that can be used to im- 
prove shopping skills. 



used to improve shopping. 

Organize the follov/ing list of errands 
for greatest efficiency in your nei^h-^ 
borhood: 1. Co to library. 

Take clothes to cleaner 
Buy groceries. 
Buy gasoline. 
Buy goldfish food. 
Buy 
Pick' 



2. 
.3. 
4. 
5'. 
6. 
7. 



Collecting and ^studying 
information can contri- 
bute to making v/ise 
decisions. ^ 




Review some sources of information for 
the consumer. Tell h@w this informa- 
tion contributes to making wise deci- 
sions. 



MAJOR 'concepts T O BE EMPHASIZED : 

Consumer buying skills--collecting and studying information 



Eva lu action 
Prbcedures 



^^valuate why -feh^ 
sometime^ spend , 
much^ more for^ 
the item t^an 
originally planneH, 



Ansv7er these ques- 
tions to evaluate: 
Did you call li- 
brary to see if - 
book V7as in the 
stacks? • Did you 
i^Plck up clothing 
hen you left 
oiled clothing? 
Did you avoid 
doubletr acking? . 
Did you shop at 
stores on your 
route or conven- 
ient to neighbor- 
hood? 

Observe level of 
management. 



ERIC 



BEHAVIORAL OBJECTIVES :^ 



Improve buying skills by collecting and studying information prior to sho 



PPi-ng. 



Q — 

Subject Matter Content 
Generalizations 


r ■■ 1 

Learning Opportunities 
and Resources*, 0 


Evaluation ' 
Procedures 


Advertising furnishes 
information about goods 1 
and services. - However , 
it can be harmful to 
consumers, for^ advertiser 


Use 'mounted ads» from newspapers and 
li magazines showing ^^amples of appeal. 

Paste ads» on sheet of ^p^per and write 
^ short paragraph un^er each to indicat 
5 reason for product appe^l^.' 

' ' AGO 


e 



Subject Matter Content 
Jener a 1 iz a t ions 



in their eagerness to 
sell their" products 
frequently resort to 
' subtle, highly emotion- 
al appeals that Confuse 
the consamer and. per- 
suade \mxn to buy things 
that- Hq does not need 
or want. 

Advertisers ^ersuad^ 
consumers by appealing 
iTta the„basic urge of 
soc^ial- agproval and by 
advertising their pro- 
ducts .in 'a manner as 
to suggest' they help 
satisfy thesfe desires. 



Learning Opportunities 
ahd Resources. 



Visit stores and evaluate products 
advertised, ^ * 

Report to class on the validity of 
ads. 



Evaluation 
Procedures 



Assign several students to read a 
current book' about consuming habits 
' of people in the U.S. (Vancle Pack- 
i ard.'s The VJaste Makers .) Review^ 
j book for cl/^s . 



To use advertising ^ 
skillfully the consumer 
needs to be able to 
get the greatest possi- 
ble amount of informa- 
tion from advertising. 



A thoughtful consumer 
can use advertising to 
help himself and other 
consumers by: , ^ 

Avoiding appeals not 
attuned to his best in- 
ternes ts. 

Getting as much accurate 
inrornuiLion and guidance 
irom <ids as possible. 
Huipin^ improve- Lutiire 



Set up criteria for judging adverti- 
sing, • Lis't products advertised on 
"prime time" TV shox-js, 

^ ' ' ' 

Invite resource person from commer- 
cial department of TV station or 
neX'/spaper to discuss psychology of 
advertising and v/here. it plays a 
part in communications, 

Co 1 lec t nev/s paper and magazine adver- 
tisements and rate them according to 
helpful information provided. 



adv 



1 1 l:: lUL 



Discuss advertising from the consumers 
point of vieX"/ and from the sellers' 
point of *view. 

Display. a bulletin hoaxed divided 
into tX'7o sections: "Advertising Useful 
to the Consumer" and "Advertising 
Useless to the Consumer," 



Students evaluate 
5 advertisements 
given to them, Uj 
the criteria for 
judging adverti- 
sing, A rating 
scale could be 
used , 
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Subject Matter Content 




Learning Opportunities 




Evaluation 


' , Generalizations 


O' 


and Resources 


* 


Procedures 
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.Careful and scientific 
research has replaced 
advertisers' dependence 
on hunches and informal 
guesses. 

Prime locations for 
-impulse goods are usu- 
ally high-traffic dreas 
such as store entrances 
and check-out counters. 

Goods displayed at eye- 
level are frequently 
sold more quickly than 
goods that are not so 
'easily seen. 



Comparative shopping 
by the consumer helps 
to meet his needs and 
wants. 



Compare the differences b,etween 
impulse buying and planned buying. 

Give examples of kinds of goods 
usually purchased on impulse and 
those usually purchased as a result 
of planning. 



Retail outlets differ 
in policies, merchandise 
services and prices. 



The price of an item is 
important, but many fac 
tors need to be consid- 
ered when deciding wher^ 
to buy a particular item 
such as seiviQja^ free 
deli\5firy and maintaining 
the free enterprise sys- 
tem. 



Give ways displays of merchandise 
encourage impulse buying. 

Observe shoppers in supermarket 
for buying habits. Were items added 
to shopping cart while x^/^ting in 
check-out line? 

Choose several food items , several 
common household items and seX^eral 
kinds of appliances for the purpose 
of comparing prices of various item§. 
Make certain that each item is as- 
signed to more than one student.* w 
Compare price pertinent to item or 
price per weight. ^ 

Report on features of each item.. 

Select one item of interest and 
compare prices of identical items 
'from various types of stores, cat- 
alogs., specialty shog*^, etc. Give 
3 reasons why items may be priced 
differently., ^ ^ 



Discuss differences in discount, 
wholesale, chain and drfde pendent 
stores. Discuss some factors in 
pricing In the different stores, 

"Using Labels As Buying Guides" 
Book 14, pp. 202 
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Subject Matter Content 
Generalizations 


Learning Opportunities 
V and Resources 


Evaluation 
Procedures 


Labels can be valuable 

for the consumer because 
they are right at ^ the 
point of sale. 


Continue the Buying Guide Project 

hppiin f^^v'l'if^v in unit" ^^nrl Vi^^i/p 

UCgUll CdX XXCX Xll UllXU dllU lldVC 

Students begin searching for labels 
for products they have chosen. Mount 
them in notebook and -check for in- 
formation, ' 


r 


The most common types 
of labels are grade 
labels and descriptive 


Coiranittee of students compile a 

display of labels in the follovjing 

categories : / 

Foods 

Clothing 

Carpets 

Cosmetics 

Medications 


Paper and pencil 
' test on labels. 


xjducxD dx c xcuiixxcu uy 

1&V7 to be truthful atid 
to list certain perti- 
nent information. 


CidCfi gxuup dUdiyze Lne -LSiDe J_s SuiQ 
relate to government regulation or 
lafw. 





MAJOR CONCEPTS TO BE EMPHASIZED : 
Consumer Huying skills--foods 
BEHAVIORAL OBJECTIVES: 



Recognize the importance of goodbuying to the nutritional and economic health 
of the family. " " 



Desire to learn more about the principles of purchasing foods wisely. 



Subject Matter Content 
Gener al i za t ions 



The wise cQpsumer recog- 
nizes th^impor tance o 
food to the nutr'it^ional 
and economical health of 
the family. 



Learning Opportunities 
and Resources 




Discuss: "What is the .average percent 
of income spent for food by moderate 
ncome families? For lovj income, 
milies?'' 

Sh6w "Be A Better Shopper," Filmstrip 

2 5 



Appetizing and nutrition- Invite Extension Specialist to 
al foods can be provided present information on planning food 
on most levels of incomei purchases within varying food budgets 
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Evaluation 
Procedures 



Subject Matter Content 
Generalizations 



Much of the food dollar 
may be spent on non-es- 
sentials which contri- 
bute little or nothing 
to family nutrition. 



Learning Opportunities 
and Resources 



Compiare the major differences between 
food purchases under generous, mocler 
.ate and lov; budgets. 

Divide class into groups of two or 
three persons to do research or 
interviews and Report reasons for the 
follox'/ing steps: 

1. Plstn ahead to' avoid haphazard 
spending. 

2^ Practice comparison shopping. 

3. Plan shopping time to' take ad- 
vantage of-'weekly specials. 

4. Buy staple foods in large quan- 
tities. 

5. Select grades of foods according 
to expected use. 

6. Compare costs of similar items; 
check weights, varieties and unit 
costs. 

7. Select the^most economical source 
of^a food nutrient. 

8. Buy' foods that are in se^aon. 

9. Prepare foods in a way tor pre- 
serve maximum food values. 

10. Store foods properly to avoid 
waste. 

Discuss: 'Vhat foods can be consi- 
dered 'non-essentials' in -^that they 
contribute a low value of nutrients?" 

Examine actual grocery lists and 
cash register tapes. Check pff non- 
essential foods and total amount 
spent for them. "If aj^ equivalent 
amount v/ere saved on each grocery 
bill during the year, what would 
be the annual savings 



711 



Discuss: 'How do individual moods 
affect food shopping?" 

Present original skits to illustrate 
the following types of shoppers t 

1. the hungry shopper 

2. the tired shopper 

3. th^ hurried shopper 



Evaluation- 
Procedures 



Complete the 
following state- 
ment: ''Money 
saved through 
careful food 
shopping depends 
upon the shopper 
willingness to 
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Subject Matter Content/ 
Generalizations / 


Learning Opportunities 
and Resources 


Evaluation 
Procedures 




4. the wise shopper 

5. the impulsive shopper. 




MAJOR CONCEPTS TO BE EMPHASIZED: 




Consumer buying skills 


clothing 




BEHAVIORAL OBJECTIVES; 






Recognize factors that affect clothing cost. 




Discriminate between good and poor fabric qualities. 




Relate clothing expenditures to goals, values and inconfe. 




Subject Matter Content 
' Generalizations 


^ 

Learning Opportunities 

and Resources 


Evaluation 
Procedures 


Clothing needs can be 
weighed against other 
needs ijhen contempla- 
ting available money. 


aDIscuss the concept, "Clothes make 
the man. " . ' 

Discuss: **Clothing requir^ents ' 
for your job should be given prio- 
rity over all other clothing since 
people's dress is related to income.* 




Activities determine an 
individual's clothing 
needs. 


Make an inventory of your clothing 
needs based on various activities. 
Book 14 






Discuss^^^pes of clothing which 
make up a suitable wardrobe (shoes, 
shirts , dresses , coats , bathing 
suits, hose, blouses, etc.)» 


/ 




Determine your clothing needs. Ex^ 
ample: For work 

For social activities 





Clothing expenditures 
can be flexible. 



For leisure. 

Make a clothing purchase plan. If 
you could purchase only one joutfit, 
what would you buy now? 
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Subject Matter Content 
Generalizations 



Clothing experts contenc 
that clothes quality is 
given preference over 
quantity. 

The best clothing dollai 
value is usually found 
in the medium price 
range. 



Before final choices, 
consider carefully cost, 
durability, color, style 
aad how the clothing wiljl 
harmonize vjith the rest 
of one's wardrobe. 



Learning Opportunities 
and Resources 



List considerations when establish- 
ing priorities of needs and wants 
of clothing items for the family. 



The life of clothing 
can be prolonged by 
proper care. 

Clothing values can be 
judged by quality, style 
and price. 

A plan for keeping 
clothing purchases withm 
a planned budget can 
result in effective use 
of this portion' of the 
consumer's income. 



Discuss fibers, fabrics, vjork, 
workmanship ^nd cIotKing care; 

Interpret information given on 
labels as Permanent Press, etc. 



Evaluation 
Procedures 



Suggest some ways that money might 
be saved on clothing items as a 
result of proper care. 

Make a score card by which clothing 
purchases could be judged. 



Estimate the amount that your family 
spent oa clothing for you this year. 
What amount is spent" on other family 
members? , 

Discuss : Food and shel ter expendi- 
tures are usually fixed. Clothing 
costs vary from little or nothing to 
a great deal. 



yjOR CONCEPTS TO BE EMPHASIZED ; 
Consumer buying skills--housing 
BEHAVIORAL OBJECTIVES: 



Use the score 
card to j.udge 
buying skills. 

Evaluation : What 
satisfactions and 
services have you 
derived from your 
clothing inves t<:^ 
ment? 

Paper and pencil 
test. 



Recognize the need for housing standards to be adjusted to available income. 

Develop social awareness of the standards of living for other families in the 
community. 
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Subject Matter Content 
Generalizations 



Learning Opportunities 
and Resources 



Housing is the second 
largest item in most 
family budgets. \ 

Housing includes fuel, 
light, refrigeration, 
water, household oper- 
ations p furnishings 
and equipment.. 

Most single people pre- 
fer living in rented 
apartments because their 
housing needs do not 
warrant the investment 
and responsibility of 
owning a home. 

Apartment living usu- 
ally enables people to 
enjoy the maximum in 
convenience and*comfort 
with a min^^um of effort 
and investment. 

A majority of young 
couples begin their 
married lives in rented' 
apartments . 

Compromise is often 
required in choosing an 
apartment because of 
financial status, con- 
venience desired and 
location desired. 

Standard of living of 
families in a community 
is reflected in their 
choice of housing. . 

Variable factors that 
the consumer considers 
.when he analyzes his 
housing needs are his 
employment status, his 
current financial 



Discuss what is inferred in the 
v;ord housing. 



Make a list of the types of housing 
available in the community. 
Example: Mobile homes, apartments, 
single family residences, etc. 



Discuss: 'Wost young couples begin 
their marriage life in a rental ^ 
home." VJhat reasons can you give 
fo^: this?/ 



Evaluation 
Procedures 



Invite real estate agents to par- 
ticipate on panel with the topic, 
"Advice to the Newlyweds ...Mow to 
Get the Most From Your Housing 
Dpllar." 



Examine available data to determine 
the median ^amount of money paid per 
month for housing by newly married 
couples in the community. » 

Discuss the priorities to cons'ider 
in selection of housing for a young 
couple in college. 



Discuss: Factors related to choice 
of housidg at particular levels of 
incomes. 



Discuss v;ays housing needs change 
as the family cycle changes. 
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Complete the 
following : 
A. A young man 
just out of col- 
lege, working 
full time in a 



ect Matter Content 
Generalizations 



obligations and costs 
of home ovmership. 



Learning Opportunities 
and Resources 



Evaluation 
Procedures 



town some distanc'e 
frcm his parents' 
home, probably 
should rent a 
furnished room 
or apartment be- 
cause, . . . 

B. A young couple 
witii tvjo children 
aud a modest sav- 
ings account proba- 
bly should buy a 
home because • • • 



;^0R CONCEPTS TO BE MPHASIZED : 

V 

Coftsumer buying 3kills-- transpor tation--buying an aufeomobile and main^taining it 
VIORAL OBJECTIVES: 



Weigh the" buying of an automobile against other values obtainable with the same 
funds. ■ ' 

tecognize the need for a car, its uses and the cost of finan%ng, operating 
and maintaining it. ^ 

Lia^rn the risks involved in purchasing a car." 
Comprehend fully the costs of financing an automobile. 

Learn how to judge a good value in both a nev; and/or used car purchase. ^ 









Subject Matter Content 
Generalizations 


Learning Opportunities 
and Resources 


Evaluation 
Procedures 


The consumer vjho begins 
car ovmership in his 
early tv;enties vjill 
expend between $25,000 
and $45,000 during his 
lifetime for the priv- . 
ledge of automobile 
ox^ership. 


Make lists of advantages and disad- 
vantages of buying nevj and used cars. 
Bulletin and Pamphlet 4 A, pp. 12- 

Have students bring magazines and /or 
ads dealing vjith nev7 and used cars. 
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Subject Matter Content 
Generalizations 



Whether to buy a new 
, car or used car depends 
upon:, (1) individual's 
economics resources ; 
(2) personal likes and 
dislikes; and (3) his 
desire for status in 
the community. 

A. nev; car pi'ovides: 
Pride of ovmership 
Lower operating costs 
Lower maintenance 
Greater .reliability 
Innovations ' 
i^ev; car warranty. 

A nevj car involves-: 
Larger initial cost ' 
Greater financing 

changes 
Ques tiona*ble innovation 
.Greater depreciation 
during first tv;o 
years. 
■ ^' • 

A uk^^car provides: 
Lovjer \Lnitial purchase 

and fj^nance charges 
Lower depreciation 
Questionable if any 

i'7arranty . 

A used car involves: 
Higher maintenance and 

operating costs 
Increased difficulty in 
securing and financing 
cost 

Larger finance charges 
Less reliability. 

NeX'/ cars depreciate 
' 29/!> in value th^ first 
year; used cars depre- 
ciate at a slower tate 
than nevj cars . 



Learning Opportunities 
and Resources 



Obtain brochures of manufacturers" 
literature from new car dealers and 
have students analyze and criticize 
them. 



Iftkve students obtain and appraise 
neX'7 and used car warranties; 

Ask a dealer. who handles both new 
and used cars to discuss ethics of 
salesmanship from hi"s" point of view. 



Students survey reactions of adults 
in their neighborhood who have bought 
nev; and used cars. Book 11 , pp. 
125-138 



Discuss the relation or -differences 
betv/een personal desires and needs 
regarding transportation. . 
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Procedures 
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Generalizations 



PrQnises and/or state- 
ments made by a seller 
regarding any product 
needs to be in written 
form. 

The buyer needs to 
understand exactly v/hat 
a warranty contains. 

* 

A seller is bound by 
a i^arranty to the ex- 
tent 6^ statements of 
fact he makes about 
the goods he sells. 

New car i^arranties pro- 
vide broader protection 
for a longer period of 
time than used car 
warranties. 

A warranty is oaly as 
good as the firm behind 
it. 

N The elemeijt of time in 
^ar x-7arranties is of 
*"\itmost importance. 



Payment of a fee to 
an independent mechanic 
for testing a used car 
is a gobd investment in 
the long run. 



A car owner needs '*tb 
anticipate cost of car 
repairs and replacement^ 

^ 



and Resources 



Distinguish between warranty and 
a sales statement: (purchase agree- 
ment). 



Relate experiences they or parents 
.have had with car dealer "s or 
manufacturer's ijarranties. 

Discuss--Opinions regarding the 
protection offered by warranties. 



Assign committees the task of 
evaluating .warranties of new and 
used cars. 



Compare vaarranties jnade by the 
**Big Three" car manufacturers. 



Compare the warranties on a foreign 
car with an American made automo- 
bile. Bulletin and Pamphlet 4 A 



Ask car dealer to discuss the major 
considerations in selecting a good 
used car. 

Explain what is meant by: Testing 
*'on the lot" and Testing "on the 
xoad." 

Make estimate on costs of replace- 
ments and repair^ which include: 
Valve replacements 
•Brakes relined * 
New master brake cylinder 
Two new t^res. 

Resource: Service Department 



Evaluation 
Procedures 
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Read a warranty and 
tell exactly 
what protection 
is provided. 



Subject Matter Consent 
Generalizations ' 



and Resources 



Comparative shopping f,or 



a car is a must. 




Consumers seldom get 
a "lemon" if they make 
a quality check before 
purchasing. 

Price alone is not usu- 
ally the sole criterion 
for making* a car purchaser 
decision. The consumer 
needs to consider the 
seller's reliability ^ 
the problen) involved 
in maintenance service 
and other factors that 
enter into the deter- 
mination of the value of 
the car. 



VJhen buying a car, the ^ 
consumer takes into con- 
sideration the cost of 
car, climate,, insurance 
rates, location, use 
and gasoline costs. 



Obtain costs for the work listed 

from the local dealer, servicemen 
and reference materials and compare 
student estimates. Hovj could this 
be financed? 

Divide into groups and vis*it various 
dealers for the same make, year and 
model of. car. Make a comparative 
ch^t of prices- quoted by various 
dealers * 

"Consult parents to get information 
about, car prices, names of reliable 
dealers of the family "s car pur- 
,chases . 

See demonstration of features of 
new car. Ask the car dealer to dis- 
cuss the major considerations in ^ 
^electing a new car^ 

Estimate the* cost of traveling 50 
miles to have a car serviced by a 
dealer located out* of town. Might 
this expense affect a buying deci- 
sion? 

Shm; need for considering over-all 
values as i^ell as price. 

List; various costs that are incurred 
while operating a car. cfSsaify 
these as to fixed and variable cost. 

Invite or interview an official con^- 
cerning safety inspection of auto- 
mobiles . 



?v?lur?^io^ 
Procedures 
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Evaluate prices 
b^sed on condition 
of sale. 



Givea a certain 
income level, and 
family situation, 
decide on the 
best: transporta- 
tion for the 
amount of money 
available. Give 
reasons fo*>your 
decision. 

V 
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^^JCR CO^ICEPTS TO BE mPHASIZSD; 



effects of consumer decisions on individual and family life 

BEMVIORAL OBJECTIVES ; ' ^' ^ ' ' ■ 

=^ — — ^ 

Evaluate the decisions made by self and family. 

Be able to make decisions depicting various levels of reasoning. 
Understand that families have differences. 

Judge hoif differences affect the economics and social welfare of the family. 



Jarstand th^t consumer decisions bring consequences ^that may be either good 
O'i bad. 



SM^ject Matter Content 
Generalizations 



r4^3king consumer deci- 
sions reflects vat'ying 
levels of rationality. 



Learning Opportunities 
^and Resources 



Evaluation 
Procedures 



'The- factors that in- 
f licence individual and 
fassidly life need to be 
coiiisidered before 
diacisions are made. 



Tiie ability to make 
decisions can be learned 
by making decisions that 
require thought and 
reasoning. 



Review the steps in decision-making. 
See Appendix D for important ideas 
to remember about decision making. 



List some of the many things that class 
members have to decide each day and how 
the decisions made do not involve the 
same amount of thinking. 



Review the different factors that can 
influence choice or decision making: 
money income, availabi^lity of goods, 
advertising, habits, customs, fashions 
and desires for' social approval. Book 
14 5 pp. 44 

Clip from newspapers and magazines 
some examples of advertised products 
that might be bought for one or more 
reasons . 

Two groups debate whether habits,, 
^ customs, imitations, emot|.ons are good 
or not good for consumers. 

Discuss problems where decisions have 
been made on the basis of feelings 
rather than reasoning. Discuss the 
consequences good or bad. 



\ 



\ Objective test 
on terms. 



Write a paper 
listing: 

(2 iach) habits, 
customs, etc. 
Decide if good 
or bad and give 
reasons.. 
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Subject Matter Content 
Generalizations 


Learning Opportunit^^ 
and Resources 


Evaluation 
Procedures 




Brainstorm to describe situations 
requiring a decision which has 
given you satisfaction or frustratior 
Examples : 

being happy over your decision to 
buy a new dress. 

frustration over buying a pair of 
shoes too small. 


\ 

Identify those 
decisions that 
are emotional. 


Decision making is a 
meanc of resolving 
family differences. 


Role play a problem situation where 
a ^young couple has over-bought. 
Example: - > 
yA couple who had just' jnarried apened 
a 30-day charge account at two ^ 
department stores. Barbara, the 
wife, found l^ersel§ increasingly 
susceptible to the temptation of 
"charging a thing or two on the way 
home." Today she received bills for 
$48.00 and, $56. 00. Both are due in 
10 days but her discretionary income 
for the month is only $70.00. Make 
some suggestions on how she could 
solve her problem. 


Use case study 
for evaluation 
'device. 


* 


Discuss how Barbara's careless 
decision could lea^ to: 
Family arguments 

Conflict of values between family 
members ' 
Repos*session of goods 
Garnishment of wages. 


t 




^ Prepare bulletin board and use 
puppets to act out problems encoun- 
tered where people did not consider 
their decisions carefully. 

Read frpm''' chalkboard several pos- 
sibilities for a couple in these 
circumstances Such as: 

a. Wife could go to work. 

b. Go on welfare. --^ 

c. Sue the company. 

d. Others. 

4 n 8 


0 



0 



Subject Matter Content 
Gener a I i sat iona 



Satisfactory dec^eions 
are influenced by 
knowledge of alterna"* 
tives. 



Learni?[ig Opportunities 
and Resources 



Answer these questions: 

1. What would you do if you had 
this problem? 

2. Does it help to write down your 
ideas? 

3. Do you think it helps to think 
through and expreas what some 
of the -possible choices might 
be and their consequences? 

4. How can we think through and 
predict what would happen if it 

, v/ere tried?' ' 

5. How can we Imow if we decide on 
the right dourse of actj^on? 

Analyze the following case study ^ 
and arrive at a solution for the 
couple: 

Fred and Esther are a young couple 
who have a baby a few months old. 
Fred has worked as a carpenter's 
helper- for a year. They have no 
savings or accident insurance. Fred 
had an accident and broke his leg 
which will disable him for three 
months. They are faced with the 
possibility of no income. What 
shall they do? Teaching Aid Sj, pp. 
37 



Evaluations 
Procedures 



Write a case study 
of your own slioilar 
to this couple. 
Work out using 
pr ob 1 em- s o Iv ing 
approach. 
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BULLETINS AND PAMPHLETS : 
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New York, 22, New York. 

A. Moderns Make Money Behave . 
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6. 



National Foundation for Consumer Credit . 1411 K. St,, N^W.i Washington, 
D.C. 20005. 

A. Using Our Credit Intelligently - Study on consumer credit. 
Establishing good credit. ' Economic influence of credit 
intelligently used. (Free) 

B. How To Manage Your Money . 

Nei^on Doubleday Inc., Garden City, New York. Henle, Faye* 
How to Manage Your Money . \ " \ 



New York Life .Insurance Company , Career Opportunities 
Career Information Service. 



w York, New York. 



Sperry and Hutchinson Company , Consumer Relatipas Department. 114 Fifth 
Avenue, Nev< York, N.Y. lOOll. ^ J 

How To Be A Better Shopper. ' 

— '- 
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D.C^ 

A. When You Use Credit For Your Faonily . 

B. When You Use Credit Wisely . 
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FILMS : ^ 

1. American Bankers Association , Public Relations Committee, Park Avenue, 

New York, New York, 10016. 

"Paying By Check." (14 1/2 minutes) (color) 

2. Association Films, Inc. , 600 Madison Avenue, New York, New York, 10022. 

Branch Office: 16^1 Dragon Street; Dallas, Texas, 75207. 

A. "The Littlest Giant." (16 minutes) (color) (The film shows 
that the American ConsijiHier when adequately financed, is the 

• real giant of our nationi economy.) 

B. "The Wise Use of Credit." 

3. Allstate Insurance Company , Public Affairs Department, 808 North Third 

Street, Milwaukee, Wisconsin, 53203. 
."Legal Responsibility." (Value of insurance.) (16mm.) (sound) (28,1/2 
minutes) 

4. Consumers UniotM^ilm Library , 767 West 25th St., Nev* York, New York. 

"Consumers Want to Know." (Tells the story, of consumers tests 
and rates products) (30 minutes) (color) 

5. Federal Reserve Bank of Atlanta , Bank and Public Services Department, 

104 Marietta Street, Northwest Atlanta, Georgia, 30303. 

"Money cind Banking." (Covers proper balance of credit, kinds of 

interest) (16 mm.) (soxind) (28 minutes) 

6. United States Food and Drug Administration . 

"A Reason For Confidence >" (28 minutes) (color) 



FILMSTRIPS: 



1. Association Films, Inc. > Educational Division, Institute of Life 
Insurance, 600 Madison Avenue , New York, New York, 10017. 
The Consumer Series: a saries of 3 films. Price - $10.00. 



A. "Our Role as Consumers." (70 frcimes) (15 minutes) (color) 

B. "Consumers in the Market Place." (44 frs^[nes^jtl5 minutes) 
(color) 

C. "Consumers In Action." (53 frames) (12 minutes) (color) (1968) 
Cornell University. Mailing Room, Building 7; Research Park,) Ithaca, 



New York, 14850. 

"Be A Better Shopper." (100. slides) (90 .minutes) (35 mm.Vslides) 
Purchase 'price - $20.00. (Also available from Louisiana Cooperative 
Extension Service. Elizabeth Williams - Consumer Specialist.) 



3. Federal Reserve Board, U.S. Department of Agriculture , Federal Extension 
^ Service, Washington, D. C. 

"Truth in Lending." (with record) (May be borrowed from Louisiana 
Cooperative Extension Service, Elizabeth Williams - Consumer Specialist 
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FILMSTEIPS : ( cont ' d • ) 



4. Household Finance Corporation, Aoney ManagegiQnt Institute , Prudential 

Plaza, Chicago, Illinois, 60601. 

A. "Your Money and You." (73 frames) (18-25 minutes) • y 

B. "Managing the Family Income." 

5. Institute of Life Insurance , Educational Division, 481 Educational , 

Division, 488 Madison Avenue, New York,. 22 New York. 

A. "Dollars for Health." ' 

B. "Dollars for Security." > * 

C. "Marriage and Money." 

6. Insurance Information Institute , Autoniobile Insurance , 110 Williams 

Street, New York, New York, 10038. ^ * • 

» 

7. J, C. Penney Inc. , Educational and Consumers Relations, 1301 Avenu(^ 

of America, New York, New York, 10019. ^ 

A. "The Consximer Decides." (May be borrowed from your local 
J.C. Penney' s) 

B. "Decision Making for Consumers." (Record only) 

C. "How to Prepare for an Interview."" 

8. The New York Times Book and Education Division , Times Square: New York^ 

New York, 10036. 

"Protecting the Consumer." (sound) (1969) Looks at con3umerism, ^ 
how much should the government ''do to protect the consumer? Consumer 
tribulations of "yesteryear." The Guide has lists of suggested 
learning activities . 
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TEACHING MDS z 

1. Association of Home Applianp^ Manufacturers . 20 North Wacker Drive ^ 

Chicago, Illinois^ 6Qjgb6 (Conononly called AHAfJl) 

2. Consxamers Education Bij^iography . President's Coimaittee on Gbnsumer 

Interest, Washi^ri^ton, D. C. 

3. Illinois Teache3;/of Home Economics 



A. "Process of Decision. Making, " Fall 1967-68, XI, No. 1 page 
317-33. ^ - . 

B. "S^tories Based on Degal ; Problems , " Betty K^^^^gipson, VJinter 
1968-69. XII, No. 3, page 148-153. ^"'"'"^ 

4. J. C. Penneys CoKtpany, Inc. , Educational Relations, 1301 Avenue of 

the Americas, New York, W. Y. 10019. 

A. "Forvffii", FallA^inter 1968. 

B. "Forum", Spring/Summer 1970. 

i> 

5. Louisiana Consumers* League , P. O. Box 332, Baton Rouge, Louisicina, 70821. 

(Speaker list availably) 

6. National Consxjuner Finance Association , Educational Services Division, 

1000 sixteenth Street, N.W., Washington, D. C, 20036. ' 

A. "Basic Principles in Family Money and Credit Management." 

B. "Consumer Credit and You." ^ 

C. "Facts You Should Know Abcrut Yoxor Credit.'^ 

D. "Teacher's Kit. A One VJeek Teaching Unit on Consumer Finance."* 

E. "Money and Your Marriage." ff' 
I F^ "Research on Consxamer Credit/" 

G. "Selected and Annotated Bibliography of Reference Material on 
Cons\amer Credit," revised editicgi. ^ 
/ H. "Who Gets Tl^e Credit ." ^{Skit) \ 
/ I. "Finance Yearbook." 

J. "Family Budget Worksheet." 

K. "Divided Responsibility Family Budget Plcin." 
L. "Cons\amer Finance Teaching Units r'" 

7. Sears Education Resoiarcd Series, Consxjmer Information Ser^qes , Dept. 703 

Public Relations, Sears Roebuck and Company, 7401 Skokie Blvdv', 
Skokie , Illinois , 60076 . 
"A Department Store in the Classroom." 



>dH€ 



Wilhelms, Fred T., Ramon P.lHeimerl, and Herbert M. Jelley. Teacher's 
Manual on Cons\3mer Education, McGraw-Hill, T969. 



*In Teacher's Kit. 
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PPENDIX ti 



Robert and Betty Maclntire have been married the four years since they grad- 
uated from college in 1965. Upon graduation both accepted aeconSary positions 
in a local high schools-Robert teaching science and Betty teaching English. 
At that time their combined incomes were $11,000. As many young couples do, ^ 
they wanted to live ou Robertas salary and do many other things with hers. 
During the first' year they us^ed her income for repa^ent of cbllege debts, 
$2,000, acquisition- of necessary household goods, $1,800, and last of 
savings, $700. 

During their second year their combined income Increased to $12,300. 
This year they decided to save^lots of money so that theyvcould get all the 
thiags they wanted later on. fey the end of their second year, they had $3000 
la savings, tY\e qol^ege debts ^e^repaid and Betty retired to Have their first 
€hlld,* Bpbby, in October, 1967. 

Robert's third year salary was $6500. . during the year they '^borrowed'' 
$1S0 from their savings account. for baby ueeds (furniture^ etc.) and replaced 
it with $500. In the spring, Robert became tired of teaching and/was offered 
a $2500 grant to work on his Master 's degree--he gladly accepted for his * 
fourth year. ^ / a - 

During the fourth year, 1968-69, ext)en©es went on as usual. Life insuramie 
£©r Robert was first and, was paid from savings. Soon after school started, 
Betty anfaounced that tfMlr second chiX'd would be born in the spriuj^ of 1969y 
The same day in November that the car ipsurance bill arrived, the car refusld j 
to run. Christmas need^ were arising, /since they had allowed a Thither long list 
to accumulate. Since money was becoming rather tight, Betty found several/ tutor- 
ing Jobs and made a total of $200 throughout the ye^r. In MarcH just aft« the 
SG€©nd child. Bill, was born, Robert was offered a larger' grant of $300©/f<irr / 
another year of graduate school. His professors had complimented him serVeral 
tkies and were encouraging him to seek a doctorate.^ At the enJ of the yfeai^ he 
had completed 24 hours, but not his Master*s. He was also of ^red -a^ teaching 
position at a salary of $6900 that would jump to $7500 on the /tompletiOyii of 
his degree. . * / 

I4 Evaluate as much as possibl<^ the decisions that were mad^. 

2« l^at decisions were made? - / 

/ 

3* I'/hat were the implications? ' , / 

V . / ■ 

4* l^at decisions need to be made now? How? 

/ . • / ' ' 

5. What would be a good decj^sion for the next year's pl^ns? 
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APPENDIX C 



.PmCENT OF INC014E BREAKDOWN IN THE BUDGET 
FOR FAMILY OF FOUR* 

$400 a month $600 a^month ^ 

Food , V 29% 24% 

Housing, including mortgage payment, 26 * 23 

taxes , insurance , maintenance , heating 

l^usehold maintenance, including cleaning, 5 4.5 

utilities 

Household equipment 4.5 4.5 

Clothing and upkeep 8 6.5 

Medical care ■ 6 '5 

Transportation and car 9 '9 

Personal care 2 2 

Contributions and gifts 2 3 

Advancement, reading, recreation 3.5 5 

Miscellaneoiis \^ 2.5 2.5 

Savings and life insurance 2l 5 11 



*After taxes 



100% 100% 



The Bur^fiu of Labor Statistics estimates that a couple without children will need 
66 perci^nt of the cost for a family of four; a couple with one child will need 87 
percent; a couple with three children, about 120 percent. 
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APPENDDC D 

SOME IMPORTANT IDEAS TO REMEMBER IN USING DEC IS ION -MAKING ARE: ^ 
« 

1. VJelgh or evaluate altrernatives not only against each other but against 
your own set of standards, valuej and goals. 

2. Flexible standards can open more alternatives for consideration. 

3. Each alternative is a course of action. Part of the evaluation process 
should be "dramatic rehearsal," or thinl^ing through of consequences to 
be incurred with each choice--the more thorough the rehearsal, the more 
confident th^decision, 

4. Real and mythical facts aboufc a situation will influence perception^ of 
situation. 

5. It is important to folloi* the process step-by-step--solving a problem out 
of sequence can cause great psychological turmoil, e.g. Mary has 2 yards 
of 36" material that is imported cotton and she really likes it. She v 
wants to make a dress, but she can't find a fashionable pattern in her size 
which fits the yardage available. -,She really counted on having that dress 
for this weekend's party and n^w can't decide what to wear. 

6. Decisions are often made subjectively but rationalized in the objectiv^^ 
consequently, it is important to consider the emotional climate when, 
making dec is ions % 



J . C , Penney , Dec is ion -Making for Consumers . 
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APPEa^DlX E 



TEST ON MANAGING FAMILY RESOURCES 



QUESTIONS : 



I. On a separate sheet of paper v/rite the numbers 1 through 8. To the right 
. of each number place the mark (x) if the statement is true "and zero (0) 
if it is false. 

^1. The quality of management determines how personal resources are utilized. 

Management is the strength and vigor you have to do whatever you choose to do. 

3. ^Goals are reached through the use of time. ' * 

4. >^^anagement skill in decision making that can be developed by an individual. 

5. E'^eryone has the same amount of time to use as he chooses. 

6. VaJikies and attitudes determine how one chooses to use energy. 

7. ^ PersWal resource is organization v/hich involves planning, preparing, and 

controlling. 

\\ ' ' 

8. Procrastination is an enemy of wise money management. 



II. 



On a separate sheet of paper write the numbers 1 through 8. To the right 
of each riumberj choose the best term from Column B to correspond with the 
words li4ved in Column A. 



4 

III 



Column A 

1. time 

2. choice -making 

3. possession 
energy 



organization 
skills 

7 . money 

8. skill in utilization 



Column B 

management 
resource 
goal • 



J.anet has accented the lead in a school play. Her parents, are concerned 
about her grade^ in school. They realize that Janet is often tired, ir- 
ritable, and not^able to do all the things she is supposed to do* On a 
separate ^heet oilpaper write the numbers 1 through 8. To the right, of 
each number, writA Yes or No for each of the following sentences as to 
whether or- not thejr apply to Janet's situation: 

1. Relationships are n^t influenced by the amount of energy'and vitality a 
person possesses. 

2. Determining goals can^ influence the use of energy and choice of activity. 
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3. A tiiae budget can help utilize energy to a greater degree. 

4. Energy is affected by food^ rest^ exercise j, and ge^ral health. 

5. A list of jobs to do is a desirable management practkce. 

6. Snacks are a food habit Chat dause lack of appetite a^t mealtime and, there- 
fore, a loss of energy. 

7. A definite study time should be planned at a time when energy is plentiful. 

8. Refusal to add another activity is the best way to conserve energy. 



IV. 



On a separate sheet of paper write the numbers 1 and 2. Read the following 
situations and the possible answers. To the right of each number^ write the 
letter that corresponds to the best possible answer: 

1. Margo and Jim are a bride and groom who are selecting furnishings for an 
apartment and are beginning "housekeeping." Both Margo and Jim work and 
receive a weekly salary which is not enough to pay for all their needs and 
wants. Should they: , 

A. Use both pay checks to help pay for things they want and need. 

B. Use Jim's pay check for needs and Margo ""s pay check for wants'^ 

C. Set up short-range and long-range goals to help determine what and 
when to buy. 

D. Use credit and installment plans for purchasing the desired furnishings. 

2. Margo and Jim decided to have a budget because they felt it was advantageous 
to do SO/ Which of the following is not a step in planning how to spend 
money? 

A. Know how much money you have to spend. 

B. List the items that should be included in the plan. 

C. Determine priorities and luxuries. 

D. Establish a bookkeeping system. 

E. Balance money between different items. 
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APPMDIX F 



FAMILY SPENDI1« RECORD 
Aptil , 



Estimate 



Amount apei^t 




lasurance 

Newspaper 





Date 



ComQents 



ERIC 
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•APPENDIX G 



EVALUATION OF AN EDUCATIONAL FILM 
What is our objective in JLooking at the film? 



Title of film: 



Directions: Read through questiona--theu look at film-^answer questions at end 
of showing film. 

1. What are the main things you learned from this' film? 

• ^ ^ : 



2. Is there anything in the film you did not understand? Yes No 

If there is, list. 



3. Did this film show any relationship to other studies or experiences, for 

example, biology, nutrition? Yes No 

If related, name them. 



4. Did the film show any relationship to your present-day life? Yes 
No Example: 



5. Do you think the film helped meet our objective? Yes 



No. 



6. Do you think you would understand the material covered by the film better 
if you saw the film again? Yes No 

7. Po you want to see the film again? Yes No 



8. Do you* have any questions coGcerning the film? Yes No 
List: 



Evaluated by: 
Date: 
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GUIDES FOR THE WISE USE OF CREDIT 

Shop for th(^ lowest credit co8t--in dollars and true annual interest rate. 

Be absolutely certain that you will be able to meet the financial obligation© 
you are assuming. ' 

Use credit fo^ major expenses' only. ^ 

Read your credit contract thoroughly before signing it. 

Never sign a contract that contains blank spaces within the printed tesst. 

Determine whether immediate possession of the item ypu wish to own is worth 
the extra Cost of the credit. 

Make certain that not too large a portion of your discretionary |.ncome is 
allocated ^for crecj^t payttients. 

If you require a loan, .of fer the best security possible so as to benefit from 
the lox'jer rate of interest. - 

Steer clear of unlipensed lending agents. 

Borrow' the absolute minimum required to meet your needs, not the maximum that 
the- lender offers. 

VJhen buying on credit be just as discriminating about the quality of the mer- 
chandise as you X'jould be if you were paying cash. 

Pay off existing debts^ before taking on new ones. 

Be sure you are fully informed regardi^ng all additional charges. 

Obtain complete information about the lender's policy ih the event that you 
may 'not be able to meet every payment on time. ^ 
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ADVANTAGES OF PAYING CASH ; 
Sometimes merchants grant discounts to customers who pay caQh. 

i 

The consusaer is not tempted to over -buy. ^► 

The coasvmer can do a more efficient job of shopping. He .is not , restricted to 
stores in which he ha© accounts. If an article or price at one store does 
not please him,, he can go' elsewhere. He can save sSoney aiad have- a wider choice^ 
of goods. 

By buying for cash the consimsr is constantly aware of his financial status. 
He knows where he stands. • 

Stores which do not have the largei expenses involved in granting credit can 
afford to sell goods at lower costs. By shopping at these stores th^ consuoier 
often aavns eioney. 

Cash buying allows a greater margin of safety. The corisumer who has no debts 
can Use credit as an emergency cushion. 

Psychologically it feels good to not have debts. ■ 
ADVANTAGES OF USING CREDIT ; 

Credit is a convenience. The consumer can order by mail or telephone and 
' monthly bills make record -keeping easy. ^ 

The credit customer gets/better service. Stores are careful to please credit 
customers. The credit consumer is considered a regular customer. Returning 
goods is made easier and orders may be made on approval. 

Credit is "established by use. The consumer who buys on credit and pays promfftly 
is able to secure ctedit fpr emergencies more easily than the consumer who has 
always bought for cash.' 

The consumer is not restricted to the cash he has at any given moment. 
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TENDIX J 



' CONSUMER CREDIT 
PRE-STUDY INVENTORY JCEST 



Instructions: Fill in thh correct word: 

1. Government uses (government credit)^ o finance government services when 

expenditures exceed revenue. Business uses production or commercial credit 
to finance production and distribution of'goods and services. Credit used 
by individuals and families to acquire goods or cash or services is called 
(consigner credit) . 



2^ Credit obligations Miich the borrower repays in two or more periodic pay 
ments are called -'^ — j^- * 



installment) credit. 



^* (Consume r installment sales credit) is cre^it^ by means of which an item of 
durable -goods is bought and paid for by consumer through periodic payments. 

^- (Consumer install ment cash credit) is credit by me^iis of which money is 
loaned directly to an individual or family and repaid through periodic 
payments. 

5. (Service ) Credit is a form of non-installment consumer credit used to pay 
gas and electric bills, and to pay for the prof ess^lonal services .of doctors, 
de^r^sts, etc. " 

Thirty-day charge accound|^ in department stores and other retail outlets are 
a form of consumer ( non - ins t a 1 Imen t ) credit. 

7. (Mortgage) credit is long-term credit used by consumers to purchase homes. 

In an installment sales credit transaction, an agreement that withholds 
title of an item of durable goods until it is fully paid for is called a 
(conditional) sales contract. 

9. (Disposable) income is about the game as "take-home pay." 

i®- (Discretionary) income is the amount remaining from income after essential 
living costs have been taken "but. 

11. Your (credit rating) is an evaluation of your qualifications to receive 
credit; based largely on^ur past record in meeting credit payments. 

12. (Assets) are everything an individual or a business or other institution 
owns that has monetary value. 



13. The total of what a family owes make up its (liabilities) on the balance 
sheet. ^ ^ ^ 

430 




14. What a family owes, subtracted from what a family bWns, leaves that family' 
(net worth) . 

Note: Score^7 points for each correct answer. Perfect score (14 x' 7) is 98. 
*Words in parentheses are the correct answers. 
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APPENDIX L 



SMPlsE LETTER OF THANKS 



Address 
Date 



Name 
Title 

Association or Organization 
Address 

City J, State^ Zip Code 

*< 

Dear : 



On behalf of the entire consumer education class of ( insert name) High School, 
,let me thank you for ( inserts-talk^ tour and/or materials) . Your contribution 
to the unit we are studying was most intere^st^ug and stimulating. 

... ir'? 

VJe appreciate your cooperation and generosity. 

i Sincerely, 
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\ GOVERNMENT OFFICES AND DEPARTMENTS 

and local branches. See 'U.S. Government Offices" to your telephone directory 
for local offices. 

Department, of Health, Education a^d Welfare 
Washington, D.C. 20201 

Office of Education 

Washington, D.C. 20202 

Public Health Service 
Washington, D.C. 20201 



Social Security AdEalnistratjjLon 
6401 Security Boulevard 
B^ltiiaore, Maryland. 21235 



\ 



Consumer iProtection and Environmental Health Service 
200 C. St. ^W. 
Washington, D^C. 20201 



Department of Housing and Urban Development 
Washington, D.C. 20410 

Federal Housing Administrktion 



Office of Urban NeighboH< 



ood Services 



Department of Interior 
Washington, D.C. 20240 

Department of Labor 

Office of Information, Publi^cations and Reports 
Washington, D.C. 20210 

Department of .Treasury 
Internal Revenue Service 
Washington, D.C. 20224 

Federal Reserve System 
Washington, D.C. 20551 

Federal Trade Commission 
Washingtoi?, D.C. 2O580 
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National Coannisaion on Product Safety 
1016 Siicteenth St, N.W. 
Washington, D^. 20036 

Office of Economic Opportunity 
Washington, D.C, 20506 

Post Office Department ^ 
Washington, D.C. 20260 

Departmei^ of t^ouoEerce 
National Bureau of Standards 
Washington, D,C. 20234 

Presidents Ccn&ittee on Consumer Interests 
183 Ejtecutive Officd^ Building 
Washington, D.C. 20506 > 

Securities and Exchange Commission 
Washington, D.C. 20549 

U.S. Department of Agriculture 
Washington, D.C. 20250 

Special Assistant for Consumer Affairs 
WUItfaj House 

Washington, D.C. * . . ' 

There are a nimber of excellent reference books and audio-visual aids covering 
all areas of consigner education for both student and teacher use. Rather than 
list them individually, since new titles are issued frequently and others are 
similarly revised, we suggest* that you write to the publishers and film, distri- 
butors with whom /our school district is currently doitig business. Most 
publishing houses ^ill furnish examination copies of books and other materials 
which you feel would be especially relevant to the unit of study. 
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SOURCES OF ADDITIONAL REFJRENCE MATERIALS 
FOR CONSUMER EDITION CLASSES 

The following Hating Includes some of t^e many sources of information on 
conaumer education: 



ASSOCIATIONS AND ORGANIZATIONS: 

American Bankers Association 

90 Park Aveaue 

New York, New York 10016 



5rican Bar Association 
1153 East 60th 
Chicago, Illinois 60637 

American Home Economises 
Aqaociation 

1600 Twentieth Street N.W. 
Washington, D.C. 20009 

.American Medical Association 
535 N. Dearborn Street 
Chicago, Illinois 60610 

Asabciation of Home Appliance 
MQEuf acturers 
20 N. Wacker Drive 
Chicago, Illinois 60606 

Better Business Bureau • 
(See phone book for address) 

Chamber of Commerce of the 
United States 
1615 H. Street N.W. 
Washington, D.C. 20006 

Council for Family Financial 

Education 

277 Park Avenue 

jj^ew York, New York 10017 

Council on Consumer Information 

University of Missouri 

15 Gwynn Hall 

Columbia, Missouri 65202 



CUNA International 
Box 431 . 

Madison, Wisconaln 53701 

Grocery Manufacture»rs 
of America, Inc. 
205 East 42nd Street 
New York, New York lOOp 

Industrial Union Dept. /^FL-^GIO 
[815 Siii||^th St., N.r 
Washingtdll^ 2,04^6 

\ 

Institute of Li^fe In^lurance 
fij77' Park Avenue 
n|w York, New York / 10017 

Insurance Informatylon Institute 
ll| William Street 
Nea York, New York 10038 

JoifJt Council on/ Economic 
Education 

121z\ Avenue of yfche Americas 
NewAVork, New York 10036 

National Assoaiatlon of 
Manufiacturers/ 
277 Park AvMue 
New Y^rk, Ulei Yor^ 10017 

National As^ciation of 
Secondary School Principals 
1201 Sikte^nth. Street, N.W. 
Washington, D.C. 20006 

Nationall\ Better Business Bureau 

230 ParkuAvenue 

New Yorkil New York 10017 
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•National Consumer Finance 
Association 

1000 Sixteenth Street W.W. 
Washington, D.C. 20036- ^ 

National Education Association / 
1201 Sixteenth Street i^.W. 
Washington, D.C. 20006' , 

National Foundation for 
Consumer Credit, Inc. 
Federal Bar Building West, 
1819 H. .Street N.W^ 
Washington, D.C. 20006 

National Safety Council 
425 N^th Mi<;higan Ave. 
Chicago, Illinois 606H 

Public Affairs Comittee, Inc. 
381 Park Avenue South 
Nevj York, New York 10016 

Retail Merchants Association 
' (See phone book for local 
address) 

Tax Institute of America 
^ 457 Nassau Street 

Princeton, Nevj Jersey * 08540 - 



BUSINESS FIRMS :^ 

often provide free and inexpensive 
materials on cpnsumer education, product^, 
and services. 



Savings and Loan Aaso^iat ions 
Stock Exchanges: New York, 
American, Midwest . 

^For a complete annota'^ed list, see 
TIPS Handbook of Information on 
Consumer Products and Services 
Matket Development/Distf ibutlon 

Departiaent 
National Association of ^^anuf• 
277 Park Avenue, New York, N.Y,' . 
($2.50) 10017 • 



PERIODICALS: 

frequently publish articl(?s or 
sections related to consumer edu- 
cation. These are available In 
public , libraries and many school 
libraries, or by subscription and 
some will be found on newsstands. 

i 

American Home 
Better Homes jpnd Garden 
Changing Times 
Consumer Bulle.tin 
Consumer Reports 
Daily Newspapers 
Forecast (Co-Ed) " 
Good Housekeieping ^ 
Journal of Home Economics 
'Ladies 'Home Jpurnal 
McCall's 

VJall Street Journal 

VJhat's New In Home Economics 



Appliance Companies ' 
Automobile Manufacturers 
Banks 

Clothing and Textile Manufacturers 
Finance Companies 

Food Processors, Distributors, and 

Marketers 
Insurance Companies 
Investment Companies 
Real Estate Boards 
Retail Stores and Patalog-'Order 

Houses 
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M>PENDIX 0 



STORIES BASED 0J3 LEGAL PROBLEMS* 



#1 tojg SIGNATUI^ 



Betty K. Gipson 



This play involves the pvirchase 
of a sewing machine- From it 
you will learn the value of your 
signature r the significance of 
a contract r and the in^ortance 
of seeking information before 
leaking a large purchase. In 
addition r you will learn about 
the existence of two resources 
in your coEsaunity which can aid 
the family with financial legal 
problems. ■ 



The characters: 

plr.B, Helen Bates 

Mary Bates r daughter, age 15 

Mrs. Vera Wise, a neighbor 




Sewing machii^ salesman 
Manager, sewing machine company 



(Mrs. Bates is sitting at 1;he kitchen table drin]^ng a cup of coffee and looking 
at the adsin the morning paper, and her daiighter, Mary, is washing the breakfast 
dishes.) 



mS. BATES: 

MBS. BATES: 
I4AR1^^ 

MRS. RATES: 
MARY: 



> 

Mary, stop washing the dishes and come here. There's an ad in the 
morning paper for a sewing machine for only $75. Have you heard 
of a Dynamic sewing machine? 



No, 



We don't have that kind at school. 



We could use a sewing machine, but I don't know anything about a 
Dynamic' sewing machine. 

r 

My home ec teacher says you shouldn't buy anything from a company 
that you're unfamiliar with. She says you should look up the 
information cfti^brand names when you're not' sure of j^uality. You're 
supposed to look it up in some book. 

What ' s the name of the book? - — ' 

Gosh, I ddn't remember. IT REALLY DOESN'T i4ATTER. 



Illinois Teacher , Vol. XII, No. 3, Winter 1968-69. 

440 



435 



0 



s^^^^/ MRS. BATES: Well, I'm going to call the company and ask them to send out 

a salesman- After all, I-'m certain that the newspapers wouldn't 
let a dishonest company place an ad in the paper. Mary, I'm 
going next door to use the phone. * 

(It is the next morning. Mrs. V>7ise, the neighbor, I4rs. Bates, and Mary are 
talking to the salesman from the Dynamic Sewing Machine Company. The salesman 
has just finTshed a demonstration of the machine and is showing them a picture 
of a zigzag sev/ing- machine in a desk cabinet.) 

MRS. BATES: This machine certainly seems to be a good buy fpr $75. I've seen 
^ similar zigzag machines >p local department stores for three 

' ^ times that price. But Mary says they don't have any Dynamic 

machines in her ^ev;ing class at school and that her teacher 
never heard of this company. ^ 

SALESMAN: . Really? I'm surprised! THIS lA A NATIONALLY ADVERTISED MACHINE. 

IT'S "advertised in all the LEADING MAGAZINES. I can see you 
knov; a real value v;hen you see one. It's a real pleasure talking 
^ to such a smart homemaker. A smart homemaker like you could 

really save money making the children's clothing and making 
things to make the apartment attractive'-. So, your daughte): 
takes home economics. This sowing machine v/ould really help 
to inprove her grades, ^^at kind of grades ^do you make, Mary? 

MARY: They could be better, but, I sometimes make a good grade. 

SALESMAN: Just as I thought. With a machine you could improve' and maybe 

even begin to sev/ for others amd make a little spending money ^ 
for yourself. How does that sound to you? 



MARY: 



Sv/elll I can alv/ays use more spending money. Not to mention 
better grades. Mother, -v/ouldn't the desk, cabinet look pretty 
in my room? 



MRS. BATES: 



Yes, it would. ^ What do you think, Vera? 



MRS. WIpE: ' Well," it' certainly is a lovely machine. But hov; can you possibly 

,.sell it for $75. I just don't knov; . . . ; ^ 

SALESMAN: LOW OVERHEAD AND VOLUME SALES. Bui^, to get back to you, Mrs. 

Bates. I have to hurry, I have ambther appointment. 



MRS. BATES: 



SALESMAN 1 



MRS. WISE: 



I'd sure like to have the machine, but I'll have to talk it 
over v/ith my husbamd tonight. Cam you come back tomorroi*^? 



I'm sorry, Mrs. Bates, but we only have a few of this model for 
sale and 1 couldn't promise to have one left to sell toraorrox*/. 
I have several other calls to make this morning, and if I sell 
out, then you \^\\\ be out of luck. I'm afraid you'll have to 
make up your mind now. 



Helen, I wouldn't let him rush me into anything. Talk to Fred 
tonight, and let Mary find out more about the machine from the 
library. 
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Mfi^s (Who fQaro ohe won't get the Kiachine if her EOthsr waits to talk 

to her father) t-tother, I'm sure this is a good laachine. It sewo 
as good as any machine I We ever used. Besides, I need a sewing 
machine . 

tms. BATES: Well, I don't know/ t4ary. 

SMjESBIAN: You and your daughter have been so nice to e^, Mrs. Bates, 
I sure hate to see you Ic^ae out on this bargain. Wait I I 
juat had an idea about how you can- save the machine until 
tomorrow and still have' a chance to talk to your husband. 
AND IT WON'T COST YOU ANYTHING. To have us hold a machine 
for you, all you have to do is sign this contract and give 
mB a $25 deposit. Then, if your husband doesn't like the 
machine, we'll tear up the contract, refund your deposit, 
and picJ^ up the machime. YOU HAVe NOTHING TO LOSE. Yoti know 
there are plenty of other ladies in this building who would-^ 
like to own this machine. Also, if you sign now and save 
^the company the added expense of sending another salesman 
back, w^e'll give you a $12 buttonhole attachment. Think of 
the money you can earn making buttonholes for th^ neighbors. 
Your husbcind will certainly be proud of you. * 

ms. BATES: ^Mary, what do you think? I really hate to ibsfe' out on such 
"a bargain. * 1^ 

MARY: * Mother, I CAN'T SEE WHAT HARM CAN B'E DONE IN MERELY SIGNING' 

A CONTRACT. After all, he says he'll tear it up if you aren't , 

satisfied. I know that buttonhole attachments 

are expensive. That would^mean you're getting the uachxne 

for $63. And you said it was a' bargain at $75. I DON'T 

SEE HOW YOU CAN AFFORD TO SAY NO. Besides, the machine would. 

look nice in my bedroom. 

MRS. BATES: Well, if you think so, Mary, I'll sign. 

MRS. WIS^: Helen, I don't think you should sign until you know more about 
the contpany and talk to Fred first. 
(Mrs. Bates signs the contract.) 

(Several days later Mrs. Bates' sewing machine is delivered. Much to her 
surprise and disappoinbnent the machine is not like the one the salesman 
..demonstrated. The machine is in a portable case and does not do a sigzag 
stitch. She calls Mary and Mrs. Wise to come and see the machine.) 

MRS. BATES: ^ This isn't the machine I^ ordered. The delivery man lift this 
payment book showing I owe 12 monthly payments pf $8 each. 
My goodness, that's $96 more. The con^any must have made a 
mistake. I've seen machines like this in stores for $35 to $40. 

MRS.'WISE: This certainly isn't the machine the salesman showed you. I 

, thought that the machine he showed you was too nice to sell for 
$75. You should hav^ checked on the company. 
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ms. BATES: I don't need advice now. 

MARY: Mother, what are we going to do? 

ms. BATES: I'm going to call the company. 

wrong machine. >^ 

(Mrs. Bates calls the company) 



I'm sure they delivered the 



ms. BATES: 



MANAGER: 



MRS. BATES:- 



MANAGER: 



MRS. BATES: 



MANAGER : 



Is this the Dynamic Company? '^|m r4rs. Bates. Your conqpany 
delivered the wrong machine to me this morning. They 
delivered a portable, plain-stitch machine, instead of a 
zigzag, desk-cabinet machine. I ordered the $75 model. They 
left a cheaper model. Also, th^ payment book sho^vs ma owing , 
you a balance of $96. The machine only cost $75, ^d I already 
paid $25. How can I ov;e you $96 more? 

Mrs. Bates, that $75 was the cash price, of the swing machine. 
I'Jfhat you are paying is the tiros or installment price, and it 
comes to a total of $121. It was all on the paper you signed. 
If you ordered a $75 machine, then you ordered oxor' cheaper model 
portable. The model you described is our deluxe model which 
we sell for $350. Now, if you aren't satisfied with the cheaper, 
model, we would be happy to send dut our deluxe model. Of course, 
"if you just want a cabinet, we have them for $100 to $250. Just 
l^ms know what v/e can do to satisfy .you. 

Vhall, I gue* you'd better come and pick up your machine. My 
husband wasn't too happy about my buying the machine in the 
first place, and I know we can't afford to spend a^y more 
on a machine now. So come ^and pick the machine up and refund 
' my deposit. The salesman said you would tear up the contract 
if I changed my mind. 

I can't believe our salesman told you that. He didn't have 
aut^iorLty to make such ^itf^agreement with anyone.* You will 
either have to live up ^^^our contract or I'll have to turn ^ 
this matter over to our lawyer. 

YOU CAN'T DO THAT*. ^ 

I'm sorry, Mrs. Bates. We not only cap but we will if you make 
it necessary. When you sign a contract, you make yourself 
legally responsible, to the conditions set up in the contract. 
Nowhere in our contract did we agree to refund your money or 
agree to allow you to return the machine. VJe can't be held 
responsible fqr any verbal conditions or promises made by 
. our salesman. " ^ 



(Mrs. Bates han^s up ar^d returns to Mary and Ijjlrs. Wise, 
MRS. VJISE; Well, Helen^ \-3hat did he say? 
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MRS. BATES:' 



He said-h-e had not made a mistake, and that. he'd sue me if 
I didn't pay for the machine. I guess there is nothing I 
can do. I'm just stuck with the machine. 



MRSi WISE: I know what I'd do. I'd calJ^ the Better Business Bureau, 
might be able to help you. 



They 



(Mrs. .Bates calls the Better Business Bureau and tells them v/hat has happened. 
■The Better Business Bureau tells Mrs. Bates they have had similar complaints 
about jthis company, and had she called prior to her purchase they' coulc( have 
been of help to her. They would hav^ warned her of the bad reputation o£ this 
company and told her of the things the Dynamic Con^any had done to other 
horaemakers . They advise that it vjould do no good for^ them to follov; through 
on her complaint because they had been unable to help in. prior cases. They 
QUggest she contact a lawyer. Mrs. Bates has returned to the kitchen where 
Mary and Mrs. Wise are sitting.) 

MS^. BATES: 




ISE: 



I called the Better mess Bureau and they said it was 
too late for them to be of any help. They said I should'' 
see a lawyer. But I can't afford a lawyer. Besides, I'm afraid^ 
of 4; lawyers . Lawyers scare me like doctors. Lawyers a^e 
for' criminals. * I'm no criminal. I'm just^not going to pay 
them one cent. ,I'LL SHOW THEH; If-s better to lose $25 
than to lose $96. I'll just not tell your father anything. 

Helen, I really think you- should see a lawyer. I d^n't think 
,that the Dynamic Company is just going to let you /stop paying 
them . I ^ ve- heard thatT the lecjal aid office will help people 
with their problems if they can't afford a lawyer, Why don't 
you go see them? / 



MRS. BATES: No! I've made up my mind. I'm just not going to pay them 
anything-,, and I'm npt going to worry Fred about 'all this. 

show them.^ , ' 



'11 



(Several months have gone by and Mrs. Bates has continued to refuse to seek, 
l^^al advice -or pay for the sewing-machine. She has r^eceived several bills 
and notices from the Dynamic Company, and has just thrown^ them away. On this 
day a notice of suit was delivered from the court, addressed to her and her ' 
husband. The notice advised that they were being sued ft)r the unpaid balance 
on the sev/ing machine, costs of Qourt, interest on the installments, cind 
attorneys ^ fees. The- notice advised that they had five days to comply with ^ 
th^sB 'demands or fiLS an answer setting up any defenses.) 

(1?he scene is Mrs. Bates' kitchen. She and Mrs. Wise are talking.) - ' '^h 



MRS. WISE: Helen ^ Mary asked me to come over right away, 
were upset. What's wrong? 



She said you 



MRS. BATES: A man just delivered this court notice. 
. am I going to' do? 



.What in the world 



MRS. WISE: Is it about the sewing machine? „ * • 

MRS. BATES: Yes. T should have listened to you ajcid seen a lawyer, 
you think it's too late, no^Q 
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Do 



MRS. WISE: 



I don't know, but if I were you, I'd go find out. 



(Mrs. Bates went to the legal aid office. Tlfe attorney reviewed her financial 
situation and determined she was entitled to legal aid services. The attorney 
contacted the attorney. for the Dynamic Company and advised of his intention 
to defend their suit, all*feging fraud. The Dynamic Company, fearing' the advers^ 
publicity of a court hearing, dismissed the suit and refunded Mrs. Bates' money.) 



Function of questions: 

To assist students in identify- 
ing with the Bates family 



To clarify values and goals 



To identify legal problems 



To identify the d&use of the 
problem 



SUGGESTED QUESTIONS 

Questions: 
1\ Does this seem to be^a true story? 

2. Whidh character do you like best? 

3. What do you think Mrs. Bates' goals 
were? 

4. At what time in the story did you 
understand the goals of Mrs. Bates, 

* . ' ^ Mary, and Mrs. Wise? 

'5. What (Jo you consider to be t:he real 
legal problem caused by the pxor chase 
of the sewing macTline? 

What actually caused the problem? 

7. What advice cfan you give lArs. Bates 
about the use of her signatxore? 



To determine the effect of the 
.problem 



Lght this problem affect the 



C Z 1 



9. What might have happened if Mrs. 
Bates had not gone to a lawyer? 
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CROSSWORD PUZZLE- -CONSUMER CAUTIONS* 

ACROSS: 

1. Currency is a form of , 

5. Income, interest and profits are forms of . 

7. An interest-bearing certificate issued by a government or a corporation 
promising payment by a specific date is called a , 

10. The Truth in Lending Act requires that the true annual interest 

be stated. o 

11, Many department stores provide charge accounts. 

12; The cost of an insurance premium is partly determined by the buyer's 
13. So matter how irritating a shoppei: may be, the salesperson should not" 

ISi The price paid for the use of what is borrowed is known as_ . 

iti^ Decisions are affected by the consumer's ultimate^ 

19. A budget or spending plan may be a means to an . 

ii» Most of the money used for services by local, state or federal government is 

secured through , 

^3. An* estimate of the val\\e of property is an . 

It is often more expensive to defer payment than to pay • . 

25. Other than interest, the amount of money repaid on a loan is known as 

^6. A paper acknowledging a debt and promising payment is a _^ 

iOi The steadily rising cost of living has been caused in part by the increasing 

cost of . 

31. An institution that is limited to making small loans is a 

company. 

3^f^;' debt or financial obligation is a 

8., Low-£ticid|a6 ff^iniXies spe^ proportionately more for than high- 

income families. V 
^7.' The opposite of "borroW*^ is 

38. The largest single expenditure of many families is for a . 

39. The initial cash investment toward the putchaae of property is a ^ 
payment. , 7T 

45. A mortgage paid in full represents the home owner's 

46. Profits from real estate transactions are referred to as capital 

A7. Company profits that are shared among stockholders are called . . 

48. Life insurance policies that emphasize savings are , ] 

mm: ^ 

1. A form of joint investment; in the stock market is the fund. 

2. A penny wisely invested today may become a tomorrow. 

3. Intet'est^is compounded daily, quarterly, semiannually and 

4. Quality can be sometimes be determined if a test laboratory's 

is attached. ^ 

6. Income received and not spent is classified as 

7. Institutions t^iat hold, lend and exchange money are 

8. Priced are partially determined by supply and 
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9. An institution that limits loans to members only is a ^union.. 

14. In estate planning it is advisable to seek the services of a 

16. The income tax allowance granted for each dependent is an 



17. The three kinds of income are money, , and services. 

18. Many homes are financed through savings and associations. 

20. Retail stores under the same ownership and merchandised from a common point 
are ' stores. * * , 

21. Corporations sell ownership in themselves through . 

27.- Individuals" job opportunities and potential incomes are related to their ' 



28. A i?ise investment has the potential cf providing high for the 

investor. 

29. Medicare and worlanen°s compensation are forms of insurance. 

32. Consumer decisions in the marketplace have a direct influence on thfe 



33. A signed agreement between two parties concerning rental of property is a 



3^. Before signing a cor^tract, the purchaser should read the 

40. Purchases often depend on packaging, advertising, and brand_ 

41. Evidence of | title to property is a . 

42. A tax-deductible item would be a donation to the United 



43. Seasonal factors, los^-leader items and special purchases can result in 
prices for the consumer. 

44. By comparative shogping a consumer can often save money on the purchase of 
an . 

^ n^at°s New In Home Economics , Page 29. 
April, 1970 
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CROSSWORD PyZZLE ANSHSIS 



ACROSS : 



1 • lEonqy 

5. eariQiBgQ 

7 • bond 

10. rates 

11. revolving 

12. age 

13. yell 

15. interest 

17. goal 

19. end 

22. tastes 

23« appraiaal 

Ik. 'cash 

25. principal 

26. note 

30. services 

31. finance 
34. liability 
36 «. food 

37. lend 

38. ho£^ 

39. down 
45. equity 
46., gains 

47. dividends 

48. endowments 



DOWN: 



1. 

2; 

3. 

4. 

6. 

7. 

8. 

9. 
14. 
16. 
17. 
E8. 
20. 
- 21. 
27, 
28. 
29. 
32! 
33. 
35. 
40. 
41. 
42. 
43. 
44. 



mutual 
nidkel 
.yearly 
seal 
savings 
banks 
demand 
credit 

exemption 

goods 

loan 

chain 

stocks 

education 

yield 

health 

economy 

lease 

terms 

n^es 

deed 

fmid 

sale 

item 




